
MODULE 4, EX 2
OFFER PRE-SELLING

GUIDE
Here is a quick guide to circling BACK to the folks who are on your Lead List to
get them enrolled “super early-bird style” in your new group program.

These are the folks who already expressed interest when you sent out an “I’m
considering” communication (either 1-1 or via your email list or social.)

This exercise accomplishes two things:

1) You’ll get loads of ideal client information when you go to tweak your
offer statement, write your offer letter, and do any and all marketing for
this program (take notes or record the call so you have THEIR words.)

2) You’ll sign up some folks and get this party started.

Remember, you will may just have program basics and price at this point, and
that’s OK. Read on…

Step 1:

A day or a few after you’ve done your initial testing and tweaking, and you feel
pretty solid that you’ve got a good offer statement, it’s time to follow up with
the folks on your Lead List.

All you do is message/email/call them back and say something like:

“Guess what, I decided to do it! Would you like to join us? I’d love to chat with
you about it to see if it’s truly a great fit for you!” Optional (I’m offering a
suuuuper awesome earliest bird special, too, for the first couple folks.)
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Step 2:

If they say YES:

Schedule a call with them as soon as possible. Depending on how “in” they
are, this call could take a while, because you are both asking them questions
and gathering market info AND you’ll need to tell them about the program.
Schedule up to an hour (don’t worry, we’ll have ways to shorten these calls
later.)

If they say NO:

See if you can get a little info about why… “OK! You seemed really interested
when we chatted last, has something changed?”

Again, you’re just looking for clues here. Don’t be pushy, but try to get some
intel.

Step 3:

The phone call:

Here’s the basic structure for this call. There is a detailed Sales Call Guide in
the Bonus section of this module if you haven’t done lots of sales calls before.

● It’s great to talk to you!

I’ve pretty much decided to do this group where we (repeat your offer
statement), and I’m super excited you’re interested. I just want to get a
couple commitments to make sure it can fly.

SO - I want to tell you all about it and find out if it’s really a great fit, but
before I do, do you mind if I ask you a few questions?

● Then you walk them through a traditional (non-pushy) sales call where
you’ll ask them what inspired them about the idea of the program
(understand their YUCK), what they want instead (their YES). Then, if it
still feels like a good fit, you’ll share about the program, and sign them
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up. (Remember, the full call outline is in the Bonus Section, but that’s
the quickie overview!)

● During this call, don’t be afraid to dig DEEPER and ask more questions
and get more details about what their YUCK and YES looks like to get
their words about all this stuff. You can be open about how much it
helps you design the program too, if you feel like you’re asking too
many questions!

A Few Questions You Might Have:

Do I have them pay in full? A deposit?

What if I don’t have the FULL details of the program?

What if I don’t know all the exact dates and times for the program?

What kind of bonus should I give for these spots?

Here are some thoughts, and do this the way that feels right for you:

● First of all, you don’t need ALL the details to sell the program. You can
share the main benefits and the overview of the program and what
they receive week to week on your call.

● At the end of the call, when you share the price, give the regular price
that it will be when you launch publicly, the special earliest bird pricing
just for them (and 1-2 other people), and give them the payment
options (in full, installments).

● Earliest bird pricing could be a discount (as long as it still feels good to
YOU to sell it at a lower price point) OR it can be a BONUS, like giving
them a free private session before the course starts. Or both. Offering a
session is a great thing to do especially if the program isn’t going to
start for a while. It tides them over.

● If you have not settled on dates yet, you can make sure to tell them that
their payment is 100% refundable if the dates don’t work. If this is the
case, you can also just ask for a deposit instead of full payment.
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