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Overview

Step 5: Present the Solution

1. 

2. Your Evaluation

3. Design a Program

4. Implement the Program

5. Re-evaluation

6. Duration of Program

7. Conditional Guarantee

8. Social Proof

9. Packaging & Pricing

Step 6: Close the Sale

You’re going to offer your prospect the opportunity to solve their problems. Throughout the 
consultation you’ve been taking notes and formulating in your mind what your professional 
recommendation is going to be. Recommend what you think they are truly going to need 
and then provide an alternative with the question: “Which option will work best for you?”

Outcomes

achieve their goals.

You will learn how to present your professional recommendation while offering the 
prospect the opportunity to solve their problem.

and then allowing the prospect to choose between two options.

Growth Question
How can you personalize the presentation (design, language, social proof) to best 
represent your services to the prospects you will be speaking with?

Action Steps
Create your branded AUTO-CLOSER® presentation.

 Role-play presentation and closing statement until you can deliver it (almost) from memory.

Start using your new AUTO-CLOSER® presentation with every consultation!
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Closing the Sale.

At this point in the sales process, you’ve completed Step ½ to Step 4.

right open-ended, probing and discovery questions to get those key pieces of information 

the solution.

Presenting the Solution
Let’s look at the structure of presenting your solution.

We need to highlight Steps 1 through 5
an evaluation or assessment, designing their program, implementing the program, and, of 
course, reassessing to determine progress.

We also want to include our conditional guarantee (more details shortly), social proof, 
which is vital to a strong sales presentation, and then the pricing and packaging that 
you’ve already created goes into the end of the presentation, which transitions directly into 
Step 6, closing the sale.

® presentation.
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Your Title Slide 

This is crucial. You don’t want to use just a generic white background PowerPoint. 
You want this to speak to who you are as a professional and business owner.

Just by looking at this, we can see that 808 Fitness is committed to community. They’ve 

social function. Everybody’s happy. Obviously by seeing this, community is a key 
component of this business.

But you want to make sure it’s branded appropriate to YOU.

As we get into the presentation itself, we recommend having this slide up during your 
probing and discovery questions period. It has the three big questions included.
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We must talk about goals, why those goals are important to them and then, of course, we 
must get them to answer, “How committed are you on a scale of 1 to 10?”

Leave this slide up so that a client can understand where you’re going.

part of the presentation.

STEP 1 – Define your goals

1. Know what you want (goals)

2. Why are your goals important 
to you? (motivation)

3. How committed are you? 
(scale of 1–10)

FITNESS
CUSTOMIZED HEALTH & WELLNESS
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Step 2: Your Evaluation
Transition to Step 2. You can modify this slide based on whatever assessment you use.

In this picture, obviously, a trainer is putting a client through the Functional Movement 
Screen (FMS). Whatever assessment you use, this is where you want to talk about that with 
the prospect.

FITNESS
CUSTOMIZED HEALTH & WELLNESS

STEP 2 – Measurement

1. Measurement

2.) FMS
Score 13-16

3.) PN assessment

4.) Benchmark workout
*Goal is to determine what additional 
support is needed
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Step 3: Design a Program
What are the key components you’re going to include in a successful program for this prospect?

These are some of the things that you might include:

nutrition

supplementation

resistance training or strength training

metabolic conditioning

your coaching.
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Step 4: Implement the Program
How are we going to implement this program we’ve designed to deliver the results you’re 
looking for?

Of course, each of these steps needs to be customized to how you operationally work with 
clients.

also have a monthly check-in process and Habit Adherence System they built into easily 
tracking with our partner Infusionsoft.

Those are all components of how 808 Fitness is going to implement the training program 
that they’ve developed.
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Step 5: Re-evaluation
The Four Week Assessment (or any type of reassessment that you do).

Depending upon the frequency that you conduct a reassessment, you want to build this 
slide to speak to that.

program relative to the progress that we’ve made.

We’re going to look at successes and challenges and some basic client feedback of how 
you can continue to improve programs and results.
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Step 6: Duration of Program

It also allows you to start talking about the frequency of training, and the difference 
between training twice a week and three times a week and four times a week.

