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The Closing The Deal Conversation: Why It’s Your #1 Skill 

& How To Describe It To Potential Clients 
 
Carey:  And we’re back.  Ooooohhh… rubbing my hands together with glee!  I’m  

so excited about this video and this week!  So—we’re going to talk 
about the Closing the Deal Conversation, why it’s your number one skill, 
and how to describe it to potential clients.  And, the learning objectives 
for this video are first of all, what is the Closing the Deal Conversation? 
And then why is the Closing the Deal Conversation the number one 
coaching skill of all successful health coaches?  Why the Closing the 
Deal Conversation is not selling—it’s a profound breakthrough inducing 
coaching conversation in disguise.  And, we’re going to discover the 
best way to describe the Closing the Deal Conversation.  First of all, you 
may not have known that you needed to do that—but you do!  There is 
a specific way of describing your Closing the Deal Conversation to 
prospective clients so that they know exactly what to expect and are 
excited to show up. 
 
Whether you work for yourself, in a wellness office, or any other 
organization, the single most important skill you will ever learn for 
success as a coach, is how to Close the Deal.  The single most important 
skill you will ever learn for success as a coach is how to Close the Deal. 
 
What is a Closing the Deal Conversation?  Well, a Closing the Deal 
Conversation or as we just abbreviate it to “CTD”, it’s the initial 
conversation that you have with a potential client to determine if you’d 
like to work together or not.  So, it’s the first conversation that you have 
to explore the possibility of working together. Closing the Deal 
Conversations can be free or paid, depending on your performance, 
your level of experience, depending on your level of comfort and 
depending on your business strategies.  We’ll talk about that in Pillar 4 
when we get into business. 
 
Why is the Closing the Deal Conversation so important that it’s the 
number one coaching skill of successful health coaches?  Because, no 
matter how you offer your services, whether it’s live, on the phone, over 
skype, or even online selling products and services, the thing you have 
to master is the art of helping a prospective client make a decision and 
take action.  Now, why is that important?  Because before a client can 
start working with you, he first has to make a decision that he wants to, 
and that he’s going to, and then he has to take action by investing in 
your program.  And that is true no matter what anyone is purchasing 
from you, whether it’s live or online. 
 
If you talk to most health coaches, you’ll find that their number one 
biggest challenge is “getting clients”, and the reason why almost all 
health coaches have this challenge is not because there is a lack of 
clients who want to pay for your services, that is a myth—a sort of 
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widespread belief that is not true.  There are over 78 million adults alone 
in the US alone struggling with overweight and obesity.  And, remember 
that I guess if you want to call it “Alternative Health Care” is a 276-
Billion-dollar industry.   
 
There are people who want your services, they are paying plenty of 
money for it.  So, it’s not that there aren't enough clients out there who 
want to hire you and pay you.  The reason why most health coaches 
struggle with getting clients is because they’re not trained adequately in 
their initial certification trainings on how to have a powerful Closing the 
Deal Conversation.  I personally think that that’s insane and criminal, 
because when you get out into the real world, you learn fast that the 
Closing the Deal Conversation is the number one skill that determines 
whether or not you have a lucrative career as a health coach.  And 
that’s why we created of course the Become a Health Coach because 
we wanted to give you the skills that we know that you’ll need to 
succeed in the real world as a coach.  And that’s why we’re beginning 
your coach training in Pillar 2, not by teaching you the 90-day health 
coaching program, that will start next week we’ll start training you in 
that program, and how to deliver every single session.  But we’re 
starting this week by teaching you first on how to invite clients into 
your program.  This is a radical reframe in health coach certification that 
no other training program is doing.   
 
And why did we deliberately make that choice?  And we thought a lot 
about this choice. Because the truth about success as a health coach is 
this:  If no one says yes to working with you in the Closing the Deal 
Conversation, then it actually doesn’t matter how good you are at 
delivering the 90-day program. Because you’ll never have any clients.  I 
have no idea why health coach trainings other than ours do not share 
this with our students.  It doesn’t make any sense to me.  This is the 
truth—if no one says yes to working with you in a Closing the Deal 
Conversation, then of course you’re never going to have any clients, and 
of course it doesn’t matter at that point if you’re great at delivering the 
90-day program, because no one is saying yes to doing it.  Right?  If no 
one says yes to working with you, and you can't attract ideal clients, 
you’ll just be like the thousands of other health coaches that are out 
there that are struggling, frustrated, and ultimately end up quitting this 
career.  And we have too much work to do in the world together for 
that to happen.  And that’s why we’re training you in the Closing the 
Deal Conversation now so that you have the confidence in your ability 
to attract ideal clients and invite them into your coaching program. 
 
