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Discover How To Describe Your Program To Potential 

Clients 
 
Carey: Welcome back everyone, we’re into the next video, you’re doing 

amazing!  We’re going to talk about how to describe your program to a 
potential client.  In this video, we’re going to share a script for you to 
model how to describe your program in the Closing the Deal 
Conversation.   
 
First, let's review the five segments of the Closing the Deal 
Conversation that you learned in the last video. First is to establish 
rapport and pre-frame. Second is to draw the desired outcome and 
vision, then we draw out the problem-what’s stopping them or slowing 
them down from getting what they want and what is it costing them to 
continue to have the problem?  Offering your program as a resource, 
and then inviting them to take the next step.   
 
Then we’ve already gone through the first three segments of the 
Closing the Deal Conversation, and we’re going to focus solely on 
segment four, which is offering your program as a resource.  There is 
very specific script for this section, and we encourage you to use it as 
word for word as you can, especially while you’re practicing the Closing 
the Deal Conversation.  And for those of you like, “Aaah, it feels weird, I 
don’t like to, I just want to be creative!”  I get it.  I get it, and why is it 
important for you to learn and use this scripting?  Because this, this part 
of the Closing the Deal Conversation, this segment four is where most 
health coaches stumble, drop the ball, and turn potential clients off.  It’s 
not really their fault, there is no health coach training that will teach you 
this scripting besides Become a Health Coach.  Most health coaches will 
have to graduate from their health coach certification, and then they’ll 
have to pay thousands of dollars more than they’ve already paid to 
learn what we’re about to show you.  Literally this week’s training you 
would easily pay anywhere between $2,000-$5,000 to learn from other 
business coaches.  And how do we know?  Because we had to pay it—
Stacey and I to learn this stuff, and then we’ve had thousands of people 
pay us to learn it.  And yet, it’s crazy, because this is a thing you need to 
know to enroll clients, and schools don’t teach it.  I don’t know 
why.  But, I’m excited that we do and that you don’t have to struggle for 
years to get clients and then pay thousands of dollars to learn this 
stuff.  Yay! 
 
I’m thrilled that you’re learning this language now so you can save 
yourself that struggle and that heartache.  It’s also important that you 
practice using this scripting word for word as much as possible because 
this is the section of the Closing the Deal Conversation where you’re 
most likely to get nervous.  If you don’t have this script in front of you, 
you’re really setting yourself up to stumble when coming up with 
benefit rich, compelling language to describe your program.  There is a 
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very specific way to describe a program that makes it compelling for a 
client.   

 
That’s not something you’re going to think up on the spot when you’re 
nervous—you just won't!  You want to have this scripting, you want to 
use it and have it in front of you.  As you’ll learn in Pillar 4 when we 
delve deeper into the marketing and the business of coaching, you’ve 
got to describe your program in a way that shows the results that they’ll 
get from working with you.  Clients don’t really care so much about the 
details of how you’re going to help them get results.  We think that they 
do, but they don’t.  They just want to know that you’ll get results and 
that you have a simple system for doing so.  The reason why the system 
is important is because it calms the client’s critter brain, and it helps 
make the work that you do more tangible and understandable.  This is 
very important because it could be, and for lots of health coaches, their 
work feels intangible.  They don’t know how to describe it.  If you ask 
most health coaches to describe what they do, or describe their 
program they will have no idea how to answer you.  That’s reflected in 
the fact that they really struggle to get clients. 
 
You will not have that problem though!  Because you're going to have 
specific scripting for this, and here’s how it can sound.  You can use this 
script for the 90 Day Total Transformation Health Coaching Program, 
and it doesn’t matter which variation we gave you, I think it was five or 
six possible program titles that you could choose from in a previous 
video, it doesn’t matter what title you use, you can still use this same 
scripting and this same description. 
 
The script is going to pick up at the beginning of segment four of the 
Closing the Deal Conversation.  Just so you know, all the scripting that 
I'm about to share is going to be in a handout for you, so you don’t have 
to worry about writing this down. 
 
