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Serving with SalesMODULE 7

I always talk about sales in terms of relationship because that is really 
what it all comes down to.  

When you understand this at a deep level, staying grounded 
throughout the sales process will become second nature. Also, when 
you are clear in your vision and you are rooted in that deeply, it also 
makes this sense of purpose come out through your sales calls. 

Before we dive in here, I want you to share any hesitations you have 
with sales at all and why you feel that way. 

Please share below, with detail: 

WHAT IS SALES?



I want to remind you that you are doing what you are because you are 
supposed to be! You would not be in this place right now ready to serve 
the world if there was not a direct need and if you are not the person to 
do this. It is time to claim your place in the world and getting on sales 
calls is just that. It is serving people in a way that is needed on this 
planet! 

Of course understanding systems, techniques and strategies will always 
be important but without this key, essential piece, you will not be 
successful in sales. So be sure to understand and know to your core 
what your vision is and be rooted in that. 

Now, when I say this, I mean that you want to embody your vision and 
really live that. A sales call is not about making the next sale but 
rather living in your purpose to your vision. It is not about the fear- 
based beliefs about how you can pay your rent or not look pushy… And 
embodying your vision doesn’t only happen from the neck up… 

When you have your vision living in your body and in your soul you 
will radiate it and you will speak in an entirely different way. I don't care 
how much or lack of money in your bank account because you will 
exuded confidence and empowerment about you! When you are clear 
about what you are doing and you come from that place, there is a 
surrender about you. It does not matter if one client comes in or 1000 
clients because you're just as happy serving that one client. When you 
come from this place there is real power, excellence and a huge sparkle 
that happens! 

So really think about being visible and claiming your place in the world 
with your vision, with your ultimate vision and get really clear if you are 
not already. It is not about selling this or that or what kind of package 
you have. It's about going much deeper into why you were dedicating 
your life to this because a solopreneurs and holistic practitioners and 
coaches we dedicate our lives to this work. So you must be passionate! 
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WHY are you doing the work you are? Please explain with depth and 
passion below 

What is your vision for your business? Reclaim your vision here and be 
sure it comes from the depths of your soul. Write below: 
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As we move into the sales conversations, I want you to really look about 
how you feel in terms of being visible in the world. Sometimes we can 
learn a lot by contrast so it's important to look at how you may not be 
playing fall out in terms of being visible with what you're up to. Where 
you might be falling short. 

In the space below, list the ways in which you feel as though you are not 
playing full out in a concrete way. How might you be playing small or 
holding back? 

Are you completely confident in who you are and what you offer? Why 
or why not? 



The last exercise can help you to understand once again why you 
are doing what you are. You do not want to be simply going through 
the motions but rather doing your work because it comes from a 
deep place of purpose and knowing. This is exactly what has you 
know you can serve in a huge way and this truly is what has you 
bring in the high wealth abundance and it helps you to 
communicate your message in a clear and poignant way. 

If you are being of service, the deal is that it is not about you. When 
you want to serve and show up in a certain way, there is no 
attachment to the money and that is exactly when the money 
comes in! 

Before you get on any call with a potential client, pause and take a 
deep breath and then ask yourself: 

"Am I making this about me?" 

Get into the space where you know this is about being receptive to 
the greater good, the source and what it serves. Get out of your 
own way and just get into service. Your business and who signs 
up for your program is up to the higher good and so all that is 
available is pure trust! All you have to do is be available for the work 
and trust that you will work with whomever you were meant to. 
When you have the strong confidence about your work and comes 
from a deep understanding that this is not about you that all the 
fear dissipates. 



UNCONSCIOUS BELIEFS & SALES

I want to remind you as we dive into the sales conversations, that 
the mindset piece is your ticket to wealth. It is what will have 
your selling become a win 100% of the time! 

Be grateful for every sales call, for every client and celebrate 
everything… Especially as a new coach! There is a place for quantum
leaps but incremental chunks are also important so that you can 
really feel and see the light and who you are becoming in the 
process. If you simply won the lotto you would not be the same 
person! It will give you the power and strength to do this work in an 
amazing way with incredible clients by celebrating the journey! 

The good news is: you can enjoy selling! You can learn how to have 
a fulfilling, lucrative business as a coach, how to communicate 
effectively with potential clients, how to stand out in your industry, 
and how to build strong relationships that lead to sales. 

