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Serving with Sales Part IIMODULE 8
In this module we will dig deeper into the technique for sales calls and 
really get under the stories that are brought forward by potential 
customers. 

Once again, always remember that sales does not work when the focus 
is on you rather than the prospective client. If you can remember this 
key point at all times your conversations will flow so much easily. 
Also, it is really important that you work through any fears that you have 
around your own self-worth and ability to help others and charge them 
before you start working with people. Feeling nervous is somewhat 
normal because it's a very humbling experience to help someone and be 
asked to facilitate for them. 

By letting go and trusting your higher power in terms of what is meant to
happen, you will be able to be of service in the right way and you can 
trust in that. 



Please explain below what your fears are at this point around working 
with people especially if you are charging a price it does not yet feel 
comfortable? 

Do you see others charging and feeling confident doing so around you? 
Please explain how you view them and what you think you could learn 
from them: 
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INTRO CALL

The most important thing to remember is not to give away too much 
during an intro call. The reason we go over boundaries before this 
module is so that you really have those in place and that you never 
reach in deeper to want to solve a problem then your prospective 
client is willing to go. If you give away too much during the first car 
then you are subconsciously devalued by the client and you will not be 
taken as professionally in the long run. 

During this initial phase, you are simply advising and pointing out where 
the potential client has perhaps missed opportunity and how they can 
move forward with the right help. You are also sharing how you could 
assist them in meeting their goals. 

If you are on the phone with someone that they need your help and 
have come to you to look for guidance so it is appropriate for you to 
take the lead and guide them so trust that you are meant to do this and 
have full confidence in yourself as a professional! Don't be afraid to tell 
the potential client how long it will take to recover or what they will 
need to do. It does not help someone to give them a false idea of what 
is needed so always be upfront and genuine and authentic. 

When I started doing the cognitive work with coaches, the program 
started at only a couple of weeks long and is now a six month program. 
There is no right or wrong in this. I learned what I really needed to teach 
mastery of the skills that I was teaching and so I honored that and I
create my programs this way. I also learned along the way how I worked 
most effectively as a coach and how many sessions I needed with 
someone as well as how long they would be. 



Do you have any resistance about being upfront about your program, 
what you charge and how you work? Please explain: 

Do you feel like the expert when you were on the phone with someone? 
If not, what comes up as resistance in this area? 



What is the investment for your present program? Do you feel 
comfortable with asking for this? Why or why not? 

Why is your package or program worth the amount you were charging 
for it? Please explain: 



FOLLOWING THE INTRO CALL

Systems 

In terms of systems, you want to make sure your sales page and 
website content all line up with what your ideal clients desire and is 
connected to the pain that they feel, before they start with you. Be sure 
that your content covers: 

What is it that they are missing in their thinking? 
What is it costing them to stay here stuck? 
How can you help to change that? 

You also want to have your legal documents in place, proper contracts 
and terms of conditions which will increase your confidence as you are 
talking to people. Really make it a priority to hire an attorney and do 
your own terms of conditions for your programs. You will feel more 
empowered when you are conducting business in closing a sale if you 
have all of these structures in place! 

Have your password sheet up-to-date, documents such as insurance 
and drivers license all up to date, and clear away anything that is not 
important such as all the emails and voicemails. 

Finally, setting clear goals and intentions before the calls will be very 
important so I always take a moment to set an intention for the number 
of sales that I want to reach by a certain date. This may also be in 
respect to a program, discovery call, and the number of people you will 
reach out to as well. 

Goal setting indirectly really feeds your sales conversations! 



Asking the right questions and listening to what clients are saying is 
really 90% of selling successfully without being pushy, as long as they 
are the right client and you have developed a firm relationship. One of 
the biggest issues in sales is that coaches do not ask the right questions- 
the ones that really hit into the core issue for a potential client. 

The only way you will know if your service is a fit is if you ask the right 
questions so don't assume anything and be sure to interview your
market! When you ask the right questions in this way, your potential 
clients will sell themselves in your program. 

Some of these questions might be: 

STRATEGIES TO OVERCOME OBJECTIONS

What is it that you want? 
What have you tried that did not work? 
What are you scared of? 
Are you ready to take the big leap? Why or why not? 
What are the reasons you are considering this program? 

