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Your Resonant Message   
 

Fabienne: Hello, it's Fabienne, and welcome to Module One of Boldly Close the Sale. I am so happy 

to be taking you through all of these steps to help you sell with heart so you attract 

more clients, make more money, and have a much greater impact in the world through 

your business. Now, we're going to get started with Block One. Block One is where we 

do the warm up before the actual closing of the sale conversation. And so this is Module 

One. And Module One is about creating your resonant message. This is about crafting 

marketing that speaks only to those you are here to serve. You see, you may be talking 

to a lot of people that you're not actually supposed to be serving, and what that does is 

it creates a lot of wasted time, spending time with people who aren't supposed to be 

your clients.  

Fabienne: So part of the process of creating your resonant message is called "self-selection." 

Self-selection is simply a way for them to raise their hand and to say, "Yes, yes, I am your 

ideal client." And so the closing of the sale process starts with super clear marketing. 

Super clear marketing that makes people recognize themselves as being your ideal 

client, so that when they hear you, or they read something on your website, or anything, 

they watch you doing a Facebook Live, they say, "Hey, that's me she's talking about." 

The right marketing acts like a filter for only your ideal clients. So a lot of people realize 

that marketing is to bring people towards you, but you may not realize that the right 

marketing is also supposed to repel the people that aren't supposed to be working with 

you, right?  

Fabienne: So this filter that is marketing will bring you, ideally and when done right, will bring you 

only ideal clients. Now, the fact that they raise their hand, they recognize themselves in 

your marketing means that they're already partially qualified. And part of closing the 

sale, up to 90% of the time, is talking to people who are the right clients, but who have 

also partially qualified themselves, almost sold themselves into working with you. This 

kind of marketing also removes the tire kickers, the people who are not your ideal client, 

the skeptics, the whiners, all of those people do not get attracted to your message, and 

so they don't book a call and they don't waste your time, and it's better all around.  

Fabienne: So what we're looking for here is a message to market match. What does that mean? 

That your marketing message matches the person that you're talking to. And so for that, 

you require a compelling what I call "resonant marketing message." A resonant 

marketing message is basically how will you speak to your prospects in such a way that 

they think, "Oh my gosh, how does she know me so well? That's me that she's 

describing!" And this is how you will get them to raise their hand to talk to you about 

working together. When they really resonate with your message, it's almost as if you've 

planted a microchip in their head and they say, "Yes, yes, me. I want to talk to you. 

Right?"  
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Fabienne: And this is the set up for a successful closing of the sale conversation. That's when a lot 

of them will say, "Please, let's set up a time to talk. I would like to consider working with 

you." So, this is about communicating what you do in a super clear way, and not 

everybody does this. So part of that is about demonstrating that you know them as well 

as or better than they know themselves. How does that happen? Well, we're going to do 

some work together today to have you get so clear about your ideal client that they 

recognize themselves, right? So today, we will work on your ideal client profile. Who is 

your ideal client and customer? And I believe that all good marketing starts there.  

Fabienne: If you don't have this locked in, it's really hard to market well. The marketing message 

will now be focused on three things. Number one, exactly who they are. Number two, 

their struggles and challenges. And number three, the solution they want most. When 

your marketing message talks about them and in rich detail, and you can verbalize their 

struggles and their challenges and their obstacles, even in the way that they haven't 

been able to speak about it, and you can show them the solution that they want, that's 

when they say, "I feel so understood. Wow. Where have you been? You are exactly what 

I need."  

Fabienne: And this is not an exaggeration. I've had people say this year after year: "I feel like you 

know me so well." The process that we're going to be working through today is all about 

the KLT, and you've probably learned before about the Know, Like, and Trust factor. 

People don't really buy from those they don't trust, and they don't buy from people they 

don't like, and usually they don't buy from people they don't know, especially in 

professional services. So we must keep in mind that to build the Know, Like, and Trust 

factor, everybody on earth, this is my belief, my deep conviction, that everybody on 

earth craves the following: you and everybody else walking around this planet craves to 

feel heard. So does your ideal client and customer. They want to feel heard.  

Fabienne: They want to feel understood. They want to feel significant, like they're special, that you 

care about them, and dare I say it, they want to feel loved. Now, you might say, "My 

clients don't talk about feeling loved. And how is it that this is my role? I'm just a 

business person. I just have a business." Well, what you don't understand is when you 

can fulfill someone's needs in a way that their needs are not being filled elsewhere, even 

at home, you really have their attention. So if you can make them feel heard and 

understood and significant and even loved, that makes all the difference in the world. 

And this is when your marketing will stand out. If you make them feel heard, significant, 

understood, and loved, they will really pay attention to you.  

Fabienne: Now, how do you do that? Well first, there's going to be some key mindset shifts that 

we need to adjust. The first thing is the best marketing is never about you. It is always 

about your prospect. So many people, I've seen them in networking groups, I look at 
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their websites, and they're talking so much about themselves that there's a disconnect 

with the prospect. The prospect wants you to talk about them, their problems, who they 

are, what they want. And only when they feel understood and heard and that you get 

them, then they want to hear about you. So it's about communicating that you 

understand their problems and afterwards you can say that you have an ability to solve 

them.  

Fabienne: Another mindset shift is you want to communicate simply. This is about skipping the 

jargon. This is about using language that they use, words that they use. Next, a mindset 

shift, it is easier to serve a narrow, defined niche than a broad wide audience. I know 

that it goes against rational thinking, but I'm asking you to narrow down your target 

audience because that's how you will get more clients. If you widen the net, you will 

have to dumb down, or water down your marketing message, and you'll lose people. 

And so I'm asking you to embrace the core principle of specificity. And here's what I 

mean. When you market to everyone, you reach no one. When you market to one 

person, you reach many.  

Fabienne: And the reason, if you can just pick ... and I'll show you how to do this today ... if you can 

pick one niche or one type of person with one type of problem and one type of 

aspiration, he or she will recognize themselves and the more you can really be clear in 

that marketing message, the more people will start popping up. Rather than a really 

watered down marketing message, you almost reach no one. So the question I have for 

you today is who do you want to be a hero to? Of all the types of people that you could 

serve, who do you want to be a hero to? Who do you want to help? Who do you think 

about the most in your heart of hearts? When you know exactly who you are speaking 

to in all of your marketing, it works.  

Fabienne: And so I believe in having a muse. I have a muse for each of my programs. Somebody 

that I can visualize. Often, it's one particular person that I have worked with or that is in 

my current program, and I speak to her. It's almost as if when I'm writing marketing 

copy, or putting together any sort of presentation, I think about her. It can also be a 

combination, a compilation of a few different people. Now, how do you identify this 

muse, this ideal client? And how do you learn more about them than they know about 

themselves? Well we have several worksheets for you to work on today to help you get 

clear on your best clients and customers.  

Fabienne: Now, who are your best clients and customers? Typically, it's the person who you really 

enjoy working with, who understands that they need your help, who recognizes that 

working with you is essential, who can easily be identified and contacted. In fact, an 

ideal client is somebody who someone else has gathered for you in large numbers that 

you can have access to inexpensively. But don't worry about that piece right now. It's 

also the person who will happily pay what you're worth without negotiating and who 
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will get great results from working with you. And they'd be willing to write testimonials 

to prove it. And finally, someone who will tell others about you and refer other clients 

over and over again.  

Fabienne: So not every one of your current clients and customers may be all of those things. But 

ask yourself, "Who do you enjoy working with?" etc., etc. So you'll work on that 

worksheet today. Another easy way to do it is to look at all your past and current clients 

and grade them. So literally, I have asked people in the past to go into their file cabinet if 

they have one and grab all their client folders and lay them out on the floor and take a 

big sharpie and grade the clients according to this criteria. Is let's say Jane Smith, you 

take out her manila folder, and you hold it close to your heart and you ask yourself, "Is 

this someone I enjoy working with? Yes? Okay good. Does she need my help? Yes? Okay 

good. does she recognize that working with me is essential? Fantastic!" etc., etc.  

Fabienne: She becomes an A. And then there are other people who were not so much fun to work 

with and who were hard to find and who negotiated and things like that. Maybe they 

get a C. But look at all your past and current clients and grade them. And then, take all 

the A's and B's and put them in a pile and move all the C's and D's etc. to another pile 

and move on to the next worksheet. You're looking for the common denominators of all 

your A's and B clients. What do they all have in common? What are their biggest 

problems? What are their biggest obstacles and challenges that you can face? That you 

can fix for them? What would they do anything and pay relatively anything to solve? 

Once you know that, you get such clarity.  

Fabienne: And then, you can put it all together. How do you put it all together? You put it together 

into what I call the ideal client profile, or this could be ... some people call it a muse, 

some people call it an avatar. Your ideal client profile, when somebody says, "Who do 

you work with?" you could say, "I work with this person." Or on your website, you could 

say, "Let me guess. This is who you are." And as you can see from the screen here, I have 

Ramp Up Rachel or Ramp Up Rob. They're in the Ramp Up phase of their business and 

they want to get more clients and to make more money. And you can have a 

description; in fact, I believe that you should have a description for her or him in rich 

detail.  

Fabienne: So as you can see here, it says, and this is in the worksheets for you so you can read it in 

a few moments, but this is who you are as a Ramp Up Rachel or a Rob, you're an 

entrepreneur who's in the building stages of your business etc., etc. And this is what 

your issues tend to be. Your super passionate about this business, and you so badly 

want to ramp it up, but right now, the clients aren't coming as quickly as you'd like etc. 

And what you need most right now, your primary focus needs to be on creating a 

strategy for marketing effectively and doing some serious planning, etc., etc.  
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Fabienne: And I tell you this, it is amazing what happens when you can describe somebody in such 

rich detail, it almost takes their breath away. I remember this happening to me once. I 

went to somebody's website and I read what was on her website, and I cried at the 

computer. And I thought, "Oh my gosh, I have got to work with her. I feel so understood. 

And so I actually booked a call with her that day and for a couple weeks down the line. 

And the day of the call, I went back to her website to read the stuff again, and I cried 

again. And it was amazing. I was her ideal client and I got such great results. I worked 

with her on and off over the years.  

Fabienne: And so this is your opportunity now to really get clear on who they are, what their issues 

tend to be, and what they need most right now. And what they not need most is ... don't 

make the mistake of saying, "They need me." Well, yes, they need you. But that's not 

what you lead with. You say, "What you need most right now is a process for this, or a 

method for that, or blah, blah, blah." Whatever that is for you. So this is super 

important. This worksheet will help you so much, and I've given you an example of 

mine.  

Fabienne: Now, what you'll notice is you can also name your muse as I did. Ramp Up Rachel, 

Leverage Larry, Visionary Vicky. Those are mine. Optional – you don't have to. It 

depends on how far you want to take this. And finally, it's time to turn that compelling 

message into something you can use in person. Your elevator speech. Now, if you're not 

familiar with the concept of an elevator speech, the elevator speech is theoretically a 

way that you could introduce yourself to someone within 45 seconds if you will, going 

from the third floor down to the ground floor. And the person would say, "Oh my gosh, 

that sounds really interesting. I would like to talk to you."  

Fabienne: So I created an elevator speech formula many, many years ago. Thousands, tens of 

thousands of people have used it. It works really well. This is the elevator speech that 

helped me fill my first practice, and then my second practice, et cetera. So here it is. It's 

really simple. You just ... it's about making it, writing it down. So I work with, and you 

would insert your ideal client profile here, who struggle with, insert their challenges, 

their struggles, what you've already written down, and what they would like to see 

happening, insert the results and benefits of working with you. What separates my 

product or service from other, insert your competitors, is that I, insert your 

differentiating points or your unique selling propositions. And because of that, my 

clients get, and you insert their greatest aspirations, or the things that are motivators.  

Fabienne: Motivators are things like to make more money, save more money, save time, avoid 

effort, get healthy, whatever it is for you. And finally, would you like to know more? So 

one of the worksheets that you're getting today is your elevator speech formula. And if 

you work that out, that also becomes a compelling message. Something that you can 
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use verbally, but you could also put that on your website, or even on the back of your 

business card. What we're doing here today is to crystallize your message, because your 

ideal client was likely waking up last night at 3:00 AM looking for a solution.  

Fabienne: She's looking for you. Let her recognize in all that you do that you are the one who was 

meant to help her all along. Let her recognize that you are the one. And with your 

compelling marketing, speak to her mind, speak to her heart, speak to her spirit. Put in 

some feeling in there. This is a person that you want to be a hero to. Let's not be 

mechanical about everything. Let's go into the emotion of it, however much you can in 

your field. When you speak to her mind, her heart, and her spirit, that is when she will 

raise her hand to work with you. And that is part, a huge part of the prequalification 

process of the closing of the sale.  

Fabienne: This is about her self-selecting as your ideal client. So you have a few worksheets to 

work on this week until the next module. And so that is your action step. Your action 

step is to complete these worksheets by the next module. Take your time, give yourself 

an hour, give yourself a couple of hours to work on this. Super, super important. I have 

to say, this will affect all of your marketing for the rest of your career. For many of my 

clients and the members of Boldheart Business, they do this once and they can use it for 

years to come. Sometimes they tweak it over time as their ideal client changes, but this 

is incredibly valuable.  

Fabienne: And what I'd like for you to do is as you're working on this, or once you've completed 

these worksheets, feel free to post your completed assignments or even your thinking 

process on Facebook to get some feedback. Ask some questions. Say, "Hey guys," you 

know, drop into the Facebook and say, "Hey guys, I'm working on Module One, and I'm 

kind of stuck here." Or ... "I've put together my elevator speech, what do you think?" 

And invite some feedback. Reach out to the others in the group and do it with them. 

Reach out to somebody and say, "Who wants to get on a Zoom?" Or "Who wants to get 

on a Skype and work on this together?" Put together a conference call. Have fun with 

this knowing that this will help you close the sale so much more than ever before. Go for 

it. We all believe in you. You can do this. Lots of love, we'll see you next time. Bye.  
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Getting clear on your best clients and customers 

Who is the person… 

 • You really enjoy working with 

 • Who needs your help, badly 

 • Who recognizes that working with you is essential 

 • Who can easily be identified and contacted 

 • That will happily pay what you’re worth, without negotiating 

 • Who will get great results from working with you (and write 
testimonials to prove it) 

 • Who will tell others about you and refer other clients over and over 
again 

Insights (and names of past and current clients): 
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Looking for common denominators

What do all your A and B clients have in common?

What are their biggest problems, obstacles and challenges that you can fix?

What would they do anything and pay anything to solve or achieve?

What do they need most right now to get out of their current situation and into a better 
situation?
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Creating Your Ideal Client Profile

The more you can speak directly to who your ideal clients are, their biggest 
issues and what they need most, the likelier they are to see you as their problem  
solver. Creating your “muse” is crucial for this and can be used in your marketing 
materials, in closing the sale, in creating your offerings, etc.

Take a look at the following example, and then create your own with the same 
headings on the following page (Who you are, What your issues tend to be, 
What you need most right now.)

Ramp Up Rachel (Ramp Up Rob)

“I’m in the Ramp-Up phase and I want more clients and to make more money!”

You are within the first few years of starting your business, a part-timer or person 
transitioning to a new business from a day-job and usually making less than $75k in 
your own business.

Who you are:

As a Ramp-Up Rachel or Ramp-Up Rob, you’re an entrepreneur who’s in the building 
stages of your business or looking to transition fully and successfully into your new 
business. You’re smart, you’re super motivated, you’ve got a lot to offer your clients, you 
love what you do, and it’s time you made even more money at it. Your biggest need 
right now is getting a lot more clients consistently, so this is  the building stage for you 
and your marketing materials and sequences. You want to ramp-up your business and 
that means more clients, pronto.

What your issues tend to be:

You’re super-passionate about this business; in fact, you know it’s your calling. You so 
badly want to ramp it up to have consistent cash-flow, but right now, the clients aren’t 
coming as quickly as you’d like, the marketing is not close to being finalized and there’s 
a lot more to do before you’re fully ramped-up and feeling successful. All of this is 
creating some stress in your life, sometimes requiring you to work long hours trying to 
make the business work. That’s because you ‘don’t know what you don’t know’ about 
the right marketing yet, and you’re still learning what’s going to work to get you more 
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clients and  bring in more money consistently. There’s a lot of energy going out, but the 
results aren’t exactly what you want them to be, and you know you can’t keep doing the 
same things anymore, because you keep getting the same under-whelming results. If 
we’re really being honest, you sometimes experience self-doubt, wondering if you’re 
really cut out to be successful in your own business.

What you need most right now:

Your primary focus needs to be on creating a strategy for marketing effectively and 
taking some action to attract more ideal clients and generate greater income from your 
business. It’s all about creating the marketing plan, and then IMPLEMENTING the plan 
consistently, so you fill your pipeline quickly and turn more prospects into paying clients, 
while putting your marketing on autopilot. At the same time, it’s important to look at your 
packages and programs, especially your pricing, and to raise your rates (you’re 
probably not charging enough and are leaving a lot of money on the table.) Then, it’s all 
about stating specific goals and creating the focus and accountability you need to move 
your business forward past the ramp-up phase, quickly yet comfortably, so you see 
greater results and feel even more successful in your own business.
 
=====================

Now it’s your turn! Identify your ideal client with the following headings: 

Who you are:

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

What your issues tend to be:

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________
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What you need most right now:

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________
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Your Elevator Pitch Formula 

“I work with (insert ideal client profile) who struggle with (insert client 
challenges) and would like to (insert results and benefits). 

What separates my service from other (insert competitors) is (insert your 
Unique Selling Propositions) and because of this, clients receive (insert 
motivators and your claim). 

Would you like to know more? (insert call to action)” 

======================= 

Now write yours:  

“I work with ___________________________________ who struggle with 
___________________________________________and would like to 
____________________________________________________. 

What separates my service from other ______________________ is 
____________________________ and because of this, clients receive 
________________________________________. 

