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The 5 Segments Of The Closing The Deal Conversation 

 
Carey:  Welcome back everyone!  We are in our third video of TCM Skills,  

this is Week 2 of course in Pillar 2, and we’re going to be talking about 
the five segments of the Closing the Deal Conversation.  The learning 
objective for this video is to learn these five segments of the Closing the 
Deal Conversation or as we call it the “CTD”, with the corresponding 
coaching question sequences.   
 
So now that you have a title and benefit bullets for your Closing the 
Deal Conversation, let's look at the conversation itself and discover how 
the question sequences unfold.  Now, the Closing the Deal has five 
segments that each build on each other.  So let's take a look at each 
segment now, and there is a handout under this video called “The Five 
Segments of the Closing the Deal Conversation” if you’d like to follow 
along.  And if you don’t have access to that at the moment that’s okay, 
you can always get it later. 
 
So let's look at the five segments of the Closing the Deal.  We’ll go 
through them and I’ll just name all five, and then we’re going to dive 
deeper into each segment.  So the first is, establishing rapport and pre-
framing the call, the second is drawing out the desired outcome and 
vision, the third is drawing out the problem or what’s stopping the client 
or slowing the client down from getting what he or she wants, and what 
is it costing her to continue to have this problem, the fourth segment is 
to offer your program as a resource, and the fifth segment is to take the 
next step.  So let's go deeper into each segment of this coaching 
conversation and train you on how to deliver it. 
 
So the first segment is to establish rapport and pre-frame the call.  Of 
course you know already from the previous week’s lesson how 
important rapport is.  That’s saying, “Hey, you’re with like kind here,” 
let's the client relax.  Something you have to keep in mind when you’ve 
got someone coming to you for a Closing the Deal Conversation is that 
they’re really nervous, they’re scared.  They’re afraid you’re going to 
judge them, they’re afraid they’re being “Bad” that they’re going to be 
shamed or guilted because of what they’re doing or eating.  They’re—
they’re just nervous and scared.   
 
hat we have to do is calm the critter brain by establishing rapport, and 
then we’ve got to pre-frame the call.  Now, pre-framing is a very 
powerful coaching technique—I learned from one of my mentors that an 
ounce of pre-framing saves you a pound of reframing.  And pre-framing 
just means letting the potential client know what’s about to happen so 
that there are no surprises in the call.  Not only are there no surprises, 
but then the potential client knows, “Oh, this person knows what she’s 
doing, she's about to lead me through a process, and I can just 
relax.  And even if I’m kind of scared or kind of nervous this sounds like 
it’s going to be pretty cool.”  
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The other thing that pre-framing is so important to do is to say right 
from the beginning that there is going to be an invitation to your 
program and a decision about whether or not the client is going to 
move forward into your program.  And you’re saying that right at the 
top of the call. The reason why this is so important is because many 
health coaches struggle with this conversation, because they feel like, 
“Oh, I have this amazing coaching call with the client, it was so cool, and 
we were in love with each other and then I felt like I had to sell her 
something.  And it got really awkward, and the offer came out of 
nowhere, and that’s not what she was there for…” and on and on and 
on.  So, instead of having that awkward challenge that other health 
coaches are going to have, for you, you’re just going to knock that out 
of the way right at the top, and say that you will make a decision about 
whether or not it’s right to work together by the end of the call.  And 
that’s such a relief for you, it’s a relief for the client, there are no 
surprises, you don’t have to feel smarmy or gross, this is just what’s 
going to happen.  So let's look at the scripting for this and how it might 
sound. 
 
So you’ll see that on the slide the scripting is in italics.  So it might 
say:  “Hey Jane, thank you so much for joining me for this Total 
Transformation Breakthrough Session.” And by the way, you don’t have 
to call it that, you can use any one of the Closing the Deal titles that we 
gave you in the previous video, I just used that one as an 
example.  So,  “Hey Jane, thanks so much for joining me for this Total 
Transformation Breakthrough Session, I’m so looking forward to getting 
to know you.  So, here’s how we’re going to get the most value during 
our time together.”  I love this, we’re just going right into leading, you’re 
telling her what’s going to happen, and it’s going to be the way she gets 
the most value out of the time.  So you’re saying to her, “I’m going to 
ask you a series of questions, and they are specifically designed to 
uncover the challenges you’re experiencing or what’s not going 
well.”  Now here is what’s important about saying that.  It’s that a lot of 
people when they first learn the Closing the Deal Conversation, first of 
all, it is going to feel unnatural to you.  You’re going to go, “Oh, this 
doesn’t feel authentic yet.”  Well of course, because it’s new, it won't 
be.  But what you want to set up for the client is, “Hey, I have a series of 
questions that I'm going to ask you.”  So the client goes, “Oh, 
okay.”  And she prepares for that.   
 