If the only thing that you took away and mastered from your Become a 
Health Coach Certification was the Closing the Deal Conversation, then 
you’re guaranteed to have a thriving health coaching practice.  And that 
might sound like a wild, crazy claim, but you might be thinking, “But, 
but, but…I have to have all of this nutrition information, I have to have all 
this health knowledge, I have to have this…”  You do have to have that 
to a certain degree, but I’m telling you that the people that are most 
successful in this field, it’s not about how much they know in terms of 
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health and nutrition information.  It’s about how well they coach, and 
how well they can close the deal.  That’s it.  And when you read the 
success stories of the graduates of our programs, they’ve mastered this 
skill.  
 
Okay so, mastering the skill is that important, and have I convinced you 
yet that the Closing the Deal Conversation is the single most important 
lesson you’ll learn in this entire training?  And that it deserves your 
undivided attention and your deep commitment to mastering it.  Good, I 
hope the answer to that question was “Yes!” 
 
Now, the first thing to learn about the Closing the Deal Conversation, 
even though Closing the Deal in itself sounds cheesy selling, sales-
y.  But the conversation is actually not about selling.  A lot of us are not, 
we’re not in this world because we love sales, we’re in this world 
because we love helping people.  So the first thing we have to 
understand is that the Closing the Deal Conversation is not about 
selling, it’s about helping people.  And it’s a powerful coaching 
conversation with a very specific question sequence, that actually opens 
the relationship and the possibility of a relationship together, rather 
than Closing the Deal actually. 
 
Now, a powerful Closing the Deal Conversation also opens up 
possibilities and choices, and resources for your potential client by 
giving her the option to experience health coaching and the lasting 
change that it can provide.  And you know by now that a masterful 
health coach always opens up choice and possibility for her clients. 
 
Now one of the mistakes health coaches make, it’s not their fault, they 
were just not properly trained in this, is that thinking a Closing the Deal 
Conversation is a regular coaching session, where one is supposed to 
give the prospective client all kinds of advice in an effort to prove their 
worth, and the client will think that you’ve just wasted their time and 
they’ll be mad at you and hate you.  This is 150% incorrect.  A Closing 
the Deal Conversation is not a session you’ll have with a paying client 
where you’d make recommendations or give action steps.  And by the 
way, I just want to remind you as we’re talking about the Closing the 
Deal Conversation, we learned this information from Stacey and her 
practice. And remember that when she graduated from her Health 
Coaching Certification she went from 0 to 72 clients in 10 months, and 
was making $96,000 as a health coach—in 10 months!  The reason why 
is because she discovered and uncovered the truth we’re sharing with 
you here about the Closing the Deal Conversation.  And clients just 
came like flies, and when she had the Closing the Deal Conversation 
with them, they said “Yes” like crazy.  That’s happening for her while all 
these other health coaches are struggling, why?  Because she was doing 
something completely different than what the other coaches were 
trained to do.  And what she did is what we’re training you to do here. 
 
So a Closing the Deal Conversation is not a session that you’d have with 
a paying client where you’d make recommendations or give action 
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steps.  A Closing the Deal Conversation has three specific goals 
only.  The first goal is to uncover where the perspective client is now 
with her health.  The second goal is to uncover where she wants to be 
instead.  And the third goal is to uncover what the best pathway is to 
travel between the two.  In other words, what’s the best pathway to get 
from where you are right now to where you want to be instead?  
 
Now the reason we start with the Closing the Deal Conversation with 
these three goals instead of jumping into action steps and 
recommendations like, “Try this!  Do that!  Have you tried this?  Do 
that.”  Is that first of all, you already know that advice on its own is not 
particularly useful?  It’s somewhat useful, but not all that useful.  So, if 
you want to have a powerful coaching engagement that helps someone 
create a lasting transformation, then you have to begin in this closing 
the deal conversation, by uncovering and addressing the underlying 
reasons why someone doesn’t already have the result that they want to 
have.   You’ll continue to learn this as you study TCM, trust us when we 
say that when someone doesn’t have what they want to have, there is 
actually a great reason.  And we as the coach have to uncover what is 
that.  We’ve got to cut through the stories and the reasons why your 
prospective client doesn’t have what she wants.  What’s stopping 
her?  What’s slowing her down?  What’s keeping her from having what 
she wants?   
 
Now the way that Stacey discovered the Closing the Deal Conversation 
and the reason we’re training you and teaching you, is it’s going to help 
you get on your client’s map, which is absolutely crucial, from the last 
training video.  It’s going to help you create rapport again, 100% 
crucial.  It’s going to help you connect on an emotional level to the 
clients wants and desires.  Here is something you need to know and you 
need to know now, not after years of struggling to make a living doing 
this.  That people don’t buy what they need, they buy what they 
want.  And what they want is driven by their emotions.  People make 
buying decisions based on emotion and then justify it with logic.     
 