Okay, you say, “Let me see if I understand you, what I hear you saying is 
that you’d like to move away from A, B, and C,” and remember, you’re 
using the client’s exact words.  Maybe the client said “Working all the 
time”, “Putting everyone else first”, “Eating crappy food”, so if that’s 
what the client said, you’d repeat that.  “You’d like to move away from 
that and you’d like to move towards X, Y, and Z.”  And again, using the 
clients’ words, and maybe the client said, “Making health a priority”, or 
“Feeling confident about what to eat”, “Losing some weight and 
keeping it off for good.” Then you’d ask the client, “Does that sound 
about right?” Because you want to check in and get confirmation that 
you’re understanding very clearly what the client said.  Plus, that gives 
the opportunity for the client to go, “Oh my god, you totally understand 
me.  You understand me in a way that no one else has understood me, 
and all you’re doing is repeating their words back to them, it’s so 
magical.   
 
Then you’re going to say, “Picture yourself on one side of a river, and 
everything you want is on the other side.  Right now the river is filled 
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with all the things that get in the way of you showing up for yourself,” 
and here is where you’d insert the client’s own words about what stops 
them or slows them down.   
 
Here is an example of maybe what your client said, so if I were to use 
my client’s words, I’d say, “Right now the river is filled with all the things 
that get in the way of you showing up for yourself.  Like, feeling like 
self-care is a luxury instead of a necessity, feeling like it’s all or nothing—
if you can't get at least an hour workout, why bother?  Or feeling like 
you’ve tried so many things in the past and none of them have 
worked.  That’s what the river is filled with right now.  What I’m about to 
share with you is a way to get across that river that’s easy and 
fun.  Would that be useful?” The client’s going to say, “Yes!”   
 
“Great.  There is a reason,” and this is a teaching point, this is really 
great for your clients, they’re going to get an “Aha!” from this big 
time.  “There’s a reason that some programs are really effective and 
others are not.  Programs that get the best results in the shortest period 
of time include three things, and I’d like to call these the three legs of 
the stool, you take out any one of them and the stool falls.” And the 
client is going, “Oh, yes. Okay, what are the three legs?” “The three legs 
are the right system, the right support, and the right 
accountability.  Now, the right system means the right steps in the right 
order, and I’ll share more about that system in a moment, and right 
support means someone to help encourage you when you’re feeling 
stuck, and the right accountability is the kick in the butt when you’re 
falling off track. Most of us know what to do, we just don’t always do 
it.”  By the way, a side note—feel free to choose language that reflects 
your personal style.  If it’s more authentic for you to say “kick in the 
ass”, say that!  You are, you get to be yourself in this, even as I’m 
encourage you to follow the scripting as much as possible.  The more 
you’re yourself the more powerful this conversation will be for your 
perspective client.  What’s going to be funky at yourself at first is going 
to be feeling like yourself and following the script.  You're not going to 
feel totally like yourself at first, so give yourself permission for the first 
five, six, seven, eight, nine, ten Closing the Deal Conversations to just 
feel a little funky, and then it’s going to feel more and more natural for 
you.   
 
You’d ask, “What’s one thing that you can be doing for yourself that 
you’re not that would have a big impact on your energy,” or your mood, 
or your weight, or whatever the client wants help with, and let the client 
answer.  And you say, “See?  You do know what to do.  But without 
accountability, we don’t always follow through, we fall into ruts.  It’s 
really useful to have someone hold us to the highest version of 
ourselves so we can dream up.  That’s why it’s so important to have a 
coach. 
 
“So let's talk about a system so earlier I mentioned that I’d show you 
how to get across the river in a way that’s easy and fun, and I call this 
system,” this is where the system comes in. “And the system is the right 
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steps in the right order, literally like stepping stones across the river, 
and I call this system the ‘Total Transformation System’.”  You can call it 
the Total Transformation System or if you think of a better name for the 
system based on your coaching program title you chose; you can 
change it.   
 