Would you like to know more? _________________________.” 

========================= 

And memorize it!  




Your Elevator Pitch Formula 

“I work with (insert ideal client profile) who struggle with (insert client 
challenges) and would like to (insert results and benefits). 

What separates my service from other (insert competitors) is (insert your 
Unique Selling Propositions) and because of this, clients receive (insert 
motivators and your claim). 

Would you like to know more? (insert call to action)” 

======================= 

Now write yours:  

“I work with ___________________________________ who struggle with 
___________________________________________and would like to 
____________________________________________________. 

What separates my service from other ______________________ is 
____________________________ and because of this, clients receive 
________________________________________. 

Would you like to know more? _________________________.” 

========================= 

And memorize it!  
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Fabienne: Hello. This is Fabienne, and welcome back to Boldly Close the Sale. It's about you 
selling with heart so you attract more clients, make more money, and have a much 
greater impact with your business. So, we are still in Block One, The Warm Up 
phase, but today in Module Two we are going to talk about Your Warm 'Em Up 
Playbook. This is about you getting your potential clients prepared to buy before 
you have a call. 

Fabienne: Now, there are lots of different ways to close the sale. In The Boldheart Way, 
however, closing the sale has actually more to do with what happens before the 
call than during the call. You see, this closing of the sale process is actually not 
about selling, and the way to not sell on the closing of the sale call is to have 
themselves into working with you before you actually talk to them.  

Fabienne: Now, I call it a call, but perhaps you're doing this in person at a cafe or over Zoom, 
which is really great, too, so you can see each other eye to eye through 
technology. Whatever it is, this is about pre-qualifying them or the pre-sales 
process. Now, at first we had them self-select themselves as your ideal clients in 
the first module. This is the prequalification module. This removes you from the 
majority of the sales role, right? Most people that I've met over close to 20 years 
avoid any money conversation like the plague, or they get nervous, or they don't 
know what to do and it just feels so inauthentic. This process has you stay 
authentic, stay integrous, and feel loving throughout. Now, to play this well, to play 
this game well, you have to follow some ground rules. And if you do, it works like 
magic. So here's the ground rule that I've been talking about for close to 20 years, 
is that you never talk to prospects the same day that they reach out to you, even if 
you're free. You want to build in at least one to two days.  

Fabienne: So imagine that a prospect calls you and says, "Hi. I saw you speak," or, "I went on 
your website," or, "We spoke at that networking meeting and I want to talk to you 
about working together." Even if you're free, do not accept to have a 
getting-acquainted call or a closing-of-the-sale conversation that same day. Why? 
Because they need time to do some work on their own prior to the call. Otherwise, 
you will be in a position to have to sell yourself on the call, which is not the energy 
that you want. If you do it the same day without them doing any pre-work on their 
part, the call would take much too long and this is often the cause of you losing a 
sale instead of closing a sale. So you know, even though you've got them right 
there, at least building an extra day or two days, and I'll explain why now. 

Fabienne: Once you book the Get Acquainted Call, and this is what I call it, the Get 
Acquainted Call, or GAC for short, right? This is what you want to do to get them 
ready for the call, meaning you're going to do these next three steps to pre-qualify 
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them and have them sell themselves into being your client. This is the first thing: 
You send them the "In Preparation for Our Call" email, and I'm going to give you 
that email. Basically, it's going to have a lot of details, the date and time of your 
call, what you agreed to, and it also tells them what to expect during that meeting, 
that call. And finally it shows them what to do to get prepared ahead of time.  

Fabienne: So as part of your handouts, I'm going to give you the actual email that I have used 
for countless years. Everything in this email is strategic. Everything has a purpose. 
I have tweaked it, and sliced it, and diced it to make it just perfect. Now, why is it 
so good? Well, one, it's clear that they have to do the work ahead of time. Two, it's 
clear who does what. "You call me at X time at X number." And three, the number 
to call is clearly stated. So, there's not this loosey goosey aspect that I have 
encountered when I've had a conversation with somebody I was thinking about 
hiring. It is do this, not that. 

Fabienne: But on top of that, the email has a bit of an edge, you know? Just a little bit of a 
you're-in-control so the prospect takes you seriously, which reduces no-shows. It 
also has them confirm that they received the email so they don't flake out, which 
again reduces no-shows. And finally, it clearly explains what to do before the call. 
And here's what I've learned, if they don't take this seriously, they won't take your 
work seriously, so this is a really good indication of what kind of prospect you 
have in front of you. What it does, is because they have to do some work ahead of 
time, it creates a certain level of buy-in, or investment, or skin in the game, and it 
actually starts the sale.  

Fabienne: Now, the pre-work they will do ahead of time has three parts to it. Part number 
one is in that "In Preparation for Our Call" email, you will see a series of questions 
for them to answer and send back to you before your call. This is important. And in 
fact, I won't do the call unless I have those questions back. I could do it, but if they 
haven't done the work, it puts me in a position to sell and I don't want to be in that 
place.  

Fabienne: One of the things that you can tell them is that you cherry pick your clients and 
because of that, just as much as they are evaluating you, you are evaluating them 
too because you don't work with everyone who wants to work with you. When I 
started using this phrase, "I cherry pick my clients", choosing not to work with 
everybody who was interested in working with me ... "I want to check you out just 
as much as you want to check me out", it changes the energy. It has them, shall 
we say, work a little harder instead of being entitled. 

Fabienne: So, I'm going to give you a worksheet to help you come up with your closing of 
the sale preparation questions. I will give you mine, and it's going to be time for 
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you to tweak it. These questions help them get clear on their greatest unmet 
needs that you can solve, right? Basically has them look at what's not working. A 
lot of people stay in denial about what's not working because they want to avoid 
the pain. It's not that we're going to get them into the pain, but let's get clear about 
what's not working. These questions will also illuminate the gap of where they are 
now and where they want to be after working with you.  

Fabienne: Additionally, it helps them to monetize the solution by showing the return on 
investment of working with you ahead of time. This is what I mean, and I learned 
this from a book called How to Become a Rainmaker: The Rules for Getting and 
Keeping Customers and Clients. There was a concept in the work, the book, How 
to Become a Rainmaker called "dollarizing". This is where their answers to your 
questions will demonstrate how much they will make or how much they will 
benefit from signing up to work with you versus the opportunity cost of what it 
would cost them to not sign up with you. So anytime, after answering these 
questions, anytime they're thinking, "Wow. Should I stay in my current situation or 
should I work with her or him?", that money aspect gets taken care of. The email, 
also, these questions also include future pacing and has them see the positive 
outcome of their situation after having worked with you. So there's the gap, there's 
the dollarizing and there's the, "Wow. You know, I just wonder what it will be after 
we work together," and these are very powerful.  

Fabienne: Now I'm going to give you my questions, the ones that we use at Boldheart and 
have been using for years. I'll take them... I'll take you through them right now. 
One, a brief description of your business, one sentence sufficient. Now, obviously I 
have a business coaching business, but for you it could be a brief description of 
your health history, your website, if you have one, how many clients you have 
now, this is the before, how many you want or need, this is the after, how much 
revenue is each client worth on average. This is the dollarizing part, right?  

Fabienne: What you're currently doing to market your business, so what are you currently 
doing about your problem? What obstacles, challenges, and struggles regularly 
come up? This is really getting them clear like, "Oof. This is not working." What you 
would like to see happening as a result of our working together, and this is 
starting to think about from the head and we'll get more into that later. What 
results they would like, but it also presupposes that you're going to work together. 
It's suggesting that you might work together. And finally, what difference that 
would make in their life once they achieve this. This is the future pacing part. 
During the actual GAC, we're going to take this even further. So, these are ours 
and I want you to tweak them to fit your industry or your profession. Focusing on 
what will be different once they work with you, okay? These are the questions. 
That's part one. 
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Fabienne: Part two is your "Interview With [insert your name]". I call it my "Interview with 
Fabienne", but it would be insert your name. This is what it looks like. You ask 
them to read your interview with and it's mine is something that I created when my 
first child was, you know, three months old, and I'm still using it in some ways 
today.  

Fabienne: What it is, the interview is, is it flows like an entire sales conversation would, but 
it's on paper. It's conversational. It's not a stale FAQ. It is... every question is in the 
right order and it's as if you had transcribed a real sales conversation between you 
and them. It includes everything that someone needs to know to make their 
decision in working with you, including specifics about your programs. It answers 
questions to all of the typical objections about money, about time, about doing this 
later versus now. It allows you to get all of their questions answered without you 
having to spend over an hour with them on the phone, sometimes and more. What 
it does is it has them pre-sell themselves, because they've essentially had the 
entire sales conversation by reading your "Interview With" and it saves you so 
much time. So that's number two, the "Interview With". 

Fabienne: So we have the questions, the "Interview With", and now you have the third and 
last part of the "In Preparation for Our Call" email. This is that you will have them 
go read your client success stories as inspiration before your GAC, right? So if you 
have client testimonials now, it's important to put them all in one place and give 
your potential client access to these as part of the preparation process before 
your get-acquainted call.  

Fabienne: You can do it a couple of different ways. You can attach a PDF of the client 
success stories to the email or you can add a link to a page on your website. So if 
you already have a link to all of the testimonials on your page, on your website, 
then absolutely send them that link in the "In Preparation for Our Call" email. And if 
you don't have that yet, just attach the PDF to the "In Preparation for Our Call" 
email. And by the way, the same thing is true with your "Interview With", right? 
Same thing. Either it's a page on your website or it's something that you can attach 
and then later turn into a page on your website.  

Fabienne: The key is that not all testimonials or client success stories are created equal. Lots 
of people have, you know, "Oh, you're so nice. I loved working with you," or, 
"Thanks so much for our work together. I'll be sure to tell others about you." That 
is not an ideal testimonial, albeit very sweet of your client to write that. The kind of 
testimonial or client success story that works the best is one that's called the 
before and after story, right? This is what sells. I also call it the makeover style 
testimonials. 
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Fabienne: And if you don't have before and after success stories, I'm giving you my 
testimonial request form, my testimonial request script that you can reach out to 
ideal clients with, and this is the actual email that you can use: "Hi, insert their 
name. I'm writing to ask you a favor. Why you? Because you are one of my favorite 
clients and I cherish your opinion. It means a lot to me. I'm in the process of 
revamping my marketing materials, and I would like to ask you for some feedback 
on our work together in the form of a testimonial. Here's what I'm looking for, if 
you're willing to participate. One: passionate, enthusiastic expression of the 
benefits and results you are enjoying or have enjoyed from working together. 
Two: before working with you, brief statement of conditions before, then 
statement of the value you received. Three: the three most significant 
improvements in and in their situation." So in mine, it's number of clients, results, 
income outcomes, productivity, et cetera. This is what I'm looking for, 

Fabienne: And you can direct them like, "This is what I'm looking for in terms of your 
improvements in your testimonial. Thanks to you and our work." Then number 
four, which is totally optional, something like, "If anyone questions the value of 
your program, please have them call or email me. I'd be happy to talk to them 
about it," and then they can list their information. The prospect in these types of 
testimonials are focusing on the results that they can expect. And the key is that 
people buy results. Your prospects are not really buying you. They're not really 
buying your process or your expertise. They're first and foremost buying a result. 
They are buying transformation, and so they will recognize themselves in your 
makeover testimonials. They will project themselves currently into the 'before' of 
the other testimonials that they're reading and then they will also imagine 
themselves in the 'after' of each testimonial.  

Fabienne: So, they're reading the before, which is the current state. They imagine the 
transformation of working with you, bringing them to their future state. This is very 
powerful, especially if you have a lot of these testimonials. If you have, you know, 
10, 20, 50 of them, I mean in just in reading those, the person will close 
themselves. Now I understand that you may not have all of those, but just start 
with one, two or three. Get as many as you can. What this does is when they read 
these testimonials before your GAC, it begins the process of them buying before 
you even talk to each other. So, this is part number three.  

Fabienne: All of this pre-work, the questions, the interview with and the Makeover Style 
Testimonials that they read ahead of time, all this pre work allows you to not have 
to sell during the GAC, right? Because these three things do a large part of the 
selling for you. When you do these three things, and granted it's a little bit of work 
upfront ... this is probably one of the modules that will take the most amount of 
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work, but you can do it because I'm giving you examples of everything, this will 
have a significant, a really significant impact on how often you close the sale.  

Fabienne: So your action step is to complete these three elements by the next module. This 
is where I'm inviting you to a really buckle down and use my examples. Don't 
copy, because they would sound like me and not you, and there would be an 
element of trust missing, right? If they don't recognize your voice.  But, buckle 
down this week and do your questions and do your "Interview With" and then set 
up your testimonials and if not, start reaching out. If you don't have them yet, start 
reaching out to past and current clients and at least get three or four, okay? This is 
your work for this week. It will set you up for success. 

Fabienne: And on Facebook, you can post your completed assignments. You can post some 
questions and say, "Guys, I'm having trouble with this," or, "Woohoo, I'm 
celebrating, I got it done!" right? Get feedback, ask questions. Reach out to the 
others in the Boldly Close the Sale program and do it with them. Jump on a Zoom 
call with them. Get on the phone. Ask for an accountability buddy. You know, just 
do what you can, but have fun with this. This is worth it. We all believe in you. You 
can do this. We'll see you next time. Bye. 
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The “In preparation for our call” email

It’s imperative that your prospects get ready for your Get Acquainted
Call before speaking to you. Here’s the email you send them once the
call has been scheduled:

“Hello______,

Thanks so much for reaching out... I’m happy that we connected today and I look
forward to chatting with you on ____ at ____.

Here’s what I propose to help us make our time on the phone even more ecient and
valuable by focusing on YOU:

1) If you haven’t yet, please read the “Interview with Fabienne” sheet on clientattraction.com/inter-
view. It’s a very comprehensive walk-through of the many questions you might have, with detailed 
answers for each. Please read this
in its entirety.

2) Read the Client Testimonials on clientattraction.com/testimonials. They’ll give you a very clear 
idea on what my clients have gotten from this System.

3) Please send me the answers to the following questions over e-mail prior to our call:

* How many clients you have
* How many you want/need
* How much each new client is worth to you in terms of revenue (on average)
* What you’re doing currently to market your business
* What obstacles, challenges and struggles you regularly come up against
* What you’d like to see happening 12 months from today (realistic goals, but a bit of a
stretch).

Please call me at 203-595-0068 at the time of our appointment. Can’t wait to hear
about your situation and see if I can help.

One more thing: just send me a quick reply to let me know that you’ve received this.

Thanks!

:)

Fabienne Fredrickson
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Your closing-the-sale “preparation questions” 
 
Here are the questions I ask prospects to answer and send back to me 
prior to our Get Acquainted Call: 
 
1) How many clients do you have?  
2) How many do you want/need? 
3) How much is each new client worth to you in terms of revenue (on average)? 
4) What are you doing currently to market your business?  
5) What obstacles, challenges and struggles do you regularly come up against? 
6) What will happen if you don’t make changes or continue to ignore this? 
7) If we were to meet each other 12 months from today, looking back on this past 

year, what would need to have happened in these past 12 months for you to 
be happy with your progress? 

8) How will achieving these things make a difference in your life? 
 
What will yours be? 
 
1)  ___________________________________________________  
 
2) ___________________________________________________  
 
3) ___________________________________________________  
 
4) ___________________________________________________  
 
5) ___________________________________________________  
 
6) ___________________________________________________  
 
7) ___________________________________________________  
 
8) ___________________________________________________  
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“Interview With…” Questions 
 
Creating a FAQ sheet or an Interview With sheet for yourself will help you prepare your prospects for 
effortless closing of the sale, will answer all objections ahead of time, will educate your clients as to 
how you work and will create a bond with your clients (they'll get to know you better more quickly).  It 
can also be used as a letter in a series of mailings to everyone you know, as well as handed out at 
trade shows. 
 
Here are the questions I use… 
 

● How long have you been doing what you do and how did you get to be a Client Attraction 
Expert? 

● Who are your clients exactly? 
● What happens if you haven't yet worked with people in my field? 
● How are you different from other "business coaches?" 
● What type of personality do you work best with and what is expected of me? 
● For what type of professional is this program NOT going to work? 
● What exactly is The Client Attraction System™ and what does it include? 
● Does this really work? 
● What results can I expect? 
● Can I contact some of your former clients to see what it's like to work with you? 
● How quickly can I expect results? 
● How can I guarantee myself that I will get more clients, in record time? 
● Will I recover the investment I put into this coaching program? 
● How will we work together and what does the program entail? 
● How long is the program? 
● Do people ever re-up? 
● What are your coaching programs like? 
● Do you accept credit cards? 
● OK, I know which program I want. How do we get started? 
● If I'm not sure I'm ready to get started, how can I sample your work at low cost to see if it's the 

right solution for me? 
● I have a family and a busy life. Although I want more clients badly, I don't have much time to 

spare. How much time do I need? 
● OK, I'm ready to do this for myself, but I have a couple of additional questions. Can I call you? 
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Here’s mine, in case you want to model some of the answers: 
 
How long have you been doing what you do and how did you get to be a Client Attraction Mentor? 

To answer this question, it’s probably best that I share with you a defining moment and resulting 
“compelling story” that brought me to where I am today, coaching people like you on exactly what to 
do to get new clients consistently. 

That defining moment in my life happened in late 1999. A few months before, I had quit my corporate 
job and had started a private nutrition practice out of my tiny apartment in New York City. I got clients 
right away, but not as many as I needed to pay the rent. 

One day, in the middle of the night, I woke up in a pool of sweat. All I kept saying to myself is, “What 
have I done?! Why did I leave my well-paying corporate job just to struggle to get clients? How will I 
pay my rent if I don’t get any more clients FAST!?” I tossed and turned, and called my father in the 
middle of the night. He sat quietly listening to me. After I explained everything, he said, “Fabienne, if 
there’s one thing I know about you, it’s that when you want something, there’s nothing that’s going to 
stop you from getting it. So just figure out how you’re going to get clients, and then go and do it.” 

