 Part One – Small Talk


Hey John, how’s your week going?

Where are you calling from today?

....(Pause, let them tell you about your day)

Alright, well we can dive right in and get started with this call if you want?


Part Two - State agenda & take lead

OK well, how this call will go is I will start off by asking you some questions about your (mother/father/parents). Then if it sounds like I can help and if it sounds like we’re a good fit I’ll explain what I have to offer and how that works and everything. Then at the end you can make a decision whether you want my help or not.

So, do you have a spouse or sibling?

NO:

Ok, great.... (proceed)

YES:

“Great, we’ll need them on the call, any chance they can join us now?”

(if yes, proceed)

(If no, direct them to re-book the call for a time when they can join)

Ok, name, we take these calls seriously.. And I want to be respectful of everyone’s time and be
respectful to all decision makers involved. We would need to reschedule for when everyone can
clear the time and commit to being present.

....(Wait for the ok then move forward).



Part Three - Figure out why they’re here

 What made you decide to book a call today? What do you need help with specifically?

If you get the gold awesome, If you need to dig a little deeper here are some probing questions:

What do you mean by.......?
Tell me more about that.......?
Why do you think this problem exists?
What else have you tried to do to fix this?

How long have you been dealing with this?

Part Four - Understand the current situation

Tell me about your mother/father/parents

How are you currently handling their care? 

Who is helping you with their care? 













Part Five - Gather data & cause pain

GOAL: You’re trying to figure out what they are doing for right now, and get them to admit that it isn’t working.

How much time do you spend caring for your parents? 

What do you do for their care? 

Who helps you? 

How is that working for you? Are you happy with this?

Why not stick with what you’re doing? (feel out relevance)

How confident are you that you could continue to do this long term?

Are you sacrificing anything to care for your mother/father/parents? 

Then ask about what they are currently spending to establish numbers: 

How much money do you spend caring for your parents? 

How much longer can you afford to do this? 

YOU HAVE TO PUT A DOLLAR FIGURE TO IT AND FIGURE OUT HOW MUCH LONGER THEY HAVE UNTIL THEY RUN OUT OF MONEY OR HAVE TO START SELLING ASSETS










Part Six - Figure out what they want

GOAL: Figure out the INTERNAL reasons they want what they want. This often has NOTHING to do with the EXTERNAL thing. Travel more, take time off, retire, spend time with kids, etc. This is the most important part of the entire call.

OK John, if we’re having this conversation a year from now what has to have happened for you to feel that some relief? 

How would this affect your life outside of caring for your parents? 

Would you do anything that you can’t do now? (Travel, work less, etc)


Part Seven - Releasing control and self-admission

GOAL: You’re trying to get them to admit that they haven’t achieved this goal on their own because they don’t know what they are doing

OK John, so you’re currently spending $XX,XXX per month and you’re spending about XX hours per week caring for your mother/father/parents. You’d like to <what they want>. 

What’s stopping you from achieving that on your own?  

Listen for these 3 magic statements before moving forward:

1. Inability to do it on their own.

2. not knowing their options.

3. wanting to follow a proven system and have guidance by somebody who knows what they are doing.






Part Eight - Gaining commitment and wrapping in emotion

GOAL: You’re trying to get them to acknowledge that they want to start getting on the path to achieving the INTERNAL desire that they asked for in part 6 now.



OK so when do you want to start putting a plan in motion to start making this happen? (deflect question back to the question itself, ie i’m not asking about money but when you want to make this happen)

If they say in a month: 

Ok John well you booked the call for today… umm.. Why next month? Why not today? Why would you wait? If more push back.. I only work with people that are ready to go.. I’m not here
to convince you.. You don’t have to work with me..

OK and I know that you are wanting to fix this now but how committed are you to make this happen?


Part Nine - Acknowledge the gap and permission to share

GOAL: Get their permission to transition into the sale. DO NOT SELL Without Their Permission

OK John, well I can definitely help with that.

Would you like me to tell you about it? 







Part Ten - State what you are an expert at
CLOSING STATEMENT

GOAL: Create a custom closing statement that describes their situation and their desires perfectly 


Well my area of expertise is helping [CUSTOMER IDENTITY] to [GET THING THEY WANT] by [YOUR SERVICE].

Examples: 

Well my area of expertise is helping children who live in a different state from their parents and can’t always be there to ensure that their parents get the help and care they need using proper elder care planning that most people don’t even know exists. 

[bookmark: _GoBack]Well my area of expertise is helping people who are caring for parents but running out of money. I help them figure out a way to pay for as much care as their parents need, without having to go into debt, sell assets or even finance the care themselves. 

