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Create The Vibe 

Thanks so much for coming on
Where are you located?
How has your day been? 
I am so excited to be speaking with you today about your future business

Notes - Just be yourself! Make the vibe warm and welcoming, make the client feel at 
ease. 

Set the scene

Here is how today’s conversation is going to flow:

I am going to ask you some quite in-depth questions that will help you get clear on whe-
re you are now, where you want to be, and what might be standing in the way of getting 
what you want. 

Once I get a feel for what’s going to help you best move forwards, I’ll share with you 
some powerful strategies that will support you in reaching your goals. 

If, at the end of the conversation, I think you’d be a great fit for one of my services I would 
love to share some information on it. 

How does that sound?
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Uncover Their Experience

What’s the reason that you felt called to be in this conversation?
What’s happening with you right now?
How long has this been going on for?       
What do you feel will happen if X continues?
How is X affecting your life right now?    
What kind of things are in your blind spot right now?
What is really stopping you from getting X?
What other challenges are there for you?
How would your life be better if X wasn’t a problem? 
	 	 	 	
Notes - Really be curious in this space. Write down notes. Resist the urge to ‘solve’ their 

problem in this moment and let them do all the speaking.

 No need to ask all these questions, intuitively choose the ones that feel right - 
and feel free to add your own!

Open Opportunity 

Ok - so what do you want more of…? 
If you could have X now what would it look like?
In 12 months, where do you want to be?
Why is that important for you? 
What would having this life mean for you? 
Is there anything you wouldn’t be willing to change to have this life? 

Notes - Again, be really be curious in this space. Take notes. Hold the space of possibi-
lity for them. They have likely been struggling with this problem for months, 
if not years. You are here to lovingly show them that it IS possible to get what 
they want.

 No need to ask all these questions, intuitively choose the ones that feel right - 
and feel free to add your own!
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Give Value  
	 		 		 	 	 	 	
So what I am hearing is that you want XXX but you are struggling with XXX? Does that 
sound about where you are at?

I want to clear this now and give you recommendations so that you can move forward. Is 
that okay with you?

Notes - You always want to leave someone in a better space than when they came to 
you, whether they sign on with you or not. It is important to reflect back where 
they are now, and where they want to be, so that they feel heard and under-
stood. 

 This is the opportunity for you to position your service and show clients how 
you would work with them. Generally speaking, you will have set recommen-
dations that you personalise slightly for each conversation. 

 The purpose is to help, not overwhelm or solve their problem - one conversati-
on can never facilitate a full transformation, just start one. So don’t over give 
in this space. 

 I encourage you to share a client transformation story in this space that relates 
to them.

Recommendations:

1.	<Add	your	own	here>
2.	<Add	your	own	here>
3.	<Add	your	own	here>

The Invitation 

Have these recommendations helped you?   

I do think you would be a great fit for <insert program name> would you be interested in 
hearing more about it?
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Screening For Readiness And The Right Attitude

Okay, first I’d just like to ask you a couple of questions to see if you are in the right space.

<Add a question related to commitment. See example below>

So, there are days as an entrepreneur that are not easy - where things don’t go as plan-
ned, where you feel stuck, where you don’t think you can make it work… On those days 
are you the kind of person who is going to keep going? Does your big dream and your 
impact matter more than the hard days? Because that is the commitment you need to 
make to yourself to be the successful business owner you want to be. Do you feel that 
you have this commitment?
 
<Add a question related to urgency. See example below>

My clients have a high level of urgency, that’s why they get great results - they are not 
looking to do this in a few months or sometime down the road, they want to start their 
business now, even if they don’t know what it will look like yet. And that is who I am 
available to help. And I want to check in and see if that is the space you are in?

I designed this service for <insert who it is designed for> who want to <insert the out-
come it gets>.

When clients say yes to this type of service some of the results they have achieved have 
been:

• <client name>…<add in the result that they experienced>.
• <client name>…<add in the result that they experienced>.
• <client name>…<add in the result that they experienced>.

