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Overview
*ÀiµÕ>wV>ÌÃÌ >ÌÌ>VÛiÀÃ>ÌÞÕ >ÛiÜÌ >«ÀÃ«iVÌÌ`iÌiÀivÌ iÞ½Ài
Ì iÀ} ÌwÌvÀÞÕ°Ì½Ã>V >VivÀÌ iÌ`iÌiÀivÞÕ½ÀiÌ iÀ} ÌwÌvÀÌ i
before you schedule a consultation.
/ iÌÜÃÌ«ÀÌ>ÌÌ }ÃÜiii`Ì}iÌÕÌvÌ ÃiÌÀi«ÀiµÕ>wV>Ì«ÀViÃÃ
are: 1) to make sure the person coming in for a consultation can afford your services, and
2) they’re empowered to decide to buy.
}«ÀiµÕ>wV>ÌÌ iÀ} ÌÜ>Þ}ÛiÃÞÕÌ iLiÃÌV >Viv>}>Ã>iLiV>ÕÃi
Ì½Ã}}ÌÃiÌÕ«>}Ài>ÌiÝ«iÀiVivÀÌ >Ì«ÀÃ«iVÌvÀ`>Þi°

Outcomes
U
U

1`iÀÃÌ>`Ì i«ÀÌ>Viv*Ài+Õ>wV>Ì°
ÕÃÌâiÌ iÃVÀ«ÌÌwÌÞÕÀLÕÃiÃÃ°

Growth Questions
U

Why is pre-qualifying important?

U

7 >Ì`iÃVÀ«ÌvÞÕÀ«À}À>ÜÞÕÕÃiÞÕÀ*Ài+Õ>wV>ÌÃVÀ«Ì¶

U

What monthly range of prices will you use?

U

7 >Ì>ÀiÌÜÌ }ÃÞÕÀ«ÀÃ«iVÌÕÃÌ >ÛiÌLiiwÌvÀ>VÃÕÌ>ÌÜÌ ÞÕ¶

Action Steps
U
U
U

ÕÃÌâiÞÕÀ«ÀiµÕ>wV>ÌÃVÀ«Ì°
,i«>ÞÞÕÀ«ÀiµÕ>wV>ÌÃVÀ«ÌÕÌÞÕV>ÀiVÌiÌvÀiÀÞ°
i}ÕÃ}Ì i«ÀiµÕ>wV>ÌÃVÀ«Ìi`>ÌiÞ°

We talk to clients all the time and they tell us that after
«iiÌ}«ÀiµÕ>wV>Ì]ÌÞ``Ì iÀVÃiÀ>Ìi}Õ«]
but their retention rate went up as well because they’re delivering a
« ii>iÝ«iÀiVivÀÌ iwÀÃÌÌiÀ>VÌ°

— Sean Greeley
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7i½Ài`Û}Ì-Ìi«¤\*ÀiµÕ>wV>Ì°
We’ll cover what it is, why it’s important and how to do it.
We’ll even provide you with a script you can use immediately after this lesson.
*ÀiµÕ>wV>ÌÃÞÕÀwÀÃÌVÌ>VÌÜÌ >Þ«ÀÃ«iVÌÜ ½ÃÌiÀiÃÌi`i>À}Ài
about your business.
Before we go into more detail on step ½, let’s list the others:
1.

Rapport

2.

Probing and Discovery Questions

3.

Identifying Needs

4.

Building the Problem

5.

Presenting the Solution

6.

Closing the Sale

7.

