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DISCLAIMER

This guide is for educational purposes only and does not constitute legal, medical, psychological, or
financial advice. The purpose of this resource is to outline clear ethical marketing standards for
anyone who sells services or programs online, regardless of industry, platform, or audience.
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INTRODUCTION

Why This Guide Exists
The online services industry is saturated with persuasion tactics that may be legally tolerated but
are often ethically questionable. Many of these tactics are designed to bypass thoughtful
decision-making and trigger impulsive behavior rather than informed consent.

While all audiences deserve ethical marketing, the risks become especially severe when these
tactics are directed at ADHD and neurodivergent individuals — who are statistically more vulnerable
to:

→ Impulsive purchasing and financial dysregulation

→ Rejection sensitivity and shame-based compliance

→ Decision fatigue and authority-based persuasion

The Core Principle

If your marketing requires psychological pressure to generate sales, your business model is
structurally unsafe.

Neurovetted™ exists to correct that imbalance. This guide makes one principle unmistakably clear
and gives you the frameworks to act on it.

Reflection Prompts

� Where do most of your current leads come from?

� Which emotion does your marketing mostly activate: hope, trust, urgency, fear, or relief?

� If you had to remove urgency completely for 30 days — what part of your funnel would break
first?
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CHAPTER 01

Trust vs Manipulation: The
Neuroscience Difference
There is a fundamental neurological difference between decisions made under trust and decisions
made under threat. These two states activate entirely different systems in the brain.

Trust-Based Decision Threat-Based Decision

Prefrontal cortex engaged Amygdala activated

Long-term planning networks Stress hormones (cortisol, adrenaline)

Critical evaluation active Fight-or-flight response

Consent-based, values-driven Oriented toward relief, not fit

Access to reasoning and reflection Impulsive compliance

Why Manipulation 'Works' in the Short Term
Pressure-based tactics spike emotional arousal, create a sense of urgency, and increase short-term
compliance by pushing people into impulsive action. This often creates quick sales spikes and
inflated launch numbers.

However, the same tactics also produce elevated refund rates, chargebacks, post-purchase regret,
and long-term brand erosion. Short-term extraction is not long-term sustainability.

Ethical marketing keeps the thinking brain online. Manipulative marketing deliberately pushes
it offline.

You can build a business on fear. You just cannot build a respected one.
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CHAPTER 02

Pressure Selling Tactics
Pressure-based selling refers to any approach that deliberately creates emotional urgency or
perceived consequence to force a rapid decision. These tactics rely on stress-based compliance
rather than informed, autonomous choice.

Common Pressure Tactics

→ Requiring same-day or immediate decisions for non-urgent services

→ Framing hesitation as a lost opportunity

→ Escalating urgency when a client expresses doubt

→ Pushing enrollment during highly emotional conversations

→ Implying negative consequences for taking time to decide

Why This Harms Neurodivergent Clients
Neurodivergent individuals are particularly vulnerable to pressure-based tactics due to differences
in impulse regulation, emotional processing, rejection sensitivity, and time perception. What feels
like 'motivational urgency' to a marketer can become overwhelming coercion to an ND client.

Impulsivity increases the likelihood of rapid, unplanned purchasing

Time-blindness distorts perceived urgency

Rejection
sensitivity

amplifies fear of disappointing the seller

Emotional
regulation
differences

intensify stress-based compliance

Ethical Alternatives

� Allow clients adequate time to consider offers without consequences

� Invite questions without attaching shame to hesitation

� Make enrollment a calm, low-pressure process

� Support informed consent rather than emotional leverage
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� Frame the offer as an option, not an obligation

Important Clarification

Urgency itself is not inherently unethical when it reflects genuine, time-sensitive
circumstances — such as real scheduling capacity or regulatory deadlines. The ethical
violation occurs when urgency is manufactured rather than factual. The difference is not
speed. The difference is truthfulness and consent.
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CHAPTER 03

Scarcity Manipulation
Scarcity is one of the most commonly misused persuasion tactics in the online service industry.
When used ethically, it communicates genuine capacity. When used unethically, it fabricates
urgency to trigger impulsive action.

Common Scarcity Manipulation Tactics

→ Fake waitlists and artificial enrollment deadlines

→ Fake 'limited seats' for digital programs with no real capacity limit

→ Countdown timers attached to evergreen, always-available services

→ Seat limits that quietly reset after enrollment closes

At the neurological level, scarcity triggers loss aversion — a cognitive bias where the fear of missing
out is more powerful than the motivation to gain something beneficial. Research consistently shows
that loss aversion drives faster, less considered choices, especially under emotional load.