Let me say that again.  People make buying decisions based on emotion 
and justify it with logic.  People don’t buy what they need, they buy 
what they want, and the want is driven by emotion.  So if in the Closing 
the Deal Conversation you’re sitting and talking about all kinds of 
clinical stuff and giving advice and tips, and this and that, and you 
haven’t tipped into the client’s emotion about who she is and where she 
wants to be, you’re missing the boat—completely.  And the client, it’s 
going to be very easy for them to walk away from you because they are 
not, they are not connected into their emotions, and the emotions are 
what makes the buying decision.  Crucial, very important tip right there. 
 
The next thing that the CTD will help you do is inspire the potential 
client to make a decision and take action.  Now here’s the thing.  It’s not 
important whether or not the taking action is working with you.  A lot of 
times when health coaches are starting out, they feel very desperate, 
they have to get this client, they have to get that client, they’re so 
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attached to getting the client.  And that desperation is just such a turn 
off to potential clients, they can sense it.  And so what we have to go 
into these conversations with is what we call a passionate 
detachment.  And that’s you’re passionate about the client making a 
decision and taking an action, but you’re detached as to whether or not 
that’s with you. 
 
I will say to you that the times where I get attached is when I talk to a 
client and I just know without a shadow of a doubt that I can help 
them.  Then I will hold out a vision for them very strongly as a leader 
does and urge them forward, but I’m not desperately needing them to 
be my client. And when you’re first staring out, that’s challenging.  I 
know that there are financial pressures, you want to get going, you 
want to build momentum, it’s—there is all kinds of components.  But 
what we eventually want to get to is that we’re inspiring the potential 
client to make a decision and to take action into being passionate about 
them doing so but detached about whether or not they do it with us.   
 
Now, getting on your client’s map, creating rapport, connecting on an 
emotional level to the client’s wants and desires, and inspiring the 
potential client to make a potential decision and to take action, these 
are skills that 99% of health coaches will not have.  So how is it that 
Stacey got 72 clients and other health coaches got none?   Because the 
other health coaches didn’t have this skill—or all of these skills, and she 
did.  So when you have these skills this makes clients way more likely to 
work with you than any other health coach.   
 
So one of the concerns is standing out from the crowd, or they’re going 
to be too many health coaches—when someone talks to you, and you 
can get on their map, create rapport, connect on an emotional level and 
inspire that client to take action, you’re miles ahead of every other 
health coach that’s out there.  And by the way, there are plenty of 
clients for all of us.  But if you're concerned about standing out, it’s this 
skill level that will help you do so.  Way more than any marketing.   
 
So, the other thing that’s really wonderful about learning these skills as 
a health coach, and learning the Closing the Deal Conversation is that it 
starts the process of transformation for the client right there in the 
Closing the Deal Conversation, as beautiful, beautiful process and a 
beautiful experience.  Because in the Closing the Deal Conversation, you 
are empowering your potential client to get out of their own way so 
that they can be a full yes to the changes that are about to occur, and 
will continue to occur for the rest of their lives.  That’s a big 
deal.  People worry oh, but am I giving enough value in this 
conversation?  You haven’t seen the conversation yet, but what I will 
share with you is when you do, and you practice the conversation you 
will learn that this conversation alone can be an absolute turning point 
for many people’s lives and the most important conversation that 
they’ve ever had.  Whether you ever give one health or nutrition 
tip.  Pretty exciting stuff. 
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Okay, so before we get into the five segments of the conversation itself, 
that’s going to happen on our next video, we have to begin by showing 
you the best way to describe your Closing the Deal Conversation to 
prospective clients.  And why is that important?  Because if you can't 
describe it properly to potential clients, they don’t show up to the 
conversation.  So you don’t get to have the conversation if they don’t 
show up, so you have to describe it properly to perspective clients.  
 
I just kind of answered this question, why is important to know 
how?  This is something that I really thought, and Stacey too, we 
thought won't they just get it, like it’s so awesome, won’t clients just get 
how awesome it is?  No.  Not at all, they don’t get it in any way shape or 
form.  So the way you describe the Closing the Deal Conversation is so 
important because it’s the difference between showing up eager an 
excited or not showing up at all.  So what this means for you is the way 
you describe the Closing the Deal Conversation determines whether or 
not you get clients.  It’s the initial determiner as to whether or not 
you’re going to get clients, so this is a pretty important step.  And that’s 
why ya, health coaches who don’t know how to do this, they struggle, 
they struggle to get clients.  That’s why we’re spending this entire video 
helping you understand how to describe your Closing the Deal 
Conversation so that prospective clients know exactly what to 
expect.  It’s very important when a stranger is coming to talk to you 
about health and wellness.  We have to realize that is really scary, that’s 
a nerve wracking prospect for a lot of people!  They’re afraid they’re 
going to walk into this appointment with this stranger, and they’re 
afraid of being judged and looking like they suck, and being ashamed, 
and you know, all kinds of worries and concerns.  So it’s our job to show 
the client exactly what to expect, exactly what’s going to happen so 
instead of being worried and nervous, they can actually be excited and 
want to show up.  Very important. 
 