When you ask questions that have people talk about their goals and 
dreams and what they are most inspired by, they connect with you on a 
deep level and this is really where the sales takes place. This happens 
when you're 100% present with them! 



ANALYZING THE TRUTH 
BEHIND THE WORDS

People are not always in touch with, or are often in denial or not 
conscious of, what the real issues are for them. By developing a 
relationship with your potential client through questioning and deep 
listening, you will be better able to have these more difficult 
conversations and really get behind what they are telling you. And 
this way you can be a clearing for your potential client and really help 
them see what is getting in their way. 

The first conversation you have with someone is really a discovery 
process and it is about having them really see what is keeping them 
from their dream life. In this step you do not want to give up on them at 
all – so you commit 100% to not giving up on them because they will not 
get over this without you! You need to really know this and understand 
this to your core so that you can really take a stand for them in a 
powerful and authentic way. 

Some examples of what might be underneath what your clients are 
struggling with: 

When they say:

"I want to lose weight", but they are really saying – I would like to be 
thinner but I'm not willing to do what it takes to get there or, 
"I have what I need and I will just try and do it on my own now."  - I 
don't really want to be held accountable and I'm absolutely afraid 
that if I spend money on your program I won't have the money for 
other things I want in my life
" I would love to work with you but it's not the right time"  - I don't 
think me, my life, my dreams are worth investing in. 



So you can see that if you analyze what is underneath, you do not 
need to get caught another people stories. Remember you take their 
perspective and put yourself in their shoes but then look deeper into 
what they are really telling you behind the words. You may let go of 
clients in this because they're not a good fit but you will not let go of 
them until you take a stand for them and dig a little bit deeper. 

In the space below, write down a time when someone gave you an 
excuse or an objection on a sales call and put your appropriate 
analytical explanation with it as well: 



Please give another objection that someone shared, and again analyze 
what could have been behind it in your opinion: 

Try one more objection, in your own field and analyze what could be 
behind that: 



 So you must really dig in and ask questions until you are clear what is 
really being said and you also have to really listen to what they are 
telling you. Could they be saying: 

I'm a victim and I refuse to change? 
I refuse to do the work on my money story and personal 
development even though I know it is affecting my business? 
If I lose the weight and I am healthy I will only attract men 
who will hurt me. 

Think about the last discovery call that you had, write it down below 
without using names and answer the following questions: 

What did she say she wanted from you? 
What do you think she was really saying? 
Based on what you know about your ideal clients, was your program a 
fit? 

Are there other questions you could have asked?  Please explain in 
detail below: 



OVERCOMING OBJECTIONS

Overcoming objections is part of the process to help clients become 
clear and free of their old patterns and conditioning's that has them 
stuck. 

It is likely in any selling situation that obstacles will have to be overcome 
before a buying decision is made. Often, we make the mistake of 
“handling” objections in such a way that our potential client is turned off 
and resolving objections effectively is a process that involves careful, 
sensitive listening along with positive, factual responses to the 
client’s concerns. 

We must understand that these objections are not always rational. 
Objections are often totally emotional. We must respond to 
customers’ emotional needs, along with the obstacles preventing them 
from buying, if we want to build long-term relationships. 



SOME COMMON OBJECTIONS

1.  Complacency 

Example: "I'm okay with the way things work right now." 

When complacency is present, you can have them get honest about what 
will happen if they stay in this space. Sometimes its helpful to have them 
see the results of staying stuck, as fearful as that is. Also, having someone 
get really present with their desires and what will happen if they do not 
act to fulfill these desires will also help move into action! 

2.  Trust 

Example: "It seems like you know what you're doing, but how do I know you 
really have the necessary experience to do this?" 

Trust is something that takes time to build, so if it is a hurdle for your 
potential client, you need to be honest and consistent across the board 
to overcome the objection. Be forthcoming with information and share 
testimonials, case studies and references that will take away some of the 
uncertainty and give the client confidence in your ability to get the job 
done. Also, always be honest and upfront- BE trustworthy. 
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3.  Input from Husband or Wife 

Example: "I need to run this by my wife/business partner/mentor before I do 
anything else." 