But you want to have “Transformation” in there somewhere probably, 
because you say, “What occurs for you when you hear the word, 
‘Transformation’?” And you let the client answer.  And then you ask, 
“How would it make an impact on your life if you chose to commit to 
transformation, even just for a short period of time, say 90 days?” 
Because of course, that’s the length of your program.  Let the client 
respond. 
 
And then you say, “Here is how the Total Transformation System works, 
there are three steps.  And as I share these three steps, I want you to 
imagine yourself taking each step and crossing the river.  Each step is a 
stepping stone across the river.  Let it be easy—see each step getting 
you closer to everything you want.  Now, a lot of people tell me that the 
steps seem obvious once I say them, and this is a great sign, why? 
Because it’s my intention for you to know what needs to happen to get 
you from where you are to where you want to be, even if we don’t work 
together now.”  You’re basically saying, “Hey, I’m going to teach this to 
you so you know how to get where you want to go even if we don’t 
work together, I want you to walk away with a lot of value.   
 
“So step one, you’re going to imagine that you’re taking the first step 
across the river, and step one is setting up conditions for inevitable 
success.  Now, when you have conditions for inevitable success, then 
follow through becomes easy.  But without this, people inevitably fall 
into old patterns and get more of what they don’t want.  In our first 
session, we’ll look at how to make you a priority within the context of 
your busy lifestyle.  And most people are surprised to discover that they 
feel kind of trapped by their lives, or their families, or their jobs.  This 
step is empowering you to take charge of your life and your health 
without compromising everything else.   
 
“The reason my clients get great results with this program is because 
we’re constantly considering how this all fits in with family, with friends, 
holidays, parties, otherwise it’s like pushing a boulder uphill.  You may 
feel like you have to choose between your health plan and going out 
with friends—well, that’s not fun or sustainable!  And in this program, I’m 
committed to having it be sustainable, easy, and fun.  Does that make 
sense?  So, take a step forward with me.  I'm right there with you 
crossing the river.”  Now, you might actually want your clients to 
physically take a step forward, or you might just say, “Imagine taking 
that step forward with me.  Imagine that first step in the river, and we’re 
stepping on the rock together.  There is a little water splashing on our 
feet, and we’re standing there together.   
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“Let’s look at step two, step two of the system is what to eat for your 
unique body type.  Some people burn fat best, others need more carbs 
or protein, without this step, you may eat foods that are commonly 
deemed as ‘healthy’, but you don’t get the results that you want.”  You’d 
insert whatever it is that the client’s result is.  “So people often wonder 
why they can't lose weight,” or whatever the client’s desired result is, 
“Or feel like they plateau no matter how much they exercise or how 
much salad they eat.   
 
We want to find out as quickly as possible which foods are optimal for 
you.  So you’ll know exactly which foods are most fat burning in your 
body, which foods gives you energy, and which foods take away.  So, 
we’re on the rock, let's go ahead and take another step to the next rock 
in the river, and that’s step two.   
 
“And we’ll look from step two, we’ll look over at step three, the other 
rock in the river, and this next step is how to turn these healthy habits 
into behaviors that will last.”  This is for weight loss, but you can have 
another statistic around the client’s desired outcome, “What percentage 
of people do you think lose weight and then gain it back within 6 
months?  98%.” Or, “What percentage of people do you think are able 
to reverse they’re Type II Diabetes?”  Or, “What percentage of people 
do you think have to continue to buy over the counter digestive aids?” 
Something, kind of a fun like, statistic you’d add here that would 
illustrate how a lot of people really struggle because they don’t have 
what you’re about to give them?  So this is kind of about diets and 
weight loss, but, “The diet mentality is based on deprivation.  You get 
quick-fix results because you’re able to deprive yourself for a temporary 
period of time.  Eventually this method falls apart, which leads to a 
screw it all binge.  Despite all your hard work you gain all the weight 
back, and this is so frustrating.  We can look at what the 2% of people 
losing the weight do, and what they keep it off do, and that’s the 
category you want to be in.  People who successfully,” and then you’d 
insert whatever result, “Follow the three steps, set up the conditions for 
inevitable success, find out which foods are right for your body, and 
turn these healthy habits into behaviors that last so they become your 
way of living, it’s just what you do. 
 