So the first step in describing your Closing the Deal Conversation in a 
compelling way to prospective clients, is to give it something we call a 
“Results-Based Title”.  Now, why is a results-based title 
important?  Well, after working with thousands of health coaches we 
did learn that one of the biggest problems we have is getting clients to 
show up for an initial conversation.  Even if the initial conversation is 
free.  So it’s very easy to think, “Oh, it’s free—won't people just show 
up?”  No.  Because actually people don’t value things that are free as 
much.  Yes, its low risk for them to show up, but that also means that 
they don’t have skin in the game, they don’t lose anything if they don’t 
show up.  So health coaches really have—another reason why they have 
a hard time getting clients is because they have a hard time getting 
people to show up for this conversation.  Now one of the reasons why 
this is a problem for so many health coaches is because most health 
coach certification trainings will teach you to offer something called a 
“Health History”, or a “Consultation”, or an “Intake”, or a “Getting to 
Know You Session” as an initial conversation. But we have to think 
about this now—what is more compelling?  A “Getting to Know you 
Session”, a “Health History”, a “Consultation”, or a “Look Great Naked 
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Strategy Session”?  There’s a difference there!  I don’t really want to 
spend my time consulting or getting to know you, but I do want a 
strategy to look great naked.  That is a very specific desire I have!  So 
what am I going to show up for? 
 
So here are some more reasons why other health coach trainings are 
really doing their students a disservice by not teaching them to put a 
compelling title on this Closing the Deal Conversation?  Because a 
results-based Closing the Deal Title, tells your client what’s in it for them 
to show up.  The problem is in health coaching certification trainings is 
that they’re not teaching us to think from the client’s point of view.   
We’re thinking from my point of view, we’ve been through this whole 
training, we know how cool our stuff is, we think it’s so awesome, the 
client has no ideas.  None.  And when you say to them, “Let’s have a 
consultation?  They have no idea what’s in it for them and what does it 
mean?  And one thing that I can’t remember who said this, but that 
everyone is operating on the radio station called “WIIFM” and that’s 
called “What’s in it for me?”  And look, we’re all busy, it’s not because 
people are jerks, but it’s just because we have lots of things demanding 
our time, so we have to know very specifically what am I going to get 
out of this time?  What’s in it for me?  People are motivated to take 
action when they understand what’s in it for them.  If they don’t 
understand what’s in it for them, they’re not going to take action.  In 
other words, if they don’t know what the compelling reason is for them 
to show up for the Closing the Deal Conversation, they’re not going to 
show up.  Makes sense, they don’t know what’s in it for them.  And 
that’s why a “Health History”, or a “Getting to Know You Session”, or a 
“Consultation”, they’re just not compelling because what does that 
actually mean for the client?  What’s in it for the client?   
 
Another benefit of a results-based Closing the Deal Conversation is that 
it adds value to the conversation.  This is extremely important, 
especially it says on the slide, even if it’s free, and that’s true, and 
especially if it’s free.  Because again, people don’t necessarily value 
what’s free.  So we have to in a free session—free sessions do work, but 
you have to add value to them in a particular way, and putting your 
results-based title on the conversation as value.  
 
It also focuses the topic so that the client knows what you will be 
discussing.  “Health History” and “Getting to Know You”, we could be 
talking about anything.  But the title is going to focus the topic so the 
client is not having to guess what they are really taking about and get 
nervous and have their critter brain start going.  The title focuses the 
topic so the critter brain can relax.  Which means that the client will be 
less nervous to come talk with you.  The other benefit of a results-based 
Closing the Deal Title is that it prequalifies ideal clients.  As we’ll show 
you in a moment the title of the Closing the Deal Conversation is going 
to match the title of your coaching program.  It’s going to match.  So 
the Closing the Deal Title and the title of your coaching program are 
going to match, and we’ll tell you this in a moment.   
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Here’s why that’s important:  If your potential client is interested in your 
Closing the Deal Program because of the title, chances are they’ll be 
interested in your coaching program as well.  You’re prequalifying 
them.  If they’re saying yes to your Closing the Deal Conversation, 
chances are good that they’re going to raise their hand to saying “Yes” 
to being in your coaching program.  So you are setting the stage from 
the very first conversation for the invitation into the coaching 
program.  So if the potential client isn’t interested in your Closing the 
Deal Title, then she’s likely not an idea client for your coaching 
program.  Great—let her know that and move on.  Awesome, no 
worries.   
 
