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First Paying Clients:

Interest to Enrollment Sample Script (Bridge Offer without Stopping)

So, you have completed your bridge offer, you have gotten your “inner yes” which means you feel a strong connection to the potential client and believe you could help him/her. 

This template will guide you from from interest to enrollment, if you plan to see if the client is interested in working with you and enrolling them at this meeting, without setting a follow-up meeting.

(If you would like to book a follow up meeting, that's great! Use the template Interest to Enrollment Sample Script- Follow Up, to guide you in how to lead that kind of call)

Now, leading directly from your bridge offer:
Transition Questions:


You: What have you found most valuable about our time together so far??

(Potential Client associates into the value of the call, and typically this makes them feel really good!)

---

You: I'm so happy to hear this was so valuable to you!

You: I have a program designed specifically to help overcome these sorts of challenges and achieve these kinds of results moving forward. Would you like to hear more about it?

(Most people will say YES, especially if you had a strong connection)

–
Describe Your Program:
Describe your Program Step 1: “Bottom-Line” the Results You Can Achieve (based on your conversation)...say no more than 3 things!

Example: If we were to work together in my X Program (Example: VIP Coaching Program, [X Result] Program), we could:

a) work on releasing the emotional blocks that have been holding you back from success with [money, relationships, business, finding greater healing, effectively managing your team] 

b) build and reinforce new habits to [result- ie: skyrocket your productivity, supercharge your health]

c) work through any obstacles that have prevented you from following through and making these changes up to this point!

You: Can you see how this would be valuable to you? AND/OR Any questions about that?

Describe your Program Step 2: Go over packaging/pricing structure

You: Great! Next, let me share the options for how we structure our work together.

[Listen to the Week 3 Training to See an Extensive Demo for How to To Walk through Your Packaging/Pricing]
You: Which option feels best to you?  OR (if there is just one option) Does this feel like a fit?

You: That option! [The middle, the top, etc.] Great choice.

Tell them how to register (this includes full-pay discount options, bonuses):
There are two ways to register. You could enroll with your first monthly installment of X dollars, or if you would like to pay in full that's [10% off] which would be X dollars.

Make the Sale Stick
Plus, if you sign up within [24] hours with either the monthly or full pay you'll also get [X] bonus.

How would you prefer to register?

Ex: The full-pay, great! (Get them to sign up RIGHT now, if you can, including scheduling your first meeting...if they ask you to send you an invoice/link, ask when they plan to complete it by, and clearly state the bonus deadline on your email/invoice).
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