Before I share more, does that sound like the kind of thing you are potentially looking 
for? 
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Let me give you a rundown of what‘s included….

<Name of Program>

This is a <insert length and/or type of program> program that takes you from <wherever 
they are stuck right now> to <awesome result they’ll get if they sign up>.

• You’ll get <insert feature e.g. X number 1:1 coaching session/s> so that <insert benefit 
e.g. we can work together intimately to X/I can give you personalised guidance so that 
you can achieve X>.

• You have access to <insert other thing that they get> so that <insert reason why this is 
awesome for them>.

• <Insert next thing they get> so that <insert reason why this is going to support them 
further in getting the result they need>.

• <Add as many check points as you can because this builds the value>.

Sound good?

Other than the investment, which is very reasonable and I’ll get to in just a minute, do 
you have any questions?

Assuming the investment works for you is this something you would like to move for-
ward with? 

So let me share the investment with you: 

TOTAL INVESTMENT: <insert the investment> 

PAYMENT PLAN: <share the payment plan> 

PAUSE. (allow them to react).

Notes: Here are some questions or points of discussion you can use to handle 
 objections. These are related to my business so edit them to fit your niche.

I hear your concern there. May I ask you some questions around that?

I hear that you are saying the financial investment is higher than you expected. 

Generally, I find that when I’m speaking to the client and it’s a good fit it’s usually not 
about the money - because the service is designed to make more than the money back, 
it’s something else that is holding them back. I wouldn’t be doing my job if I didn’t unco-
ver what that is regardless of whether or not you say yes or no. 

Objection Handling
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So when you say the investment is too high - Is it that you don’t have money to invest in 
this particular program or you don’t have money in general?

When I’m speaking to potential clients it almost never happens that they just happened 
to have money sitting in their current or checking account ready to spend on their busi-
ness because if they already had enough money from their business they likely wouldn’t 
need to hire me. 

Some of my best clients have also felt like they haven’t had the money but the desire to 
start a business meant they found a way to come up with the funds and they haven’t 
looked back. While it may seem like large sum now it’s nothing compared to the money 
you can earn once you have your business set up properly and working.

If you compare it to getting fit or losing weight you wouldn’t hire a personal trainer after 
you’d lost the weight. It’s no different in business. You want to hire help right at the start 
so you aren’t wasting months if not years so that you can get on track right away and 
start earning money as soon as possible.

How do you feel about that?

Is there anything else, other than the money, that you feel is holding you back?

If you had to put a price on having <the outcome they said they wanted> how much 
would that be worth to you?
 
Is that dream worth fighting for?
 
Ok, so would you mind brainstorming with me ways that you could make this happen…

One of the strongest indicators of success is being decisive. So I want to support you in 
your success and moving forward powerfully. 

Preferred Client Savings: 

Notes: If you feel that they are very close to buying you can use this strategy.

I really want to support your success, and I know that if you say yes you are going to 
experience a huge transformation in your life! I would love to offer you a preferred client 
saving of:

<Offer a one time discount if they are prepared to make a decision.> 

I’d love for you to put down a smaller deposit to lock in your spot to give you the time to 
arrange the remainder.



Copyright © Cat LeBlanc 2017

Prepping Them For The Fear If They Haven’t Said Yes On The Phone

Your mind is going to tell you that you don‘t need this, try and talk your out of saying 
yes because it likes to feel comfortable, safe. But if you choose to buy into that chatter, 
a month, a year down the track you will be in the same spot you are now. Your business 
won‘t have developed, you won‘t be generating income and you will be kicking yourself 
for not starting sooner. I encourage you to hold the space of possibility between now and 
our follow up call spending time focusing on what it is you desire rather than letting the 
fear make decisions for you.

Closing up

I’ll send you over our agreement so that you have everything in writing, and your wel-
come pack detailing how to book in your sessions and how everything works.

I am really excited to be a part of getting your business started and getting you earning 
money!