So, there are so many reasons as you can see, why a results based 
Closing the Deal Title is so important.  So what does that actually look 
like?  That’s a great question, so we put together five sample Closing 
the Deal titles plus we created matching coaching program titles, and all 
of these examples can be used for the Total Transformation Coaching 
Program that you’re about to learn, starting next week in Pillar 2. So 
what that means for you is that we’re doing the work for you to make it 
easy for you to invite clients into your 90 day health coaching 
program.  And for those of you who want to create your own Closing 
the Deal and coaching program titles, we’ve included Closing the Deal 
title formulas to help you do so.  And you’re certainly welcome to 
create a custom Closing the Deal title and a custom coaching program 
title.  
 
And, we strongly encourage you to do something at HCI that we call 
“Pressing the Easy Button”.  One of the benefits of getting Stacey’s 
Done for You Health Coaching Program is that we’re giving you the 
marketing language to use with potential clients, specifically for that 
program.  That means you really don’t have to figure anything out from 
scratch.  So what this means for you is that we’re making it easy to get 
your coaching practice started.  So, my recommendation is to not go 
and make it harder on yourself!   
 
You have a handout under this video titled, “Sample CTD Titles, 
Program Titles and Benefit Rich Bullets” if you would like to pull that up 
and follow along, and if you don’t have access to that at the moment, 
that’s okay, you can always go back and get it later.  So right now, we’re 
just looking at the first couple pages, which are the Closing the Deal 
title formulas, and the sample matching titles. 
 
Let’s look at Formula 1, “The (Insert Result) Breakthrough Session” so 
this is the title of the Closing the Deal Conversation.  Remember again, 
the Closing the Deal Conversation is the initial conversation that you 
have with a client to determine whether or not you’d like to work 
together.  So using this formula, an example would be “The Fabulous 
Over Fifty Breakthrough Session”.  If you are over fifty, or want to work 
with people who are over fifty, this is a great title option.  Now the 
matching coaching program you would offer in this session we’ll show 
you exactly how to do that, would be the “Fabulous Over Fifty: The 
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Total Transformation”.  So, we’re using “The Total Transformation” title, 
we’re just adding a little flare to it to make it even more specific. 
 
So again, there is your Closing the Deal Conversation, that has a title, 
and then there is a coaching program you offer in the Closing the Deal 
Conversation, that has a title as well.  We want those two titles to match 
so that the invitation is set up form the beginning.  That way the 
invitation is not a surprise, you already know that you’re client’s 
interested, it works out much better that way. 
 
Let's look at the second title formula, “The (Insert Problem) Discovery 
Session”.  So in this formula, we’re calling it a “Discovery Session”, and 
in this case an example is, “The Weight Loss Resistance Discovery 
Session”.  So inherently in that title, what its saying is “Hey, in this 
session, we’re going to discover why you have weight loss resistance.”  
So we’re going to discover why this problem is existing and what to do 
about it.  And then the matching coaching program could be called 
“The Total Weight Loss Transformation”.  So you’re still using, and by 
the way, with these different titles, remember that they can all be sued 
with the 90-day health coaching program as it is.  You don’t have to 
make changes to it for any of these titles, they all work.  
 
Title Formula 3 is where you’d insert a result and then call it a “Strategy 
Session”.  So let's look an example, “The Look Great Naked Strategy 
Session.”  Now, the neat thing about the term “Strategy Session” and 
what’s inherent in that is “Hey, we know you want to look good naked, 
so we're going to plan a strategy for you to do so.”  That’s really 
exciting for most people, a lot of people want a strategy.  And now the 
matching coaching program title would be “Look Great Naked: The 
Total Transformation”. 
 
Here’s another title formula, we’ll go back to “Breakthrough Session” 
here, and in this one we’ll call the Closing the Deal Conversation the 
“Double Your Energy Breakthrough Session”.  Now, the thing that’s 
inherent in a “Breakthrough Session” is we’re going to have a 
breakthrough around this topic.  If you want to double your energy, 
what I’m telling you is going to happen is you’re going to have a 
breakthrough about that.  That is also very compelling and exciting to 
potential clients.  If you’re struggling with your energy, you want a 
breakthrough around that.  And the matching coaching program title 
would be “The Total Energy Transformation”.  Do you see how this is 
working?  It think it’s probably starting to make sense to you know how 
these titles for the Closing the Deal Conversation and the coaching 
programs match each other. 
 
Okay, and then here is another formula using the “Breakthrough 
Session” again, here is another example, “The Body Transformation 
Breakthrough Session”.  So inherent in that Closing the Deal Title is that 
in this session you’re going to have a breakthrough that’s going to 
transform your body.  Very compelling, way more compelling than 
“Getting to Know You”, or “Health History”.  Right?  Okay, the matching 
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health coaching program title would be “The Total Body 
Transformation.”   
 