“And by the end of the 90 days, you’re going to have different rituals, 
different habits, and feel totally transformed,” calling back the name of 
the program, “In your body.  What we’re aiming for is not some quick-
fix diet, but rather making those changes last.  What is resonating most 
for you in this system?”  You’re checking in with the client to see what’s 
resonating for her, and the client responds.  When she responds, you 
ask, “Does this sound like something you’d like to be engaged in?”  The 
client responds. 
 
You can see like, this is not a hard sell, this is just going like, what 
resonates for you and is this something you’d like to be engaged 
in?  Then you say, “What I think I’m here to help you with is to follow 
through in a way that you never have before.  This is an invitation to get 
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curious about how healthy you can be, and to become a stand for 
transformation for the next 90 days.” This is so powerful and cool and 
exciting!  I don’t know about you, but to me that doesn’t feel like a hard 
sell, this sounds like an invitation to step into the greatest version of 
myself, and that’s really freaking exciting.   
 
Then of course, we’re transitioning into segment five, which invites 
people to take the next step, where you just simply say right after that, 
“If we were to work together, when would you ideally like to get 
started?”  Then you go back into the segment five scripting.  
 
No again, all of this is going to be written on a handout, its below your 
video called, “The Complete Closing the Deal Script” so you don’t have 
to worry about remembering anything, or what goes where or anything 
like that.  It’s all there for you.  
 
I just want to point out some things that are going on here under the 
radar in segment four as you’re describing your program that’s 
important to know.  First, you’re asking for permission to share how you 
can help solve the client’s problem.  Why that’s important is because 
when you get the client’s consent, that builds rapport, and that means 
that they’re interested in going forward.  You’re never pushing 
something at somebody that they don’t want—this is a big fear of a lot 
of health coaches like, “I don’t want to be pushy or manipulative.”  Of 
course, that would be terrible!  So the way the scripting unfolds is 
you’re asking for permission, and you’re always in dialog with your 
client, getting consent, building rapport, and making sure that they’re 
interested in going forward.   
 
That brings me to the next point which is, you’re not talking at your 
client, you're interacting with him.  You’ll notice in the scripting there 
are all kinds of times where you're going to ask the client, “What’s 
resonating with you?  What do you feel about this?  What do you feel 
about that?”  It’s a dialog, right?  And that dialog also helps you get 
confirmation that the client is with you, following along with the river 
analogy and the program description.   
 
Here is the real ninja stuff that’s going on under the scenes.  You’re 
answering objections while talking about your program.  Because the 
best way to handle “objections” is to address them before they even 
arise.   We are going to spend the entire next video talking about 
objections, but I want to point a few things out here.  Because you want 
to have your handling objections embedded in your scripting.  And how 
am I doing that?  By the way, I’d love to take credit for this, but I totally 
learned it from Stacey.  I like to learn from people who know what 
they’re doing, and then just repeat it.  I recommend that you do the 
same too, it’s a lot easier that way.   
 
he’s answering objections by showing that she’s thought this Total 
Transformation System out.  It isn’t just a haphazard thing that she 
threw together.  And I want to look at how she handled objections 
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really specifically in the scripting.  For example, in step one of the 
system, which is “set up conditions for inevitable success”, the scripting 
is, “When you have the conditions for inevitable success, then follow 
through becomes easy.  Without this, people inevitably fall back into old 
patterns and get what they don’t want.  In our first session, we’re going 
to look at how to make you a priority within the context of your busy 
lifestyle.”  We’re answering two objections with that scripting.  The first 
one is recognizing that life just gets in the way of prioritizing self-care, 
and that’s just a challenge for most people.   
 