Why This Harms Neurodivergent Clients
→ Impulsivity + scarcity = financial dysregulation

→ Executive function challenges make delayed decision-making harder

→ Emotional regulation difficulties intensify urgency-based stress

→ Decision fatigue amplifies vulnerability to 'act now' messaging

When Scarcity Is Ethical

Scarcity is not unethical when it reflects genuine, verifiable limitations — a live cohort with real
capacity limits, or an authentic price change. The ethical issue arises only when scarcity is
fabricated. Ethical scarcity supports consent. Manipulated scarcity undermines it.
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CHAPTER 04

Guilt-Based Selling
Guilt-based selling attempts to motivate purchasing by implying moral failure, personal inadequacy,
or emotional neglect if the client does not buy. It frames non-purchase as a character flaw rather
than a neutral financial decision.

Common Guilt-Based Language

→ "If you were serious about your growth, you would invest."

→ "People who don't join are choosing to stay stuck."

→ "I only work with those who are truly committed."

→ "If this mattered enough, you'd make the money happen."

→ "You're blocking your own success by hesitating."

These messages do not invite alignment. They apply emotional pressure by tying worth,
responsibility, or identity to purchasing behavior. Shame narrows thinking, increases compliance,
and suppresses healthy boundary-setting.

Why This Harms Neurodivergent Clients
→ Rejection-Sensitive Dysphoria (RSD) intensifies fear of disappointing others

→ Internalized ableism amplifies self-blame

→ Emotional dysregulation increases shutdown or impulsive compliance

→ Financial boundaries become emotionally charged rather than practical

Ethical Alternatives

� Use neutral, non-moralized language about money

� Clearly separate personal value from purchasing decisions

� Respect financial boundaries without attaching judgment

� Give explicit permission for clients to say no without consequence

Ethical providers invite readiness. They do not punish hesitation.
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CHAPTER 05

Neurodivergent-Shaming Messaging
ND-shaming messaging frames ADHD or neurodivergence as a personal failing, moral weakness, or
character flaw in order to provoke compliance or urgency. Rather than respecting neurological
differences, this language weaponizes diagnosis as a pressure tool.

Common ND-Shaming Language

→ "You're just avoiding commitment."

→ "You're sabotaging yourself."

→ "Your ADHD is the reason you can't succeed."

→ "Stop making excuses and invest."

These statements position neurodivergent traits as defects that must be overridden through
purchasing. Shaming language has well-documented psychological effects: it increases internalized
ableism, reduces help-seeking behavior, and damages self-concept.

Ethical Alternatives

� Use capability-honoring language that acknowledges strengths and limits without moral judgment

� Normalize accommodations rather than framing them as weaknesses

� Avoid deficit-based framing that reduces ND identity to pathology or failure

� Describe challenges without attaching blame or character judgments

The Ethical Line

Discussing real challenges associated with ADHD or neurodivergence is not inherently shaming
when done with accuracy, respect, and context. The ethical line is crossed when those same
realities are framed as evidence of personal deficiency or used as leverage to push a sale.
When a diagnosis becomes a sales cudgel rather than a framework for understanding, the
marketing has shifted from informative to coercive.

Reflection Prompts

� Have I used any version of these tactics in the last 12 months? If yes, what long-term result did it
create?

� What is my current average refund rate? What are my top three sources of complaints or
chargebacks?
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� If a former unhappy client reviewed my marketing publicly in one year — what headline would I
fear most?
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CHAPTER 06

The Business Case for Ethical
Marketing
Manipulative marketing is often defended as a necessary evil of the online business world. In reality,
it is one of the most financially unstable strategies a service provider can use. While pressure, guilt,
and artificial urgency may generate short-term revenue, they reliably produce long-term
operational risk.

Manipulative Marketing Ethical Marketing

� Higher refund rates � Lower client churn

� Increased chargebacks � Higher lifetime customer value

� Platform penalties and account bans � Stronger referral networks

� Public reputation damage � Lower conflict and complaint rates

� Payment processor scrutiny � Higher professional legitimacy

Getting the Right Clients, Not All Clients
One of the most common byproducts of manipulative marketing is client misalignment. When
people are converted through pressure rather than fit, the working relationship often deteriorates
quickly.

A smaller number of well-aligned clients will always outperform a larger
number of coerced ones. Marketing is not about volume. It is about fit.

What Ethical Marketing Actually Looks Like

Clear, visible pricing with easy-to-find refund policies

Accurate representation of outcomes and limitations

Transparent scope of service and honest framing of results

Absence of emotional manipulation and artificial urgency
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CONCLUSION

The Line We Will Not Cross
Neurovetted™ explicitly prohibits the use of the following tactics in any form of marketing, sales, or
enrollment process:

� Countdown timers for non-urgent or evergreen services

� Preying on desperation, crisis, or emotional vulnerability

� "Last chance to fix your life" narratives and fear-based promises

� MLM, pyramid, and cult-adjacent business models

These tactics closely overlap with the framework of undue influence — a construct used in
psychology and legal ethics to describe coercive persuasion. Undue influence occurs when
pressure, fear, dependency, or emotional leverage is used to override a person's ability to give fully
informed, voluntary consent.

If your revenue depends on emotional leverage rather than informed consent, the issue is not
conversion. The issue is coercion.