At that very moment, I made a commitment to immerse myself in absolutely everything that had to do 
with getting clients. I read every book on marketing and networking I could get my hands on. I took 
every course that was available. I essentially decided to become a mini-expert on how to get clients. 

Lo and behold, within less than 8 months, I had filled my private nutrition practice to full capacity: 31 
clients. 

During this process, I had an epiphany! The thing that I enjoyed MOST about my practice was actually 
the marketing, not teaching clients how to cook brown rice. 

Soon, my nutrition colleagues heard about my success and started taking me to the side and saying 
“Fabienne, how do you have 30 clients in less than a year and I have only 3? What am I doing wrong? 
Can you help me?” I’d give them two or three things to do and told them to call me in a few weeks to 
tell me how it went. Virtually every time, the nutritionist called me back a few weeks later saying 
“Hurray! I got a new client!!!!” 

I have since made a commitment to dedicate the rest of my professional life to helping other 
self-employed, sole practitioners, get more clients in record time through my workshops, products, 
masterminds and VIP private consulting days. 
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Since then, I’ve worked with thousands of private clients, spoken in front of countless groups, and have 
created The Client Attraction System™; a series of 10 important practice-building steps every sole 
practitioner needs to apply to get more clients, in record time. 

Who are your clients exactly? 

I work with people just like you in private practice and other independent professionals who are really 
good at what they do; however, have never been taught exactly how to attract clients or set up 
systems so they ALWAYS attract clients. That said, the professions I’ve worked with run the whole 
gamut. 

  Acupuncturists    High Performance Coaches    Personal Shoppers 
  Alexander Technique 

Teachers 
  Holistic Health Counselors    Personal Trainers 

  Aromatherapy Practitioners    Image Consultants    Photographers 
  Attorneys    Interior Decorators    Professional Organizers 
  Business Coaches    Life/Personal Coaches    Professional Pet Sitters 
  Career Counselors/Coaches    Marketing Consultants    Professional Voice Teachers 
  Caterers    Massage Therapists    Real Estate Brokers 
  Chiropractors    Neuromuscular Therapists    Reflexologists 
  Cold Calling Trainers    Nutritionists    Research Specialists 
  Consultants    Organizational Consultants    Tutors 
  Copywriters        Virtual Assistants 
  Dentists         
  Estheticians         
  Event Planners         
  Feldenkrais Practitioners 

 
       

What happens if you haven’t yet worked with people in my field? 

I have worked with thousands of clients in a wide scope of private practice and “independent” 
industries. Most likely I have worked with people in your field. Yet, I have to share with you that if I 
haven’t, you are not at a disadvantage, quite to the contrary. Here’s why: people in your field are 
probably ALL doing the same things to attract new clients. I’ll guess this creates a lot of repetition. 
What my current and former clients have found exceedingly helpful is that I bring an extremely fresh 
perspective to their Client Attraction process and give them resources they’d never heard of in their 
field. Because of this, they stand out in an overcrowded marketplace and are the ones who start 
getting the clients. 
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How are you different from other “business coaches?” 

Although we will occasionally touch upon time management and other “business coach-y” things, you 
have me as a Client Attraction expert and consultant. I ONLY work with sole practitioners and very 
small businesses. In other words, I don’t consult with people in mid-sized companies or large 
corporations and I’m not a Jill-of-all-trades-coach. I refer those businesses to other coaches. What that 
means to you is that I am very focused on anything and everything that works for the sole practitioner. 
Because my focus is very narrow, what you get with me is no-nonsense, undiluted expertise on what 
works for independent professionals. I’ve simply become an expert at this stuff and that’s why my 
clients, groups and customers get great results (and I throw in a healthy dose of compassion, humor 
and encouragement, which ALWAYS helps!). 

What type of personality do you work best with and what is expected of me? 

This Client Attraction workshops, products and programs were created for people who are absolutely 
excited and deadly serious about getting more clients and ending what I call “the 3:00 a.m. sweats”, 
meaning, not waking up in the middle of the night anymore saying, “how will I ever get a full practice?” 
They were created for you to put systems in place within a few months (sometimes weeks!), which will 
eventually lead you to getting all the clients you need–not three, four, or many more years, which is a 
conservative estimate on the traditional time it takes to get a full practice. 

Being a high achieving go-getter myself, I’m known to work best with other high achieving go-getters 
who are super-ready to get going and just want to know exactly what steps to take to get clients. 

Consider what you’ll do with me to be an action learning course. You will be expected to take serious 
and consistent action. No excuses anymore, just a very different way of thinking and full support while 
you achieve this incredibly exciting goal: more clients, consistently and in record time. 

For what type of professional is this program NOT going to work? 

Please know I’m very selective in who I work with and I cherry-pick my clients, choosing to (gently) turn 
away people who aren’t suited for my programs and won’t get the results for which they would have 
signed up for. (It wouldn’t be fair to them.) 

The Client Attraction programs are NOT for those who have no money coming in and are absolutely, 
financially desperate, at least not right away. It’s been my experience that people in financial crisis do 
not trust the recommendations I give them and do not do the work (probably because they spend so 
much time worrying about where they are going to get next month’s rent check or mortgage payment.) 
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If you fall within this category, it’s absolutely OK. We’ve all been in times of financial crisis at one point 
or another. Do yourself (3) favors: 

1. Get some money coming in with a full-time or part-time job at the very least, and then call me. 
This will take the edge off and provide a little more peace of mind. Mostly, it will de-clutter your 
mind enough to focus on your Client Attraction assignments and the BIG picture. Once you start 
seeing the clients come in regularly as a result of our work, you can then start reducing the 
hours you work at that other job and focus on your own practice. 

2. Sign up for the free Client Attraction tools over email ( Click here  to subscribe.) The free 
information will get you started towards your goals until you’re ready to work with me 
one-on-one. 

3. Make a point to listen to the free teleclass seminars at the bottom of the ezine. These seminar 
downloads will give you a LOT of things to think about. 

Doing these three things will really help you get primed for our work. When you’re ready, call me and 
we’ll get you started. (I’m in no rush and will be here when you need me.) 

Another type of person I won’t work with (without exception) is the whiner or the chronic skeptic, as 
well as individuals who consistently make excuses for not getting their assignments done or 
challenging every aspect of the program. If you are one of these people, I gently and respectfully ask 
that you not call and I hope you understand why. We’ll probably just not work well together and I 
wouldn’t want you to waste your time or money. Is that fair? 

What exactly is The Client Attraction System™ and what does it include? 

Attracting a consistent stream of new clients begins with understanding what interests your ideal client; 
what their major struggles are, and what will make them buy your services. Then, it means taking 
serious action on it. Here’s what the System gets you to do: 

1. Make Client Attraction a priority We examine when in the day (and how) you are making time 
for marketing and Client Attraction, make room in your schedule, prioritize your daily task lists, 
schedule in follow up time, put a pause on non-essential “leaks” in your marketing bucket, so 
you can fully invest yourself in growing your business. We then cluster your client days, 
business develop days and days off so that you make the most of every minute you have. 
Essentially, we clear the decks for what’s most important. 

2. Strategize your unique positioning We will examine exactly where you are positioned in the 
marketplace, what your “compelling story” is, what will motivate prospective clients to work with 
you, what makes your services unique, who your competitors are, what makes you different 
from them. We will also spend time with figuring out what you offer specifically in terms of 
results and benefits to clients. 

3. Craft your client profile Together, we will find out exactly who your ideal clients are: the WHO, 
WHAT, WHY, HOW of what makes YOU their problem-solver, as well as the best ways to reach 
them in large numbers and inexpensively. 
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4. Construct your compelling marketing message In this section, you will find out how to craft a 
marketing message, tagline and elevator speech that grabs attention, making people call YOU 
as opposed to you chasing after THEM. 

5. Package what you know and do We take stock of your services, what you offer, what you know 
and turn these into irresistible programs, packages and systems that make prospective clients 
sit up, take notice and want to work with you. We also look at positioning what you offer in 
packages and programs, how to price your offerings so they sell themselves and bring you 
more money than you’re currently making. 

6. Create PULL marketing materials Here, we will have you see that it doesn’t work to PUSH your 
services and get you to start PULLING your clients in with specific materials and techniques that 
REALLY SPEAK to them. 

7. Get out there in a BIG way We will share with you the crucial know-like-and-trust-factor and 
start educating your environment and personal advocates in how to send you referrals. We will 
also examine everything you need to do to get out there getting clients and to stop hiding 
behind your desk. 

8. Create your Marketing PIE We will spend considerable time “fishing where the fish are” and 
putting together an extremely specific plan to reach your ideal clients, using your compelling 
marketing message, and do this easily and inexpensively. This includes referrals systems and 
strategic alliances. Once that plan is in place and running smoothly, we will add different 
marketing arms to it to increase your client base consistently. 

9. Become a master of Closing the sale It won’t serve you to put so much effort into marketing 
and Client Attraction if you don’t know how to close the sale properly. Here, we take you 
step-by-very-specific-step through the Soft Close that wins them over every time. This step 
alone will start making you more money than you’re making now. 

10. Implement systems for consistent action and results There is never a time you will stop 
marketing completely–unless you want to not have clients. The good news is, we will implement 
true systems to make sure it’s never time-consuming or full of effort. The systems we put in 
place will almost run by themselves and soon, you will be literally picking up the phone and 
signing on new clients you didn’t even know. 

 
Congratulations!!! Your Client Attraction System™ is fully in place and you’ll never have to worry about 
clients again. 
 
These are the steps of The Client Attraction System™ that I’ve created after working with thousands of 
independent service professionals over the last 8+ years to help them attract all the business they 
needed. 
 
In addition to these 10 categories, you will learn hundreds and hundreds of things to manage clients 
more easily, to make your time work for YOU, to close the sale without feeling like you’re selling, to 
work smarter not harder to eliminate the fears and self sabotage holding you back, and set up systems 
for making more money in your actual business AND in your Client Attraction efforts. 
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Does this really work? 

Yes! The result of our work is an approach to marketing your services that, over time and with your 
dedication, works consistently to attract all the clients you need. (See Client Testimonials) 

What results can I expect? 

You can expect to: 

1. Hone in on the EXACT clients or patients that will pay you what you’re worth, get great results 
and send you referrals 

2. Create a compelling marketing message that will make your ideal client say, “Wow, that’s 
exactly what I need, can I have your card?” 

3. Make your service stand out in your industry and in the marketplace 
4. Have created a Client Attraction strategy within the first three months 
5. Get proven ways of educating your environment so more than just your clients are sending you 

referrals 
6. Set rates that sell 
7. Create packages and programs so your clients stay longer and get better results, write you 

compelling testimonials, and have you make more money 
8. Learn how to handle your clients (and your time) more efficiently so you actually have time for 

MORE clients and more revenue 
9. Get out there and network effectively (for once) 
10. Reach your ideal clients in large numbers and inexpensively 
11. Work smarter at building your practice, not harder 
12. Close the sale without ever feeling sales-y 
13. Become an expert in your field (and be perceived, and paid, as such) 
14. Create new goals for your business every 90 days to keep pulling yourself into your future as 

opposed to pushing so hard 
15. Stay accountable to these goals and achieve them 
16. Set up referral systems 
17. Create power referral partnerships and strategic alliances 
18. Get proven techniques you can apply right away to not have to reinvent the Client Attraction 

wheel on your own 
19. Receive specific tools for you to use: “just add water” 
20.Create greater exposure and visibility for yourself and your practice 
21. Learn time saving techniques that will dramatically cut down your learning curve 
22.Make more money than you’re making now, while enjoying being in business for yourself even 

more than you’re enjoying it now 
23. Implement systems so you consistently market your services easily and can finally stop 

struggling to get clients, for good. 
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Can I contact some of your former clients to see what it’s like to work with you? 

Yes, I encourage you to! Please go to the Client Testimonials page and read all of them. See which 
ones you feel drawn to, either because the person has gotten the results you want to get too, or 
perhaps because that person is in a similar profession. Then feel free to email or call them and ask 
what they got from working with me and my programs. 

How quickly can I expect results? 

Obviously, this depends on how long you’ve been in business and how much you put into the 
assignments that we give you. That said, virtually all clients see results within the first couple of months 
in the form of new clients or new prospects, clients who stay longer, more revenue, turning more 
prospects into paying clients and more referrals from these clients. 

How can I guarantee myself that I will get more clients, in record time? 

Do all of your assignments and fieldwork. Be totally focused on Client Attraction (although it will feel 
like it when you see the results). Understand that it’s not a “quick fix,” it’s not magic and it takes up to a 
year for you to plant all the seeds and for those seeds to grow into the fruit that you can enjoy. All my 
clients who have diligently applied every step of The Client Attraction System™ have successfully 
grown their businesses, in much less time than they would have on their own AND have made more 
money than they’ve made doing what they do. 

Will I recover the investment I put into this coaching program? 

Yes, a resounding Yes! Many clients are excited to report that they were able to cover their investment 
often with only one new client. I want you to stop reading for just one moment to ask yourself, “What is 
a new client worth to me, and what is the average revenue I make from the lifetime of that one client?” 
Chances are, that amount will more than cover your coaching investment. Most likely, you will make 10 
times what you invested in this program in the next 3 years. The information and skills you learn with 
The Client Attraction System™ will net you 100 times what you invest in the next 10 to 20 
years…something to think over. 

What you’re regularly getting with this program (and my coaching) is what I call a series of PINGs or 
AHAs! that will move your business faster than you would on your own. Expect to get a lot of these as 
well as the resources you’ve been looking for and haven’t found until now. That’s what you’re investing 
in, results, more revenue, more profit, more clients, not just more “information.” 
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Fabienne, based on everything I’ve read and heard about you, I know you’re the one I want to 
learn from. What are my options for getting started with you? 

Congratulations on making a decision for success! I’m happy to work with you to achieve your 
business goals… 

For nearly 8 years, I offered private coaching programs that were exceedingly successful, and worked 
with hundreds and hundreds of clients in 5-month, 6-month and 8-month programs. I no longer offer 
these multi-month programs and am now offering more intense programs to create even better results, 
FASTER. 

To get started with attracting and keeping more clients, make more money and have more time off, 
here are the different programs and products I’ve created for you: 

1. We highly recommend that you start with the Client Attraction Home Study System™. It 
contains absolutely ALL the basics to help you make Client Attraction a priority, get clear on 
your positioning in the marketplace, craft your ideal client profile (and niche), create a 
compelling marketing message that PULLS clients in, package what you know, what you offer 
and what you charge so clients stay longer (and you make more), create PULL marketing 
materials, get out there in a BIG way, create your easy-to-implement marketing plan, become a 
master of closing the sale, and implement systems for consistent action and results. This is a 
Must-Have and will show you step-by-step exactly what to start doing—and stop doing—in your 
marketing, in order to have more clients, consistently, starting 
today. www.theclientattractionsystem.com 

2. With your purchase of the Client Attraction Home Study System™, you receive 2 free months of 
membership in the popular Client Attraction Inner Circle  which includes 2 biweekly calls with 
me each month, one income-generating Special Topic call, one Q&A call, audios, transcripts, 
open call-in laser coaching days with me, and CD’s delivered to your door. After the first two 
trial months, members continue to automatically receive coaching from me at a low monthly fee, 
unless you tell us otherwise. This program pays off BIG, especially at such an affordable rate. 
http://www.clientattraction.com 

3. Once you’ve worked through the thorough basics of the Client Attraction Home Study System™, 
and enjoyed the accountability, resources and support of the Inner Circle, leapfrog your 
business to the next level by attending the Client Attraction Marketing and Mindset 
Breakthroughs Workshop In just 3 days with me and a roomful of other high-achieving 
go-getter solopreneurs, you’ll shift the way you work, manage your time and priorities; you’ll 
create compelling marketing so that prospects call YOU; you’ll begin delegating, outsourcing 
and completely systematizing your business; you’ll learn the secrets to closing the sale 
authentically and without fail; you’ll set up additional ways of making money (passive AND 
leveraged income); you’ll learn my tricks for manifesting your ideal business by intending, 
committing and believing you can have it; and finally, you’ll master the INNER game of Client 
Attraction by eliminating the excuses, fears and behaviors that are currently sabotaging your 
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success. This Workshop will show you how to attract a LOT more clients consistently, make a 
LOT more than you make now, while having a LOT more time off. 
www.clientattractionworkshop.com 

4. At each workshop, I invite those who want exclusive and personal coaching with me to 
implement the workshop strategies to apply for the Client Attraction Private Mastermind , a 
yearlong program to radically skyrocket your income. We meet three times per year for 2 days, 
have monthly accountability and resource calls, and give you many emergency sessions to get 
you through your toughest questions easily. You also get to come to the live meetings and the 
next workshop with your spouse or key employee at no cost. This program creates the most 
results BY FAR, as you have me for an entire year to work directly with you on YOUR business. 
Applications are available at the workshop as attendance to the workshop is a prerequisite to 
membership in the Private Mastermind. 

5. High-achieving go-getters who want to move extraordinarily fast in building their Client 
Attraction systems can also contact me to apply for the Client Attraction VIP Private 
Consulting Day, just you with me . If accepted, we’ll spend a whole day in-person strategizing 
ways to create more programs and products, more ways of making money, and systems to have 
your business run like a well-oiled machine. In essence, I do a lot of the work for you. I also pull 
the curtain aside and let you see EXACTLY how I run my own business so you can model my 
systems and do the same thing yourself. To hear more details and send it your application for 
my review (I don’t select everyone, so I cherry pick my clients. Email my team at 
info@clientattraction.com for an application.) 

 
OK, I know which program I want. How do we get started? 