Objection Handling

/ i}>ÃÌ}iÌÃ}`>ÌÌ iwÀÃÌÃÝ>`> >vÃÌi«ÃÌ >ÌÞÕ`½Ìii`ÌÜÀÀÞ
about objection handling.
But we’re going to teach you how to do it anyway because there will be times where you
need to overcome some objections.
Every step builds upon the previous step.
/ >Ìi>ÃvÜi`½Ì«ÀiµÕ>vÞÌ iVÀÀiVÌÜ>Þ]Ì>iÃÌÀi`vwVÕÌÌLÕ`À>««ÀÌ
and so on.
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2TG3WCNKƂECVKQP
*ÀiµÕ>wV>ÌÃÌ >ÌÌ>VÛiÀÃ>Ì
you have with a prospect to determine if
Ì iÞ½ÀiÌ iÀ} ÌwÌvÀÞÕ° It’s a chance for
them to determine vÞÕ½ÀiÌ iÀ} ÌwÌvÀ
them before you schedule a consultation.
Why is this important?
Time is money. Literally.
As a small business owner, your most
valuable asset is your time. You must
protect your time. And when you’re in the
services industry, time IS the asset you sell.
Every time you give time away, you’re missing the opportunity to invest that time elsewhere.
And time equals money.
Ultimately, it’s wasteful to invest your time, and disrespectful to a prospect to waste theirs.

2TG3WCNKƂECVKQP1WVEQOGU
/ iÌÜÃÌ«ÀÌ>ÌÌ }ÃÜiii`Ì}iÌÕÌvÌ ÃiÌÀi«ÀiµÕ>wV>Ì«ÀViÃÃ
are to make sure the person you're meeting with for a consultation:
U

Can afford your services (it’s in their budget)

U

Can make a buying decision.

Pre-qualifying the right way gives you the best chance of making a sale because it’s going
ÌÃiÌÕ«>}Ài>ÌiÝ«iÀiVivÀÌ >Ì«ÀÃ«iVÌvÀ`>Þi°
7iÌ>ÌViÌÃ>Ì iÌi>`Ì iÞÌiÕÃÌ >Ì>vÌiÀ«iiÌ}«ÀiµÕ>wV>Ì]
not only did their close rate go up, but their retention rate went up as well because they’re
`iÛiÀ}>« ii>iÝ«iÀiVivÀÌ iwÀÃÌÌiÀ>VÌ°
We’ve all been on the consumer end of this. You call or email a business, and then you
don’t hear anything back, or what you do hear back is less than professional.
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Or they don’t provide all the information you need.
"ÀÌ iÞ`½Ì}ÛiÞÕ>Vi>À`ÀiVÌvÜ >ÌÌ`iÝÌÌ«ÕÀÃÕi>Ài>ÌÃ «ÜÌ 
that business.
vÞÕ`«ÀiµÕ>wV>ÌÌ iÀ} ÌÜ>Þ\
U

you’re going to present a professional appearance to all prospects

U

ÞÕ½Ài}}ÌVi>ÀÞ}ÛiÌ iÌ ivÀ>ÌÌ iÞii`ÌÌ>iÌ iiÝÌÃÌi«

U

ÞÕ½Ài}}ÌVi>ÀÞÌiÌ iÜ >ÌÌ iiÝÌÃÌi«Ã]Ü V ÃÞÕÀV>Ãi®Ì
schedule a consultation.

%QORQPGPVUQH2TGSWCNKƂECVKQP
Get to know a little bit about your prospect. You’re going to do that by asking two openended questions:
U

º/ii>ÌÌiLÌ>LÕÌÞÕÀÃiv>`ÞÕÀwÌiÃÃ}>Ã°» This gives your prospect the
««ÀÌÕÌÞÌÌiÞÕÜ >ÌÌ iÞ½Ài}Ì}iÌÕÌv>wÌiÃÃ«À}À>°

U

ºƂÀiÞÕiÝiÀVÃ}ÀvÜ}>ÞÌÞ«iv>wÌiÃÃ«À}À>À} ÌÜ¶»That’s the
L>ÀiLiÃÕÜiii`ÌiÀÃvvÀ>ÌvÀ>«ÀÃ«iVÌ>Ì«ÀiµÕ>wV>Ì°

