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BIG IDEA

* Paul’s model in not manipulation

* [t is truth delivered through relationship, identity, and transformation.
* He doesn’t sell behavior change first.

* He sells identity change, which produces behavior change.



CLARITY OF MESSAGE

* Paul’s messaging is shockingly consistent.

* “I resolved to know nothing... except Jesus Christ and Him crucified.”
— 1 Corinthians 2:2

* Sales Principle: A confused message kills conversion.

* Paul keeps returning to:
* The problem (sin/separation)
* The solution (Christ)
* The invitation (faith/alignment)
* The outcome (new identity & freedom)



SEGMENTATION & ADAPTIVE MESSAGING

“I have become all things to all people...” — 1 Corinthians 9:22

Paul customizes tone, language, and argument:
 Jews - Scripture logic
» Greeks - Philosophy & worldview (Acts 17)
e Churches - Pastoral nurture
* Leaders - Strategic instruction (Timothy, Titus)

Sales Principle: Same truth. Different entry point.

Modern Sales Translation
* Cold audience - Awareness messaging
e Warm audience - Teaching & trust building
* Committed audience - Activation & invitation

Paul demonstrates: Segmentation, Positioning, Message-market fit



AUTHORITY THROUGH STORY
(Testimony as Trust Builder)

* Paul repeatedly shares his conversion story: (Galatians 1, Philippians 3 1
Timothy 1

* Sales Principle: Stories bypass resistance.

e Paul doesn’t lead with doctrine. He leads with encounter = transformation
— credibility.

e Modern Sales Translation

* Your testimony:
 Builds authority
* Demonstrates possibility
* Humanizes expertise
e Shortens trust timelines



OBJECTION HANDLING
(Romans as the Ultimate FAQ)

The epistle to Romans reads like a sales call transcript.

Paul anticipates objections:
* “What about the law?”
* “Is grace a license to sin?”
* “What about Israel?”
* “What about suffering?”

Sales Principle: Pre-handle objections before they arise.

Modern Sales Translation Great sales messaging answers:

* Cost objections

* Fear objections

* |dentity objections
* Timing objections

Paul dismantles false beliefs with logic + emotion + revelation.



IDENTITY-BASED SELLING
(Sell Who They Are Becoming)

* Paul constantly reframes identity:
* “New creation” — 2 Corinthians 5:17
» “Seated with Christ” — Ephesians 2:6
* “More than conquerors” — Romans 8:37

* Sales Principle: Behavior change follows identity change.

* Modern Sales Translation - Sell:
* Who they become
* What opens to them

* The life unlocked
* The internal shift



NURTURE & FOLLOW-UP
(Epistles as Ancient Email Sequences)

Paul plants churches — then follows up with letters. This is:

Community nurturing
Relationship maintenance
Retention strategy
Ongoing coaching

Sales Principle: The sale is the beginning of the relationship.
Modern Sales Translation Paul models:

Email nurture

Group coaching
Accountability
Curriculum reinforcement

The Pauline epistles are essentially:

Teaching emails
Encouragement emails
Correction emails
Activation emails



EMOTIONAL INTELLIGENCE IN SELLING
(Love as the Persuasion Engine)

* Paul’s persuasion is relational, not transactional
* Joy: “I thank my God every time | remember you...” (Phil 1:3)

e Grief: “We were under great pressure... beyond our ability to endure.” (2 Cor
1:8) (Speaks of tears, weakness, betrayal suffering, misunderstanding)

* Urgency: “l am astonished that you are so quickly deserting...” (Gal 1:6)

* Tender fatherhood: People don’t buy on logic alone. They buy from people
who care. (1 Thessalonians)



SCARCITY & URGENCY
(The Language of Kairos)

* Paul constantly emphasizes urgency:
* The shortness of time
* The importance of response
* The weight of calling

* This is not manipulation.
* |t is kairos awareness (divine timing).
* Sales Principle: Urgency clarifies decision.



VALUE BEFORE INVITATION
(Radical Generosity of Teaching)
* Paul teaches deeply before asking anything.

* Sales Principle: Teach - transform - invite
* When value is experienced, invitation feels natural.



THE INVITATION MOMENT
(Appeal Without Pressure)

* Paul invites response but preserves agency.
* He persuades.

* He urges.

* But he never coerces.

* This produces:
* Ownership
* Conviction
 Sustainability



THE PAULINE SALES FUNNEL

AWARENESS

* Public teaching, testimony, miracles

EDUCATION

* Deep doctrine & worldview reshaping

RELATIONSHIP

« Community & shared life

INVITATION

» Call to faith, commitment, alignment
TRANSFORMATION

* Discipleship & identity shift
MULTIPLICATION

* Believers become messengers
e This is the true mark of successful selling.