Great! Did you know that one of the most prominent characteristics of successful people is that they 
take action? They take educated risks, are decisive, take action, and they move forward towards 
success faster as a direct result of this. It’s a well-known fact these people make decisions based on 
their gut instinct. So, that being said, since this feels right for you, then go for it. 

Here’s what you do: just click on the info page links above or if you have a question, give my support 
team a call at 1-866-RAINMAKER or email my team at info@ClientAttraction.com and we’ll be happy to 
answer any questions you have. I can’t wait to meet you in person or on the phone to get you started 
on your path to more clients, more income and more time off to enjoy it all! 

If I’m not sure I’m ready to get started, how can I sample your work at low cost to see if it’s the 
right solutions for me? 

A way to sample The Client Attraction System™ is by subscribing to the weekly email newsletter. “The 
Client Attraction” email newsletter provides you with proven tips, the latest tools and powerful 
techniques from our Client Attraction Coaching Programs. It is a must for anyone who wants to attract 
high quality clients on a consistent basis. Subscribe here. 
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OK, I’m ready to do this for myself, but I have a couple of additional questions. Can I call you? 

Good, sounds like you’re ready to be pulled into your future! Yes, if you have a couple of questions, 
just email my team at info@ClientAttraction.com or call us directly at 866-RAINMAKER and we’ll be 
happy to walk you through the different options to see which one will be the very best for you. I can’t 
wait to see you succeed and am honored to be the one to help you. Let’s get going! 
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Module 2 
Your Warm ‘Em Up Playbook

“Makeover”-style testimonials 
 
 
Here’s my testimonial request form for getting really good testimonials: 
 

Hi_______,  
 
I'm writing to ask you a favor.  
 
Why you? Because you are one of my favorite clients and I cherish your 
opinion. It means a lot to me. I'm in the process of revamping my marketing 
materials and would like to ask you for some feedback on our work 
together in the form of a testimonial.  
 
Here's what I'm looking for, if you're willing to participate: 
 

1) Passionate/enthusiastic expression of the benefits and results you 
are enjoying/have enjoyed from working together. 

2) Before working with you, (brief statement of conditions before). Then 
(statement of the value you received).  

3) The 3 most significant improvements in my (number of 
clients/results/income/outcomes/productivity, etc.) thanks to you and 
The Client Attraction System™ 

4) (Optional) Something like: If anyone questions the value of your 
program, please have them call/e-mail me. I’ll be happy to talk to 
them about it. (List name, company, e-mail, website and phone.) 

  

Thank you! 
 
Fabienne 
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Module 3  
Your Magnetic Offers   
 

Kiva: Hi, everyone. My name is Kiva Schuler and I'm so excited to be here sharing this 
module with you today. I am privileged enough to co-mentor and teach our 
Growth Track students with Fabienne and she asked me to share this module with 
you, because helping our members create packages that create more time 
freedom, while creating more abundance and being more integrous in the way 
that we serve our clients, is one of my favorite things to do. Having programs and 
packages that your ideal clients are excited about is still part of our pre-work, 
because having juicy offers makes it so much easier for people to say yes to you. 
In fact, what I'd like to share with everyone is you'll know when you have offers 
that hit the nail on the head, the proverbial nail on the head, when your prospects 
say things like, "Oh my gosh, that is exactly what I need and want." 

Kiva: This training is about creating packages that your ideal clients will love. That they 
will feel like they have so much excitement and enthusiasm about their decision to 
work with you. Now, without this kind of framework it can be really hard on our 
clients to make a decision, but it can also be really hard on us. Many people have 
a difficult time converting prospects into paying clients because they have trouble 
talking about what they charge for their services. That's why programs are really 
important, because having set programs helps you feel more comfortable with the 
money conversation. You don't have to make things up on the fly. You don't have 
to feel like you have to tap dance. It just is your program and the investment is the 
investment.  

Kiva: The reason that we want to encourage you to create longer term packages and 
programs is one-offs and single session offers kind of leaves your clients in the 
lurch. It is unlikely for most of the services that I can think of that we would be able 
to provide long lasting transformation, results that stick, with one-offs and short 
services, because one time only client sessions don't give people that anchor, that 
framework, the structure to create lasting change. Left to their own devices, clients 
will forget to come back and schedule often enough to produce results. I want you 
to remember that it is literally your job to support your ideal prospects, people 
who need your help, to get into a program or package that's going to serve them, 
that's going to actually give them what they're telling you that they want.  

Kiva: Not a bandaid, not a surface-level decision, but whatever you are aware as the 
expert will actually get them the results that they need. One of the mindset shifts 
that I share all the time with our members and students is, when people come to 
us they feel like, I call it the new client tap dance, "I can do this for you. I can do 
that for you. Okay, I'll add this thing. Okay, I'll lower my price." We're trying to get 
the other person to say yes and show them that we'll do anything to have them do 
that. The switch is to actually turn the tables on that and approach any 
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conversation that you have with a prospect about your services like you're a 
doctor. You're diagnosing and prescribing a solution. If a doctor were to say to 
someone who was in pain, "Oh, you have appendicitis. You need your appendix 
out." That person is not going to say, "Well, I don't know. Maybe I should just take 
some Advil. Could you do it for less expensive?" No. 

Kiva: It really is just all about your energy, and your confidence, and making 
prescriptions that are based on your knowledge, your expertise to get people the 
results that they are telling you that they want. Let's talk about some benefits of 
time periods versus one time only offerings. When you sign clients into time 
periods or programs, you don't need to market as much. You have one of the 
most beautiful things you can have in business, which is recurring revenue. You're 
not actually having to go out and constantly put new clients into your practice, you 
can have the confidence that comes from knowing that you've got six months or 
12 months of payments coming in. Time periods produce better results from you 
and for them. They're going to love you so much more when you create 
containers that actually support them to get those results.  

Kiva: The language that we give you to justify that and to make it easy for people to say 
yes to longterm programs even when they want results right away, because 
they're human. You'll say, "Yeah, you'll absolutely get results right away. The 
reason it's a six month program is simply because there's a lot for us to work on 
and six months is simply what's required to produce lasting results." In your 
handouts for this week we've got a great article for you. It's by Jay Abraham and 
it's called "Let People Buy Time Periods." I want to encourage you to read through 
that, but more importantly, to really embody what Jay is saying about how it is 
actually in the highest interest of the people that we serve to think about your 
business and your offerings in this way. Best of all, when you create packages you 
don't have to charge hourly ever again.  

Kiva: You're not going to have someone come in one time and know that you can help 
them, and then have them never come back. You can also think of this in terms of 
maybe creating volume packs where you're selling 10-packs, or six-packs, or 
three-packs of your session. Or subscription programs where people are 
committing to a three-, or six-month, or even a year subscription model all in the 
name of lasting results for them, and more consistent revenue for you.  

Kiva: One of the things that we really embrace here is the idea that we can give our 
clients choice. Now, we're going to dive into something we call the three option 
philosophy of packaging and pricing. It's going to apply to your rate sheet, which I 
will teach you about in just a few minutes. The three option philosophy allows you 
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to set up different programs at different rates. You'll have a small package, a 
medium package, and a large package.  

Kiva: There's lots of reasons for you to do that. There's definitely some psychology to 
this methodology. First of all, you're going to give your ideal prospects and future 
clients different options that can fit their different budget levels. This allows them 
to feel more in control and like they're not being cornered into doing it any one 
way. You'll be more comfortable and confident because you'll know that you are 
offering just right packages for your ideal clients. This is also a great way to help 
you, especially if you have trouble talking about what you charge for your 
services. Because you're going to put all of this on your rate sheet. Your rate sheet 
will do the talking for you and allow you to close the sale more often without 
feeling that constriction that comes when it's time to share your pricing. 

Kiva: A rate sheet shifts the focus off of you and onto a clear and concise sheet of 
paper. After you create your three programs, which I'll walk you through here, 
you're going to go ahead and using the format that I'll share with you, put those on 
a rate sheet or program sheet. Once you have all of these mapped out large, then 
medium, then small, your ideal prospects will be able to select the option that's 
best for them. Some people naturally go for the biggest, fastest, super-sized 
option, just because that's their personality. They're the people that walk into a car 
dealership and want all the extras. Others are more cautious and they like to take 
their time doing things. Sometimes it's simply a question of money and what 
someone can afford. We want to honor that. We don't want to shame people or 
make them wrong because they can't afford our highest level option. 

Kiva: When you apply this methodology and start writing your rate sheet, you want to 
describe the biggest program first and then you're going to go down in scale to 
the smallest program. Make sure that the biggest program is the juiciest and the 
most attractive. As an example, a big eight-month program might include hour 
long calls instead of 30 minutes. You might give your ... we'll call it your VIP or 
Platinum Level clients, unlimited email access to you, or additional 15-minute calls 
if and when they need them. You can supply them recordings of all the calls, or 
Zoom sessions, or give them additional coursework. Perhaps you might start your 
offering with a half day of strategy, or deep dive into whatever you do either in 
person or virtually. The great thing about putting the big program first is as you 
describe them, people are going to get excited about what you've created.  

Kiva: Something about being human is that we do not want things taken away from us 
once we see the beauty of everything that we can have. You'll describe your 
largest program first, and then the medium, which might be similar, but perhaps 
without the VIP Day, or without the unlimited access, or it's the 30 minute calls 
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instead of an hour, but make sure and name each program so it's not like the 
thousand dollar program, the $600 program, the $300 program, but that you have 
things like VIP Total Access, the Fast Track program, the Basic program, and the 
Maintenance program. For each level, you're going to describe in detail who it's 
for. You'll include a detailed paragraph to describe what makes it different. You'll 
let them know which program creates the best results and also let them know 
which is the most popular, which is usually the best one, but only say that if it's 
true. 

Kiva: Remember, we're all about integrity, authenticity and love. We never ever lie or 
manufacture something that isn't true for the sake of a sale, because it really 
comes back to bite you in the end. You know that, or you wouldn't be here. In your 
handouts this week is a template for you to create this for yourself, so you're 
going to have program A, program B, program C. Then we also attached three 
different models or templates for you so that you can get some ideas and see how 
others have applied this methodology to their business. If you're just getting 
started, or you've been at this for a while, I want you to set rates that feel exciting 
to you. They're not so big that you feel like they're out of reach, but they're big 
enough that when you do get a client, you are going to be doing the happy dance.  

Kiva: Then as your confidence grows, your rates will naturally increase. You'll start to 
feel an internal discomfort. I just want to encourage you to listen to that. If you're 
starting to feel like that, "Eh, I got another client," feeling, it's time to raise your 
rate. When you put this into practice, you are going to close the sale much more 
often with more ease. You're not going to have to pressure anybody, because you 
give over control by allowing them to choose.  

Kiva: "If you wish to be wealthy, then act to create real value" – Ralph Marston. Let's talk 
about sweetening the pot, if you will, making your pie of offers even juicier. You 
want to blur the lines a little bit, because people sometimes get triggered by how 
much you charge per hour, and by creating a package that has lots of extras, you 
can really make it so people can't figure this out.  

Kiva: You'll do this by adding value and adding additional content, additional structure 
to your programs to blur the lines. I want you to think about adding things that 
your ideal clients will love, but that doesn't cost you much either in terms of money 
or time. This could be things like free articles, open office hours. Maybe they could 
come to your workshops, or retreats for free, or for a reduced pricing. Perhaps 
they get a complimentary membership to a club, or membership site, or a free 
course perhaps that you've created in the past. Also, there are lots of ideas in your 
handouts for this week. The great thing about this is that prospects feel significant 
and excited to sign up when you give them more than others would. Again, in your 
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handouts there are lots of examples and ideas for you so that you can apply this 
to your business. 

Kiva: Your action step is to complete your rate sheet this week. Remember, imperfect 
action. Don't overthink this. Just get it out there and then you can refine and 
iterate as you go. If you'd like to share your offers with our tribe, that would be 
amazing. Go ahead and in our Facebook group post your completed assignments 
so that you can get feedback. This is also where you'll ask questions. Happy 
program creating! Creating juicy programs is one of my favorite things to do and I 
love when I see our members and students take this out into the marketplace, 
because the results are so gratifying.  
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Fabienne: Hello, it's Fabienne and welcome back to our Boldly Close The Sale. This is where 
selling with heart, it becomes your priority so that you can attract more clients, 
make more money and have a much greater impact with your business. We are 
still in Block One. We're still in The Warm Up phase, because so much happens in 
The Warm Up phase, but now we are onto Module Four. Module Four is all about 
your mindset, your abundant mindset, and this is where I will teach you how to 
close the sale with ease and grace because you have confidence. Confidence that 
is boosted by a higher level of wealth consciousness.  

Fabienne: So, I want to start with talking about the fact that sales is an act of divinity. Some 
people see sales as taking something from someone, but it's not that at all. See, in 
the role of selling or closing of the sale, you are creating an opportunity for 
someone to have more of something that they want or less of something, in some 
cases, so that they enjoy their life more. If you think about the fact that some 
people at three o'clock in the morning last night were tossing and turning because 
they have a problem that you can solve, it is your imperative, what I believe your 
divine obligation to get them to work with you so that they are no longer waking 
up in the middle of the night.  

Fabienne: So, contrary to what many people think about sales, sales is not something that 
you do to someone. It is something that you do for someone. Without mastering 
the act of closing the sale, you don't get to do what you do. It really is that simple. 
So, today we are going to establish a mindset of success around closing the sale, 
so you can boldly close the sale with authenticity, integrity and love, and that is 
the Boldheart way. So, I'm going to take you through some mindset shifts that are 
going to be very important for you to close the sale up to 90 percent of the time. 
This is not something that we'll do all at once within 30 minutes, right? This is 
something that you're going to continue to work on again and again.  

Fabienne: Let me share this with you. The more you work on your mindset with me, the 
better the results will be. So, let's dive into mindset shift number one. You do not 
have to prove anything to anyone when you understand the true value of the 
service that you provide. You see, many business owners, especially women, 
approach sales with the idea that you must have the energy of needing to prove 
something to someone or to earn the business of your prospects, but you don't 
have to prove anything. I want you to imagine that you are a physician and you're 
meeting with someone presented with stomach pain. The physician would say 
"You have, let's say, appendicitis. You need surgery." The physician would not say, 
"Well, we could do this or we could do that. What do you think? I don't know. You 
don't have to work with me, and if we did half the surgery, we could definitely save 
you some money."  
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Fabienne: The physician wouldn't pull out degrees that might be hanging on the wall. She 
certainly wouldn't refer to them, and the patient in pain wouldn't ask to see them if 
they weren't clear of the value. The patient is in pain. You do not have anything to 
prove. Remember that they actually need you more than you need them. Like the 
physician, you are the expert. You may not have achieved worldwide status yet as 
being the prominent expert in your industry, but you are five feet ahead of your 
clients or prospects. You are in the trenches with them, but you are five feet 
ahead and your job, your role, is to diagnose and provide solutions. It's not even 
about selling. It's about proposing solutions. 

Fabienne: So, this is about you embracing the value of your offerings. I'm not sure if you 
know but I wrote a book called "Embrace Your Magnificence." This is about you 
embracing the magnificence of what you do because the more you are confident 
and secure in what you offer and what it does for a client's life, it can absolutely 
have the power to change their life. For some people, to save lives. We start there. 
We start with your conviction around your work. So, the very first worksheet in 
today's module is about embracing the value of your services and offerings, right? 
We all have a tendency to sometimes undervalue our work, right? Because it's 
familiar to us. We take it for granted. We assume that it's no big deal that anyone 
can do this. Why should I charge for this if this is such a no brainer for people?  

Fabienne: However, it is vital that we understand that what seems easy and natural for us 
can be absolutely transformative for those we serve. They just weren't born with 
that silver spoon in their mouth that perhaps you were. So, the first worksheet is 
about looking at the tangible outcomes of your offers and services and products. 
Really spend some time here. What are the tangible things that people get? 
Conversely, what are some of the intangible outcomes of your offers, services and 
products? I'll give you an example. In Boldheart Business, the tangible outcomes, 
when people join, let's say, the growth track, is that they go to 10 K a month. They 
go to six figures usually within the first 12 to 24 months, depending on when they 
join us.  

Fabienne: That is a very tangible outcome. They become marketing experts. They have 
omnipresence in their marketing, but an intangible outcome of being in our 
community is they feel confident like never before. They feel a greater sense of 
self worth. They feel like they're part of a tribe and they've met the people that 
they were meant to be friends with for the rest of their lives. That's not necessarily 
why they first sign up. They don't really get that that's why, that's what they're 
gonna get, but it's an intangible aspect, and you're gonna keep going through this 
worksheet and really looking at some of the consequences that your ideal client 
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will have if they do sign up, if they don't sign up, and putting a price tag on all of 
that.  

Fabienne: What that will do, this worksheet, as you spend time with it, will help you really get 
clear on, like, "Wow, what I do is actually really, really valuable," and this is 
massively important, especially when we get to the dollarizing part. I'll explain that 
when we get there. The dollarizing part of working within the closing of the sale 
conversation, okay? That's mindset shift number one.  

Fabienne: Mindset shift number two is that your needs, your personal needs are not a part of 
the equation here. Before you get on any closing of the sale conversation, call or 
meeting, remind yourself of the principle of non-attachment. I can't tell you how 
many people we've met who show up with their own beliefs and fears and needs 
and they want to control, and you hear that energy in my voice, right? Control the 
conversation because sometimes they want something for the client more than 
the client wants it for themselves, or perhaps that business owner needs the 
money so badly that they'll throw themselves too much in there. 

Fabienne: So, what I'm asking you to do is to release any of your own needs that may color 
the conversation. What I will say to you is prospective clients will smell it 
energetically if you need them more than they need you, and this is a complete 
turnoff. So, really check yourself. Do you need the money and how is that showing 
up in your closing of the sale conversations now? Are you coming with the energy 
of wanting to get a client? I spoke to somebody the other day who ... he was 
talking to me about just having this number, "And I've got to have 20 clients," and 
it didn't even matter if that person had a life or a pulse. It was just about getting a 
client.  

