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The Complete Closing The Deal Script 

 
Segment #1. Establish Rapport & Pre-Frame Structure Of Call 
“Hi Jane, thank you so much for joining me for this [insert title of CTD session]. I’m 
looking forward to getting to know you. Here’s how we’re going to get the MOST value 
during our time together: 
 

• I’m going to ask you a series of questions specifically designed to uncover the 
challenges you’re experiencing, or what’s NOT going well.... 

• And to discover what your vision is for your [health, weight, digestion, etc.] and 
uncover what might be stopping you, slowing you down, or preventing you from 
having what you want, so you know what to do next to move forward. 

• There’s no way you can mess this up, the process is easy and fun and is 
guaranteed to deliver some powerful breakthroughs, so you can just relax and 
enjoy. 

• And by the end of this conversation, you’ll know if I’m a good fit for you, and I’ll 
know if you’re a good fit for me, so we’ll be able to make a decision about 
whether or not working together is the best next step. 

 
How does that sound? Great. Let’s get started!” 
 
Segment #2. Draw out the desired outcome and vision. 
“What’s the outcome you want?” 
 

….or  “If you could wave a magic wand, and really get what you want in the 
next 90 days, what would that look like?” 
 

“What will you (and others) see when you have your outcome?” 
 
“Step into that. Imagine you are already experiencing what you want. It’s 3 months 
from now, you’ve achieved everything you set out to achieve. What does that feel 
like?” 
 
“How would it make a difference in your life (and other important 
people in your life) if you got this outcome?” 
 
“What will having that do for you?” 
 
“What is most important about that for you?” 
 
“Thank you. What would unfold for you then [in your relationships? in your 
work? in your social life? in your finances?]” 
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“Imagine if you did have [insert desired outcome]… what else in your life 
would open up for you?” 

 
….or “What will you be able to do in your life that you feel like you 
couldn’t do before?” 

 
“What would be the best part of that?” 
 
Segment #3. Draw Out The Problem And What It’s Costing The Client 
“What’s stopping you or slowing you down from having [desired outcome] right 
now?” 
 
“Can you tell me a little more about that?” 
 
“What’s your biggest challenge with that?” 
 
“How has that impacted your daily life (work, relationships, finances)?” 
 
“What has worked for you in the 
past? 
 

OPTIONAL QUESTIONS:  
In your relationship to food and health, where do you get confused? 
 
Do you have any specific cravings? When do you crave that? How often? How 
does it make you feel? Does it make you feel better or worse? 
 
What is your stress level on a scale of 1-10? 
 
How does stress affect your relationship to food? How does it 
manifest in your body? 
 
What do you do to pamper yourself, unwind? How often? 
 
Is there anything that you’d like to be doing for yourself that you’re not? 
 
What gets in the way of doing these things? 
 
Then ask…. 

“What kinds of opportunities might you miss out on (if anything) if this 
doesn’t change? Or what kinds of problems might arise if this doesn’t 
change?” 

 
“On a scale of 1-10, how important is this for you to solve now?” 
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Segment #4. Offer Your Program As A Resource 

“Let me see if I understand you.  
 
What I hear you saying is that you’d like to move away from a, b and c [USE CLIENT’S 
WORDS. For example; working all the time, putting everyone else first, and eating 
crappy food]....and move towards x,y and z [USE CLIENT’S WORDS. For example: 
making your health a priority, feeling confident about what to eat, plus losing some 
weight and keeping it off for good].  
 
Does that sound about right? 
 
Picture yourself and one side of a river, and everything that you want is on the other 
side. Right now, the river is filled with all the things that get in the way of you showing 
up for yourself: 
 
[Insert client’s own words from Segment #3 about what stops them, slows them 
down or keeps them from showing up for themselves. Here’s an example: 

●   “Feeling like self-care is a luxury, not a necessity 
●   Feeling like it’s all or nothing - if you can’t get at least an hour workout then why 

bother? 
●   Feeling like you’ve tried so many things in the past and none of them have 

worked!”] 
 

