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Sales Script Playbook

PRECALL PREPARATION
5 minutes before the call make sure you do all of the following:

● Use headphones so that your hands are free for taking notes and expressing
● Record the call (click record to cloud on Zoom)
● Have the survey questions in front of you
● Turn all devices to Do Not Disturb and close all browsers
● Release all attachment to the “YES” and put all attachment onto “Accurate

Diagnosis”
● Lose all the emotional baggage from the day or previous calls, be tranquil and

focused
● Ensure you are on the Zoom link 5 minutes before the call
● Take notes on paper and not electronically
● Read the above before each call and get into the doctor mode - your job is to

diagnose
● No pressure. No tactics. The strategy session is designed to find out where

people are hurting, what is causing the problem and to make a diagnosis for
what is going to get them better.

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your
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SECTION 1: OPEN
Hey XXX  is this Name? How’s your week going?

Where are you calling in from?

Awesome if you're ready, we can go ahead and get started and dive right in with the
call…

Ok, well this is how these calls go…

Notes:

● Talk to them in a conversational manner
● Develop a little bit of rapport
● Put the person at ease
● Keep to 20 secs or less
● Very important to say “let's get started” and pause and wait for their reply

SECTION 2: SET THE AGENDA
Let me explain quickly how today’s call will go.

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



I’m going to start by asking you some questions about your business and your
application, which I have in front of me, and then if it sounds like I can help and if it
sounds like we're a good fit, I'll explain what we have and how it works.

Then you can ask me any questions you may have, and at the end you can make a
decision whether you want to be a part of it or not.

Sound good?

(Wait for “Okay” or “Awesome” then move forward)

NOTES:

● Define the roles of the rest of the conversation
● If you get someone who wants to take charge of the call you are never going

to close that person
● We take the lead and set the agenda right at the beginning
● At the end just pause, don't ask if that's ok just pause letting them know there

will be something to offer at the end of the call but you are also letting them
know that you are taking the lead in the call not them.

● If they start asking questions out of line about things,  tell them you will get to
that and move on.

SECTION 3: WHERE ARE THEY NOW / WHY ARE THEY HERE?
Awesome… so [Name], I know you’re busy, tell me what motivated you to take the
time out of your day to schedule a call with me and make an application?”

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



Drill down to PAIN. PROBLEMS

What is the PAIN?
● Pain Funneling Responses

○ Where are you today and why is it not working?
○ If nothing changes on that front/with that problem, what happens? Or

Why
● Pain Funneling: Sorting

○ Business pains will fall under one or more of the below:
■ Time Pain (Family, Friends, Social etc)
■ Financial Pain
■ Lack of Success Pain

● Pain Funneling: Getting to the Core Pain
○ Identify the core pain points that really matter

■ Time - Guilt & Lack of Life Balance
■ Financial - Stress, Worry & Fear
■ Lack of Success - Low confidence, Diminishing Self-Esteem, &

Feeling like a failure
○ Wrap those pain points up with emotional visualization.
○ "If you can't solve these things, what's the inevitable outcome?

Summarize Pain of current state

Ask if your playback is correct

If you didn’t replay it back well enough, ask them how they would say it

WHEN YOU HAVE PAIN, THEN MOVE ONTO PROBLEM DISCOVERY….

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



NOTES:

● They were in a state of agitation when they booked this call. But most people
are not truly clear on why they are agitated. Create clarity here. Drill down on
what they THINK their pain is. We’ll show them the REAL problem/pain later.

● You will not close someone who is arrogant or alpha and won’t follow
instructions don’t waste your time if you do close them they are going to be a
pain

● Don’t cave in to the people above ie the alpha people
● What problem prompted them to take a call with you, sometimes people will

tell you everything with the first question, others you have to prod! Keep asking
till you have the answer, ask them how they have tried to fix it, find out what
the problem really is!

SECTION 4: UNDERSTAND THEIR BUSINESS
So tell me what you sell and how it all works?
How are you pricing that?
Who do you find is your ideal customer?

● What problems are people facing in their business or personal life to motivate
them to buy from you?

● What is the sales process from a stranger to a paying client with you?

NOTES:
● Understanding people's business is more about the prospect understanding

that you understand

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



● You want to understand their process and what they are selling
● You can’t help people if you don’t understand
● More importantly you want the person on the other end of the phone to feel

like you get them, you want them to feel like you are taking the time to listen,
ask questions and taking the time to make notes.