Once we get that information, we’re going to help the prospect understand]>ÃLÀiyÞ>Ã
possible, that we can help them solve their problems and achieve their goals.
This part of the script, as you’ll see, needs to be customized to your business and your
service offerings.
iÌÌ iÜÌ >ÌÞÕÕ`iÀÃÌ>`Ü >ÌÌ iÞ½ÛiÌ`ÞÕÌiÀÃvÌ iÀwÌiÃÃ}>Ã]
and you are positioned to help them with the right programs.
This is NOT your opportunity to sell them on how great you are.
This is NOT your opportunity to sell them into a membership with your business.
This is your chance to let them know, “Yes, I’ve heard what you said and I can absolutely
help you solve those problems. In fact, here is how we do that.”
iÝÌ]`ÀiVÌÞ>ÃÌ ivÌ iÞV>>vvÀ`ÞÕÀÃiÀÛViÃ°
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Let’s take a moment to pause and refresh on a previous lesson. The entire goal of
«ÀiµÕ>vÞ}ÃÌ}iÌµÕ>wi`VÃÕÌ>ÌÃÃV i`Õi`°
9ÕÀ}>rÃV i`ÕiµÕ>wi`VÃÕÌ>ÌÃ°
At this point in your journey you should have a minimum of one to two hours per day
LVi`vvÌ`Ì iÃiVÃÕÌ>ÌÃ°/ ÃÃÜ iÀiÌ i}>ÃÌÃV i`ÕiÌ ÃiµÕ>wi`
VÃÕÌ>ÌÃ>`wÕ«Ì ÃiÃÌÃ°
Let’s continue.

Set the prospect’s mindset for deciding.
You want the prospect to be very clear that they’re not coming into your business to simply
learn a little bit about it. They’re not coming in for a tour.
They’re coming in to decide, either yes or no. Ì iÀiÃwi]LÕÌÌ iÞ½Ài}}Ì
decide about committing to their goals and to one of your programs. We’ll talk through
Ì iÃVÀ«ÌiÝ>VÌÞ ÜÌ`Ì >Ì°

Empowered to Decide
Finally, we want to make sure that they are empowered to decide.
Beyond price, the number one objection is, “I have to go home and talk to my
Ã}wV>ÌÌ iÀ°»
7iÜ>ÌÌ>``ÀiÃÃÌ ÃÌ i«ÀiµÕ>wV>Ì«ÀViÃÃÌ>iÃÕÀiÌ >ÌÌ iÞ½Ài
empowered to decide. We’re going to do this is very delicately.
If you’re talking to a man on the phone, you don’t ever want to imply that he can’t decide
without his wife. The same thing if you’re talking to a wife. You don’t ever want to imply
that she is not empowered to decide.
The way you frame this is very important. We’ll talk through this more as we break down
the script.