The second objection we’re addressing is that by mentioning that 
something will happen in the first session that they can look forward to 
and get excited about, it addresses the objection of, “I don’t know if this 
will work for me or if I’ll follow through.”  You’re engaging them and 
getting ready for the first session already.   
 
Here is another example.  One of the parts of the scripting is, “The 
reason my clients get great results with this program is because we’re 
consistently considering how this all fits in with family, friends, holidays, 
parties—otherwise, it’s like pushing a boulder uphill.  You might feel like 
you have to choose between your health plan or going out with friends, 
well that’s not fun or sustainable!  In this program I’m committed to 
having it be sustainable, easy and fun.” The objection that Stacey’s 
addressing here is, “I don’t know if I have time for this!”  Lots of clients 
are going to be worried about this.  They’re going to think, “My life is so 
busy, I can't stay home and cook, or eat weird diet foods, this might be 
too hard.”  Big objection for so many people, “This might be too 
hard.”  We’re addressing it right here.   
 
This is ninja coaching in action.  It’s really, really cool.  What’s even 
cooler is you don’t have to figure it out, Stacey already figured it out 
and it’s all in the script for you.  Even now, we’re answering lots of 
objections throughout the Closing the Deal Conversation, there will be 
plenty of times where a client doesn’t even ask you how much your 
program costs, and it’s like, “Let’s get started right now.”  Health 
coaches that we’ve trained that learn this and have that experience are 
just shocked like, “Oh my god, she didn’t even ask me how much it 
costs!  She just wanted to get started!” We’re like, “Yes!”   
 
There will be some potential clients who still are just really not 
sure.  They will have questions or objections that come up at the end of 
the conversation, so in the next video, we’re going to share with you 
exactly what to say when a client says, “I can't afford it.”  Or, “I have to 
talk to my spouse.” Or, “Let me think about it.”  The really, really 
powerful coaching moments for you when you know how to handle 
them, and we’re going to train you on how to do that.   
 
In the meantime, of course, we’ve tied the whole Closing the Deal 
Conversation together for you, which I mentioned earlier.  You have a 
handout under this video called, “The complete Closing the Deal Script” 
and this handout combines the five segments of the Closing the Deal, 
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along with the complete script we shared just now for describing your 
health coaching program.  This is the handout that you want to print 
and have available as a cheat sheet for all of your Closing the Deal 
sessions.  Do not worry, if you’re working with a client where they can 
see you, like in person or on Skype or FaceTime, don’t worry about 
having a cheat sheet in front of you, Stacey and I still have cheat sheets 
in front of us when we work with clients.   
 
Clients do not mind. It doesn’t mess anything up, they don’t think that 
you’re anything less of a coach, use the cheat sheets!  Believe me, it will 
help you so much.  Then there will come a day, you know, 10 or 15 
Closing the Deal Conversations later, where for some reason you forgot 
your cheat sheet, you panic, and you do the conversation and go, “Oh, I 
kind of know this!”  I just want to take the pressure off any feeling like, “I 
shouldn’t need the cheat sheet.”  No, no, no. that’s what it’s there 
for.  Use it.  We’ve been coaching for eight years and still use 
them.  Don’t put the pressure on yourselves that you’re supposed to 
know this by heart.  You do not. 
 
Now that you’re familiar with the complete Closing the Deal 
Conversation we do want to go into the next video, how do you coach 
on objections so you can turn “No” into “Yes”.  Before we go, leave us a 
comment and let us know, are you getting excited about practicing this 
Closing the Deal Conversation?  Are you getting excited about how 
cool this conversation is?  It really has nothing to do with selling, and 
everything to do with creating a powerful breakthrough for your client 
so that they can make a decision, and take action, and move forward in 
their life.  I can't wait to hear what you think! 


