



Before every call, take time to fully read the app. Familiarize yourself with their current state, and start thinking about what their main problems are and how we could help solve those for them. If you have time, look up their business & personal page on Facebook, know what part of the country they are in, see if you can find out more about them, their likes & interests… this will help with rapport in the first few minutes of the call. Don’t spend any more than 5 minutes on this.

BEFORE YOU DIAL – Take 60 seconds to pause, and take a deep breath.  Think about the client and how their life could be totally transformed by working with you.  Remember, they are on the call because they have a problem.  The next 45-60 minutes you spend with them is figuring out what that problem is and how it is truly impacting their life.  We uncover that problem by asking great questions! Your job is not to sell them, but to see how you can serve them.




Step 1



Set the tone & break the ice
· Properly introduce yourself, have a bit of small talk before you dive into the call to break the ice and build some rapport 
· Always have a smile on your face during this portion of the call



· Once you feel you have broken the ice, move on to the next stage


Step 2



Pre-frame the call & take charge
· This is not your first rodeo… take charge and pre-frame to set expectations
· You are the expert, this is your time to position yourself as the authority on this call
· We are also positioning this to inform them that there will be a decision to make at the end
· On this part, lose the smile and shift into business



Step 3



Identify why they are on the call
· Start with this question before we dive deep to see if they have something specific they want to fix





· See if they will share any more details about this specifically, then move on to the next step



Step 4



Understand the pain & current situation
· The goal here is to make sure you and the client are clear on AT LEAST THREE pain points
· You need to truly understand their current state so you can decide if we can help them
· Their situation is worse than they realize, peel back the layers with good questions to get to the real problems
· If this is done correctly, it should start to feel a bit uncomfortable & a little tough for them









Step 5



Learn where they dream of being
· Move the conversation to an emotional level
· Get them thinking about what could be and how this will feel




· You have now shifted the conversation and are no longer selling a service, but a way to get to their dream life

Step 6



Widen the gap
· This is REALLY powerful!  You are now widening the gap between reality & their dream life
· If done right, they will begin to feel stuck and helpless on their own






Step 7



Build their commitment
· They will very quickly begin the “return to fine” process… this will stop them






Step 8



THE TURN






Step 9



Sell the solution
· Don’t make the mistake of getting too long winded here
· Remember, you are NOT going to fix their problem on the call – keep this high level
· Trying to fix their problem on this call is just putting a band aid on their problem, and is not serving them
· Make sure you incorporate words they used & the specific things discussed earlier in the call

(Outline what it looks like to work with you here.  Keep it high level, but make sure you are mentioning how this will help solve what they are dealing with now)










· Pause for just a second…. Then move into this.
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Incentive Based Pricing
· Now… we want to give them a reason to act now

	(Lay out your pricing here.  Give them a reason to act now!)



· STOP TALKING AND LET THEM THINK!  - Don’t say a word… mute your phone



When they buy:

Congratulations to you! We are excited to get you started and watch you have great success!

Here’s what to expect next:

(Lay out the next things that will happen right now and any action steps you want them to take.  DO NOT SKIP THIS PORTION)

· You are going to get a text message and an email with your login details to the members area. When you login, you’ll see a short intake form that we need you to fill out as well as our members agreement.  This helps us get a better understanding about your business now, so we can get a plan started for you & get you rolling quickly!

· As soon as you submit your form, you are directed straight to Hallie’s calendar to book your call.  Get that done as soon as you can so you can schedule your call with her ASAP!

· Once you have booked your call with Hallie, you will be able to access the program.  Dive in as soon as you can in the week 1 content. You’ll also get 5 daily action emails each week with a link to that day’s lesson.








Handling objections!

Objection handling is done by asking questions, not making statements.  Get the questions answered, and keep moving back to the close!

Too much money: 
“I understand that it seems like a big investment right now, and a lot of our clients have felt that way.  But here’s what we’ve found; people that took the jump and got started with us don’t see that number as a big investment anymore.  They were nervous and scared when they started and took the leap, but now they are in control of their business and are only scaling up to the next level.  Wouldn’t you like to be at that level too?”

I can’t afford it:
“Tell me about that.”  “So let me ask, you told me during the call that this is exactly what you need to do to take your business to the level, so how are going to afford to continue to go on without it?” “Ok, then how can we make this a reality for you?”

I want to think about it:
“I understand, and I encourage that & we want this to be a great fit for everyone.  What haven’t we discussed that you still need to think about?  That’s why I take the time on the time on this call.  I’m here to help you make an empowered decision. And while you still have me on the phone, what questions or concerns do you have that are still unanswered? Let’s discuss those.”

“Deciding to do this today is not going to change my life at all, but here’s the truth; it can transform yours!  Do you know why I’ve spent so much time with you today? Because you are the exact client we can help.  But when we give people the option to think about it, they always go the other way, and give into their fears…. That’s not what you want in your life, is it?”

It’s not a good time for me right now: 
“Let me ask you this.  When will it be a good time for you to start putting the things you said are most important to you as a priority in your life?”

I want to talk to my spouse:  
“Hey, I understand how you feel, I’m married too.  In fact a lot of our clients felt that way, but here’s what we found; that’s the exact reason people came to us for help! They wanted to provide more for their spouse.  Your spouse won’t be upset if you start making more money each month, will they?”

Do you have a guarantee:  
“Look, I can guarantee that if you keep doing what you are doing now, you are going to get the same results you have been getting so far. I can say, that if you work with our team, follow the steps and take action, you are going to get amazing results.  Does that sound good?”