And then we through in a bonus title in here as well, and I just wanted 
to do an extra title just in case you wanted to use “The Total 
Transformation” alone as the title and that’s all—you can do that, and 
we’ll use the discovery session formula, and the title would be, “Total 
Transformation: Discovery Session”.  So what’s inherent in that is that 
we’re going to discover how you’re going to have the total 
transformation, and the matching program title would be very simple, 
“The Total Transformation: The 90 Day Intensive”.  Now the thing that’s 
nice about saying “The 90 Day Intensive” in this example is that we’re 
showing people it’s a short time frame, 90 days, and it’s an intensive, 
like we’re going in and we’re going to work on this in a cool and fun 
way.  Really compelling titles. 
 
Here is an alert that I want to share with you, many health coaches will 
get hung up here, and look at all these titles and go, “Uh…” and start to 
panic that they need to choose their niche or target market so they 
could choose their perfect Closing the Deal title and the perfect 
coaching program title before inviting people into their Closing the Deal 
Conversation.  If this is happening for you, I want you to know that 
you’re not alone, this happens for many coaches, and it’s a 
mistake.  Some of you may have a niche, but most likely you do not, and 
you should not know your niche yet.  That’s something we’ll talk about 
in Pillar 4, and it’s something that develops over time for many 
coaches.  So you can release the unreasonable expectation that you 
should know this, because if you don’t release it, it will keep you 
stuck.  If you want to stay stuck, then hang onto that expectation that 
you should have the perfect niche, because that is a great strategy for 
staying stuck.  But, if you don’t want to be stuck then you need to 
release that unreasonable expectation, and all you do is you choose one 
of the examples that seems simple that you have an interest in, and 
almost all of your potential clients struggle with weight loss and a lack 
of energy.  Almost all of them.  So they are very easy title options to 
choose.  
 
Your only goal should be to make a choice of one of these sample titles, 
or you’re welcome to create your own if you desire, but ultimately you 
want to have one Closing the Deal Conversation Title and one matching 
coaching program title because what you want that for is so you can 
invite clients into the six practice Closing the Deal Conversations that 
you need for certification.  Plus, I’ll just tell you, and we’ll get into this in 
later videos this week, when you have those Closing the Deal 
Conversations, and the better you get at them, the more likely those 
people those practice Closing the Deal Conversations are going to want 
to be your client. 
 
So, you want to have your Closing the Deal title and your coaching 
program title in place.  This is not a title you’re choosing and 
committing to for the rest of your life.  This is just for the short term—
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and you don’t have to worry about it.  Keep it simple, there is no need 
to overthink this or make it more difficult than it needs to 
be.  Remember, press the easy button, going through this training and 
starting a new career is hard enough, you don’t need to make it harder 
on yourself.  Let us do the work for you and make it easy.  That’s what 
you invested—part of why you invested in this training for.   
 
Okay, so choosing a results-based title is just the first step in describing 
your Closing the Deal Conversation to clients in a way so they know 
exactly what to expect and they’re excited to show up.  Now the next 
step is to develop something we call “Benefit Rich Bullets” that describe 
what the client is going to get from the time you spend together.  Now 
what the heck is a “Benefit Rich Bullet”?  Does it come out of a 
gun?  No, it doesn’t!  It is, a “Benefit Rich Bullet” is a quick sentence or 
phrase next to a bullet point that describes for your prospective client 
what’s in it for them when they invest this time with you.  Remember, 
everybody is operating under the “What’s in it for me?” radio station.   
 
So these benefit rich bullets are describing in detail what’s in it for the 
client when they invest this time with you.  And the collection of these 
bullets can really help persuade your client that the Closing the Deal 
Conversation is an experience that they won't want to miss.  
 
Now why is it important to create these bullets to describe your Closing 
the Deal Conversation?  Because even though you have an awesome 
title, your client still needs to be told very clearly and very specifically 
all the ways that this experience will benefit them.  I shared with you 
earlier that when I first started health coaching, I just thought people 
would magically understand the benefit of talking with me, without me 
having to spell it out.  Because quite frankly, I didn’t know how to spell 
it out.  I was very confused about that, and my training was really not 
specific about it.  So, I was definitely wrong, clients do not magically 
understand at all.  It is our job to spell it all out for them so they know 
why they have to show up for the Closing the Deal Conversation. And a 
lot of times people feel like, “I hate marketing, I don’t know how to 
describe my stuff, it feels so hard!”  It’s only because they’ve never been 
taught.  You’ve never been trained to do so.  And that’s such a 
disservice, because if we can't describe the Closing the Deal 
Conversation, then no one shows up to the Closing the Deal 
Conversation.  If no one shows up to the Closing the Deal Conversation, 
we don’t have any clients.  So not learning his is a real disservice to 
anyone who is trying to make a career in health coaching.   
 