58

AUTO-CLOSER® | Workbook & Study Guide

LESSON 5 – STEP ½ PRE-QUALIFICATION

6JG2TGSWCNKƂECVKQP5ETKRV
iÌ½Ã}iÌÌÌ i«ÀiµÕ>wV>ÌÃVÀ«Ì°iÀi½Ãi«iÀÃ«iVÌÛi\
“Hey, this is Sean from XYZ Fitness returning your call regarding our personal training
program. Have I reached you at a good time? Great! First, I’d love it if you could tell me
>ÌÌiLÌ>LÕÌÞÕÀÃiv>`ÞÕÀwÌiÃÃ}>Ã°>Ì>ÃÌVtƂÀiÞÕiÝiÀVÃ}ÀvÜ}
>ÞÌÞ«ivwÌiÃÃ«À}À>À} ÌÜ¶Ài>Ìt>««ÀiV>ÌiÞÕÃ >À}Ì >ÌÜÌ i°½`
love to give you a little bit more information about how we work with our clients.
“Currently, we offer complete 12-week programs in which we cover everything you need to
ÜÌ}iÌÌ iLiÃÌÀiÃÕÌÃ«ÃÃLivÀÞÕÀwÌiÃÃ«À}À>°/ Ãi>ÃÜiÃ«i`>Ì
vÌiÜÀ}ÜÌ ÕÀViÌÃLÌ Ì iÕÌÀÌ>`Ì iiÝiÀVÃiV«iÌÃÌ >Ì>Ài
required for achieving serious results. We have clients who come in just for program design
and then follow through with their programs on their own, either at home or in the gym.
“We also have clients who meet with us anywhere from three to four times per week,
depending upon their goals, motivation and budget. But all our programs generally require
a 12-week initial commitment. The investment runs anywhere from 400 to 800 per month,
depending upon which option you choose and what’s best for you. Is that in your budget?”
º">Þ]}Ài>Ìt7i]Ì iiÝÌÃÌi«Ì iÃÌÃV i`ÕiÞÕÀVÃÕÌ>Ì° ÃÕÌ>ÌÃ
}iiÀ>ÞÌ>iÎäÌ{xÕÌiÃ]>`ÞiÝÌ>Û>>Li>««ÌiÌÃ>Ài`>Þ>Ì
4:00pm or Tuesday at 5:00pm. Which works best for you? Great! During our consultation,
I’m going to ask you some more questions. We’re going to review your goals in more detail,
>`Ì i]vÜi >Ûi>}`wÌ]½}}Ì«ÀiÃiÌÕÀ`vviÀiÌ«À}À>«ÌÃÌÞÕ°
“If you like what we offer, I’ll ask you to make a decision about committing to your goals
and to one of our programs. You can answer either yes or no and either answer is okay.
Is that all right with you? Great! Before we go, I just want to share with you that when
many of our current clients were deciding on working with us, they preferred to review the
information with their spouse or family member before committing to a program.
“Frankly, Jim, we encourage that because having a good support system at home is
«ÀÌ>ÌÌ>}>viÌiVÌiÌÌÞÕÀ i>Ì >`wÌiÃÃ}>Ã°>Þ>Ã]
vÞÕ`iÕÀ«À}À>Ã>`Üi` >Ûi>}`wÌ]ÃÌ iÀi>ÞiiÃiÛÛi`
the decision of you joining our programs? No? Okay, great. Well, then I look forward to
speaking with you on Monday at 4:00pm.”
/ iÀiÞÕ >ÛiÌ\Ì i«ÀiµÕ>wV>ÌÃVÀ«Ì°
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6JG2TGSWCNKƂECVKQP5ETKRV&KUUGEVGF
Now let’s highlight a few points.
7iÌ>i`>LÕÌÌ iÃiwÀÃÌÌÜµÕiÃÌÃ\º/ii>ÌÌiLÌ>LÕÌÞÕÀÃiv>`
ÞÕÀwÌiÃÃ}>Ã]»>`]ºƂÀiÞÕiÝiÀVÃ}ÀvÜ}>ÞÌÞ«ivwÌiÃÃ«À}À>
right now?”
We want to get the general idea of what our prospects are looking for. We don’t want to
ask any deeper questions. We don’t need to know that information yet. That’s going to
come out during the consultation process.
Then when you go in and tell the prospect more about how you work with clients, you are
NOT selling.
Again, this is very general about how we work with clients, letting them know that, yes,
you can absolutely help them achieve their goals.
Then you give a range of prices. “The investment runs anywhere from 400 to 800 per
month, depending upon which option you choose and what’s best for you.”
Since you already established the correct pricing and packaging in a previous lesson, now
ÞÕV>ÕÃiÌ ÃiÕLiÀÃvÀÞÕÀ«ÀiµÕ>wV>ÌÃVÀ«Ì°
Then ask, “Is that in your budget?”
If they say, “Yes,” continue to prequalify.
If they say, “No,” take their information and ask them what monthly commitment they had
in mind.
vÞÕ½Ài«ÀiµÕ>vÞ}vÀ«iÀÃ>ÌÀ>}]Ì iÀi½Ã>V >ViÌ >Ì>ÞLiÌ iÞ½Ài>LiÌÌiÀwÌ
for your group classes at a lower price point.
vÌ½ÃÌ>}`wÌ]Ì >Ì½Ãwi°
Simply get their information, let them know that you’ll continue to be in touch with
different educational pieces, different offers, and wish them the best of luck on
their journey.
Let’s assume they said yes, we’re going to move forward.
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Now you schedule a consultation.
You’re not going to ask the prospect, “When would you like to come in?”
That implies a couple of things.
First, it implies that you’re just sitting around and that you’re not busy. You always want
to be busy. If you’re busy and you have limited time on the schedule, that implies to the