Circle back to what they are missing out on now, and their pains.  Then close them again. “So how would you like to take care of that, Visa, Master Card?” 


"______, if you remember from our webinar, we want you to have a webinar for your business as well. This allows you to be seen as the expert, but also gives your potential clients to get to know you & start to build that trust factor.  This will be a great tool in your business and will become part of your automation."



"Now, when things get really cool is when you are able to add automation in your business.  So we will sho you how to build a consistent pipeline of leads the exact way that we do it here.  We do this in a way that is attracting the EXACT right client into your business every single every day."



"Ok ____, let's get started.  What I've found works best for these calls is to ask you some questions and make sure I understand where your business is at now and where you're looking to go.  Then if I think we can help, I'll tell you what we have going on here and what it looks like to work with us.  You can ask any questions you want along the way and at the end you can make a decision about weather you want to get started or not.  Sound good?"



"With a pipleline like this, you will have 5, 10 even 20 pre-qualified leads every single day!"



"Now, ______, something that we have found makes all the difference with the success of our clients is having support!  Making sure that someone has your back and that this IS working for you in your business and in your life.  And this is something that we are BIG on.  So we are supporting you every step of they way.  You will be working with Kent, Anthony and the team here."



"One thing that really helps are our live Q&A calls each week,  we have one on Tuesday (11 Eastern) and Thursday (12:30 Eastern) where you can hop on and ask anything you want."
"Another is we will add you to our private Facebook group that is just people going through our progam right now, and our team"



"Now when it comes to your webinar, this is something we will be working closley together on that, and will then send it to our graphic designer to build all the slides out for you. We truly are supporting you every step of the way to make sure you are hitting your goals and you are able to get to $_______/month."



"With that said, we are also big on accountability.  We want to make sure you are hitting your goals, and if we feel like you are not doing whatever it takes to get there, we are going to be checking in with you.  Are you ok with that?"



"So, _____, do you have any questions for me?"



"Ok, so the investment for the program is $___k.  Now what I've found, and what I'm sure you've found in your own business is that it's a big time waster to chase people around trying to figure out if they're in or not, and it's just not good for anybody.... So what I've been doing that a lot of folks have taken us up on , is that if this makes sense and we can move forward on the call today,  I'll go ahead and knock $_,000 of the top brining it to $__k."



"And if it makes it easier for you ______, I will split it into 2 paymenst of $_k.  The other option, if you want to take care of the whole thing today, I'll take off an additional $_,000, so the pay in full option would just be $_k today."

"So which option works best for you?"



"Before we get rolling, I do want to let you know that we record the calls just to make sure we don't miss anything.  So, with that, ____, what was it that motivated you to invest the time to hop on the call with me today?"



Client: "Well, I am just not getting enough referrals right now and want to see how I can fix that."
You: "Ok, tell me more about that."



So let's take a closer look:
"Exactly how many leads did you get last month?"
"How many online leads did you get last month?"
	Dive deeper....



"How many of those leads were the type of client you want to be working with?"
"Of those leads, how many moved forward with you & became a client?"
"And what do you make on each client?"
	Dive deeper...



"So with only ___ clients last month, what does cash flow look like for you right now? How much did you make last month?"
"Was that gross or was that net?"
	Dive deeper...



"Is that a low month or high month for you?"
"It seems like this is an issue for you, where else is this impacting you?"
	Keep going until you are clear on 3 things that we can fix!



"Do you have any competitors that you feel are beating you to market because of their marketing?"
"Overall, how comfortable do you feel about your current marking?



"Ok, I think I am clear on the main things right now.  What I want to understand now is where you want your business to be."
"So, what do you want your business to look like one year from now?"



"How much money per month do you want to be making?"
"I'm curious, how would that change things in your business and in your personally life if that happens?"
"And what would you say is your main motivation for making this happen?"



You: "I've been looking over your application, and I am looking forward to talking with you today!  I see you are located in Tampa.  What's it like this time of year?"
Client: "I am, it's perfect this time of year! Where are you located?"



"Ok, what are the biggest obsticales between you right now and your 12 month goal?"
"What is the main reason you haven't reached that goal already?"
"What do you think is stopping you from just doing this on your own?"



"So when are you wanting to fix this problem and really get things going in the right direction?"
"And how committed would you say you are to making this happen?"




"_____, thanks for sharing this.  I understand your situation and we can help you out of this. I think you're a great fit for what we do, would you like me to tell you about what we do?"




"What we will do is take a look at your current network, things like LinkedIn, Facebook, email list, and we will show you how to start to leverage that to get some clients now.  If you don't have a network, we show you how to start building one."
"Our goal for all of our clients, is to see you closing deals NOW, not waiting for 90 days..."



"Now, for you to get to your goal of $______/month, we only need to show you how to get ____ clients per month.  Honestly, when you are using our strategies, it's not hard to do, BUT we want you to know how to take that to 10, then 15, then 20/month.  Sound good?"



"Something we have found is really helpful ____, is to get you on the phone with our Business Coach Halle to discuss your plan & make sure you are 100% clear on how to communicate what you do.  We you communicating in a way that's very attractive to your clients, that's why we do this first."



"Like I said before we are going to show you how to tap into your network now and also start building & expanding your audience.  We are also going to show you how to start generating conversations & sales right away!"



"Now, once you have these people on the phone we want to make sure you are able to convert them, so we will take you through some very simple but proven sales strategies. 
Another thing that is very helpful is to go through our proprietary script building process that is customized to your offer."
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