I’m not going to make you figure out, and nor is Stacey how to create 
benefit rich bullets.  As you go on in your career, as a coach you’ll get 
better and better and better at writing these kinds of things.  But for 
now, I mean, shoot—when I started, had no idea how to do this, I, and I 
wouldn’t have been able to guess in a million years.  And nor should 
you!  So we’re just doing it for you.  There is no reason for you to have 
to guess.  We just created these for you, and the bullets will get the 
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client engaged and excited, they’ll know what to expect, they’ll be way 
more likely to show up for the Closing the Deal Conversation.   
 
Now, I’m going to give some examples of bullets for the Closing the 
Deal title formulas that we shared with you, and you can use them as 
they’re written, or you can edit them to match your own voice and 
personal style.  But as we read through these bullets, just keep in mind 
of course, you’re not yet familiar with the Closing the Deal 
Conversation, so just know that these bullets may not make total sense 
to you yet, and that’s okay.  They will make sense to you once you’ve 
learned the Closing the Deal Conversation in the next video, and for 
now, you can just trust that we know what we’re doing, and these 
bullets describe the Closing the Deal Conversation in a really engaging, 
a really exciting, and a really compelling way, and in an honest way, and 
authentic way, and in a truthful way.  Where you’re not promising 
something you’re not going to deliver, which would be terrible!   
 
We would never want to set that up for a client.  So we want to promise 
what we want to deliver so the client’s expectation is set correctly and 
they feel once they’ve had the conversation that they got way more 
value—they got what was promised plus way more than they ever 
thought.   
 
Okay.  So let's look, this is going to be on the handout as well, I believe 
it’s on the second or third place where this starts, so you’ll just kind of 
scroll down on the handout if you’d like to follow along, or you can get 
the handout later, that’s totally fine.  So for title formula one, the 
example is the “Fabulous Over Fifty Breakthrough Session”.  So if I were 
to create sample benefit rich bullets, and we did, you’d say, “Here’s 
what you’ll discover in your session.”  And you can use these word for 
word.  You don’t have to change a thing if you don’t want to, and you 
don’t have to credit us for this language.  Okay,  

 
“Here’s what you’ll discover in your session: 

• Uncover what’s been stopping you, slowing you down, or 
keeping you from feeling Fabulous.” (I capitalize the “F” because 
it’s fun.) 

• Develop a powerful vision for what Fabulous over Fifty looks like 
for you. 

• Discover which foods and lifestyle habits are stopping your 
Fabulousness and what to do about it.”  

 
By the way, I just want to point out here with this bullet, you’re not 
going to be giving people a list of foods and lifestyle habits.  The way 
you’ll learn the Closing the Deal Conversation in the next video is that 
you’re going to help find out from the client, she’s going to tell you 
which foods and lifestyle habits are sapping her Fabulousness.  And 
that’s going to be part of the conversation.  So that bullet can 
potentially be confusing to you, especially since I said that this 
conversation is not about giving a list of action steps and a list of 
foods.  So you’ll understand this more clearly when we train you in the 
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conversation, but I just want to point that out in case you were like, 
“Wait a minute…? I thought you said…”  Okay, and then the final bullet is: 

 
• “Get crystal clear on a step by step plan to feel Fabulous in 90 

days or less.” 
 

In this bullet, you’re saying, first of all this is like, so exciting for people 
who feel overwhelmed and they don’t want to know, they don’t know 
what to do, “Get crystal clear, a step by step plan, you’re going to feel 
fabulous and you’re going to do it in 90 days or less.”  Now, what’s 90 
days?  It’s the length of your program, your coaching program.  So 
already in the Closing the Deal title example and in every single bullet, 
you are seeding your invitation into your coaching program.  You’re 
seeding your timeframe, you’re seeding the step by step plan, you’re 
planting the seeds so when the invitation comes your client wants it, is 
ready for it, there is no surprise around it, and they’re probably going to 
be very excited.   
 
This is really cool stuff that I promise you will not learn anywhere else.  I 
know that for those of you who have never taken any other coach 
certifications or health coach certifications you don’t have anything to 
compare this to, but for those of you that have, I hope that you’re 
seeing the value in this information. 
 
Okay, let's look at the Formula 2, this was “The Weight Loss Resistance 
Discovery Session” example.  So the sample bullets here,  
 
“Here’s what you’ll discover in your session: 

 
• Uncover what’s been stopping you, slowing you down, or 

keeping you from losing weight. 
• Develop a powerful vision for successful weight loss, what 

successful weight loss looks for you in your life. 
• Discover which foods and lifestyle habits are keeping weight on 

and what to do about it. 
• Get crystal clear on a step by step plan to successfully lose 

weight in 90 days or less.” 
 