In order to do this, you must understand one key point: 

Traditional sales is dead. 

Because of the increase of technological advances, the increased 
access to information and the online presence, the customer is now 
doing his or her own learning far before they come to you. In fact, 
your ideal clients are already 57% engaged before purchasing! 
What this means is that relationships with your clients have come to 
a new level. It is essential that you develop strong relationships with 
those you serve. 



Now I'm going to give you the three keys to remember during the sales 
process and it is something I recommend knowing by heart! Write it out 
and put it in front of you at your workstation. Have it front and center 
before getting on a call! 

In order to really take someone's perspective and clarify their gain, you 
need to be listening to what they say. That means you need to ask a 
lot of questions also. And in order to build their trust and confidence, 
you need to be able to clearly state what you do and how it relates to 
them. 

Before getting on sales calls, you want to prepare yourself, and you are 
doing this for your benefit so that you understand the value you are 
giving to your potential clients. So in the preparation process you ask: 
What is it that you offer and why is it of value? You also want too 
really understand how your potential client feels putting yourself in 
their shoes. If you are really taking their perspective and if you are clear 
about this then you will be able to articulate very well. 

Take their perspective 
Clarify their gain 
Build trust and confidence 



There are five types of sales people but some types absolutely stand out 
among others. 

As you read the following below, see if you can relate to any of them 
and which sales person you may be, or a mix of which two? 

The Hard Worker: This person is all about activity and numbers. She is 
always looking to increase her ratios and what she puts in is what she 
gets out. She is obsessed with working and making it happen. 

The Challenger: This person understands what it takes and can listen 
but challenges others on everything. She may even argue with 
everything. She does not hesitate but to challenge the person who 
wants to purchase from her or others in the industry. 

The Problem Solver: This person sees a problem and wants to solve it. 
She is very detailed oriented and is hard to keep in the sales force 
because she is obsessed with helping rather than selling. 

The Lonewolf: This person follows themselves rather than the rules. 
She is sort of the pre-Madonna type and they don't tend to behave. She 
simply does not care and gets away with it because she always has 
customers. 

The Relationship Builder: This person really cares about her 
customers and her customers really care about her! She will argue for 
the customer and the customer will favorite her every time. 

THE FIVE TYPES OF SALES PEOPLE



Now, after reading the above, which do you think you are and why? 
Please explain below: 

Which type do you believe is most favorable and why? 



This may surprise you but in all of the studies done, it was not the 
problem solver or the relationship builder who thrived during low 
market season. In fact… the Challenger always came out on top! 

WHY? 

Because the Challenger teaches and offers a unique perspective to her 
clients. She has two -way communication skills and she knows her 
customer value drivers. She is not afraid to go deeper and she is willing 
to challenge the norms but also sees what others do not! The 
Challenger builds a productive tension whereby the relationship builder 
actually reduces the tension! 

No of course we know that relationships help sales and it is important 
to get along with others, be likable, and be generous with your time so 
all of these are excellent contributions but to be an effective sales 
person, it will be to your benefit to add challenger tendencies! I do not 
mean to be pushy here but rather to go deeper and really be prepared 
to say what is on your mind with your potential clients. If you do this in 
a way that is supportive at all about them, you will be building the 
relationship along the way! 

Are you hesitant about being The Challenger at all? Do you feel as 
though you will be pushing people away? Please explain below ( and 
bring to the call). 



COMMUNICATING MEASURABLE VALUE
I shared with you in the earlier modules that there is basically no room 
for pitching when you are building relationships with potential clients. 

If you are clear about articulating the value exchange and how your 
potential clients will win in this exchange, the result is going to be much 
more beneficial. Your marketing should make it very clear and 
obvious that it is a very big win for your potential clients! You want 
to be able to open the door to the relationship in a clear and connective 
way whereby the value is crystal clear and you never have to pitch. The 
truth is: 85% of the time if you do not close the deal… This means you did 
not form a proper relationship at some point. 

YOUR STORY
Learning how to craft your story is going to be important as it is 
something you will share on your website, blog, and social media posts. 
But your story is also an essential part of the sales conversation as well. 