● Making them feel like you understand their struggle with their business and
what they have tried to do about it,  it's all about THEM!

● Highlighted points - do they have a process, is the process working?
● Asking loads of questions so the prospect feels like you fully understand their

situation and you can accurately diagnose the situation.

ONCE YOU UNDERSTAND, THEN MOVE ON!

SECTION 5: EXAMINE THEIR PAIN
● Do you have a process in place to get the customers on demand?
● Are you comfortable relying on this style of operating your business?
● How much money are you making per month with this business right now?

NOTES:
● It's repetitive but you are reinforcing the point!
● In this section you are getting commitments from him/her  when he answering

yes or no to your questions

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



● No matter how you start you always need to bring it back to the monetary side
of it and you want to anchor them to a cost of an action

● Start bringing up costs and losses if they don’t take control! You do this by
asking the highlighted question above then ask them what they want to earn

SECTION 6: WHAT DO THEY WANT
“Okay, great. Where do you want to grow this business in the next 12 months?”

--”And what is your motivation for getting to $xx/mo? What’s that do for you?”

--”How would things be different for you business if you got to $XX/mo?”

--”Would getting to XX have an impact on other areas of your life?”... Tell me about
that

NOTES:
● No matter what the gap is that they have created this is now the anchor
● * Very Important* Then you want to know what their motivation is! What do

they want and why do they want it! You have to understand this! You have to
dig and find emotion!!!

● Take time to be a human and take them time to understand them

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



SECTION 7: RESPONSIBILITY
“Okay, Name, so you're currently making $XXX X/mo and you want to get to
$XXXX/mo, Tell me what’s stopping you from achieving that on your own?”

Your goal is 1 of the following 3:
● Inability to do on their own
● Wanting to do it faster
● Wanting to follow a proven system and have guidance by somebody who has

actually done it

-- “Awesome… so you're making £XXXX/mo why not just stay where you are?”

-- “Okay, why is not having this affecting any other areas of your life?”

-- “ Okay, and what are you wanting to fix?”

NOTES:
● What is stopping you from achieving this on your own? PARAMOUNT QUESTION

getting to the part where they have to accept personal responsibility!
● If they blame it on everyone else BAD SIGN, not a client you want to work with
● They should answer with one of the 3 answers above they are then taking

responsibility
● The other questions we are saying if you don't do something then this is how

it's going to stay
● YOU NEED TO GO THROUGH THIS SCRIPT VERBATIM

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



SECTION 8: ACKNOWLEDGE THE GAP
“Okay Name, well I can definitely help with that. Would you like me to tell you about
what I do?”

NOTE:
● Once you have asked the question and they have answered yes go into the

close

SECTION 9: CLOSE — START SCREEN SHARE
“Well our area of expertise is really helping service providers, coaches and
consultants *(Use whichever relevant) get clients coming to them, at will, and on
demand.

CHANGE THIS CLOSE TO REFLECT BUSINESS

We typically work with people who need more clients, need more dependability of
income, and need more control over the money they make and the time they work
an I help them to automate their client acquisition and deliver great products and
services while working less time.

NOTES:
● First part of the close different to the explanation

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



● Keep to 30 Secs MAXIMUM
● No questions you just pause!
● Tables turned the prospect then has to asks questions, the idea is making the

prospect ask questions is to make him think we are deliberating whether we
are willing to work with him or not

● Make them ask you to tell them about it, when they ask give them more detail
● When you are silent the customer kind of freaks out, they are not used to not

been pressured to buy they need to process it in their own head

SECTION 10: STATE YOUR OFFER — SCREEN SHARE
Wait for the prospect to ask how they can work with you or what you have to offer.

“How does it work?”

This part comes ONLY WHEN YOUR PROSPECT ASKS FOR IT.

“Well the everyday price for this is $9,800” but I have found that those who make
decisions quickly always turn out to be the best clients and we do amazing work
together so for that reason I have something called incentive based pricing where if
you make a decision on the call with me today I knock $2,000 off the investment and
it’s just $7,800”.    Then shut up.