You’ll see that these bullets are actually quite similar to the last Closing 
the Deal title example, with just a few little changes.  And one of the 
things we’ll discuss, especially with weight loss we can talk about in 
Office Hours, we can talk about on Skills Labs where sometimes health 
coaches will feel pressure about helping clients lose a certain amount of 
weight, and if they don’t deliver, it becomes a whole sort of metal 
cluster-F if you will, for people so we’re going to address that topic 
because it really is simpler than you might think.  And that there is a 
very easy solution for that challenge, just in case that is something you 
were worried about. 
 
Alright, let's go to title formula 3, this example was the “Look Great 
Naked Strategy Session”, sample bullets,  
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“Here is what you’ll discover in your session: 

 
• Uncover what’s been stopping you, slowing you down, or 

keeping you from Looking Great Naked. 
• Develop a powerful vision for what “Looking Great Naked” will 

mean for you in your life. 
• Discover which foods and lifestyle habits are keeping weight on 

and what to do about it. 
• Get crystal clear on a step by step plan to finally lose weight in 

90 days or less.  
 

Chances are if someone wants to look great naked they want to lose 
weight. Next example, the “Double Your Energy Breakthrough 
Session”.   
 
“Here is what you’ll discover in your session:  

 
• Uncover what’s been stopping you, slowing you down, or 

keeping you from having the energy you want. 
• Develop a powerful vision for what “Doubling Your Energy” will 

mean for you in your life. 
• Discover which foods and lifestyle habits are zapping your 

energy and what to do about it. 
• Get crystal clear on a step by step plan to double your energy in 

90 days or less.” 
 

I hope you guys are seeing that this is actually fairly formulaic, and of 
course it’s going to make a lot more sense for you when you learn the 
Closing the Deal Conversation itself.  You’re doing great by the 
way!  This is a lot of information and you’re kicking butt!  Okay, let’s go 
to the fifth one.  “The Body Transformation Breakthrough Session”. 
 
“Here’s what you’ll discover in your session: 
 

• Uncover what’s been stopping you, slowing you down, or 
keeping you from having the body you want. 

• Develop a powerful vision for your body transformation, and 
what it will mean for you in your life. 

• Discover which foods and lifestyle habits are bringing your body 
down and what to do about it. 

• Get crystal clear on a step by step plan to create a total body 
transformation in 90 days or less.” 

 
And here is our bonus example, “The Total Transformation Discovery 
Session. 

 
“Here’s what you’ll discover: 
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• Uncover what’s been stopping you, slowing you down, or 
keeping you from having the body and the health you want. 

• Develop a powerful vision for your total transformation, and what 
it will mean for you, your health and your life. 

• Discover which foods and lifestyle habits are bringing your body 
down and what to do about it. 

• Get crystal clear on a step by step plan to create a total 
transformation in 90 days or less.” 

 
Really cool right?  And you don’t have to write any of it!  That’s the 
coolest part!  All of these sample benefit rich bullets are using very 
compelling language to highlight and describe all the results clients will 
get from a Closing the Deal Conversation with you.  They’re intriguing, 
exciting and engaging and that’s really the power of persuasive 
language. 
 
Now, remember that your job in the Closing the Deal Conversation, 
what you’ll be doing with all those bullets is ultimately, I just want to 
recenter your head on this conversation that is to uncover where the 
prospective client is right now, where she wants to be instead, and 
what’s the best pathway to travel between the two.  Just a reminder, 
you are not trying to magically fix your client and give them a list of to-
dos or advice in the Closing the Deal Conversation.  What you are 
giving the client is way more valuable than that.  Its major 
breakthroughs around what they want, what’s keeping them stuck, and 
a heightened awareness around food, body and health?  The potential 
client is walking away from the Closing the Deal Conversation with a 
heightened awareness of how to calibrate in their own body.  And if you 
give them that, they will not be able to stop thinking of their session 
with you and that is certainly true in Stacey’s practice. 
 
Okay, so trust us when we tell you that this is so much more valuable 
and effective than trying to fix the client on the spot with advice.  And 
then if you think about it, the change really starts to happen within the 
client.  Because a list of foods, they can get in any book.  What they 
can't get in a book is someone to guide them to connect to the truth of 
their body.  The questions you’ll be asking in the Closing the Deal 
Conversation which you’re about to learn in the next video are designed 
to cultivate that heightened awareness.  And it is so much more 
valuable than action steps and to-dos.  To see the Closing the Deal in 
action, and to get a deeper understanding of what all this means, I want 
you to continue on to the next video, to discover the five segments of 
the Closing the Deal Conversation.  But first, leave us a comment below 
and let us know what the biggest “Aha” is for you from this video?  

 
 