You want to be able to tell your story in a concise but strong way creating 
emotion and connection with your listener. 
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10 KEY ELEMENTS OF A KEY STORY

1.  A Proponent: The hero of your story (your ideal customer) 

2.  Quest: Their goals and objectives overall (not just for use of your 
product or service) 

3.  The Problem or Challenge: What threatens to get in the way of 
achieving the quest? 

4.  The Villain: The antagonist ( this could be an illness someone is 
suffering from or even the online space for example) 

5.  The Perspective Shift: In other words, the solution is possible, but 
there is a different perspective needed to see it. What is that different 
way of thinking? What is our customer missing? How was the cost of 
standing still higher than the cost of moving? 

6.  Key Components Needed: what components, characteristic, and 
features have to be present for a solution to be effective? 

7.  Process: What components do you have in place to ensure the 
problem or challenge is over, the desired goal is achieved? 

8.  Their Win: quantify their win from using your service to achieve the 
result. 

9.  Special Considerations: what are the risks of using are trying your 
service? 

10.  Key Factors: how do you mitigate, reduce and remove these risks? 
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Your story is something that you will continue to work on but start to 
unfold it now. Identify possible needs your customers may be missing 
and underestimating. Clarify your problem statement, confirm the 
perspective shift and build your story. 

If you are stuck on certain elements of your story, one way to get clear 
on this is to ask to be interviewed on a podcast, or even by a fellow 
collegue! Reaching out to podcasters is to ask to share on something 
that you are an expert on is a really great way to think about your story 
on a different level. People will ask questions that are important to your 
brand that you may have not thought of before. For example, "Was 
there a person in your life it was really inspiring to you?" This question 
really starts to dig out what is important to you so as you can see it can 
really spark some thinking in this area! This will also give you confidence 
and clarity on yourself and your brand.  
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Start to work through your story and post in the sections provided 
below breaking down each point. 

A Proponent: 

Quest: 

The Problem or Challenge: 

The Villain: 
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The Perspective Shift: 

Key Components Needed: 

Process: 

Their Win: 
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Special Considerations: 

10.Key Factors:  
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ENROLLMENT

Enrollment is not conning, convincing, cajoling, manipulating or talking 
your potential clients into buying. Enrollment is the act of assisting 
people to access opportunities for themselves. 
There are three keys to effective enrollment. 

They are: 

Listening 
Understanding 
Repeating back and Validating 

Review the dialogue we went over in early modules to really understand 
how important these three are. It is not sufficient that you understand 
the person with whom you are speaking. They need to understand that 
you understand, understand? Unless people feel heard and understood, 
they will not trust potential opportunities that arise. 
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DEVELOP A CONNECTION

This is the biggest single step most overlooked by coaches. People tend 
to assume a level of relationship with others and sometimes the 
connection is present while sometimes it is not. Connection is 
mandatory for a professional relationship and also for enrollment. 

The Keys to Connection: 

-Connecting with the other person generally. 
-Understanding where they are at, not where you think they should be. 
-Getting clear on their power, their commitment and their choice in 
their life. 
-Having them understand these things about you. 
-Mutual understanding of the issues, concerns and desires. 
-Connecting them with what is important to them, not just to you. 

Connecting people with what is important to them is key to 
effective enrollment. Otherwise you're just using esoteric terminology 
to mask the fact that you are really just trying to get them to do what 
you want them to do which is selling to them based on your agenda. I 
know that is nobody’s intention, but unfortunately, that is how it is 
presented if they do not truly see what is important to them and how it 
connects to what you offer. 
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BRAINSTORM FOR WHAT'S POSSIBLE

What is possible and what's possible from that? This is simply about
painting a possible brighter picture for the person for their future and 
clarifying the potential ramifications in the future. This brainstorm 
session can be exciting and inspiring for your potential clients and allow 
for possibilities! 

After brainstorming session on what is possible, potential desired future 
situations are uncovered. This is called an “opening”. 
Many people look at where they are now and where they want to go 
and then they look at what they still need to do to get there. Openings 
are much more inspiring than this because they inspire action! 
Openings talk about what the potential client may not see and how easy 
it can be to achieved with a little bit of help and support! 

Name a possible opening for a client you have worked with or that you 
see possible in the future below. Bring this to the call with any 
questions! 
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