And then you feel comfortable asking the questions, the client feels 
comfortable, and you say why you're asking them, that they’re designed 
to uncover the challenges you’re experiencing, what’s not going well, 
and to discover what your vision is for your—and then you’d put in 
there, insert whether it’s health, weight, digestion, or whatever matches 
the title of the Closing the Deal Conversation or what the client’s there 
for.  And then you would say, “And to discover what your vision is for 
(Let’s say digestion)  and uncover what might be stopping you, slowing 
you down and preventing you from having what you want so you know 
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what to do next to move forward.” So you’re basically saying exactly 
what’s going to happen there. 
 
Then you go into, there’s no way you can mess this up because you’ll 
have clients worry, like “Oh my god, am I going to be a good 
student?  Am I going to be a good client?  Am I going to do this 
right?”  And you want to take away that worry right from the top, 
“There’s no way you can mess this up, the process is easy, it’s fun and 
it’s guaranteed to deliver some powerful breakthroughs.” So you're 
saying, A) you can't mess this up, this is easy this is going to be fun, 
you’re going to have amazing breakthroughs and so you can just relax 
and enjoy.  The client’s like, “Aaah.  Okay.”   
 
And now here is the ultimate pre-frame, 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 to work 
together is the next best step.  “And by the end of this conversation, 
you’ll know if I’m a good fit for you, I’ll know if you’re a good fit for me, 
and so we’ll be able to make a decision about whether or not working 
together is the next best step.  How does that sound?”  And the client is 
going to say “Great!”  Probably, and you’ll say, “Great.  Let’s get 
started.” 
 
So, you’re already setting up for the client exactly what’s going to 
happen, and that she's going to make a decision and take an action.  So 
you know here from the top of the call, the offer is not coming out of 
the blue, the invitation isn’t coming out of the blue, the client knows 
she's going to get a lot of value from the conversation, she's going to 
get powerful breakthroughs, it’s going to be easy, it’s going to be fun, 
she’s going to discover a lot, here we go.   
 
When health coaches don’t do this in the conversation, that’s when they 
run into a lot of trouble. And most people, most health coaches in their 
training are not trained to do this.  And so they have a really hard time 
with that initial conversation.  So this step alone is going to help you 
tremendously.  
 
Okay, let’s go to the next segment, which is to draw out the desired 
outcome and vision.  So we actually start with what people want, 
because that’s the most powerful piece.  We want to understand first 
what is it they want to accomplish? And we can say this in a couple 
different ways, and by the way, again, some of this language may seem 
weird to you or it may sound like, “I don’t know that I would say it that 
way.”  You can definitely personalize it, and make it, you know, sound 
like your own voice, but you want to stay as close to the script as you 
can, when you’re practicing.  Expect it to feel not natural, because it’s 
not natural yet.  It’s new, you’re learning it.  After you’ve done it 20 
times, it’ll totally feel like second nature, and you will have personalized 
it and customized it.  But really use the scripting as the training wheels 
to sort of get yourself sort of in a muscle memory and a habit and a skill 
set of delivering this conversation. 
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So, the next segment here is to draw out the desired outcome and 
vision.  You’re going to ask, “What’s the outcome you want?”  Or, I love 
this question, “If you could wave a magic wand and really get what you 
want in the next 90 days, what would that look like?”  Now, you could 
also say, “If you could wave a magic wand and really get what you want 
when it comes to your weight and your body in the next 90 days, what 
would that look like?”  And then you're going to let the client answer, 
and then you’re going to ask.  “Okay great, it would look like X, Y, or 
Z.”  Then you're going to ask, “Well, what will you and others see, or 
hear, or feel when you have your outcome?” Now, what’s important 
about this question is that you’re connecting your client in the moment 
to the sensory experience of having what she wants.  This is a big deal, 
because you’re starting the process of transformation right here and 
now with this question.  What will you feel when you have your 
outcome?  So you're asking the client to feel into the experience of 90 
days later having what she wants.  And she’s having to describe it for 
you so she’s kind of experiencing it in the moment.  Plus, she’s getting 
really clear on you know, if your client says, “Oh, I’ll feel better.”  Okay, 
well, “Better How?  How specifically?  If I was watching you during the 
day, how would I know that you feel better?”  You want to get really 
specific so that the client can get a clear picture, really imagine 
themselves seeing, and hearing, and feeling what’s going to happen in 
90 days when they have this outcome.  The more they can do that the 
more in they are for your program.  This is ninja coaching at its best. 
 
