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“Of all the training I have done during my nearly 30 year commer-
cial real estate career, Market Force has had the greatest impact 
on my success in both sales and management. Market Force 
teaches you to build relationships and close transactions faster 
and with more predictability.”

—  Jim Spain, Regional managing DiRectoR/BRokeRage
   collieRS inteRnational, caRlSBaD, ca 

“Market Force touches individuals in three ways. First, it helps you 
understand yourself and your unique talents. Second it supports 
you to find your path to the future. And, third, it gives you the tools 
to succeed in the marketplace. Nothing compares to the power of 
this technology.” 

      — maRk anDRewS, pReSiDent
          tme inveStmentS, Raleigh, nc

“What I find different (with Market Force) is how easy it is to come 
up with solutions and apply them. I have followed some of the 
advice and got immediate results, which I find amazing.” 

        —  natalia Blagoeva, Regional  DiRectoR 
of SeRvice excellence foR new euRope

   collieRS inteRnational, pRague, czech-RepuBlic 

“In a world where less is often more, apriori has helped us produce 
more with less (effort). The bottom line is they teach us to better 
coordinate action and drive results.” 

        —  michael hoRwitz, founDeR
           capital pacific, poRtlanD, oR 
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4729 E SunriSE 
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Wealth is a surplus.
       Prosperity is the capacity to create a surplus.

the focus: results for our clients
our clients span more than twenty different industries, 

including major commercial real estate service firms, state and 
local governments, financial enterprises, information technology 

companies, as well as high-growth start ups.  



why do 
apriori principles work?
without the apriori principles of market force, it’s like you 
are in a game without any idea of how to win, what the rules 
are, or what your competitors are doing. with market force, 
the game slows down, you can incorporate strategies into 
your performance that others cannot, and you accelerate 
your results.

why apriori international?
we have a winning record.  on average, companies fully 
engaged in our programs increase their revenues by 25% 
in less than two years.  
 at colliers international, for example, over 3000 of 
their nearly 15,000 commercial real estate professionals 
worldwide have been introduced to market force, which 
is a core program in the colliers university.  according to 
colliers university’s own internal research over the past five 
years, results have been substaintial on both the revenue 
producing and service delivery sides of the business, 
including:
• 108% higher average annual increase in revenue for 
 producers who take market force versus producers 
 who do not.
• 43% higher average performance rating for support 
 professional who take market force versus support 
 professionals who do not.

Design your own obsolescence 
               or someone else will. 

the concern: 
change and uncertainty
the solution: market force 
and confidence
apriori international coaches individuals and companies 
with the courage to realize that the actions they take today 
determine their success in the future.  Specifically, in this 
emerging world of light-speed communication, apriori 
delivers a set of tools that will enable you to: 
• create a more powerful personal and company brand.
• cultivate more meaningful relationships on your 
 team and with your market.
• produce more with less through more effective
 coordination of action.
• work through adversity more efficiently.

the approach
apriori does not work on symptoms. instead, we work 
underneath your specific industry or job to show you the 
principles for creating a sustainable competitive advantage. 
our principles are presented in the format of “maps”. the 
maps allow you to navigate today’s changing environment 
with confidence, not anxiety. the maps help you win.
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language3
“Wealth is a surplus. 
           Prosperity is the capacity to create a surplus.”

For people and organizations to thrive, they must learn to facilitate growth and 
accomplishment.  All accomplishment happens through language. 

Humans are social creatures who use language in two basic ways — to coordinate  
action (performative speaking) or to evaluate past experience (judgmental speaking). 
Neither performative nor judgmental speaking is better than the other. They simply 
serve different roles. 

To achieve consistent prosperity, people must learn the language of accomplishment. 
To have others see our intentions and change their activity to assist us in our tasks, 
requires the coordination of everyone’s actions through the use of very specific  
performative language. 

Performative speaking coordinates human action to generate accomplishment, which 
then facilitates growth and success as measured by prosperity. 
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Accomplishment
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Language

Judgmental performative

assessment • Declaration
• Promise
• Request
• Assertion
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balance3
“Next to love, 
      balance is the most important thing.” — Coach John Wooden, UCLA

Projects are started to appropriate market force by accomplishing a particular future. 
Inevitably, a break in action occurs. In order to proceed effectively, balance must be 
achieved and maintained. In an effective community, a break in action is not a  
problem. It is only a stop and an opportunity for learning. 

The source of every break in action is intention. No intention, no break. No break,  
no intention. This shifts the accountability of breaks away from the circumstances 
and focuses it on the individual and the committed community. When a break in  
action occurs, people can maintain their balance by separating themselves from their  
emotions and psychological assessments. Then they can ask, “Given my intention, 
what are the possibilities?” From numerous possibilities, new actions can be taken. 
Some will be effective, others will not. Either way, the process begins again. 

The essence of balance is knowing when you have lost it. Without the ability to  
distinguish the cause of a break in action, people automatically lose their balance.  
They begin taking recurrent, ineffective actions that address the symptoms of a  
breakdown — their feelings. But in the game of market force, the market does not 
care about emotions. It only cares about its own satisfaction. 
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The essence of work is the request — a promise to become satisfied when fulfilled.  
To increase effectiveness, it is essential to understand the components of any request 
— speaker, listener, time, conditions of satisfaction, and background of obviousness. 

speaker
The speaker must be accountable for not only making a clear request, but also for  
managing it to completion. If a request is not satisfied, it is more useful to look at  
where the process broke down rather than blaming others. 

listener
It is often assumed that a listener can hear and understand a request. In the rush and 
urgency of the work environment, people often fail to notice whether or not they are 
being heard. 

time 
The most frequently neglected component of a request is time. It is critical to establish 
a mutually agreed upon deadline. “Right Away”, “ASAP” and “Next Week” are not specific 
and have different interpretations by different listeners and speakers. 

conditions of satisfaction 
A clear understanding of conditions of satisfaction by both parties is necessary.  
Conditions of satisfaction must be specific and clearly articulated by both parties.  
For instance, to request a report by Monday at 9:00 a.m. does not relate the size or  
detail of the report required and allows for varied interpretations. 
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“We live in a time of rapid social and technological 
innovation, evolutions in communications and issues 
of worldwide concern — all occurring simultaneously.  
The ever-accelerating pace of change is producing an 
unprecedented level of complexity in our lives and in the 
world at large.  Much of our traditional way of life — our 
families, our ethnic and cultural identities, our way of 
planning our lives and doing business together — has 
become deeply disoriented and unsettled.”

Dr. FernanDo Flores
Chilean engineer, entrepreneur and Politician
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