
The Four-Step 
Process to Get What 
You Ask For 
Get More of What You Want from Others 



Often we make a request… 
 

…or ask individuals to perform a task only to end up 

frustrated when it doesn't get completed.  It causes 

resentment, or the belief that we are not supported 

and respected.  The problem usually lies in the manner 

in which we communicate what it is we are wanting.  

This four step process goes deeper with our 

communication in such a way that improves your 

results. 

 

This process works in your personal life as well as your 

professional world. 



STEP ONE: 

Make the Request 
 

This should be a clear one sentence description of the task you 

are asking them to perform.  Most of the time this is where we 

end our communication and it leaves many gaps that could 

result in the task not being performed to your expectation.   

The example below seems simple enough and you may be 

thinking what else is needed.   

 

Example:  I need you to take out the trash.  



STEP TWO: 

Paint the Picture 
(Set Your Expectation) 

 

Once you've made the request, now you want to provide all the 

details for the request.  Describe exactly what it looks like 

when this task is completed to your full expectation.  Include 

as many details as possible including any deadlines for when 

the task needs to be performed and completed.  Let's continue 

with our same example and build on step two. 

 

Example: I need you to take out the trash each night after the 

dinner dishes are cleared whether it's full or not.  It needs to 

go all the way out to the dumpster in the alley, close the lid on 

the dumpster and put in a new bag in the trash can when done. 



STEP THREE: 

What's in It for Them (Me) 
 

Step three is about detailing the why.  We all want to know 

what's in it for me! 

 

What's the purpose of completing this task, how does it help 

me.  Often if individuals don't see the benefit - they will not 

perform the task or it could trigger defensiveness or 

resentment.  The idea here is we are a connection being.  We 

want to support and help people we care about and respect 

and we also want to get what we want.  When you're detailing 

this step include as many different benefits from all 

perspectives.  Include what's the benefit for you, for them, for 

the company, for the customers as an example. 



STEP THREE: 

What's in It for Them (Me) 
 

Example: I need you to take out the trash each night after the 

dinner dishes are cleared whether it's full or not.  It needs to 

go all the way out to the dumpster in the alley, close the lid on 

the dumpster and put in a new bag in the trash can when done.  

What's in it for you is we can have a pleasant evening and enjoy 

each others company and I will not be angry or frustrated with 

you.  What's in it for me is I won't be smelling the trash all 

night and I will enjoy my time with you. 



STEP FOUR: 

Ask What They Need from YOU 
 

The final step is about making sure they have all the resources 

needed to complete the task you have requested.   This is done 

by simply asking, "Is there anything you need from me to do 

this?".  Continuing with our example here is what the complete 

four step process would sound like. 

 

Example: I need you to take out the trash each night after the 

dinner dishes are cleared whether it's full or not.  It needs to 

go all the way out to the dumpster in the alley, close the lid on 

the dumpster and put in a new bag in the trash can when done.  

What's in it for you is we can have a pleasant evening and enjoy 

each others company and I will not be angry or frustrated with 



STEP FOUR: 

Ask What They Need from YOU 
 

you.  What's in it for me is I won't be smelling the trash all 

night and I will enjoy my time with you.  Is there anything you 

need from me in order to complete this? 



Final Thoughts 
 

The goal for this process is to completely outline your expectation of how 

completing the task would look when it's done to your satisfaction.  The other 

opportunity it provides for you is a follow up conversation if the task is still 

NOT completed to your satisfaction.  For example maybe you left out a detail 

for step two such as how often you need the task performed. It's as simple as 

going back to all four steps and adding the additional information.  This is 

helpful for the clarity of the individual you've made the request to.  The other 

follow up conversation might also be that the individual actually does need 

something from you to successfully complete the task.   

 

For example staying with our same request of the trash.  Here is what that 

follow up conversation might sound like. 

 

Example:  Last week I asked that you take out the trash.  I requested you take 

out the trash each night after the dinner dishes are cleared whether it's full or 

not and that it needed to go all the way out to the dumpster in the alley, then 

the lid on the dumpster closed and finally to put in a new bag in the trash can 

when done.  I shared what's in it for you is we can have a pleasant evening and 

enjoy each others company and I will not be angry or frustrated with you.  

What's was it for me is I won't be smelling the trash all night and I will enjoy 



Final Thoughts 
 
my time with you.  At the time you said there was nothing you need from me in 

order to complete this.  The trash has not been taken out the last two nights, is 

there something you DO NEED from me?   

 

Now they can respond in a way that is empowering instead of defensive.  For 

example, yes can you just tell me when the trash is ready to go out? 

 

As a final thought, I've used a more personal example to walk you through this 

communication process so you relate to the steps and my goal is so you can see 

how it can apply in both your personal and professional world.   My experience 

as a business and communication coach has revealed that often we fail to 

communicate in a way that allows people to perform and meet our 

expectations due to their own interpretation of what the completion of the 

task would look like to them.  In other words they put their own spin on what 

it looks like without understanding your expectation.   Leaving both sides with 

frustration, confusion and the lack of development. 

 

So what conversation is waiting for you to put 

this four step process to work? 



Be Transformed  
D I S C O V E R Y  S E S S I O N  

 

Struggling all alone?  Now's your chance to replace the struggle with a one-

on-one session with me as we help you get clarity and the life you truly 

want that is waiting for you to chose.  You may be too close to the situation 

and may not be able to see the true cause of the problems or recognize the 

solutions. That all changes when you have an expert by your side to show 

you the way forward to transform and create the full life you desire. 

 

 Together we will create a crystal clear vision for your future that gets you excited 

and eager for the next steps 

 We discover together what is standing in your way and how to overcome the 

obstacles 

 We'll create a proven plan to action to take you from where you are today to 

where you want to be in the future 

 I hold these sessions personally, spaces are limited 

BOOK YOUR SESSION 

https://debbiefrapp.com/be-transformed-discovery-session/
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