Once you get a clear answer from your client, you’re going to say, “Well, 
how would it make a difference in your life, and other important people 
in your life if you got this outcome?”  So if you, you know, let's say lost 
weight in 90 days, how would it make a difference in your life or the 
other people in your life, what would be different for you?”  It’s really 
important to ask these clients these specific questions of your client, 
because your client is just going to assume a lot of stuff and you want 
to help her break it down into specifics.  “So how is it going to make a 
difference in your life?  What is different?”  They might be like, “Oh, well 
I mean, I’d feel so amazing.”  “Oh great—okay, you’d feel so 
amazing.”  And then you’d ask the next question, “So what will having 
that do for you?  What will ‘feeling amazing’ do for you?” because you 
want to know, yes she wants to feel amazing, but why?  What’s the why 
underneath the why?  If you recall from Pillar 1, this is what we’re 
digging for.  “So what will feeling amazing, what will having that do for 
you?”  “Well I guess I would feel so much more confident.”  “Okay cool, 
so you would feel so much more confident.  So what’s important about 
feeling so much more confident?”   
 
Again, digging for the why underneath the why.  Why does she want to 
feel confident?  “Well gosh, if I felt confident maybe I would be doing 
better at work, I would feel like I was a better mom, maybe I would be 
there more for my husband.”   
And then you go, “Oh, wow.  So what would it feel like?” Now, you’re 
connecting her to the emotion of “What would it feel like if you were 
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doing better at work, and you were feeling like a better mom, and you 
were connecting more to your husband, what would that feel like?”  “Oh 
my god, it would feel amazing.  It would be like, what I always 
wanted.”  “Wow.  Pretty incredible.  So if it was what you always 
wanted, a life that you always wanted, what would unfold for you 
then?  What about in your finances, in your work, or in your 
relationships?”   And then let the client answer like, “Wow, gosh, I mean, 
I don’t know, like sky’s the limit in my career, like, maybe my husband 
and I could take a vacation and like, maybe I would be connected to my 
friends and I could have more money like, oh ya lots of really cool 
things.”   
 
So then you would ask—actually that’s a typo, you’re not going to ask, 
“What will having that do for you?” again—you’re just going to go right 
to “Imagine if you did have X” here.  So, imagine if you’re—whatever her 
answer is to “Wow, what would unfold then for your relationships, and 
your work, your social life and your finances…” then, “Imagine if you did 
have X, Y, or Z, what else in your life would open up for you?” or you 
can ask, if the client is like, “Gosh, I don’t know.” Because they may have 
not even imagined that far out.  Some of us can only dream so big, 
right?  So another question you could say, “Well, what could you do in 
your life that you can't do right now?”  And the client will be like, “You 
know what I could do?  I could run a freaking marathon.”  Maybe that’s 
what she wants to do or whatever.  You would say, “Yes, you could run 
a marathon!  What would be the best part of running that 
marathon?”  “I would feel like a freaking superstar!”  “You’d feel like a 
superstar, awesome!”   
 
So what we’re doing is digging for the why underneath the why and 
then we’re connecting the client to the emotion of that.  And I think I’ve 
said this before in the training but I'm going to repeat it again, this is not 
on the slide, but that people buy based on their emotions, and then they 
justify their emotions with logic.  People do not buy on logic, they buy 
on emotion.  So what we have to do in this conversation as we are 
highlighting for the client all of this specificity about their vision, the 
more we can connect them to the emotion of what it’ll be like to have 
that vision, the more they’re just in.  you’ll barely even get through the 
conversation, the client’s not going to ask how much it costs, they’re 
just—the more you can do this and practice and get better and better at 
it. One of the reasons why Stacey did so well in her health coaching 
practice is that no other health coaches are doing this in a Closing the 
Deal Conversation.  They didn’t understand that when it comes to 
making a buying decision it’s about the emotion, not the logic. 
 
Okay, so let's move onto the third segment, which is now that you’ve 
got the client—she’s got a really clear vision of what—the dream that 
she wants, how it’s going to feel, and all the emotions connected to it, 
now we’re going to go into drawing out the problem.   
 
And we’re going to star by saying, “So, what’s stopping you or slowing 
you down from having the weight loss you want (or whatever it is) right 
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now?”  And the client’s going to say whatever they say, and then you’re 
going to ask, “Can you tell me a little more about that?” Because you 
want them to talk more, you want them to go deeper just like you 
wanted them—you were digging for the why underneath the why in this 
second segment about drawing out the vision, and then connecting 
them to the emotion.  You’re doing the same thing here, but you’re 
digging to connect your client to the pain of where they are.  And that 
might sound awful, like, “I don’t want to focus on pain, that’s 
terrible!”  But we have to.  Because if the client doesn’t feel the pain of 
the current situation, they’re not going to move forward.  There is no 
reason for someone to change their experience if it’s not painful.  We’ll 
just put it off until another time—that’s just human nature.  So we’re not 
you know, doing something horrible here, we’re connecting people to 
the truth of what it is they’re feeling, and probably denying or just 
putting away so they don’t have to deal with it.  
 