This can often be a positive outcome, assuming the client is truly 
consulting with others and not just using it as an excuse. One way to 
make sure it doesn't end up as a stagnant objection is to attempt to stay 
in the process. Try suggesting a joint sales meeting between the client 
and their counterparts in order to answer any questions and help 
facilitate the decision. Also, here is where I want to really help empower 
the potential client to really take a stand in her decision before bringing it 
to her spouse. I discuss the tendancy for women to give their power away 
by coing to their spouse in a timid way discussing the opporutity rather 
than a powerful place of knowing its her next right step to take. Its really 
impornta that she has made a firm decision before she runs anything by 
her spouse- simply because you want her to break any codependent 
decision making that isn’t supporting her highest good. 

http://bit.ly/living-brilliance-mastermind


4.  Time 

Example: "It's too much for me to take on right now; I'm too busy; Call me 
again in 6 months." 

If time management or lack of time is an issue for the client right now, 
chances are it will still be an issue in six months or a year. To 
overcome this objection, you need to make the decision to hire you an 
easy one. 

First start by listing all of the benefits of working with you, outline the 
value of the products and services you offer, and explain how easy it is to 
get started. Make the decision to hire you a no-brainer and you will 
remove this objection. 

Keep in mind that your potential clients may have more than one 
objection so it's important to be able to identify each one as you see it 
occur. Once you know what is stopping the sales process, you can arm 
yourself with the right arguments that will tip the scale in your favor. 
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5.  Money 

Here are some possible questions to ask business prospects: 

What do you want? 
How much money do you want to make and by when? 
How are you with time management? 
How do you want to make money? 
What are you scared of? 
Do they really want what you offer – not about the money? 
Does your husband trust you and your business? 
How can you get the money to pay for this? 
What other possible programs are coaches are you considering? 
Why are you considering this program? 
What is getting in your way of making a decision with this program? 
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HOW TO SHARE YOUR VALUE

So you must have a session of in-depth questioning with your potential 
client first and really understand what they are looking for and if that is a
fit for what you offer. You also need to have them know what they need 
and understand that they need to ask for help to get that. 

The next step then is to clearly communicate the value of your offer. 
There are many ways to do this but most importantly you do not want to 
be too general. In other words, just taking their health to the next level or 
their business to the next financial bracket is not enough for them to be 
excited to sign up with you. 

Being very specific is helpful for them to see the tangible results that they 
can get. For example, "my 90 day program for coaches who work with 
problematic eaters includes 12 modules, 12 live calls, and access to a 
membership site…". 

When you communicate your offer, you can also tie it into what they 
need if you can see a way to do that. You can give them your best ideas 
and really show them that you are unique in what you do and how you 
can really help leverage them wherever they are stuck. For example, for 
someone who is working with hormone health but also wants to 
transition into working with problematic eaters, I might say," it sounds 
like you are enjoying the hormone health but you also want to include 
problematic eating and I see a way for us to really come by in these 
interest by putting them under one umbrella so that you can make 
money with the hormone programs but also start to build a strong 
platform that you can monetize in problematic eating also." 
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Now when I say be generous, I do not mean that you need to feel 
desperate and over deliver in a session. It is really a sample session to 
show the ideal client that you really can help them. It is also important to 
remember that you need to be honest with the potential clients in terms 
of what you can deliver. So don't be afraid to share that your program 
will not only help them with the tools they need but also the essential
accountability it sounds like they are really looking for. 
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YOUR FINAL QUESTIONS

When you have done a thorough job listening, repeating back to your 
ideal potential client, asking questions and communicating the value of 
your service as it relates to them, then you are ready to ask for the sale. 

Some of the ways you can do this are: 

So what would you like to do moving forward then? 

Have you made a decision? 

How do you feel about working together?

Are you ready to start? 

You then give them the direct instruction of how to sign up immediately 
for your program and I always like to have them email me once they have 
made payment to be sure that it went through. 
If someone wants to wait on payment after making a decision, do not be 
afraid to ask them why not today? If they are really committed then there 
will not be a hesitation and they will be excited to get started! 
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