prospect that you’re a professional organization and you’re servicing a lot of clients.
Think about when you call your doctor or your dentist to get an appointment. They don’t
ask you what’s the most convenient time for you. They give you a couple of options.
/ >Ì½ÃiÝ>VÌÞ ÜÞÕÜ>ÌÌ`Ì Ã°You want to give two options to that prospect. If
neither of those two options work, let’s go back and give two more.
ÌÕiÌ >Ì>iÀÕÌÞÕw`>ÌiÌ >ÌÜÀÃvÀÞÕÀ«ÀÃ«iVÌ°
iÝÌ]set the mindset to decide. It’s very clear: “I’m going to ask you to make a decision
about committing to your goals and to one of our programs. You can answer either yes or
no. Either answer is okay.”
/ iÀi>ÃÜi`Ì ÃÃLiV>ÕÃi]wÀÃÌ>`vÀiÃÌ]we want to plant the seed in their
mind that they’re coming in to decide.
We also want to remove the chances that during the consultation, they’re going to say,
“Oh, I need to go think it over.”
vÌ >Ì >««iÃ] iÀi½Ã>iÝ>«iÀi«Þ\
“Jim, I can totally respect that. During our phone conversation, I told you that I was
}}Ì>ÃÞÕÌ>i>VÌiÌ>`iÌ iÀÞiÃÀÜ>Ãwi]>`ÞÕÃ>`Ì >Ì
was okay with you. I’m just going to ask what changed or what did I not present or what
questions did I not answer?”
That’s the reason we need to plant the seed before the consultation so that we can then
address it during the consultation if it comes up again.
Finally, make sure your prospect is empowered to make a buying decision.
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7ivÀ>iÌ>ÃÌ i«ÀÃ«iVÌii`}Ì iÃÕ««ÀÌÃÞÃÌivÌ iÀÃ}wV>ÌÌ iÀÀÌ iÀ
friends and family before they make a commitment.
The bottom line is this: Let’s say you have a conversation with Jim, and he needs to think it
ÛiÀ>`Ì>Ì ÃÜvi>LÕÌÌ°Ì½Ã>Ã}wV>ÌÛiÃÌiÌp{ääÌnää«iÀÌ °
Jim cannot go home to his wife Mary and sell Mary on the value of your programs. Only
you can do that.
If the prospect is not the person to decide, we want to schedule the consultation so that
both parties can be there. This way you’re not relying on Mary to go home and sell Jim,
and you’re not relying on Jim to go home and sell Mary on your programs.
Only you can do that.
Furthermore, you can avoid this situation, which happens quite often with brand
new clients.
/ iÞ½Ài`}>LÃÕÌiÞ}Ài>ÌÌ iwÀÃÌÌ ]Ì iÞ½Ài}iÌÌ}}Ài>ÌÀiÃÕÌÃ>`Ì i>v
the sudden they stop coming.
You call them and say, “What’s going on?”
“Well, I have to be honest. My husband doesn’t want us to spend that money anymore,”
or “My wife says we can use that money elsewhere.”
/ Ã >««iÃLiV>ÕÃiÌ iÃ}wV>ÌÌ iÀpÜ ÃÌÌÀ>}p``½Ì >ÛiLÕÞ>ÌÌ i
point of sale.
Whenever possible, we love to have anyone involved in that decision at the consultation.
>iÃÕÀiÞÕ>``ÀiÃÃÌ >Ì`ÕÀ}«ÀiµÕ>wV>Ì°
ÕÃÌ>µÕVÌi\«ÀiµÕ>wV>ÌÃÌ i« iVÛiÀÃ>ÌÞÕ >ÛiÜÌ >«ÀÃ«iVÌ
before you schedule a consultation, but it can also occur if someone walks in off the street.
Go ahead and prequalify them in person right there and schedule a consultation.
That’s why, as you’ll see in your homework, you need to customize and memorize
the script.
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Consultation Pre-Qualifying Phone Script
Hi
, this is <Your Name> from <Your Company> returning
your call regarding our personal training program.
Have I reached you at a good time? Great.
OR if taking inbound calls… “I’m calling about personal training.”
Great. Thanks for your call. I’d be glad to help…
Continue…
£°/ii>ÌÌiLÌ>LÕÌÞÕÀÃiv>`ÞÕÀwÌiÃÃ}>Ã°
Ó°ƂÀiÞÕiÝiÀVÃ}ÀvÜ}>ÞÌÞ«ivwÌiÃÃ«À}À>À} ÌÜ¶
Ok, great. Let me give you a little more information about how we work with our clients.
<Currently we offer complete 12-week programs in which we cover everything you need
ÌÜÌ}iÌÌ iLiÃÌÀiÃÕÌÃ«ÃÃLivÀÞÕÀwÌiÃÃ«À}À>°
This means we spend a lot of time working with our clients on both the nutrition AND
Ì iiÝiÀVÃiV«iÌÃÀiµÕÀi`Ì>V iÛiÃiÀÕÃÀiÃÕÌÃ°7i >ÛiViÌÃÜ Vi
for just program design and then follow through with programs on their own (either
at home or in the gym). We also have clients who meet with us anywhere from 3–4
times/week depending on their goals, motivation, and budget. (Personalize this with
program description.)>
All programs are generally a <12-week initial commitment>. The investment runs
anywhere from <400 to 800> per <month (or week in Australia)> depending on which
option you choose and what’s best for you.
Is that in your budget?
If no, get information and refer on.
If yes, continue to pre-qualify.