So, “What’s stopping you or slowing you do down from having 
whatever desire their desired outcome is right now?  Can you tell me 
more about that?”  The client is going to answer, and then you’re going 
to say, “What’s your biggest challenge with that?”  So having the client 
expand deeper and deeper and deeper to what the problem is.  Now, 
“What’s your biggest challenge with that?”  Then, we’re looking at 
trying to show them how is that impacted their daily life.  “How is it 
impacting your work?” and the client answers.  “Cool. And how is it 
impacting your relationships?” and the client answers.  And how is that 
impacting your finances?”  And the client answers.  Now, the client may 
never have considered that this particular problem is impacting her 
work, or her relationship or finances.  Like, your client does not know 
how you do one thing is how you do everything.  You know that as the 
coach, and you know that if she’s having a challenge in one area of her 
life, she’s having a challenge in another area.  So you're just leading her 
to that “Aha!”  This question is actually very powerful, for your clients, 
like, “Oh my god, I didn’t realize this is having such an 
effect…”  Yes.  And that’s what we want.   
 
Then you’re going to ask, “So, what’s worked for you in the past?” and 
they might talk about you know, what’s worked, why it stopped 
working, etc.  Now, when you’re drawing out the problem, because 
we’re working in health and wellness, we added some additional 
questions that you can ask in this section.  We’re looking for the juiciest, 
high leverage question that’s going to provide value to the client, 
connect into an emotion, and help determine if you are a good match to 
work together.   
 
Now, this conversation is designed to be 30 minutes, but let me tell you, 
when you’re first learning it, it’s going to take you closer to an hour, and 
that’s totally fine. Because the more you practice, the tighter it will 
get.  So don’t put any pressure on yourself like, “Oh, I have to finish it in 
30 minutes!” Schedule all your Closing the Deal Conversations for an 
hour.   
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If you end up completing it faster, great.  But don’t schedule it for 30 
minutes and then not have enough time to finish.  That will be really 
frustrating for you and for the practice client. 
 
Now all of the questions that we’re sharing with you, they really can be 
tailored to any niche, any niche in health and wellness.  So you can 
make any shifts to the wording that would make the questions more 
relevant to your practice.  So here are a couple of these questions, and 
of course, all of this is on the handout so you don’t have to worry about 
writing it down. 
 
Additional questions, “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?”  Big question!  “What is your stress level on a 
scale of one to ten?” because you know as a health coach that if your 
client’s stress level is at a twelve on a scale from one to ten, it doesn’t 
matter.  We need to help them reduce and/or cope better with their 
stress in their life before they see any health results.  So that is a big 
question right there.   Another great question is, “How does that stress 
effect your relationship to food?  How does it manifest in your 
body?”  Another great question you can ask here is, “What do you do to 
pamper yourself or unwind?” Some people will just laugh out loud like, 
“Pamper myself?  Are you kidding me?  Who’s got time for that?”  And 
that’s another great indicator to you that you’re going to be working 
with your client a lot, giving themselves a permission to unwind, and 
learning how to distress in their lives on a regular basis.  For some 
people that is extremely difficult to learn. Another great question, “Is 
there anything you’d like to be doing for yourself that you’re not?”  
 
And then, you don’t have to ask all of these, you can choose for your 
client, you might think like, “how am I going to know which ones to 
choose?  What if I don’t ask the right question?”  But here is the thing I 
will tell you is that this is why practice is so important.  Practice is so 
important because the more you practice the more intuitive you get 
about which questions to ask when.  The good news is that all of these 
questions are the right questions.  You can't make a mistake and ask the 
wrong question.  It’s all going to help your client in the same way.  And 
for some reason if you ask a question and the client’s just like, “I don’t 
know, I just don’t get it.” And the client is just not feeling it for some 
reason, no problem at all, you just move onto another question.  You 
don’t have to make a big deal out of it and be like “Oh my god, I’m the 
worst coach ever!”  Just move onto the next question, the client’s not 
going to know the difference. 
 
Another great question is, “What gets in the way of doing these things? 
So if there is something you’d like to be doing for yourself that you’re 
not, what gets in the way?”  And then you would ask, “So how is this 
effecting you?” and this is just a way to recap whatever problems 
you’ve heard and show the client, help the client see for themselves that 
their problems are having a much larger impact on their life than they 
think.   
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We’re not making this up, it’s not like we’re trying to create a problem 
for the client, she’s there talking to you for a reason, because there is 
something she’s not happy with.  And chances are is that it’s having a 
wider impact in her life than she’s aware of.  Because, how you do one 
thing is how you do everything. 
 