What I’m about to share with you is a way to get across that river that is easy and fun. 
Would that be useful? 
 
Great. So, there’s a reason that some programs are really effective and others are not. 
Programs that get the best RESULTS in the shortest period of time include 3 things.... 
I like to call these the 3 legs of a stool. You take out any one of them and the stool falls. 
 
Those 3 legs are: 
- The right SYSTEM 
- The right SUPPORT 
- The right ACCOUNTABILITY 
 
The right system means the right steps in the right order. I’ll share more about that 
system in a moment. 
 
The right support means someone to help encourage you when you’re feeling stuck 
and the right accountability is a kick in the butt when you’re falling off track. Most of 
us know what to do we just don’t always do it. 
 

Side note: Feel free to choose language that reflects your coaching style. If it’s 
more effective and authentic for you to say “kick in the ass,” then say that! Be 
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as gentle or stern as you need to be to connect to the client and demonstrate 
that you know how to meet them where they are at and LEAD. 
 

What’s one thing that you could be doing for yourself that you’re not - that would have 
a big impact on your energy or your mood? 
 
[Let client answer.] 
 
See, you do know what to do! Without accountability, we don’t always follow through, 
we fall into ruts. It’s really useful to have someone to hold us to the highest version of 
ourselves that we can dream up. That’s why it’s sooo important to have a coach. 
 
So let’s talk about the system. Earlier I mentioned that I would show you how to get 
across the river in a way that’s easy and fun. This is where the system comes in. A 
system is the right steps in the right order. Literally like the stepping stones across the 
river. 
 
I call this system the Total Transformation System. What occurs for you when you hear 
the word transformation? 
 
[Let client respond.] 
  
How would it make an impact on your life if you chose to experience transformation 
even just for a short period of time - say 90 days? 
 
[Let client respond.] 
 
Here’s how the Total Transformation System works - there’s 3 steps - and as I share 
these 3 steps I want you to imagine yourself taking each step and crossing the river. 
Each step is a stepping stone across the river. Let it be easy. See each step getting you 
closer to everything you want. 
 
A lot of people tell me that the steps seem obvious once I say them - this is a great 
sign! Why? Because it’s my intention for you to know what needs to happen to get you 
from where you are to where you want to be... even if we don’t work together now. 
 
Step 1: Set up the conditions for inevitable success. When you have conditions for 
inevitable success than follow through becomes easy. Without this, people inevitably 
fall back into old patterns and get more of what they don’t want.  
 
In our first session we’re going to look at how to make you a priority within the context 
of your busy lifestyle. Most people are surprised to discover that they feel trapped by 
their lives, their families, their jobs. This is empowering you to take charge of your life 
and your health without compromising everything else. 
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The reason my clients get great results with this program is because we’re consistently 
considering how this all fits in - with family, friends, holidays, parties, otherwise it’s like 
pushing a boulder up hill. 
 
You may feel like you have to choose between your health plan and going out with 
friends. Well, that’s not fun or sustainable. In this program, I’m committed to having it 
be sustainable, easy, and fun. 
 
Does that make sense? Great. Take a step forward with me. I’m right there with you 
crossing the river. 
 
Step 2 of the system is: What to eat for your unique body type - some people burn fat 
best, others need more carbs or protein.  
 
Without this step you may eat foods commonly deemed as “healthy” but you don’t 
[insert client’s desired result; for example “lose any weight” or “lower your blood 
sugar”].  
 
People often wonder why they can’t lose weight [or insert client’s desired result] or 
feel like they plateau no matter how much they exercise or how much salad they eat. 
We want to find out as quickly as possible which foods are optimal for you.  
 
You’ll know exactly which foods are most fat burning in your body, which foods give 
you energy and which foods take away. 
 
Again, let’s take another step forward. 
 
Step 3: How to turn these healthy habits into behaviors that last! 
 