“Well my fee for managing this for you is $2,000 /month and there is a setup fee of
$2,000 but I have found that those who make decisions quickly always turn out to be
the best clients and we do amazing work together so for that reason I have

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



something called incentive based pricing where if you make a decision on the call
with me today I waive the $2,000 setup fee and it’s just $2,000 /month.”  Then shut up.

This SILENCE here is the most crucial part of your entire call.  You MUST not cave in
and you MUST remain silent until the prospect speaks.  Sometimes this silence is
longer than 1-2 mins.

We’re waiting for any words that mean let’s move forward with this:

SECTION 11: TAKE THE  MONEY
SILENCE - DO NOT CAVE IN YOU MUST REMAIN SILENT

Look for one of the following:

“What's the next step?”
“Okay, well what's next?”
“Okay, how do we get started?”
“Okay let’s do it”

Awesome!  Well we can get you started right now if you want.

(OK well how do we do that…  OK how do we do the payment…  Words like this….)

We can do credit card over the phone if you want.

(OK cool…. Or words to this effect)

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



So is that VISA, AMEX or MASTERCARD, collect the details!

NOTES:
● If they don't ask a direct question and do not respond, the person is looking for

an excuse not to buy.
● Do not respond to comments
● The silence will enable them to talk themselves into buying only answer direct

questions.
● Do you have a payment plan? Yes we do! Keep answers short and to the point
● Do you take Amex? Yes we do
● They are aware of the cost of doing nothing, aware of the price of staying

stuck, aware of what they want and what's it going to take to get there.
● Because you stay silent they talk themselves into the sale.
● Don’t make a reduction to Close with this script you don't need to
● If the prospect asks to speak to their partner then say yes ask them if they

would like to hop on a call so you can go over things with them.
● BUT SET A DEADLINE, STAY IN CHARGE AND SCHEDULE ANOTHER CALL IN THE

CALENDAR
● BE PRECISE ie Friday 21st at 1pm a day from now
● DO NOT LEAD WITH THE FOLLOW UP SYSTEM
● The follow up is a reaction do not give them the option!
● If they say they need time, ask them why they need to take time to think about

it, but again follow up!

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



● Just give them one option by giving to many options this will make them
indecisive

● EMBRACE THE SILENCE

SECTION 12: HANDLING OBJECTIONS
Objection 1:  How much time do I have to decide?

“How much time do you need to decide?”
“Is there something in particular you need to think about that we can discuss
right now?”

Flesh that out and talk about it. It will likely lead to…. The objection below...

Objection 2:  I need time to find the money and look over my finances.
I just don’t make decisions on the spot.  I need to check with partner or
spouse.

“Okay great. When specifically will you be talking with your partner or
spouse?”, or
“When will you be looking over your finances”, or
“When will you be sitting down to think about it?”

“Perfect. So you will have spoken with your spouse/partner (or looked over
your finances) by noon eastern tomorrow...”

“Awesome, I just friended you on Facebook, just reach out to me there and get
enrolled by noon tomorrow and I will hold those savings for you until then.”

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



If they can decide in 24 hours, or the next day, we just set a specific TIME and
DAY they need to enroll by to get the incentive price.

Objection 3:  I have no money.

"Okay...”(Silence) “We understand that finances can be a challenge, and we
always do our best to work with people in this scenario.” (Explain finance
options)

“Let me ask you this, is this something you really want to do? Because if it’s not
a good fit, that is okay, too.”

(“Oh no, I want to do it.”)

“So how can we make this happen for you?”

Objection 4:  I can’t afford it.

"Tell me more about that.” (Let them tell you.)

"OK, so you shared with me throughout the call that this is exactly what you
need to do to move forward. So tell me, how is it that you are going to afford to
continue without it?" (“I can’t.”)

"So how can we make this a reality for you?"

Objection 5:  I don’t have the money.

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



“Isn’t that why you came on the call to begin with!?”

Objection 6:  Once I make some money then I want to work with you.

“So tell me how that would work?” (Let them tell you whatever.)

“Okay, so let me see if I’ve got this right? What you are saying is that you are
going to continue to do what you have told me is building your business
slowly, and isn’t even paying your bills. And you are going to continue to do
what’s not working long enough to someday build up a SURPLUS of cash to
invest in what will work?  Is that an accurate statement?”

(Well, that sounds silly, I know.)

“So how can we make this work for you?”

Objection 7:  I need some time to think it over.

“I get that... and I encourage that. We want this to be a great fit for everyone.”