Don’t be afraid to ask, most health coaches will be terrified to ask this 
question, but not you, “What do you anticipate these problems are 
costing you now and in the future?”  Now, this is not necessarily going 
to be an appropriate question for everyone.  But when we’re talking to 
somebody who is spending a ton of money on all different kinds of 
healthcare, they’re spending a ton of money on eating out, or a ton of 
money on booze, or they’re having to buy a new wardrobe every two 
months because they’re constantly up and down in their weight—if you 
hear in the conversation something that you go, “Wow, that’s probably 
really expensive!”  You want to just say, “Hey, what is this costing you 
now and in the future?  Let’s put a pencil to it, and let's do the math and 
actually write out what you’re spending.  Okay, so you’re spending X on 
X, and this on this, and this on that, and what do you think it 
costs?”  And then say, “Wow, so it’s costing you now, X amount of 
dollars, and if this doesn’t change in 90 days or six months, its going to 
cost you X amount of dollars more.  Wow.”  I can't tell you how 
powerful this is for your clients, and that so many health coaches don’t 
A) know how to do it, and B) they haven’t worked on their own money 
stuff and they’re so terrified to talk about money, they can’t be a leader 
for their client in this area.  And it’s a shame.  And it’s one of the reasons 
why we’re going to be working on money stuff in Pillar 3.   
 
You have to, and I’ll promise I’ll get off this soap box, for now anyway, 
that one of the most important things you can do for your health 
coaching clients—and no health coaches ever think of this, or know this 
and are never told in their trainings, believe me, that one of the most 
important things you can do is work on your own money stuff so you 
can be a leader for your client for this conversation.  If you’re falling 
apart when the subject of money comes up with your client, you’re no 
longer the leader.  You’re no longer in a place where you can empower 
the potential client, and you’re doing the client a real disservice.  One of 
the things that’s really wonderful about being a masterful coach is that 
it requires you to work on all your stuff.  That doesn’t mean being 
perfect with money, it means being on the journey and being aware 
enough that when the subject comes up you’re not so triggered that 
you completely fall apart and you can't lead the client anymore.  I’m 
going to say it one more time, you will not hear that from any other 
coach training for health coaches.  But the reality is when you get out 
into the real world.  And this is what we’re here for to show 
you.  Because we don’t want you to be sitting in one of our conference 
rooms like thousands of other graduates from other schools in tears 
because they have no idea how to handle this kind of stuff because we 
want you to be prepared now.   
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When you’re running a business, whether you’re working for yourself or 
you’re working for someone else, the fact is you’re dealing with financial 
transactions, and the money exchanged for your program is actually 
part of the transformational process.  People don’t value what they 
don’t pay for—they have to put the money down.  So what you won't 
hear in any other health coach training is that you’re a money coach 
too!  That health coaches are money coaches too—we have to be able 
to coach on any topic—any topic!  And the more powerfully you work 
on your own money stuff, and we’re going to get into this a lot on Pillar 
3 and we continue in our graduate trainings, the more you work on it 
the more easily and powerfully you’re able to have these money 
conversations with your clients, and really be a stand for them because 
if you recall, a real leader, and a real masterful coach is always holding 
their client as powerful and capable no matter what.  That doesn’t mean 
that you’re holding your client as powerful and capable in every area of 
your life except for financially.  That doesn’t make any sense!  You’re 
holding your client as powerful and capable no matter what, in every 
area of her life.  That includes money.  This is so good and I can't tell 
you how far ahead you’re going to be from other health coaches who 
have never learned this, don’t get this, and will spend years struggling 
on this issue! 
 
Okay awesome.  Let's move forward. So, once you’ve done the math 
with a perspective client—and again, it’s not necessarily right for every 
single conversation, but it will be for some.  You say, “So by not getting 
this solved, it’s actually costing you X.”  Let that sink in for the client, 
and then connect them to the emotion.  “Wow.  How does that 
feel?”  The client probably says, “Well that feels like crap, I’m pretty 
bummed about that.”  And that’s when you come in with the absolute 
killer question, which is, “So on a scale of 1 to 10, how important is this 
for you to solve?”  And, since your program is 90 days, you could add, 
“How important is this for you to solve in the next 90 days?” 
Boom.  Like, that is a major “Aha!”  Even if your client does not work 
with you and never sees you again, you have done this person an 
enormous service by having that kind of stretch conversation with her 
about what it’s costing her, and how important it is to solve this 
problem.  
 
Awesome, awesome, awesome. I hope you’re starting to see that this 
conversation of Closing the Deal is not about selling, it is about 
changing someone’s life and asking them to show up for themselves in a 
way that they never have before, and that is freaking powerful.  Cool.  
 
Alright, let's go to segment four, this is where you’d offer your program 
as a resource if you feel it’s right.  When you’re offering your program 
as a resource, you’re going to use your client’s exact words.   
 
You’re always using your client’s exact words—you’re always using 
verbal backtracking.  “Let me see if I understand you, what I’m hearing 
is that you want to move away from X, Y, and Z” whatever they shared 
with you as the problem, “And that you want to feel more A, B, and C.” 
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And you’re bringing back the vision.  Do not be afraid to take a lot of 
notes during your closing—even if you're with a client, don’t be afraid 
like, “Oh no, is it taking me out of rapport if I'm taking notes?”  I’m 
taking notes all the time because if I don’t, I won't remember the client’s 
own words.  So don’t worry about that because you want to be able to 
call the client’s words back right here in this section.  
 