Sustainable businesses are not built on psychological extraction. They are built on
transparency, alignment, and respect for client autonomy.
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INVITATION

Apply to Become a Neurovetted™
Provider
If you operate with transparency, respect, and professional integrity, you are welcome inside the
Neurovetted™ ecosystem. If your marketing centers informed consent, clear boundaries, and
genuine alignment — you belong here.

If your current practices rely on pressure, guilt, artificial urgency, or emotional leverage — you are
still welcome, but not as you are. You are welcome to change.

Every provider is personally reviewed for:

� Ethical marketing practices

� Transparent boundaries and pricing

� Professional scope and credentials

� Respect for neurodivergent clients

Approved providers receive:

� A verified Neurovetted™ listing in the directory

� The Neurovetted™ Provider Badge

� Lifetime inclusion for a one-time $79 fee

� Public trust backed by enforceable standards

Apply Here

neurovetted.com/apply — Manual review. Approval is not guaranteed.

References: Cialdini (2009), Kahneman (2011), Brehm (1966), Barkley (2015), Corrigan (2004), Singer
(2003), FTC Deceptive Marketing Guidelines, APA Persuasion & Coercion Research, Competition Bureau
Canada, INFORM Consumers Act, UK GDPR, Australian Consumer Law.
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TEST 1

Informed Consent Test

My audience clearly understands what this service is and what it is not.

My outcomes are described accurately, not exaggerated.

I clearly state who this offer is and is not for.

Clients can evaluate the offer without being rushed.

I provide enough information for a thoughtful, unpressured decision.

I do not frame my service as the only solution to their problems.

If informed consent is compromised, ethical marketing is impossible.

TEST 2

Zero Pressure Test

I do not require same-day or immediate decisions for non-urgent services.

I do not imply negative consequences for taking time to decide.

I do not escalate urgency when a client hesitates.

I do not enroll clients in a heightened emotional state.

Hesitation is treated as neutral, not as resistance to be 'overcome.'

If pressure is required for conversion, alignment is missing.

TEST 3

Zero Scarcity Manipulation Test

All enrollment limits are real operational limits, not marketing tactics.

I do not use fake waitlists.

I do not use perpetual countdown timers.

I do not create artificial seat limits for digital services.

When I claim scarcity, it is verifiably true.
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Scarcity that is not real is deception.

TEST 4

Zero Guilt or Shame Test

I do not imply someone is failing if they do not buy.

I do not equate worth, healing, or seriousness with purchasing.

I do not frame hesitation as fear, laziness, or weakness.

I do not use 'serious people invest' rhetoric.

I do not pathologize financial boundaries.

Shame suppresses consent. It does not create commitment.

TEST 5

Zero ND-Shaming Language Test

I do not frame ADHD or neurodivergence as a moral flaw.

I do not use language like 'excuses' or 'self-sabotage' to push sales.

I do not weaponize diagnoses to increase urgency.

I respect executive function limits in how I sell.

I do not exploit impulsivity, time-blindness, or emotional dysregulation.

If the message relies on stigma, it is not ethical.
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TEST 6

Transparency and Boundaries Test

Pricing is visible and clear.

Refund and cancellation policies are easy to find.

Scope of service is clearly defined.

Coaching, education, and clinical services are not blurred.

Credentials are disclosed honestly and accurately.

I do not imply authority I do not legally hold.

Ambiguity benefits the seller, not the client.

TEST 7

Desperation and Exploitation Test

I do not target people in crisis with high-pressure offers.

I do not frame my service as their last hope.

I do not imply catastrophe if they do not buy.

I do not prey on financial desperation.

I do not use emotionally loaded testimonials to induce panic.

Desperation marketing is extraction, not service.

TEST 8

Cult and MLM Safety Test

My business is not structured as an MLM or pyramid model.

Clients are not incentivized to recruit others for income.

I do not position myself as the only authority.

My program does not require ideological loyalty.

I encourage independent judgment and outside support.
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If dissent feels like betrayal, something is wrong.

TEST 9

Operational and Reputation Risk Test

I am prepared to address elevated refund rates if pressure tactics are used.

I am aware of chargeback risks from coercion-based conversion.

I understand that payment processors scrutinize manipulative practices.

I account for the long-term reputational cost of pressure-based selling.

I treat ethics as operational risk management, not optional idealism.

Ethics is not only moral. It is operational risk management.
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TEST 10

Final Alignment Test
Answer honestly — your business deserves it.

Would I feel comfortable if this marketing were reviewed by a licensing or regulatory body?

Would I be comfortable explaining these tactics to a client after they purchased?

Would I use these tactics on a vulnerable family member?

Does my business still function if I remove urgency, guilt, shame, and pressure?

If the business collapses when coercion is removed, the foundation is unsafe.

Ready to be publicly accountable to this standard?

Apply to become a Neurovetted™ Provider at neurovetted.com/apply
Manual review. One-time $79 fee. Approval not guaranteed.