“Can I ask you this? What haven’t we discussed that you still need to think
about? That’s why I take the time on these calls. I’m here right now to help you
make an empowered decision. While you still have me on the phone here,
what questions or concerns do you still have that are unanswered?” (Discuss
those.)

If they can decide in 24 hours, or the next day, we just set a specific TIME and
DAY they need to enroll by to get the incentive price.

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



Objection 8:  It’s not a good time.

“Do you mind if I ask you a question about that?

“When WILL it be a good time for you to start putting the things you said are
most important to you into your life?”

Or...

“How will you know when it’s time to start doing and having the things in your
life that you just told me were so important?

Objection 9:  I need to check with partner or spouse.

“Yes, I totally understand. That is very important. What is your partner/spouses
name? Got it. So let me clarify here. Are you saying you are in, and you just
need to get a ‘sign-off’ from your spouse/partner, and then we are moving
forward? Or is there something else?”

If Yes, then say, “We really love having the partner involved in fact we just had
a couple, Andrew and Lorna Perozzo, who did exactly that. Andrew was super
gung ho but they had some challenges previously so we got them on a call
together and made sure they were clear on their own goals and confident that
we could help them to achieve them.
They have been in the program for 15 months and have achieved their results
of 15k recurring revenue per month and set new goals.
They have also moved into their own facility too as this was part of their vision,
awesome stuff right?

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



Listen to their “Yeah”

“So I completely understand and we encourage everyone to get aligned on
your goals and how we can help you achieve them so let’s give your
spouse/partner a call now and then I can answer any questions they may
have on the phone ok?”

If they can’t speak to them right now, say, “Okay great. When specifically will
you guys be able to talk?” “Perfect. So you will have spoken with your spouse
by noon tomorrow...”

“Awesome, I just friended you on Facebook, just reach out to me there and
get enrolled by noon tomorrow and I will hold those savings for you until then.”

If they can decide in 24 hours, or the next day, we just set a specific TIME and
DAY they need to enroll by to get the incentive price.

Note: OFFER to get on the phone with the spouse and discuss, too. It works
really well when you do. Just be sure when they do come on the phone that
you don’t start blabbing about you.

Start the conversation by asking “Great, what questions do you have about us
helping your husband/wife....(grow their business, lose weight, balance their
hormones...etc)?” and address their concerns and questions only.

Objection 10:  I’ve done other programs like this and still haven’t
gotten the results I wanted.

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



“There’s somebody you don’t trust and it’s either me or you. Which do you think
it is and let’s discuss that.”

“What SPECIFIC outcomes would you need to see to make this TOTALLY worth
the investment of time and resources? What would make this a complete NO
BRAINER for you?”

“That’s exactly what we will be addressing”

Objection 11:  Do you have a guarantee?

“Absolutely. We guarantee that if you keep doing what you’re doing, you’ll get
the same results. So that’s our guarantee.

“Now with that said, we also guarantee that our system works. But if you’re
looking for an out before you begin, then we’re probably not a good fit for you
because that’s really not the energy that will serve you or us.

“It’s all good either way. Let’s just be clear that you should either commit to this
with the attitude that this is going to work for you fully and completely or you
decide that it’s not right for you at this time. If it's not a good fit, that's totally ok.

“But I can assure you this, people who are looking for a reason for
something not to work, usually find it.”

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your



POST CLOSING ACTIONS
1. Take credit card information

a. Name
b. Credit card number
c. Expiration date
d. Security code
e. Billing address

2. Add them as a friend on FB, add and welcome them into your FB group or
community.

3. Get their commitment to:
a. Login to members area (they’ll be sent welcome email)
b. Join the next Live Q & A call

THE MAGIC QUESTION

Use this magic question if your prospect is on the fence:

“Look, the REAL decision you are making isn’t whether or not to train with us
or anyone else out there. That’s really irrelevant....

The REAL decision you have to make is whether, or not, you are ready to commit to
(having the things they said they wanted to have in their business and/or life), or
whether, or not, you want to continue... (having all the problems and challenges they
just told you they had).

THAT’S the REAL DECISION you are going to be faced with, until you are ready to
change.

**THIS is a magical. It makes the decision about gaining what they want in life, not
about coaching with you.

REMEMBER: They are not making a DECISION to work with you, or “buy your