Now an additional question is, if you’ve got somebody who is not a big 
talker, or you feel that there is something outstanding that hasn’t been 
said, you can say, “Am I missing something that should be 
addressed?”  But, you just want to check with your time, you don’t want 
to let the session drag on too long if you feel like you’ve gotten into the 
cracks of what’s going on than for the client then just skip this, and 
move toward the invitation.  And again, the more you practice this then 
the more you’ll start to feel whether or not you should ask this 
question.  Don’t expect at the outset to be a master at this. You will be a 
master after you’ve done it 20 times, thirty times, forty, fifty, sixty, a 
hundred.  You’re not going to be a master the first time you practice do 
can we agree?  Good.  You’re doing such a great job.  
 
Okay, then you’re going to say to your client, “Based on what you’ve 
told me, your next stop is…” This phrase is important, “Based on what 
you’ve told me…” because this is not like, you’re showing your client, 
“I’m responding to what you’re telling me, I'm not making up something 
out of the blue, I’m not saying that you should do such in such and it’s 
not right for you” “Based on what you’ve told me, your next step 
is…”  Now, going into the description of your program is really 
challenging for most health coaches because when you describe your 
program to your potential client and the reason this is so hard for most 
health coaches is because they’ve never been properly trained on how 
to do it.  I don’t know why, because this is such an important skill for 
success in the real world, but it’s just not done.  And I can almost 
guarantee you that there is no health coach certification training that 
will teach you how to do this correctly other than ours.  Which is why 
I'm so glad you're here!   
 
This section of the conversation is actually so important that we’re 
going to spend the entire next video on it.  We’re going to give you of 
course, word for word scripting we’re going to put into the Closing the 
Deal Conversation so you will know exactly how to describe the Total 
Transformation Health Coaching Program the right way, and this is 
going to make a huge difference in your ability to enroll clients.  Again, 
it’s so important we’re going to spend the whole next video on it.  But 
for now, let's go onto segment five, where you’d invite your client the 
next step.   
 
And to do this, you’d say, “If we were to work together, when would 
you like to get started?”  Now, some of you will be doing these Closing 
the Deal Conversations for practice, and some of you are advanced and 
you’ll want to get paying clients.  Whether you’re doing it for practice or 
for paying clients, the chances are good that even practice clients will 
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want to continue working with you after such a powerful 
conversation.  Even when you’re just doing the practice Closing the 
Deal Conversations that are required for your Become a Health Coach 
certification.   
 
So if a client does want to continue working with you then we want to 
share with you what your options are for how to handle that.  Now, you 
have four options.  First one is to invite the prospective client into your 
90-day program as a practice client.  Because to satisfy the satisfaction 
requirements for this training for Become a Health Coach, you have to 
take two clients through the entire 90-day Total Transformation 
program.  So if someone is interested in working with you, 
great!  Become a practice client and take them through the 
program.  Let me pause and say, ask the question, why are we requiring 
you for certification to take two clients through the program?  One of 
the reasons is that what we see from people coming out of some of the 
big health coaching schools, if they’re not required to do that with the 
programs they’re trained in, and the problem they have is that they’re 
not confident that the program they’re trained in works.  They don’t 
know how to deliver sessions, they have clients disappearing on them, 
they don’t feel like they know what they’re doing, and they don’t.  They 
don’t know how to coach.  And, the programs, the coaching programs 
the other students are trained in are not designed to navigate when a 
client is likely to drop out.  And this is something we’re going to teach 
you at the end of Pillar 2, again, something you're never going to hear in 
any other coach training.  But it’s so crucial to know.   
 
So we want you to have the experience of taking two clients through 
the Total Transformation program so you’ve delivered each session, so 
you feel confident about it, and once more you can see that the 
program works.  Now, the clients to get varying degrees of results, 
simply because you know, not everybody goes at the same pace at the 
same time.  People are on different soul evolutionary journeys.  But we 
want you to see that people will get results and they will love the 
program.  And you won't be able to tell that unless you’re taking a client 
through all the way. 
 
Okay, so if your client in the Closing the Deal wants to move forward 
with you, you can say, “Yes cool, you can be a practice client!”  And that 
may be somebody you’re working with for free.  Now, if you’re working 
with a practice client for free, you say, “This is for free, and what I ask 
for in exchange is to be able to share your story about what the 
experience was like working in this program.”  Why is that 
important?  Because that will give you a success story you can use 
when attracting paying clients.   
 