If you have supplements, if you recommend other product or service offerings you "bundle" 
into your programs, you can talk about that here.

FITNESS
CUSTOMIZED HEALTH & WELLNESS

How long does a program last?

Depending on your goals, motivation, and level of commitment.

Most clients begin training 2 or 3 sessions per week

We work together until you reach your initial goals, then transition 
into a maintenance program

Our goal is to develop lifetime relationships with our clients

If you need more help, we are always here for you!

FITNESS
CUSTOMIZED HEALTH & WELLNESS

Supplements

Why Protein & Fish 
Oil by Stronger 
Faster Healthier
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Step 7: Conditional Guarantee
Then we introduce a conditional guarantee. Include this if it supports the sale to the market 
you're working with. In some cases this will improve your sales results. In other cases, it may 

your prospective client in making a good decision and support your brand positioning works.

Does it work? Yes, of course it does. We guarantee your results 100%.

Basically, what you’re going to do is say that if the client follows your recommendations 
100% and at the end of 90 days can honestly say that they don’t look or feel any better 
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Step 8: Social Proof
Social proof is your chance to show that, “Yes, I know what I’m doing. Yes, we’ve achieved 
results with folks just like you.”

It’s important here to have before and after pictures, if you can get them. You want to be 
able to tell the story. We recommend including names, ages, and how long it took for 
someone to achieve that transformation.

lost 8% body fat over 6 months of training.

Shane also had success in our program. He is 31, lost 17 pounds and 4.5 inches around his 
waist, and dropped 6% body fat in 3 months.

Good social proof allows you to tell the story of clients who have been successful.

People want to see that you can help them. The best way for them 

you’ve helped in the past.
— Sean Greeley
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Step 9: Packaging & Pricing
Close the presentation by displaying your pricing and packaging.

This is where we transition to Step 6. We’ll talk about that here in a moment in terms of 
how to best present the different options.
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Key Considerations When Presenting the Solution
Create an environment of trust.

You must have a quiet space reserved for consultations. You don’t want to do it in the 

You need some place nice and secluded to help that prospect feel comfortable.

Which picture best displays your consultation space? Which one do you think produces 
better results?

You want to sit side by side. 

You want to remove any barrier between you and that prospect, either physical or emotional.

If you remember back to what we talked about before, the consultation is a big step for 
many people. They’re very uncomfortable even coming into your facility. They see you 

maybe they don’t relate to you at all.

So, make them feel comfortable. Anything that’s going to set you apart from them needs 
to be removed.

Also sharing success stories (including before and after photos) of clients you’ve worked 
with are powerful because they demonstrate your services are proven to deliver results.
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Closing the Sale
We’ve been through presenting the solution.

Now how do you close the sale?

The close: you’re going to offer your prospect the opportunity to solve their problems.

going to take for them to achieve their goals.

Provide an alternative with the question: “Which option will work best for you?”

Imagine you’ve just gone through the entire sales presentation.

You come to the slide that has your pricing and packaging on it.

Throughout the consultation you’ve been taking notes and formulating in your mind what 
your professional recommendation is going to be.

It’s important that you recommend what you think it’s going to take for your prospect to 
achieve their goals.

In other words, if you’re sitting with someone who you know is going to take 12 months to 
achieve their goals, it would be professionally dishonest of you to recommend a shorter program.

Of course, they can choose a shorter program based on what’s on the slide. You’re not 
going to hide that from them.

But you are going to recommend whatever it is you think they are truly going to need.

And you’re going to do so by offering an alternative.

It might sound something like this:

“So, Mary, here you can see that we offer four, eight and 12-month packages. Based on 
everything that we’ve talked about today, in terms of where you’re starting and what your goals 
are, my strongest recommendation to you is to train for eight months, four times a week. That’s 
what it’s going to take for you to achieve your goals. Now the 12-month commitment is a 
better value for a longer commitment upfront. Which of those is going to work best for you?”

We ask the question. Notice that none of the choices were not signing up.

You’ve made your professional recommendation and offered two great choices to the prospect.

That’s how you want to close the sale.


