





)jectives

of the conversation and

Jld be included

|
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Journey

_hoached them and listened to them and
ves)

Ou want to start orienting the

1 what they are talking about to what you

g
-

a sudden stop->change->start

e conversation back under your control and start




at Context

lone on
 have hopefully told you what they are looking
nd)
vill have them get to where they want to be




» The Offer

d move into the sale portion in a natural way.

1€ Issues they are dealing with are. Describe
) get off (remember to empathize with their

at they want to go (the island that are
plish)

f doing things/your style can take them there

¢

hink would be a good match *note the boat is
you offer. The actual offer/call to action is your

vith them and then invite them/ ask them to sign up/join
ilent- count to 10 in your mind if you need to but stay quiet)
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t years and is pretty successful and

‘wants to leave her job. She has

It enough time or energy to it

lissing out on their life

> %
-

she does well financially and is worried
ome

ing her life away and does not want to
S or holding back her passion.




yequence

Nnning your wheels and not being able to get started, |
heen going on like this for over 10yrs now
1ess without compromising on your income is a
y. 1o have you finally feel that you are living your

ing their truth and living a life that they are proud of

ow’ but includes the world of ‘why”. | think that
he next steps to move this forward is the best way to
ed to support you in achieving it.
and have laser calls in between as needed. Three
ting long lasting root system changes. For these 90 days |
back subconsciously and create a powerful vision of where
|
stallments
et you moving forward, | deeply believe we can create magic

It feels like match for you right now and would you like to get




2 The Offer

’i' the sale portion in a natural way.

2s they are dealing with are. Describe the island
)er to empathize with their pain and suffering
want to go (the island that are hoping to get to,

'I hings/your style can take them there (show how
.
ould be a good match *note the boat is not the buy
al offer/call to action is your specific program or way in

m and then invite them/ ask them to sign up/join
unt to 10 in your mind if you need to but stay quiet)




t Offer

| g

Use present tense, they are already there)

e If what you offer is a match)
ere (What they will get using your

boat/bridge)

G rk with you/get started

—

V
*\




Jp Email

offer sent within 24-48 hours after the

he call.

Ing with are. Describe the island they are on
2mpathize with their pain and suffering
at they want to go (the island they are hoping

iced, methodologies suggested
of doing things/your style can take them there

1 think would be a good match what it includes what

/ith them and then invite them/ ask them to sign up/join
er (or give timeline if there is one) and let them know that
| don’t hear from them.




ollow Up

| on you on their radar is key

their way that might still support them on

e in line specifically with what they are
;oordinated emails specific to them (this is
Ition advice” it is more tailored “| know you

me of these recipes by this lady xxx as she

I
It not everyday (The point is not bombard them but
alue even If they are not working with you)

|
| be send to a group of people but does not sound like
) for business)




ife now that is not working and what you want to

| stuck or hopeless or in pain about)
would like to be, their dream, goal)

at you offer is a match)
ou are the one for them? How you work, what is

i P
|
( s

) work with you/get started

N em (if the block is finances or time, then share other

:
+ pe compassionate and offer resources they can go to. Tell

the future)

/ *If issue is not finances but value then thank them for their time a \

T —

——