Second option is you can tell a client after, if you have a Closing the 
Deal Conversation they’re super psyched, and you're not really in the 
place to work with a practice client or a paying client—maybe your life 
is just, it’s not going to work for you right now, which is totally fine, tell 
your perspective client that you have openings for new clients in 
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whatever month.  And what you’re effectively doing here is you’re 
putting your potential client on a waitlist for when you’re ready to start 
working with her.  That way you’re controlling whether or not you’re 
taking on clients.  The thing that’s really great to know is if you’re doing 
the Closing the Deal Conversation and someone wants to continue 
working with you, you go “Oh, this is working!  Sweet!  I have the ability 
to do this at any time.  I don’t have to take on a client now if it’s not 
right for my lifestyle.”  And if you put a client on a wait list and for some 
reason that client disappears, then just whatever, loses momentum or 
totally disappears, you don’t have to worry about it because you have 
the Closing the Deal Conversation skill.  You just have another 
conversation, no big deal. 
 
Okay, third option is to invite the prospective client into the 90-Day 
Transformation, or even the 14-Day Detox as a paid client.  This is for 
those of you who are advanced coaches already.  People who have 
already been working with clients in health and wellness or any other 
kind of modality and you’re just, you just are ready to have a paid 
client.  And that’s going to be different for everybody.  And you’ll notice 
I say the 14-Day Detox or the 90-Day.  The sample conversation we’re 
sharing with you is for the 90-Day Intensive.  For some of you some 
clients will go, “Oh, I don’t know, I just really want to do something 
faster.”  “Great, let’s try a detox.”   
 
So, we would recommend offering the 90-day first, and if it’s not right 
then offering the 14-day detox.  But if you feel like, if you’ve never 
worked with clients before, start with practice clients only to not get 
into having paid clients.  At least have two practice clients before you’re 
paid.  Because it will really, really, really help your confidence.   
 
Okay fourth option is that if the client is not a good fit for you, you will 
have Closing the Deal Conversations where you don’t want to work with 
the client.  And sometimes when we’re first starting out we feel like we 
have to work with anybody who has a checkbook and a pulse, but you 
don’t.  And I’ll tell you from personal experience that you can't stand is 
not worth any amount of money.  It’s just not.  It’ll be such a miserable 
experience for you and for that person.  And you’re going to know in 
your gut, like you’re going to feel your gut clench, or drop, or you’re just 
going to feel in your body, sick at the thought of working with this 
potential person.   
 
So, if the person is not a good fit for you, thank her for showing up for 
herself, and then recommend whatever resource you think might be 
best for her.  And here is how you can say it, you could say—and you’re 
doing this to be of service to this person, because if you can’t stand 
them, you’re not going to be a great coach for them.  You can say, “I 
wouldn’t be the coach you’d expect me to be if I told you that working 
with me was the right fit right now.   
 
Because if you’re going to invest your time, your energy and your 
resources then it should only be in the program or the experience that’s 
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best for you.  And based on what I’ve heard you say, the resource I’d 
recommend for you right now is X.”  And this is something Stacey and I 
will do, our advisors will do if we have a potential client come to Health 
Coach Institute, and they’re just really not the right fit, it’s not worth it 
to have them come into the training.  You may think that like, “Oh well, 
doesn’t everybody just want any client they can possibly get?”  You 
really, really don’t.  And I’ll just tell you that from the outset, and you 
may go ahead and work with people that you don’t want to work with 
and learn the hard way, and that’s fine too.  But I can tell you that it’s 
not worth it when you feel in your gut that it’s not right, send people 
somewhere else.  You can always refer them to another health coach, to 
a colleague, to anywhere else. 
 
Okay, so let's look at scripting for (UNINTELLIGABLE) if you have a 
practice client, you may say, “If we were to work together…” and again, 
we’re in segment five of the Closing the Deal Conversation, this is when 
we’re doing basically an invitation to become a client.  “If we were to 
work together, when would you ideally like to get started?” The client 
answers, “Fantastic.  I have an opening on whatever, or we can start on 
whatever—” you just, you schedule the first session with the client right 
there.  Then you say, “Here’s what to do next to enroll in the 
program.  In a few minutes, you’ll receive a welcome email from 
me.  You’ll notice that a program agreement is attached, you just sign 
and return it.” Or you can have your client sign your program 
agreement using EcoSign, just tell her to click on the link, etc.  Now the 
program agreement is something that’s coming from us, we’re having 
our lawyers just put their finishing touches on it.   
 
The program agreement is really just a way for your client to 
understand the commitment they’re making, and what their 
requirement is, what’s required of them in the program based on the 
commitment that they’re making.  Then you would say, “Between now 
and our first session I invite you to…”  And then you want to give your 
client a simple action step, based on what you learned in the Closing the 
Deal Conversation that will help her get started.  The action step can be 
anything you learned in Pillar 1 or anything you have in your toolkit from 
all of your other experience from prior to Become a Health Coach.  It 
might be that you invite the client to do a 20-minute meal.  It might be 
that you invite the client to swap out her coffee for green tea, it might 
be that you invite her to add water, or write in a gratitude journal every 
night.  Or, it’s like one simple action step you’re going to give so that 
the client can get started right away.  And then you would complete by 
saying, “Wonderful job, I’m really excited to take this journey with you, 
email me if you have any questions, otherwise I’ll see you on X date.” 
 