What percentage of people do you think lose weight and then gain it back within 6 
months? [or insert common statistic around clients desired outcome] 
 
98%! That’s because they are missing this step. The diet mentality is based on 
deprivation. You get quick-fix results because you’re able to deprive yourself for a 
temporary period of time. Eventually, this method falls apart which leads to a screw it 
all binge and despite all your hard work you gain the weight back. This is so frustrating! 
 
So we can look at what the 2% of people losing the weight do and keeping it off do. 
That’s the category you want to be in. 
 
Those are the 3 steps: 

• Setting up the conditions for inevitable success 
• Finding out which foods are right for your body 
• Turning these healthy habits into behaviors that last so they become your way, 

it’s simply what you do 
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By the end of the 90 days you are going to have different rituals, different habits, and 
feel totally transformed in your body... and what we’re aiming towards is not some 
quick-fix diet, but rather making those changes last. 
 
What is most resonating for you in this system? 
 
[Let client respond.] 
 
Does this sound like something you’d like to be engaged in? 
 
[Let client respond.] 
 
What I think I’m here to help you with is to follow through in a way that you never have 
before... this is an invitation to get curious about how healthy you can be, to become a 
stand for transformation for the next 90 days. 
 
 
 
 
 
 
 
 
Segment #5. Invite Them To Take The Next Step 
 

NOTE TO COACH: Chances are good that your practice clients will want to 
continue working with you after such a powerful coaching conversation, even when 
you’re just doing the 6 practice CTDs that are required for certification. 
 
If a client does want to continue working with you, then you have 4 options: 

• Invite prospective client into your 90-Day program as a “practice client” 
o To satisfy certification requirements, you must take 2 practice clients 

through the entire 90-Day Total Transformation program 
• Tell prospective client that you have openings for new clients in ______ 

o Put this potential client on a wait list for when you are ready to start 
working with her 

• Invite prospective client into the 14-day Detox or the 90-Day Total 
Transformation as a paid client 

o Use this option if you are an advanced coach  
• If the client is not a good fit for you, thank her for showing up for herself in 

this powerful conversation, and recommend whatever resource you think 
might be best for her needs at this time 

o COACH: “I wouldn’t be the coach you expect me to be if I told you 
that working with me was the right fit, right now. If you’re going to 
invest your time, your energy and your resources, then it should only 
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be in the program or experience that is best for you. Based on what 
I’ve heard you say, the resource I recommend for you right now is 
___________.” 

 
SCRIPT FOR PRACTICE CLIENT….. 
 
“If we were to work together, when would you ideally like to get started?” 
 
“Fantastic. I have an opening on [Thursday]. Otherwise we can start first thing 
[Monday morning].  
 
[Schedule 1st session with client] 
 
“Here’s what to do next to enroll in the program….  
 

• In a few minutes you’ll receive a Welcome Email from me  
• Program Agreement is attached - simply sign and return” [or if you are 

using  EchoSign, then share those instructions] 
 
Between now and our first session, I invite you to….. 
 
[Give the client a simple action step based on what you learned in the CTD 
conversation that will help her get started] 
 

 
 
 
SCRIPT FOR PAYING CLIENT….. 
 
“If we were to work together, when would you ideally like to get started?” 
 
“Fantastic. I have an opening on Thursday. Otherwise we can start first thing Monday 
morning.  
 
[Schedule 1st session] 
 
“Here’s what to do next to enroll in the program….”  
 
“We can actually do it together on the phone. It will only take 3 minutes.” 
“There are 2 investment options. You can invest in full now at $______ and save 
$______ which is the best deal, or if you prefer, you can do a monthly payment plan 
of ____ payments of $_______. 
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Have client give you billing address and CC information and process through PayPal 
or Stripe, or have client fill in information on those sites themselves. Walk the client 
through the whole process. 
 
“In a few minutes you’ll receive a welcome letter from me and with a Program 
Agreement that you’ll sign and return [or sign via EchoSign]. Do you have any 
questions before we complete today?” 
 
Tell them you can’t wait to get started and assure them they made a fantastic 
decision. Then complete the session. 
 