Fabienne: One of the things we're gonna talk about today is your own money story. Your 
own fears. Your own resistance around wealth and attraction in terms of money. 
So, this is about really letting go of the energy of white knuckling the closing of 
the sale and opening yourself up to receiving if it is a fit. There is this place where 
you can surrender and exhale into the closing of the sale conversation and really 
do everything you can to be of service and to provide solutions and to take a 
stand for that person without that white knuckling energy that is such a turn off for 
people.  

Fabienne: This is where I recommend, and I'm a spiritual person and perhaps you are too, 
whether you're religious or not. You can ask for divine guidance to come to the 
highest outcome for all. So, before I get on a closing of the sale conversation, and 
even when the person, they never know that I'm doing this, is that as we're 
introducing ourselves on the call, I close my eyes most of the time, and this is if 

 
© 2018 Boldheart           3 



Module 4  
Your Abundant Mindset   
 

they can't see me, right? I say, "Help me help them." I ask the divine, the universe, 
"Please help me help them." A lot of the times, that means that they should work 
with me, but whatever I'm looking for is for their highest outcome, their highest 
good, my highest good and the highest good of all concerned.  

Fabienne: I find when I bring that divine energy that ... I hope it's okay to say that feminine 
energy of not pushing but allowing in divine guidance, it really helps me let go of 
the attachment, because I'm just following what the universe wants me to do. One 
of the things that I'd love to share with you is this section from a book about 
learning the magic of non-attachment. Without realizing it, many of us confuse 
non-attachment with not caring. In actuality, the two are completely different. Not 
caring suggests apathy. I couldn't care less, it doesn't matter to me. 
Non-attachment on the other hand means I'll do everything possible. I'll put the 
odds in my favor. I'll work hard and I'll concentrate and I'll do my best to succeed, 
but if I don't succeed, that's okay too.  

Fabienne: Being attached to an outcome, holding on, takes an enormous amount of energy, 
not only during an effort but also after an effort is complete, after you've failed or 
been let down or were dealt a bad hand. Being non-attached, however, creates 
emotional freedom. It means holding on tightly but letting go lightly. It suggests 
trying hard, yes. Really caring, really showing up, but at the same time, being 
completely willing to let go of the outcome. Attachment creates fear that gets in 
the way. What if I lose? What if the deal doesn't go through? What if I'm rejected? 
What if? What if? What if?  

Fabienne: Your belief that everything must work out exactly as you want it to with no glitches 
creates enormous pressure. Everything rides on your success. Non-attachment, on 
the other hand, works like magic. It allows you to have fun in your efforts, to enjoy 
the process. It helps you succeed at whatever you are doing by giving you the 
confidence that you need. It takes the pressure off. You win regardless of the 
outcome. The act of your worrying helps you focus and stay on purpose. It helps 
you stay out of your own way. You know in your heart that even if things don't 
work out, everything will be just fine.  

Fabienne: So, we believe, at Boldheart, in the Hippocratic oath. I didn't know about this until 
just recently but the Hippocratic oath is an oath historically taken by physicians. It 
is one of the most widely known of Greek medical texts and in its original form it 
requires a new physician to swear by a number of healing gods to uphold specific 
ethical standard. We've borrowed that at Boldheart. Our Hippocratic oath is the 
following: we only transition to making our offer in a closing of the sale 
conversation when we have confidence that it is in the highest interest of our 
potential client and ourselves, meaning we only try to close the sale if it's going to 
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provide our potential client a better future. Something that they want and that they 
need, but also for ourselves.  

Fabienne: I'm not going to try to close the sale with a person who's gonna make me 
miserable, no matter how much I want the money. In fact, I've walked away from 
tens of thousands of dollars because I thought, "Uh-uh (negative), this person is 
going to make my life really difficult, so it wouldn't be in my best interest, right?" 
I've also said to people, "You know, I don't think that we should work together. I 
think that you would be better served with someone else," because I wouldn't 
want to have the guilt, if you will, at three o'clock in the morning knowing that they 
paid me all this money and that I wouldn't be the one to give them the answer. 
That being said, when we have made this determination that it is in their highest 
good and for our highest good too, then we stand firmly in our decision. Even in 
the face of the fears, resistance and obstacles, theirs and ours, that arise, right? 
But especially from them.  

Fabienne: So, what I'm saying is we determine, is it in their highest good to work with me? 
Yes? Okay. Is it in my highest good to work with them? Yes? Okay. Once I have 
made that determination, I will work hard to close them and to have them see how 
beneficial it is to work with me, but with non-attachment. I'm releasing it and 
surrendering to the universe. So, you see it's actually a push-pull between 
masculine and feminine. It's not all masculine, and this is why it works so 
beautifully. You'll see when we get to the actual closing of the sale script.  

Fabienne: Mindset shift number three. Take 100 percent responsibility for shifting your own 
wealth consciousness. This is more important than you realize. I see people mess 
up the closing of the sale conversation because their wealth consciousness is not 
there. They haven't upgraded their mindset yet, and we will be working with this 
on a much deeper way, much deeper level, at the mindset retreat. As you know, 
there is a three-day Mindset Retreat coming up, and you receive a free ticket. 
There will be hundreds of people there, and some people will have paid 
thousands of dollars to be there, but you will be there as my guest, as our guest at 
Boldheart, because wealth consciousness is such a huge part of closing of the 
sale. It is so vital to you closing the sale, making more money, having the life that 
you want, creating a much bigger impact with your business, so, again, it's vital 
and crucial that you get there.  

Fabienne: We are going to be spending three full days on upgrading your mindset, and this 
is the event in which I turn regular, normal people into multiple six figure business 
owners and into million dollar business owners, right? I want you to get how you 
upgrading your mindset matters a lot. Now, why does it matter so much? Why 
can't you just close the sale without working on your mindset? Here's why. You 
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are talking to another human being who has their very own set of limiting beliefs, 
fears around money, fears around commitment, fears around success and failure, 
and these entrenched ways of thinking.  

Fabienne: When your mindset matches their mindset, the mindset wins. Here's what I mean. 
If they believe that money is scarce and you believe that money is scarce, then 
money will be scarce and you won't close the sale. I've always felt this. The person 
with the strongest mindset conviction will usually be able to influence the other. 
This is not manipulation, this is about talking to someone and empowering them to 
make a decision to work with you. So, here's what I mean. If they have a money 
scarcity mindset or a fear of commitment but you have improved your wealth 
consciousness, you can firmly take a stand for them and believe in them so hard 
that they eventually say, "You know what? Your belief in me makes me believe in 
myself. I'm gonna do this," right?  

Fabienne: I want you to get that you have the power ... by upgrading your own mindset, you 
have the power to really sign up so many more clients than you're signing up now 
because you're not getting in the way. You're not playing God and saying, "You 
know what? She doesn't have any money. I'm not gonna close the sale with her," 
or, "I feel guilty closing the sale because she doesn't seem to be rolling in the 
money."  

Fabienne: Here's what I want you to know. There are 17 trillion dollars in motion around the 
world every single day. People have more money than you realize. In fact, one of 
the things we're going to be talking about is the law of elasticity when it comes to 
money. People will find the money when they really get the value of what it's like 
to work with you, which is what I'm going to be teaching you, especially in the 
closing of the sale conversation. Here's the thing that's crucial for you to get, is 
when you expand your own beliefs around money and around the good that 
you're here to do in the world, you can see your prospect's misconceptions 
around money and commitment for what they are. Not true, and not aligned with 
source energy. This is what I'm going to be teaching you on day one of the 
mindset retreat.  

Fabienne: What is the energy of money and how do you attract it and how do you manifest 
it? Day two is about changing all of your beliefs and your fears and your rules 
around money. When you can expand your own beliefs and about wealth 
consciousness and money, you will be able to see their misconceptions and then 
lovingly shine a light onto the truth, and just even in the closing of the sale 
conversation, you are changing their lives. So, this is why your own wealth 
consciousness is an issue of personal responsibility. It is massively important to 
accept personal responsibility in your own life. So, you'll see that there is a 
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Personal Responsibility worksheet. Now, I want you to look at this. Look at your 
financial reality as it is now. Rate yourself on a scale of 1 to 10, 10 being "I'm 
incredibly satisfied with the money in my life," 1 representing that you are feeling 
incredibly unsatisfied. Et cetera, et cetera, et cetera.  

Fabienne: These are the things that I believe, right? About taking personal responsibility for 
your current money experience. I want you to get that money is good, and we're 
gonna be talking about this again a lot on day two of the mindset retreat. Yes, 
money is like power. Some people will grab money and do terrible things with it, 
but this is not who we are at Boldheart. We do things with authenticity, integrity 
and love for the highest good of all, so, money is good. It creates freedom, it 
creates choice and it helps others. You can help more people when you have 
money than when you are barely scratching the bottom of the barrel. It's good to 
make money. Money is energy. What does that really mean? We'll go deep into 
the metaphysics and quantum physics of money at the mindset retreat once again.  

Fabienne: The universe wants you to be wealthy. If you call it God, God wants you to be 
wealthy. Everything that you may have been taught about money being the root of 
all evil is not true. The universe wants you to grow. The universe wants you to 
have a greater impact in the world with your life's purpose. In fact, in "The Science 
of Getting Rich," Wallace Wattles talks about more life to all and less to none. You 
are here to give more life and when you do that with more and more people, you 
are rewarded financially together.  

Fabienne: So, I want you to get that your income is a symbol of what's going on inside of you. 
So, if you're having financial struggle on the outside, if that is your life, then it 
means that there's an incongruency. There's a struggle inside. You do not have to 
work hard to get money. A lot of people think that if money comes easily, 
something's wrong. That is not true. In fact, what I've learned is the less you 
struggle, the more you make. It's simply a question of your mindset. It's the inner 
game that dictates the outer game.  

Fabienne: Joe Vitale has a fantastic quote around this. "When your conscious mind thinks 
you want something but your subconscious mind thinks you don't deserve it, or 
any other limiting belief, you will fail at getting what you want. Instead, you will 
actually attract what your subconscious feels is right for you. So, in order to attract 
what you prefer, your conscious and your subconscious have to be in agreement." 
This is why we're gonna take a deep dive into aligning at the mindset retreat your 
conscious and your subconscious, because when they are aligned, the actions 
that you take, the way that you show up with confidence and conviction during 
your closing of the sale conversations and all around your business absolutely 
changes.  
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Fabienne: Here's how manifestation works. It's super simple. Your thoughts must align with 
your feelings or beliefs, and when they do, your actions will align as well. When 
your actions, your thoughts and your feelings and beliefs are all aligned, that is 
when you create entirely different results not only in your business but in your 
closing of the sale conversation. So, if you're not making the money that you want 
to be making, something is incongruent. Something is not aligned. So, we simply 
need to locate your money hang-ups, right? Yes. You would think it's all about the 
script, it's all about the prospect, but it has a huge part to do with you.  

Fabienne: So, you're gonna look for your money hang-ups and incongruences. How do you 
know if there's an incongruence in your wealth consciousness? It's really simple. 
Your results will be different than your desires, right? So, we're going to unearth 
your core beliefs around money in your business, and we can only overcome what 
we acknowledge, so we're gonna look at all of these self-sabotaging beliefs that 
you may have that are getting in the way of you not closing the sale and not 
growing your business. Some of them could be, "They won't pay for this. I don't 
know enough, I am not enough. They'll find out I'm a fraud. I don't have the right 
personality to close a sale. I lack focus."  

Fabienne: What I want you to do is just look over, once we're done with this module, stay in 
the energy of it and pull out the worksheets and start highlighting or circling or 
starring the ones that really speak to you. Then you'll see that there is also some 
fears. Perhaps you avoid the money conversation because you have a fear of 
rejection or a fear of success or a fear of failure, a fear of humiliation or making a 
mistake. Circle those, right? That's the formula for overcoming fears, is to look at, 
first of all, what are they? Second, where did they come from? Often, I have to tell 
you, they are hand-me-down from parents, what we witnessed as a child usually 
before the age of seven, widely-held social and cultural beliefs around money and 
people who play a really big game and experiences gone wrong, right?  

Fabienne: We're gonna start the work here, but once again we're gonna do the majority of 
the work at the Mindset Retreat, so if you haven't yet, you absolutely must reserve 
your seat before we run out. Remember, you get it for free, but it's not guaranteed 
unless you sign up, right? That will be in all of your materials that you have 
received. Now, how do you change your beliefs? Well, just like with the fears, 
recognizing and acknowledging your beliefs is the first step. So, you're going to 
circle or star or highlight the fears and also the beliefs on that worksheet, and ask 
yourself where did they come from? How are they currently holding me back?  

Fabienne: Really get clear. Past modules have been about creating materials on the outside. 
Your interview with and your in preparation for our call email. This is internal work, 
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right? How is my fear of not being good enough or my belief that they won't pay 
for that, how is that holding me back in closing of the sale? How is it sabotaging 
my behavior? Another thing that happens for a lot of people is that they just don't 
really realize what's getting in the way. So, this is important for you to pull out your 
journal and get really clear on the specific things that are stopping you so that you 
can do something about it.  

Fabienne: You can't change something that you cannot acknowledge, and inevitably some of 
these things are in your way, so you need to see which ones. This is where you 
can choose to dismiss the negative beliefs. We're gonna dive much deeper into 
this when we see each other in person, but your beliefs and your fears may have 
protected you and kept you small at one point, but they no longer serve you, so 
it's time to let them go. When you catch yourself in negative self talk, you can 
choose to nip it in the bud, right? Just take action in spite of it. That's what I did.  

Fabienne: So, ask yourself around the fears the worst case scenario. For me, I realized that I 
had a really ... it was a crippling thing that was happening in my business. I thought 
that if my fear came true, my life would end, right? If I was humiliated or if I wasn't 
good enough or if I failed at something, it would just ... or if the money stopped 
coming in, my life would be over, but I had a coach who took me through a worst 
case scenario, right? This is the formula for overcoming fears, is really looking at, 
"Okay, if my fear came true, if my greatest fear came true, what is the worst thing 
that would happen to me? Would I survive? Would I be completely annihilated? 
Would I die?" Right?  

Fabienne: You're looking for the incongruence here. I'm asking you to drop the ego, drop the 
protection. You're just doing this work by yourself. No one needs to see this, but 
by all means, you can share what comes up on the Facebook group, on the 
private Facebook group, but speak the truth about your situations, right? Then 
when you shine the light on your money consciousness, you can see that you 
don't have to do things that you've done in the past. You can do things that you 
wouldn't have done in the past with courage. This is about having unwavering 
faith.  

Fabienne: So, the next worksheet is called "Shining the Light of Truth Onto Your Money 
Consciousness," and this is about the poverty mindset that is pervasive and 
insidious, and it's perpetuated everywhere, especially on television, especially at 
the movies, right? So, I'm going to ask you to think about what your thoughts are 
and what are your beliefs and where have you not been speaking the truth, right? 
This is about shining the light of truth on your fears and looking at where are you 
acting from, ego, which is fear in your closing of the sale conversation or intuition 
and love and feeling supported by divine guidance?  
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Fabienne: This is the internal work that must happen, right? What actions do you take now 
that are not in line with what you want? Where could you have more courage? 
What will you do differently based on all the internal work that you're doing today? 
This will radically change the outcome of all of your closing of the sale 
conversations. Doing this internal work ... perhaps it was easier to do the outside 
work, but this is where everything changes. This is why at Boldheart Business in 
our year long programs, we lead with mindset with everything, because I can 
show you how to close the sale. I can give you the script, but if you have beliefs 
around money and sales is taking and they won't pay for that or I'm not good 
enough, it will not work as well.  

Fabienne: You see, if you are struggling, it is because you are resisting the biggest change in 
the moment. The one that will set you free financially and with your level of impact. 
The biggest change in the moment is around your mindset. So, I want you to see 
this as an exciting opportunity to shift your mindset, to show up as a person who 
feels that she or he deserves to have a greater impact, that people want to work 
with you, that you do not have to prove anything because you are the solution that 
they've been looking for for months if not years. Okay? So as you work through 
your assignments, see it as a huge opportunity. Wow, okay, this is where my shift 
will come. In addition to the stuff I've worked on in terms of paperwork and 
collateral, in addition to the closing of the sales script that Fabienne and Caitlin 
and Kiva will share with me, this is possibly the most important work.  

Fabienne: So, work on completing your assignments. Feel free to share them on the 
Facebook group to get feedback, to ask questions. Just really show up and have 
fun with this. Reach out to the others and do it with them. Get a small group 
together. Work through the fears together. Again, have fun with this. We all 
believe in you so, so much. This is great work that you're doing. I'm really proud of 
you. I'm really proud for you. See you next time. You can do this.  
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Embrace the Value of Your Services and Offerings 

We all have a tendency to undervalue our work.  
It is familiar and we assume that it’s “no big deal.”  

However, it is vital that we understand that what seems easy and 
natural for us can be transformative for those we serve.  

 

1. What are the tangible outcomes of your offers, services or products?  

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________ 

 

2. What are the intangible outcomes of your offers, services or products?  

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________ 

 

3. What are the corollary outcomes of your offers, services or products?  

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________ 
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4. What are the consequences to your ideal client if they DO NOT engage with you to  achieve these outcomes?  

… in 1 year?  

… in 5 years?  

… over the course of their life/career? 

 

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________ 

 

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________ 

 

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________ 

 

 

If you had to put a price tag on the value of the outcomes and corollary benefits of your work what would it be?  

$_________________ 

 

If you had to put a cost on the consequences of inaction what would it be?  

$_________________ 
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Accepting Personal Responsibility  

for Your Financial Life 
 

1. Look at your financial reality as it is now. Rate yourself on a scale of 1-10, 10 being I’m incredibly 
satisfied with the money in my life, 1 representing that you are feeling incredibly unsatisfied. 
 