Now here’s a script you’ll hear from segment five if you have a paying 
client.  Again, you would say, “If we were to work together, when would 
you ideally like to get started?” the client’s going to answer, “Fantastic, I 
have an opening on blah, blah, blah.”  
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Of course it depends on your schedule to what you say, and then you 
schedule the first session on the phone, on Skype or in person, and then 
you say, “Here’s what to do next to enroll in the program, we can 
actually do it together on the phone, it’ll only take a couple 
minutes.”  Again, we say ‘phone’ you might be on Skype, you might be 
in person, doesn’t matter.  This is where you’re going to share your 
investment.  First of all, when you’re talking about the fee for your 
program, you’ll never ever say the words, “price” or “cost” because that 
that implies is that there is no return.  That they’re just spending money 
and not getting anything back for it. So you’re always calling your fees 
the “Investment” in your program.  Because when the client invests, 
they’re getting a major return.   
 
So you would say two investment options.  We’re going to talk about 
pricing in Pillar 4, but essentially you give people the option to invest in 
full and have some kind of savings.  Here it says $1000, you know that 
can be up to you.  Or, if you prefer you can do a monthly payment 
plan.  So you want to give people the option to invest in full, save some 
money, or they can do a monthly payment plan and pay a little bit 
more.  You do pay more for a monthly payment plan because you’re 
basically financing the client.  You’re taking the risk that they default on 
their payments, and so the client has to pay more for that 
privilege.  Then you say to the client, “Either way is totally fine, which 
option do you prefer?"   
 
The client answers, and there are lots of ways you can do 
payment.  You can have the client send you a check, you can process 
them through PayPal, you can process them through Stripe or Square, 
you can fill in the information while the client is on the phone with you 
on a webpage, and you can email the client a payment link.   
 
If you’re emailing the client a payment link, hopefully they are in front of 
the computer and you can walk them through the payment, do it with 
them while you’re on the phone.  You’re going to be tempted to go, “I’m 
going to email this to you,” and then run away.  You want to do it while 
they’re with you.  If the client is not in front of a computer and for some 
reason they don’t have their credit card information or whatever, you 
want to set up with them how and when that payment is going to take 
place.  And that needs to happen in the next 24 hours.  The reason why 
is because if given the choice, the client’s critter brain can sometimes 
take over and go, “Hell no, I'm outta here!” So we want to make sure 
that we are walking our client through the whole process.   
 
This is another reason why you have to be empowered yourself around 
the money conversation, because this is not something you can run 
away from.  Plus, if you’re a business owner or if you’re going to be 
owning your own business, I'm going to flat out say that if you think you 
can own your own business and ignore money, you’re delusional.  I 
thought that at one point, I was like “I'm not going to really pay 
attention to it!”  A business is fueled by money.   
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Money is something you’ll be dealing with every single day if you're 
going to be a business owner.  Honestly in your personal life, our lives 
are not ruled by money, but money is a major factor in our lives and 
having the lifestyle we want.  And if we ignore it, or have someone else 
handle it or don’t want to take responsibility for it, we’re missing out on 
a huge part of our empowerment.   
 
We want to be prepared, whatever payment choice it is that your client 
is going to do—and again, if any of these technical things seem 
overwhelming, just have your clients hand you a check.  Totally 
fine.  You just have to be clear on what it is you’re telling your client to 
do and you have to walk them through the process.  It will be weird the 
first couple of times you do it, and then you're going to get very used to 
it.   
 
One thing I want to remind you of is that the client paying for 
themselves to do this and putting the money down is sometimes the 
single most powerful thing they’ve ever done for themselves, to say “I 
deserve to invest this money in me.” Is a huge breakthrough moment 
for clients.  And we don’t want our own money shenanigans to take 
away from that.  Awesome. 
 
Okay, so then you would say, “In a few minutes you’ll receive a welcome 
letter from me via email with a program agreement you’ll sign and 
return,” People will either sign it and send it back to you or you can do 
it by EcoSign, and there is a link to instructions if you want to use 
that.  You don’t have to.  Anything that seems like a technical like, “Oh 
no!”  Instead of losing your mind and freaking out about the technology, 
just say, “I'm not going to do that, I’m going to send someone a .pdf file 
and they’re going to send it back to me.”  Done, easy, press the easy 
button.  Okay, “Between now and our first session, I invite you to…” and 
then give your client a very easy action step.  And then say, “Do you 
have any questions before we complete today?” And then you tell them 
that you can't wait to get started, assure them they made a fantastic 
decision, and then complete the session.  That’s how it’s done. 
 
So to recap, we discovered the five segments of the Closing the Deal 
Conversation.  Now, before we move onto the next video to learn how 
to describe your program to potential clients which is segment four of 
the Closing the Deal Conversation, leave a comment below and let us 
know what was the most interesting part of this video for you? 

 