63

AUTO-CLOSER® | Workbook & Study Guide

LESSON 5 – STEP ½ PRE-QUALIFICATION

Ài>Ìt/ iiÝÌÃÌi«ÃÌÃV i`ÕiÞÕÀVÃÕÌ>Ì° ÃÕÌ>ÌÃ}iiÀ>ÞÌ>i
ÎäÕÌiÃ°ÞiÝÌ>Û>>Li>««ÌiÌÃ>Ài
or
Which works best for you?

.

Great. During our consultation, I’ll ask you some more questions, we’ll review your goals
Ài`iÌ>]>`Ì i]vÜi>Ài>}`wÌ]½«ÀiÃiÌÕÀ`vviÀiÌ«À}À>«ÌÃÌ
you. Provided you like what we offer, I’ll ask you to make a decision about committing to
your goals and one of our programs. You can answer yes or no, and either answer is ok.
(Up-front contract to make a decision, gets rid of think-it-overs.)
Is that all right with you?
Great!
Before you go, I want to share with you that when many of our current clients were
deciding about working with us, they preferred to review the information with their spouse
or family member before committing to a program. And frankly, <Prospect Name>, we
encourage it because having a good support system at home is important to making a
viÌiVÌiÌÌÞÕÀ i>Ì >`wÌiÃÃ}>Ã°
-]>Þ>ÃvÞÕiÕÀ«À}À>>`Üi>Ài>}`wÌ]ÃÌ iÀi>ÞiiÃiÛÛi`
in the decision of you joining our program?
U

Yes? Great! Then what we’d really like to do is have

join us for
your consultation so we can give you both a good overview of the program. That way
you can both have all the information you need to make the best decision for you and
ensure success with your program from the start. And, in fact, if
is
unable to attend your consultation, then please give us a call to reschedule for a time
when you can both be present. Ok?

U

No? Great! Then I look forward to speaking with you on

.

wÀ`>Ìi]Ìi>`ÌiÌ iÞÕvÀÜ>À`ÌiiÌ}ÜÌ Ì i°
NOTE: Capture contact info (name, phone, email, mailing address) so you can send a
follow-up reminder email with date/time of appointment, directions, and more.
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