2. Accept responsibility for who you are right now and the fact that you are the one who got 
yourself there.  

 

3. Recognize that you have a choice, in every situation, every moment (no matter how dire the 
circumstance) to create change.   

 

4. When something goes wrong, openly acknowledge your mistake or part in it, even if you feel 
there were external circumstances that contributed.  

 

5. When there is a problem, don’t ask yourself who is to blame. Instead, ask yourself: “What could I 
have done differently?" or “what am I doing to cause this situation? What’s my role in it?”  

 

6. Forgive yourself: If you mess up, don’t beat yourself up over it. Just take responsibility and move 
on. 

 

7. Forgive others: When someone else messes up, don’t hold it against them. (If you cling to a 
desire to blame them, then you are shifting the focus away from your own personal 
responsibility.)  

 

8. If you’re not happy with a situation, do something about it. Make a plan, take action.  
 

9. Conversely, if you’re not willing to do something about it, don’t complain, don’t blame and don’t 
make excuses.   
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Acknowledge to Overcome 
 

“When your conscious mind thinks you want something but your subconscious mind thinks you don’t deserve it (or any 
other limiting belief), you will fail at getting what you want. Instead you will actually attract what your subconscious feels is 
right for you. In order to attract what you prefer, your conscious and subconscious have to be in agreement.”   - Joe Vitale 

 

The self-sabotaging BELIEFS  The self-sabotaging FEARS 

•They won’t pay for this 
• I don’t know enough 
• I’m not enough 
•They’ll find out I’m a fraud 
• I don’t have the right personality to succeed 
• I’m a failure 
• I lack focus 
• I can’t do this 
• I’m not worth it 
• I can’t have it all 
• My expertise is common sense 
• I’m not a good speaker 
• I don’t have what it takes 
• Who am I to do this? 
• My target audience is too small 
• There are too many competitors 
• My target audience has no money 
• I’m too disorganized 
• I don’t have all the answers 
• I’m not motivated enough 
• I shouldn’t charge for this 
• If I promote, I will seem like a used car salesman 
• This won’t work for my business 
• My industry is too unstable 
• This is hard work 
• I won’t be able to have a life 
• It will all be taken away  
• I don’t have time to market 
• I don’t have $$$ to market 
• I might have to travel a lot 
• I never win; why even bother 
• I need to learn more  
• It’s not appropriate for a woman to promote herself or 
make $$$ 

• Fear of rejection 
• Fear of overwhelm 
• Fear of success 
• Fear of failure 
• Fear of what others will think if you promote 
• Fear of humiliation 
• Fear of making mistakes 
• Fear of becoming greedy 
• Fear of not being able to pay the bills 
• Fear of not being enough 
• Fear of not doing things right 
• Fear of not filling a class to capacity 
• Fear of getting hurt emotionally 
• Fear of feast and famine 
• Fear of being vulnerable 
• Fear of being fully authentic 
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Circle the fears holding you back 
 

1. Determine where they came from 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

 
 
2. How are they currently holding you back? 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

 

 
3. How do they sabotage your behavior?  

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 
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Worst-Case Scenario   

“If my fear came true, what is the worst thing that would happen to me? Would I survive? Would I die?”  
 
_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 

_______________________________________________________________________________________ 
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Shining the Light of Truth  
onto Your Money Consciousness 

 
The poverty mindset is pervasive and insidious and it’s perpetuated at every turn. Acknowledging, 
recognizing and shining a flashlight is the first step. We’re all held back by fears and limiting beliefs. 

 
What are your thoughts? 
______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 
 

What are your beliefs? 
______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 
 

Where have you not been speaking the truth? 
______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 
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What actions do you take now that aren’t in line with what you want? 
______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 
 

 
Where could you have more courage? 
______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 
 

 
What will you do differently? 
______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 
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Module 5  
Closing the Sale: Part 1   
The Strategy and Art of the Getting 
Acquainted Call  
 

Fabienne: Hello. It's Fabienne and welcome back to Boldly Close the Sale, where selling with 
heart happens so you can attract more clients, make more money and have a 
much greater impact with your business. And this week we are onto Block Two, 
The Main Event! Module Five is about closing the sale. It's the actual closing of the 
sale and we're gonna discover part one today. There's two parts to this. Today is 
the strategy and the art of the Get Acquainted Call. And we are in the part of the 
training that is the most exciting. But, in actuality, it's also the easiest. It's the call 
itself. 

Fabienne: Today I'm going to describe to you what the sales script looks like. Others would 
call it a sales script. But at Boldheart, we know that this is an opportunity for deep 
connection and exploration and it's an honoring of who we have in front of us. A 
human being with a real life and real aspirations and it's also an honoring of 
ourselves and what we do in the world. When you have expanded your mindset to 
be open to receive new clients and lots more money and you are in that energy, 
the call itself is simply a matter of connecting with that prospect energetically. 
Believe it or not it's not as much about the tactics as it is about the energy. People 
feel your energy and knowing that the close of the sale will take care of itself by 
the fact that you are following the recipe, you can really land into that energy. You 
don't have to worry about closing the sale or taking. You can just trust the 
process. 

Fabienne: Now, on the closing of the sale call, what you know we call the Get Acquainted 
Call, the GAC, you are deciding if the prospect is a right fit client for you. And at 
the same time, you are deciding if you are the right solution for them and if so, 
which of your options, your different programs, products, or options would be the 
best fit. Then it's about getting to the yes gracefully. Now today we will cover two 
things. One, we're gonna get you set up for heart-based selling success, right? So 
that you could actually enjoy the process of closing the sale. And, number two, 
we're gonna discuss the mechanics of the first part of the call. 

Fabienne: Now, before you get on a call or have a get acquainted meeting, it's really vital, in 
my opinion, that you are grounded and prepared and it starts with energy. Energy 
is everything and everything is energy. A prospect might be hearing your words 
and seeing your body language and they feel that as energy. So it's important that 
you prepare your energy before the GAC. This is what I do and I recommend that 
you do too. Get into your heart before you get on the call. It's important that there 
is some time for you to separate what was going on in your life and get on the call 
with the right energy. And this could mean that you do a brain drain, if you have to. 
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A brain drain is just taking out a notebook or a journal and just writing all the stuff 
that's in your head and just allowing everything from your head to go onto paper 
or perhaps it's a meditation or just some deep breathing with your eyes closed.  

Fabienne: The idea is to intentionally move out of your head and into a place of love and 
compassion for the person that you are about to serve. This is not something I 
would recommend skipping. This is massively important. And so as you're 
breathing or meditating or whatever you're doing to get into your heart space, 
imagine that this person is spiritually contracted to work with you. What does that 
mean? Well, I'm a spiritual person, you may be too, and just imagine that part of 
their life's purpose, their trajectory on this planet has been planned lots and lots of 
years ago on another plane that they are meant to work with you. And that will 
give you conviction and confidence. But that would allow you to beam love to 
them. Even if you don't know them or you've never seen their face. Imagine 
beaming love to them. Let deep compassion wash over you. Allow your heart's 
energy to expand and love to fill every inch of your body and your surrounding 
area. Set an intention and call in divine guidance, if it feels right. Divine guidance 
to allow for an outcome that's for the greatest good of all. 

Fabienne: Right? If you're not meant to work with this person, let's not force them into it, 
right? It would be difficult for you to work with a non-ideal client. So what I do is I 
call in divine guidance and I say the following...and if you like it, write it down and 
use it yourself...all right, here's what I say, "Universe, please guide my thoughts. 
Please direct her thoughts to help her make a clear decision about working with 
me for her highest good, my highest good, and the highest good of all. Please 
connect with us now and guide us both. Thank you. And so it is." And I've always 
known that when you ask for divine guidance, you get it. It's my secret sauce, if 
you will. Write your intention into reality.  

Fabienne: This is Kiva's practice, she's been doing this for years. She recommends that you 
take a blank sheet of paper and you write the person's name in the top corner and 
under their name you write the investment amount of the program you intuitively 
feel would be best for this person so that you're holding this intention throughout 
the entire call. This sheet of paper with their name and with the amount of the 
program is where you'll take all your other notes. So everything will be right there. 
Okay? So that's some of the more intangible of the actions you can take. And then 
there's some tactical steps to take too. Make sure to review their submission from 
your prequalification packet and what I mean by that is make sure to read their 
answers to the questions that you originally sent them in the In Preparation for Our 
Call email. This is important. I usually underline things, circle things, make some 
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notes about what would be really good for them to learn or to work with me during 
our time together. It helps later on.  

Fabienne: Obviously, I don't think this needs to be said, but do not multitask when you are on 
a sales call. This is a really important conversation. I would not do it if you're at the 
airport, or driving or on a train. I would get a mother's helper and put the kids in 
another room...just really do not multitask. This is too important. Make sure that 
you have a pen and a few sheets of paper and a big glass of water near you so 
that you are comfortable. Take care of your needs before the call. 

Fabienne: Here are some best practices for increased rapport. Rapport is so key. What I 
found is that when you first start talking to someone, you can create a good deal 
of rapport and comfort. Comfort for them and even for you by doing three things. 
Match their energy, match their speed of speech, and match their tone. People 
feel more comfortable with you when you are matching them. So here's what I 
mean. If they are someone who is serious, get into your serious, you know, your 
seriousness. If they are high energy and "Oh, my God! I'm extroverted and I'm so 
happy to be with you." Then you get to be happy to be with them too, right? This is 
about meeting them where they are. This is called mirroring and it helps you foster 
trust with this person. Especially if you've never met them before. 

Fabienne: Now, it's not about you being someone that you're not, right? We all have different 
facets of our personality and sometimes we're excited and sometimes we're 
serious and this is just about finding that part of you that exists at times and then 
letting that shine through. 

Fabienne: Another thing I recommend doing is that you lean into the camera, if you're using 
Zoom. Right? Sometimes I'll lean into it. I don't press my face up against the 
camera but it's so much more personal when the frame ... the video frames your 
face and shoulders. I find this to be so helpful in making the person feel 
comfortable. Like I said, don't lean in too much but don't be too far away.  If you're 
doing Zoom or video, look at the lens. The lens at the top of your screen. Pretend 
that you're looking at their eyes. Pretend that that's their eyes and I believe that 
when you look into somebody's eyes, you're looking into their soul. And so it feels 
really personal when you do that. By all means, smile, smile, smile. Be happy. 
Don't be fake, don't be too Pollyanna, but just allow yourself to have a warm smile 
on your face. It makes people feel comfortable. 

Fabienne: Remember to slip into your heart and compassion. Right? Not your mind or the 
energy of getting or taking. That energy doesn't work, I assure you. And 
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remember we talked about this, don't be attached to the outcome. Yes, set the 
intention and be in your heart space, but you're here to serve above all else. You 
are here to help them make a decision to work with you and vice versa, and don't 
be attached to the outcome. 

Fabienne: Now, let's talk about what to do if you're meeting in person. And I have to say the 
first few years, I would say a year or two, I did a lot of these GAC in person at a 
café near my apartment. I would just say, "Hey, why don't you meet me on 38th 
and Madison. There's a great café there" and we would do it in person. What I 
learned is when you do it in person, the get acquainted call, is that you want to 
allow for a bit of extra time for the meeting. Sometimes they're late, sometimes 
you're late, sometimes there's some idle chitchat that happens, you're ordering 
that cup of coffee, all of that. So if it's in person, I recommend 60 to 90 minutes so 
that you don't have a meeting immediately after and you feel rushed through the 
closing of the sale process. If you're in person, you can still take notes. I 
recommend it. I used to do it all the time and you can even have your closing of 
the sale cheat sheet with you. Obviously, you don't have to hide it, but don't let 
them see what it says. Just have it there with you.  Relax and keep the meeting 
light. In-person sales conversations can be some of the most powerful and 
effective. Let it be fun.  

Fabienne: Now, let's dive into the Boldly Closing the Sale Cheat Sheet. I call it a cheat sheet 
because it allows you to have everything on one piece of paper. You're not 
cheating of course, it's just so practical to have it all right there. So as you'll see in 
your handouts with this module, this class, you will have the Closing of the Sale 
Cheat Sheet. Feel free to print it up now or you can print it in just a few. Now once 
you're done with this call, a lot of our Boldheart Business members actually 
laminate this. I recommend that you do too. Laminate it and put it in a place that 
you will always have it near you. 

Fabienne: So let's get started. I always start the call, you know, "Hi, how are you? It's so great 
to meet you" and I match and mirror their energy, their pace, their tone and all of 
that and then I say, "So, how did you hear about me or where did you first find me 
and what made you want to talk now?" And what I've found is that this gives me a 
lot of insight into the person I have in front of me. I can see their readiness level of 
how closed, if you will, they are and what I mean by closed, I don't ... well, it could 
be used both ways. Closed meaning their energy is closed or closed, how much 
have they closed themselves into working with me? And it's also good feedback 
on what marketing is working. If they say, "Oh, I saw you at that talk that you gave 
or that networking group" or "I found you online" or "So-and-so referred me." It's 
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great feedback and it takes just a moment to find out and then the "What made 
you want to talk now" gives you that indication of how much they're already...wow 
much they've already pre qualified and closed themselves to work with you. 

Fabienne: If somebody says, "Oh I've been following you for years and I know I'm ready to 
work with you and I just ... I can't wait." Then you know you've got somebody 
who's really well closed, if you will, qualified, and if somebody's like, "I don't know. 
I just wanna check you out, I don't know much about you." Then, obviously, it's 
going to be the different energy. 

Fabienne: So once you get the answers to those two questions, ask them the questions that 
you sent them in the in preparation for our call email, even though they sent you 
the answers by email already. I know this seems like repetition or redundancy, but 
that was preparation for them. You got to see the answers but you can say, "I 
know you sent me some of these, but I just wanna get some, you know, go deeper 
into the answers that you sent me. So tell me more about your situation." And 
you're taking notes. "And tell me, what's not working. Mm-hmm (affirmative). 
Mm-hmm (affirmative)." Just don't coach, don't fix, don't do anything, you're just 
asking the questions and writing down their answers. And I would recommend 
writing down their answers even though they already sent you their answers 
because often they are different.  

Fabienne: And then you ask, "What are you doing, currently, to change this?" And "What will 
happen if you don't change this situation? How will it get worse if you do nothing? 
What do you ideally want to work on together?" And this is a question that's their 
head, right? They're in their head. And what you wanna do is as they're answering, 
you're taking copious notes and I recommend circling the key struggles and the 
things they want to accomplish, right? So you can take pages and pages of notes 
but circle the big key things. The things that they're struggling with and the things 
that they want to achieve because we, in just a few minutes, I'm going to talk to 
you about how you recap these for them. 

Fabienne: So, with that last question, they've given you the laundry list of what they want. 
And this is head energy. It's just like, "I want this, I want this, I want this, I want this, 
I want this." Now, you're gonna take a deep breath and you're gonna slow down 
the pace and you're gonna take them into their heart with the following question. 
And this is how I ask it, "So, tell me, how would achieving this make a difference in 
your life?" And notice that I softened my tone, and I extended the time in between 
the words. "So, how would achieving this make a difference in your life?" And I 
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always have a smile. So, naturally, I have the smile right now 'cause I'm saying this 
to you and it's coming from a place of heart. Coming from a place of love.  

Fabienne: And here's what's gonna happen. I have done this Closing of the Sale 
Conversation thousands of times and this happens virtually every time. When they 
hear you say, "How would achieving this make a difference in your life?" they will 
actually slow down and often they will sigh. You will actually hear the energy 
change and them getting from their head into their heart space, that place of 
emotion. Because they will usually sigh,  or their voice will get softer. When they're 
giving you that laundry list of "I want this, I want this, I want this, I want this" and 
then all of a sudden, they're like, "Ah, well, I feel like I would have financial 
security. I would feel so much happier. I could take vacations with my family. I 
would finally feel accomplished in my life. Ah, I could finally da, da, da, da, da, da, 
da, da, da." And you can hear the energy shift just in their voice.   

Fabienne: And here's the miraculous thing that sometimes happens in this process. 
Sometimes, there will be so much emotion in this part of the call, when you've 
gotten them into their heart and you're in your heart space too, that a tear might 
roll down their face and yours too. I know this may seem surprising. Perhaps 
you've not experienced this before, but I want you to know that this is good. A lot 
of people are, especially business owners, want to fight the, "Oh my God! I got this 
person to cry! What's wrong? This is not good!" No, no, no, no, no, this is good. 
Don't fight it. Stay in that energy for a moment or two. And I have to say 
sometimes, often, when they go into a place of, "Wow! This is exactly everything 
that I've wanted" and there's a tear rolling down their face, a tear rolls down my 
face too and I don't stop it. I just let it be. I'm mirroring them. I'm with them. My 
heart is connected to their heart.  

Fabienne: And so you stay in that energy for a moment or two. And with the same tone as 
you just were in, when the time is right, you can say, "So, as I understand it, these 
are the things that you want to accomplish as a result of our work." And then you 
read all of the things that you circled. "You struggle with this. You struggle with 
this. You struggle with this. And what you want to accomplish as a result of our 
work is this, this, this, this, this, this, this, this." Then you pause and they'll probably 
say, "Yup, that's right." And then with confidence and conviction in your voice, you 
give them a capability statement. You say, "Yes, we can absolutely achieve these 
results together." And you're smiling. 

Fabienne: Now, obviously, you only say this if it's true. There is no lying here. Do not do that. 
If it's not true, if you can't help them, don't say that. But with conviction and 
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confidence in your voice you say, "Yes, we can absolutely achieve these results 
together." And what that does is it gives them confidence in you. Confidence in 
your work. Confidence and conviction in the idea that saying yes to working with 
you will bring them what they want. And then you're going to do the most 
uncomfortable thing for two to three seconds. You are going to pause. You are 
going to stop talking after the capability statement. 

