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Automated Client Attractionhttps://getclients.daniellevis.com/science-of-client-getting?token=1526cda9b0c9d79d0000018735eac556d
[bookmark: _Toc2]Article summary:
1. The Buying Emotion Color Wheel teaches how to trigger six powerful motivators: fear, greed, anger, envy, curiosity and love.
2. Automated machines can pre-sell and pre-qualify leads for offers that trigger these emotions.
3. The key to driving high quality traffic is understanding and utilizing these six buying emotions.
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Appears strongly imbalanced: The article is written in a biased or one-sided way, and the information it provides is not trustworthy enough to be considered a reliable source. You should consult other sources to find reliable information on the presented issues.
[bookmark: _Toc4]Article analysis:
The article titled "Automated Client Attraction" appears to be a promotional piece for Daniel Levis' Science of Client-Getting e-periodical. The article promises readers access to the Buying Emotion Color Wheel, which supposedly outlines six feelings that sell and how to trigger them.

The article makes several unsupported claims, such as the idea that fear, greed, anger, envy, curiosity, and love are the key motivators for buying. While these emotions may play a role in some purchasing decisions, it is unlikely that they are the only factors at play. Additionally, the article does not provide any evidence or research to support these claims.

Furthermore, the article seems to promote a one-sided approach to marketing and client attraction. It suggests using machines to pre-sell and pre-qualify leads based on their emotional triggers. This approach may work for some businesses but may not be suitable for others. The article does not explore alternative methods or consider potential risks associated with this approach.

The article also appears biased towards Daniel Levis' services and products. It promotes his Science of Client-Getting e-periodical and suggests that his methods can lead to high-quality traffic and increased sales. However, there is no mention of any potential drawbacks or limitations of his approach.

Overall, the article seems more like a promotional piece than an objective analysis of client attraction strategies. It makes unsupported claims and promotes a one-sided approach without considering alternative methods or potential risks. Readers should approach this content with caution and do their own research before implementing any marketing strategies based on its recommendations.
[bookmark: _Toc5]Topics for further research:
· Alternative client attraction strategies

· Emotional triggers in marketing

· Risks of automated client attraction

· Limitations of pre-selling and pre-qualifying leads

· Research on buying motivations

· Objective analysis of client attraction methods
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