Fabienne: And I know we're not used to, in our society, just like, not talking and creating that 
uncomfortable silence but I am asking you to do this. It will seem like an eternity 
but it's really only two to three seconds and I want you to just hang in there. And 
what happens is they then ... they don't wanna be in the uncomfortable silence 
just as much as you don't so they're gonna fill in the silence. And they will take the 
lead and really the only thing that they ... I've done this a thousand times, the only 
thing that happens is that they will ask about working with you. They will say, "So, 
tell me, how do we work together?" And this is super key that you pause for those 
couple seconds and you let them fill in the silence. It's key because it puts them in 
a feeling of being in charge. They're in charge, they're in control and they are not 
being sold to. They're asking. 

Fabienne: And we've talked about the fact that people love to buy but they don't love to be 
sold to. So you allow them to ask. You allow them to buy and you are not selling. 
And it shifts the energy. They don't feel backed into a corner and this is huge for 
trust. This is like you're working together now. So now that, you know...I want you 
to...we've come to this point. Super important. You've done, actually, the most 
important work and next week, we will talk about describing your different options. 
We're gonna talk about making the shift to your offer and how to respond to their 
answer of working together, whether it's a yes or a no. I'm gonna show you the 
elegant process of closing the sale on the spot and what to do if they don't close 
on the spot. 

Fabienne: This week, though, your homework is to practice going through this first part of 
the cheat sheet. Practice makes perfect, as you know, and learning to close the 
sale is like riding a bike. At first, you've got your training wheels and you've got to 
stumble a few times before you get it but once you do, you simply cannot unknow 
what to do. So, we need to practice. And on Facebook, on the private Facebook 
group, you can ask questions and find a practice partner and get some feedback. 
Practice with two or three people. Just keep asking the questions and just keep 
practicing getting from your head to your heart and beaming love, et cetera. Make 
sure to have fun with this. Okay?  Don't make this...don't over complicate this. 
Don't make it difficult. Reach out to the others in the program and do it with them. 
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Have fun! Have fun with this and just remember, we all believe in you. You can do 
this! Just follow the recipe, okay? See you next time. Lots of love. 
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Closing The Sale “Cheat-Sheet” 

In the Get Acquainted, ask them these questions 
● What’s their situation 
● What’s not going well 
● What they’re currently doing to change this 
● What obstacles, challenges and struggles they regularly come up against 
● What will eventually happen if they don’t make a change to this 
● What they want to see happening as a result of working together (head) 
● How achieving this would make a difference in their life (heart) 

Give them a capability statement 
● “Yes, we can achieve those results together” 
● Pause (important) 
● They’ll then ask you about your programs 

Describe your programs 
● Use rationales: “The reason it’s a 6-month program is simply that it takes that long to accomplish it all” 
● Give them the rates 
● Let them know they can pay for this upfront or in monthly installments 

Ask them the two most important hypothetical questions: 
● “If you were to do one of these programs, which one would you be leaning towards? What’s your gut                                     

feeling?” 
● “Great. If you were to go for the VIP program, when would you ideally want to start?” 

Once the client chooses a program and a start date, congratulate them! 
● They want to be sure they did the right thing 

If they don’t sign up, use my Bookending method 
● “I absolutely understand that you need time to think this over. I’ve been there too.” 
● “How much time will you need? 3 days, 3 weeks, 3 months?” 
● “Great. Because life often gets in the way of us making a decision that we really want to make, I propose                                         

we schedule a 5-minute check-in call to see where you are in your decision-making process.” 
● “That way, I don’t follow up with you unnecessarily and this will not fall through the cracks.” 
● “When would you like to schedule it?” 
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Fabienne: Hello. It's Fabienne, and welcome back to Boldly Close the Sale. This is your next                             
module to help you sell with heart so you attract more clients, make more money,                             
and have a much greater impact with your business. Today we are still in Block                             
Two. We're still in The Main Event. This is all about Closing the Sale Part Two, The                                 
Strategy and Art of the Get Acquainted Call. Today we are going to finish up The                               
Main Event, like I said, the Get Acquainted Call, or GAC as we like to call it here at                                     
Boldheart.  

Fabienne: Now, let's do a little bit of recap. At this point, you will have asked all of the                                   
preparation questions and you will have explored with them their situation. They                       
will have shared with you what's not working and what they want to achieve in                             
their situation. They will have spoken the truth about the consequences and                       
repercussions of not getting help. You will have asked how achieving what they                         
want will make a difference in their lives. So remember, you've taken them from                           
their head to to their heart with this question. And, you will have recapped all that                               
needs to happen in their situation or what they want to work on to make it better,                                 
so you will have read back all of your notes to them, including how doing so will                                 
make a difference in their life and their family's life.  

Fabienne: Now, we make the shift. This is where we make the shift from diagnosing to                             
prescribing. Because when they share what they want to achieve, it is now your                           
highest obligation to make an assessment, an honest assessment with integrity.                     
Can you actually help them? You can't help everyone, right? But can you actually                           
help them? Now, all of your prequalification materials, everything that you've done                       
before the actual GAC will likely have brought you somebody that you can help.  

Fabienne: But if the truth is no, and this happens every once in a while, and you can't help                                   
them, then you must own it. This is not about closing somebody that you can't                             
help. That's completely out of integrity. If you know in your heart, or even they                             
realize that you can't help them, then simply tell them this and then give them a                               
referral for someone or something, maybe a program or product, that you think                         
can help them. Then, thank them. We still want to honor this person. Because                           
even how you show up and saying no to them can have repercussions. Maybe                           
they really respect the way you didn't sign them up and they'll refer to you later.                               
Maybe they'll write something nice on your Facebook page. Who knows? But do                         
the integrous thing. Thank them, and then end the call. 

Fabienne: Now, when you know within your heart that the answer is yes and you can indeed                               
help them, you will give them the following capability statement: "Yes, we can                         
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absolutely achieve those results together." You say this with conviction and                     
confidence in your voice. Then, this is the most difficult piece: you be quiet. You                             
give them the capability statement and then you don't say a word. What happens                           
is in that two to three seconds, which seems excruciatingly long, even though it's                           
not, the silence will prompt them to ask you how it works. They will ask you about                                 
your programs. Then you could say, "I'm happy to. I'm happy to tell you how it                               
works." You follow it with, "You probably had a chance to read about how I work                               
and what the different options are in The Interview With [insert your name] or the                             
FAQ, but let's go over it again and give you some more context now that we've                               
gotten to know each other better."  

Fabienne: This is where you describe your programs. This is where you can take out your                             
rate sheet, if you're doing it on the phone, and just go over your programs. If                               
you're in person, you can show them the rate sheet and just start talking through                             
the programs. Start with the biggest one. Start with the large program, then go                           
with the medium, then go with the small. You can use rationales for the fact that                               
it's a program, not a one on ... you know, one-time session. One of the things I've                                 
been using for close to 20 years is the reason it's a six-month program or the                               
reason it's a one-year program is simply that even though you will get results right                             
away, it takes that long to accomplish all that we have to do together. Sometimes                             
I've said, "Listen, it took you 25 years to get to this place. We're going to need, you                                   
know, a few months to get you out of this place." 

Fabienne: After you use rationales, after you describe your programs, you give them the                         
rates verbally. As you describe these programs, you say, "So, this is the VIP                           
program. This is the blah blah blah, and best results by far because you get the                               
most access to me. This is blah blah blah per month." But, don't linger too long on                                 
the rate. We just kind of want to say, "VIP program. Quick description. And this is                               
the rate per month." Then, you go, "And this is the medium program," whatever                           
you've named it, "and this is who it's for. This is what it does. This is the blah blah                                     
blah rate per month." Then, to the small program. You want to just kind of describe                               
the next program without delay. Then, let them know that they can pay for the                             
program upfront and that it's the best deal because there's an incentive for paying                           
upfront or they can pay in monthly installment. So, you just let them know of that                               
right away, okay?  

Fabienne: Now, this is where you seal the deal without selling. You've just described their                           
programs, your programs. Then, you're going to ask them the two most important                         
hypothetical questions. Why hypothetical? Because hypothetical questions take               
the pressure off the prospect, right? At least in the beginning, this is a good thing.                               
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This is counterintuitive because a lot of people who teach sales will tell you, "Don't                             
let the prospect off the hook. This is where you put the pressure on," and I don't                                 
believe that. I don't believe that because when you've got the pressure on them to                             
make a decision, they feel like they're back in a corner and they put up their                               
defenses. 

Fabienne: So when you ask them a hypothetical question, they don't feel backed into a                           
corner. They're actually thinking about it. They don't have their defenses up. Then,                         
because you are not pushing them to make a decision on the spot, they will tell                               
you what's really going on in their decision-making process. It will make them feel                           
in control. I know that when I feel in control there's less nervousness, maybe                           
anxiety. This can be really anxiety-inducing for some people, okay? You're going                       
to ask it as a hypothetical question. 

Fabienne: So, question number one. You'll see this word come up, right? "Hypothetically                       
speaking, if you were to do one of these programs, which one would you be                             
leaning towards?" or Which one do you think would be the right fit for you?" or                               
"What does your gut tell you about which is the right one for you?" I used to say,                                   
"What do you think?" Then, I realized I was asking them to come from their head,                               
and I want them to come from their intuition. That's why I say, "Which are you                               
leaning towards?" or, "What does your gut tell you?" or, "What does your intuition                           
... Which is your intuition telling you is the right one for you?" I found that over the                                   
years that helped get a more clear answer than if I was directing them back from                               
their head from their heart into their head, okay? 

Fabienne: With this hypothetical question number one about which program their intuition is                       
telling them to go to, you are looking to get an honest assessment of exactly                             
which program they would choose if they worked with you. It gets them to make a                               
decision for themselves. This is not a decision for you yet. It makes them make a                               
decision for themselves without the pressure of committing to you just yet. But in                           
their mind's eye, they are actually moving toward commitment, but you're not                       
selling. They're moving themselves towards commitment based on one question                   
that you ask them. This is not manipulative in any way. They got themselves to this                               
point, right?  

Fabienne: In almost all the cases, they pick the right one for them based on their budget                               
level, based on how fast they want to go. In the majority of cases you can say,                                 
"Great. I actually believe that that's the best choice of the three programs for you,"                             
or, "Yup. My gut's telling me the same thing." Only once in a while you could say,                                 
"You know, I know you're trying to be careful here, but just know that my gut                               
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feeling tells me maybe this is the program for you." But, it's really best that you                               
don't unless they're picking something really that is not needed, okay? So, that's                         
hypothetical question number one. 

Fabienne: Question number two. We use 'ideally' here, or you could switch around, you                         
know, use 'ideally' in the other one and 'hypothetically' here. But, this is the                           
question: "If you were to go for the VIP program, the one that you said you're                               
leaning towards, when would you ideally want to get started?" I actually say it like                             
that. "If you were going to go for the basic program, when would you ideally want                               
to get started?" Here, you are looking to see where they are in terms of a start                                 
date. Because sometimes they don't know. But by the fact that you're asking them,                           
they have to make a decision for themselves. Again, this gets them to make a                             
decision on timing for themselves without the pressure of committing to you just                         
yet. But in their mind's eye, again, they are also making a buying decision here.                             
You see how cool this is? 

Fabienne: Because these questions are hypothetical in nature, they will tell you honestly                       
where they are in the decision-making process as it relates to working with you.                           
It's like this litmus test, right? This truth serum. Now, I've been using this process                             
for a long, long time, but I've also in other cases use what I call The Scale-of-1-to-10                                 
Process. This is how I say it, and I've used this for hiring. I've used this for                                 
everything, really. I would say something like this, "On a scale of 1 to 10, 10 being                                 
an enthusiastic yes, like yes, yes, yes, and 1 being no way, not interested, where                             
are you on the scale of 1 to 10 around working together?" If they say, "Well, it's a 7                                     
... " What I've noticed is that when you'll ask about the scale of 1 to 10, people tell                                     
you the truth. I don't understand why. I haven't figured that out yet, but I've been                               
using this for a long, long time in lots and lots of circumstances, and they always                               
seem to tell you the truth. When they say 7, you say, "Okay. Great. What makes it a                                   
7 and not a 10?"  

Fabienne: This is opening up the conversation for answering any objections, but real                       
objections, not fake objections that people use, such as ... you know, sometimes                         
they use money as an objection or they hide behind an excuse. They will likely                             
give you the real answer. Now, we're not going to discuss objections today. We're                           
going to do that next time. But, this opens it up for you to actually know the truth,                                   
so there's that. 

Fabienne: We're going to assume that they said yes, right? Here's how you seal the deal                             
gracefully. When they give you the answer, usually, you know, "I want to ideally                           
get started as soon as possible, like Monday." I can't tell you how many times                             
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people said, "I want to start yesterday." This is what you say: "So, as I'm                             
understanding it, ideally, you want to the VIP program and you would ideally like                           
to start as soon as Monday." With a warm smile on your face and without rushing,                               
you can now say, "So, should we actually do that? Should we set you up to start as                                   
soon as Monday in the VIP program?" Notice the sound of my voice. Notice the I'm                               
smiling. You can't see me, but I'm smiling when I'm saying it. 

Fabienne: I'll say it again so you can hear it. They say, "You know, I think VIP program. I think                                     
ideally I'd start on Monday if I were to do this." "So, should we actually do this?                                 
Should we set you up to start as soon as possible, maybe Monday, in the VIP                               
program?" You can pause here and you can stay in your smiling energy and you                             
can let them process your question. It's okay. They need time to think about it.                             
Now remember, you're not selling. You're asking a question. You're just                     
suggesting. Well, you told me you would do it starting on Monday and in the VIP                               
program, so just...maybe it's a little, you know, it's just an invitation. It's a nudge,                             
like, "Maybe we should do this. Should we do this? It's kind of fun." 

Fabienne: And when they say yes, which they often will, this is where you want to celebrate                               
them. This is where you want to say, "Yeah, Congratulations! This is awesome!"                         
Don't be afraid to put some ... You know, you got stay within your range of what's                                 
normal for you. I'm a really woo-hoo person, so you know, I'm know to say,                             
"Congratulations, this is awesome! I am so excited to be working with you." That's                           
authentic to who I am. If you're not as bubbly, take it down a notch, right?  

Fabienne: You can say things like, "This is a defining moment in your life. This is a time when                                   
you're drawing a line in the sand where from today everything changes. I'm so                           
happy for you. You will remember this day for years to come. Congratulations." By                           
doing this, you give them reassurance about making this decision to work with you                           
because the worst thing for most people is they make a decision then they say,                             
"Oh my gosh. What have I done?" And they doubt themselves in their                         
decision-making process, so reassure them. Give it some pomp and circumstance                     
if that's who you are, just celebration, right? And quietly congratulate yourself, too.                         
It's really exciting that you may now get to work with an awesome client who                             
needs you and whom you can help.  

Fabienne: But, the thing is it may feel like the sale is closed, but it's not, not until you have                                     
the payment details. You see, without the payment details you only have a verbal                           
commitment, but that does not amount to anything yet. I'm sorry to say they're just                             
words right now, right? You've seen people back away. Your job here is to swiftly                             
get to the financial commitment, and here's why. You are doing them a disservice                           
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if you don't. If you let them get away with just a verbal commitment ... I don't mean                                   
get away in a bad way. This is about understanding that without a financial                           
commitment on their end, there is always a chance to draw back. There's room for                             
hesitancy, talking themselves out of their dreams and giving up on their bigger                         
future. So, you have to take a stand for them by getting the financial commitment,                             
even if it feels a little awkward at first. 

Fabienne: This is where I want to have you embrace the mindset of what I call the One-Call                                 
Closer. You can close the sale in one call. Remember, we've talked about the fact                             
that if you let people...I hate to say the word off the hook, but they'll just talk                                 
themselves out of it and then they won't do it. Now remember, you're not selling                             
here. You're just asking questions and you're taking a stand for them to commit to                             
their bigger future, bigger, better future, and you we want to leave very little room                             
for wishy-washiness. It is your job to receive their yes by taking the payment on                             
the spot, okay? You may never have been taught this. Because if you don't, you                             
will allow the Law of Diminishing Intent to set in.  

Fabienne: Let me explain what the Law of Diminishing Intent is. That the longer you wait to                               
do something you know you should do now or you want to do now, the greater                               
the odds that you will never actually do it. This is true for them. So, I'm going to                                   
give you some languaging for the One-Call Close. Are you ready? Okay. Here's                         
what you're going to say step by step by step. And by the way, the last module, I                                   
gave you an abbreviated Closing of the Sale script. This module, you're going to                           
get it with all of this, all of this One-Call Close. This is the Advanced Closing of the                                   
Sale Cheat Sheet if you will. 

Fabienne: So, here's the language for the One-Call Close. Okay. So, here's how it works to                             
get you started. Just imagine that they said, "You know what? Yes. I am going to                               
do the VIP program and I do want to start on Monday." "Congratulations.                         
Congratulations. Defining moment. I'm so proud for you. Okay. So here is how it                           
works to get you started. In a moment, I will confirm all of your contact information,                               
so your email, and your phone number, and I just want to confirm that I know how                                 
to spell you last name and your mailing address and all that good stuff so that I                                 
can send you your welcome packet and all of the materials you'll need.  

Fabienne: "I will ask you in just a moment if you want to choose the pay in full. This is the                                       
best deal, remember? Or if you want the installments options it's totally up to you.                             
Your choice. I will also ask which credit card you would like to use, and I'm going                                 
to write down your credit card number. As soon as your first installment goes                           
through this afternoon, I will send you your welcome packet and all of your                           
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materials, and we will schedule your first session so we can hit the ground                           
running."  

Fabienne: What you've done is you've just set up exactly what they can expect. People love                             
to know what to expect. It makes them feel in control. It makes them feel                             
comfortable with you. It makes them trust you. So, you're going to ask them their                             
contact information just like you said you would. Just say, "I just want to confirm                             
the spelling of your name and your last name, and your email address as I have it,                                 
because this is what I sent your In Preparation for Our Call Email. It's that and your                                 
phone number. I just want to make sure I have your mailing address." 

Fabienne: When it's time for you to ask them for your credit card number, they will likely have                                 
already pulled out their card from their bag or wallet. This is because you already                             
mentioned that you would ask them for it. While you were explaining all the other                             
stuff, they probably went and grabbed their handbag and grabbed their credit                       
card that they want to use, right? This is where you will take down their credit card                                 
information. This is the seamless, and you kind of just...when you're describing,                       
you want to say it kind of like in a cadence, like, "First I'm going to da da da da.                                       
Then, I'm going to da da da da da da, and da da da and your credit card. Then da                                       
da da da da da da." So, it's not like this big weird thing. It's like, yeah, this is how                                       
we do things around here. They expect you to get their credit card number, and                             
this helps you close the sale in one call. 

Fabienne: Using this process, once you've gotten the yes, works virtually every time. I have                           
rarely seen it not work. Literally, practically 100% of the time once you've gotten                           
the yes. Then, of course, they'll confirm which program they want to do. At this                             
point, you've got everything you need to officially close the sale. You are in charge                             
of the financial payment, right? You could say, "Okay. We are all set." This is where                               
you congratulate them once again, right? Like, "Again, I am so happy for you. This                             
is going to be great. We're going to do such good work together. Everything you                             
listed we're going to achieve. It's going to make a difference in your life."                           
Celebrate them because they made a wonderful decision and let them know that                         
you are over the moon excited to support them to have the result that they want.                               
Remember, be yourself. Don't be somebody you're not. Don't try to be Fabienne if                           
you don't have the same personality. But just celebrate them once again, because                         
now they've given you their credit card number.  

Fabienne: At this point, you want to immediately, once you get off the phone, you know, "I                               
can't wait to start." You want to immediately send them by email your client                           
agreement or DocuSign, or Echo Sign and send them their welcome packet by                         
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email. You want to get things started right away. I used to make the mistake of                               
waiting a few days, and then people would just backtrack. This will help you avoid                             
buyer's remorse by getting them started right away. One of the things you could                           
do also is send them a gift in the mail or send them just a little something just kind                                     
of to seal the deal once again, okay? 

Fabienne: So, that's the process of the second part of the GAC and becoming a one-call                             
closer. You did it! You did it. This is it! This is something that you will use for your                                     
entire lifetime in your business, right? So, it's time to practice, practice, practice.                         
Next time we'll talk about objections. What if they don't say yes? What if they don't                               
say, "I want to do VIP starting on Monday"? We're going to help you with                             
everything to help them make the right decision for them, okay? So, practice,                         
practice, practice. 

Fabienne: On Facebook, as always, you can ask questions and find a practice partner, and                           
get feedback. Just remember to have fun with this. This does not have to be                             
boring, right? This can be really fun, really loving, really honoring. We really                         
believe in you. I know you can do this. Thousands and thousands of people have                             
been able to successfully close the sale so much more because of this, and I know                               
you can do it, too, okay? I'll see next time. Sending you lots of love.  
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One Call Close Language 
 

It is your job is to receive their yes by taking the payment on the spot, or you will allow The Law of 
Diminishing Intent to set in! So once they tell you (based on The Closing The Sale Cheat Sheet) when 
they would like to get started, you make a transition into the One Call Close:  
 
It begins with the Law of Diminishing Intent definition:  
 
“The longer you wait to do something you should do now, the greater the odds that you will never 
actually do it.” 
 
OK, so here’s how it works to get you started. 
 

● “I will in a moment confirm all your contact information so that I can send you your welcome 
packet and all the materials you’ll need (spelling of your name, email, phone, mailing address.)” 
 

● “I’ll ask you if you want to choose the pay-in-full (this is the best deal) or the installments option, 
totally up to you. If you’re not sure, we’ll just start you off with the installments option today and 
we can always upgrade to the pay-in-full at a later point, so you get the full savings.” 
 

● “I will also ask which credit card you’d like to use and confirm your credit card number.” 
 

● “Then, we’ll schedule our first session now, so we can hit the ground running.” 
 

● “As soon as your first installment/deposit/payment goes through, I/my assistant will send you 
your welcome packet and we can begin!” 

 
 
(And then you’ll simply take their information as stated above.) 
 
When it’s time to get their credit card number, they will likely have already pulled out their card from their 
bag/wallet!  
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Congratulations on your enrollment into the Growth Track! 
 
Woohooo! We want to be the very first to congratulate you on enrolling in Boldheart Business™! 
 
As you know, the Growth Track of Boldheart Business™ is a total-support program that teaches you exactly 
how to get more clients and make more money (to get to 6 figures, quickly and predictably). It’s strategy as 
well as support, using a step-by-step plan, and then implementing the steps consistently, so you fill your 
client base faster than you would on your own.  
 
Our primary focus over the next one to two years is to create your ideal client profile, hone your marketing 
message, determine your uniqueness in the marketplace, get you networking and speaking to get clients, 
continually stay-in-touch with prospects, build your list, create a client attractive website, manage your clients, 
craft client attractive marketing materials, set up a marketing schedule, fill your pipeline, set rates that sell, 
charge more and get it, create packages so clients stay longer, close the sale like a pro, put your marketing 
on auto-pilot, and so much more. Phew! J  
 
Your online curriculum modules, coaching sessions with your coaches, teachers and mentors, mastermind 
pods, in-person retreats, quarterly activators, support from the group and daily accountability will keep you 
focused on what you need to do DAILY to ramp up your business comfortably, while having you stay 
accountable to your peers (and the Boldheart Team) and implement the steps needed to reach six-figures. 
 
We celebrate you for saying yes to having some “skin in the game” and working on your business with us. By 
following this structured growth process and implementing step-by-step the shifts needed for you to thrive, 
you will indeed thrive! We’re excited to watch you get results, get confidence in marketing and make more 
money in your business. 
  
Together we’ll make sure that by this time next year, you’ve reached important goals and are growing 
consistently. Following this initial year, members move up to the Accelerator Track to stay connected to their 
tribe, receive additional small group support and continue to receive amazing benefits until they’re ready for 
the next level of curriculum. Others who qualify, transition directly into the Leverage Track to master the next 
level of entrepreneurship: the Leverage Stage. (Please know that you can move up to the Leverage Track as 
soon as you qualify.)  
 
Important details are included on the following pages. We recommend that you keep this document in your 
Boldheart Business folder, as it contains information you’ll refer to often during our time together. 
 
We can’t wait to do this with you! Here’s to making this your BEST year yet, and then again and again each 
year! Let’s get started… Woohooo! J 
 
Big hugs to you, 
 
Fabienne and Kiva 
 

 P.S. You should have already received a “Business Questionnaire” to complete so we 
get even more clarity on your business and your goals for your first year in the 
Program. Once completed, you’ll receive details and next steps for moving ahead. 
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Below are the details for your yearlong enrollment in the Growth Track… 
 
1. Two 2-day in-person group retreats within your program year: 

 
• Please travel to see us the day before the meeting to prevent missing the first valuable part of the 

meeting. Also plan on being there until the end of the meeting. We end at 5:30pm (at the latest) on 
the 2nd day – allowing you to book a flight home anytime after 7:30pm on the 2nd day. Or, consider 
returning the day after so you have time to plan out next steps while still away from the distraction of 
your office, and have a brainstorming dinner with your fellow members, or simply to relax. 
 

• Please do not make other plans in the evening of the first day, as you’ll want to spend additional time 
with your fellow members, getting to know them and continuing the conversations started that day 
(this usually includes a fun evening session). 
 
• Prior to each meeting, you will receive an email with a request to confirm your attendance. You 

will receive all logistics and travel/accommodation details upon registration. 
 

• Business Partners/Spouse:  
 

You are welcome to bring your spouse, an employee (1099 or W2) or documented business partner 
to attend ALL of the meetings included in your program year for a one-time additional administrative 
fee of $1,500. Having this support makes a huge difference in you implementing the resources and 
guidance from the meeting (it helps to have a second set of ears and hands for note-taking). Our team 
will contact you once you’re registered for your meeting to confirm if you’d like to have your partner 
attend the meetings with you and arrange for that separately. (This is a one-time fee for participation 
in the entire year’s worth of meetings for your guest. Please note that the additional fee is for all 
meetings, or just one.) 

 
• Meeting times and meals: Please join us outside the meeting room for a light continental breakfast 

(our treat) each day at 8:00am and we will start at 9:00am (sharp) and go until about 5:30pm, each 
day. If you require a protein-rich, gluten-free or vegan breakfast, dining in the hotel restaurant before 
the meeting begins or ordering breakfast in your room may be a better option as choices are limited 
with the hotel’s continental breakfast. We want you to be happy and energized before we start! J 

 
• Meals: Beyond the light continental breakfast each day, you are free to have lunch wherever 

you’d like, within the hotel or nearby restaurants (we recommend using that time to be with your 
fellow members, network, create strategic alliances, brainstorm, share resources and get to know 
each other even better). Typically, the hotel provides an affordable and healthy buffet-style lunch 
with plenty of options. We recommend this for its convenience and proximity. 

 
• Our team negotiates hotel guest room discounts for each meeting. You will receive hotel details as 

soon as you confirm attendance for the meeting. 
 

• After you’ve had dinner with your fellow members, please join us in the evening of the first day of 
each meeting for a festive and fun reception as a group. Although it is more convenient to dine in the 
hotel, we will be happy to provide you a list of local restaurants we enjoy. The reception is our treat, 
so we can spend more quality time with you, getting to know you better and for you to enjoy some 
fun downtime with your fellow members.  

 
• How these meetings work best:  

 
• These meetings work best when we honor the integrity of the event; show up on time, be in 

communication, honor each other's space and keep confidential each other's business practices 
and ideas in development. In other words, a powerful and safe space for all, now and moving 
forward as new members join the Growth Track throughout the year. Each member will be asked 
to sign a confidentiality contract regarding this, just in case. 
 

• Each meeting will consist of training on marketing, getting clients and increasing cash flow. 
 



    

 
Boldheart, PO Box 113345, Stamford, CT 06904 

866-RAINMAKER (toll free/fax) | support@boldheart.com | www.boldheart.com 

• The meeting will also include lots of Q&A time, laser coaching, hot seats, marketing advice, 
segments on “what’s working now”, business makeovers, and group masterminding with your 
fellow members, to create actionable next steps you’ll take until we meet again.    
 

• As you can imagine, we want to devote our full attention and time to the learning process during 
the meetings. That said, we prefer that you use your laptop for note taking, rather than checking 
email or surfing the web during our meeting. We also ask that you turn your phone off so you can 
fully commit to this business-building time in your life. 
 

• Please understand that our meetings and Facebook groups (basically, Boldheart Business™ as a 
whole) are no self-promotion zones. To keep the integrity of the group, please refrain from 
pitching your services online or in person. 

 
2. One 60-Minute Intensive Strategic Planning Session with Your Boldheart Facilitator 
 

• You will receive a one-on-one 60-minute strategy session with your Boldheart Facilitator to jump into 
action with dedicated time and focus to map out your 12 months in the program and gain clarity on 
your marketing, revenue growth strategies and overall business planning. This session will jumpstart 
your program and set you up for a successful experience. 
 

• Please understand that your completed business questionnaire must be filled out in its entirety before 
your one-on-one strategy session can be scheduled. 

 
3. Four Half-Day “Miracle Growth” Live Trainings 
 

• Implement one high-growth marketing activity per quarter to dramatically increase the number of 
ideal, high-paying clients you attract. 

 
• Done-for-you marketing templates to use, proven scripts to use, website templates to model and 

processes to follow (such as how to build a large email list that generates clients, how to create 
passive income in your business, how to speak to get high-paying clients and sell products, how to 
use video to get new clients, how to publish a lead-generating book in 90 days…). 
 

• You’ll join us virtually for the entire session via Zoom Video Conference. All you need is your 
computer and an internet connection. We realize that it’s not always possible to make it to each and 
every session, so we record them and add the replays to your online Member Center. Just make sure 
watching these are a top priority, as they will be of great value to you.  

 
4. Coaching and Mentoring Sessions 

 
• Bi-weekly coaching (you’re typically never more than a few days without our help for clarity and 

answers to your most pressing questions). 
 

• These sessions allow you to get dedicated focus time, to strategize with, and gain clarity from your 
coaches, teachers and mentors, who will support and champion you in getting to the next level in 
your business. Receiving expert coaching each month in the areas you need help with will hold you 
accountable and allow you to implement faster than you would on your own.  
 

• Use these sessions to map out your next 30-60-90 days, get clarity, specific direction on your 
marketing and create the plan and next steps to move you forward in ramping up your business. Your 
coaches, teachers and mentors will help determine practical next steps and provide you with the 
resources to reach your goals.  

 
5. 36 Online Marketing Trainings 
 

• Both video and audio, 15-20 minutes each, delivered the first 3 weeks of each month. The 4th week is 
for rest or further implementation. 
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• The curriculum modules in your Growth Track year are designed to have you take action in getting 
clients and making more money. The modules and any related assignments are available in the 
Online Member Center while you’re an active member in the program.  
 

• Approximately every week for the first three weeks of the month, you will receive an email notification 
announcing that your next module is available. Each module will teach you marketing and Boldheart 
Business strategies that work. Imagine being shown exactly what to do to get clients, how to do it and 
in what order to do it in, while being able to model specific examples that work. Each module builds 
upon the previous ones and are typically 15-20 minutes in length (short enough to easily fit into your 
schedule, and enough time to get you what you need, so you implement quickly and don’t feel 
overwhelmed.)  
 

• Here’s a sample of what we cover in our training throughout the year: Creating your ideal client 
profile; honing your marketing message; determining your uniqueness in the marketplace; 
networking and speaking to get clients; how to stay-in-touch with prospects; building your email list; 
building a client attractive website; client management; best marketing materials; your marketing 
schedule; filling your pipeline; setting rates that sell; charging more and getting it; creating packages 
so clients stay longer; closing the sale; getting clients online, social media; content marketing and 
blogs; teleseminars and webinars; your marketing on autopilot, and more. 

 
6. Monthly Masterminding Pods 
 

• You’re invited to attend a “hot seat” mastermind session for your business every month. 
 

• Your facilitated peer group is your confidential and safe place to get help, solve your challenges, 
evaluate opportunities and get clarity on next steps. You’ll receive strategies by your peers while 
being held accountable to reach your goals. There are no Mastermind Pods for the months of the in-
person retreats. 
 

 
7. Monthly Implementation Days™ 
 

• Work on your big marketing activities. 
 

• These are “live” with your tribe: no more implementing alone! Sit at your desk and work with us live, 
get your big rocks accomplished and off your “to do list” in the Vortex, with your community. No 
longer feel so alone or confused, because we are here for you and you’re held accountable. There 
are no implementation days for the months of the in-person retreats. 

 
8. The Fastest Path to Cash Training Session, at no charge: 
 

• You will receive complete online access to The Fastest Path to Cash. This training is an important 
component of your success and will give you the jumpstart you need to quickly focus on money 
generating activities to accelerate your business income. This training is essential to help you realize 
a quick return on your investment in the Program. 

   
9. The Client Attraction System®, at no charge:  
 

• You will receive complete online access to The Client Attraction System®, worksheets, exercises, 
templates and so much more…This complete guide to attracting more clients is the perfect "jump 
start" to your program. Consider reading it in its entirety as a prerequisite to beginning the modules. 

 
10. Three “Deep Dive” virtual trainings: 
 

• Throughout the year, there are additional 1/2 day “Deep Dive” events on various topics delivered via 
live video webcast. 
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11. Free tuition to the 3-day Mindset Retreat event within your program year: 
 

• You are invited (and highly encouraged) to attend the Mindset Retreat during your 12-month 
enrollment, to help you accelerate your progress, “sharpen the saw” and get even more from your 
Growth Track experience. 
 

12. Private Facebook Groups for the Growth Track and your Mastermind Pod: 
 

• Use these as your peer mentor groups for sharing wins, requesting advice, networking and 
collaborations. 
 

• You will be invited to participate and to connect with your fellow members. Use this to stay in touch, 
ask for feedback on materials you’re creating, get support, brainstorm, share ideas and celebrate big 
wins with each other throughout the year. 
 

13. Daily “ Accountability Buddy” Calls:  
 

• Once you’ve connected with your peers during your first Mastermind Pod session, you will be asked 
to select one member as your Accountability Buddy (AB) for that period, someone to check in with for 
5 minutes each weekday to keep you on track and moving forward on your assignments. Whom you 
select is up to you. As we go along, you will be asked to switch your AB and pair up with a new one 
each quarter. This will help you create lifelong relationships and accountability measures, with a 
series of different, high-achieving peers. (This will become priceless to you!) 

 
14. Daily Accountability Emails to keep you motivated and on track with your assignments: 
 

• Each workday you will receive an email message from us with a short lesson or brief assignment 
about keeping you on track and implementing. This is your Daily Accountability prompt, to get you 
focused on what needs to happen today for you to quickly fill your practice. Our focus is on 
IMPLEMENTATION!  
 

• Getting clear and focused on your “To Do” list each day will help you identify the *3* things will you do 
before end of day to move closer towards your big goals (these will be your priorities for that day.)  

 
15. Planning and Strategy Session 
 

• Map out the next year and strategize your income acceleration activities for the full year ahead. 
 
As you can see, you’ve just joined a very powerful, full-support program to help you with the right marketing 
and business growth strategies to get more clients and make more money (to get to 6 figures quickly and 
predictably). 
 
Our intention for you is that you receive a return on your Growth Track investment in the first 6 months in the 
form of new clients you’ll sign on. That said; please understand that it is your responsibility to do the work 
within the framework we’ve set for you. You don’t get results from things you don’t implement. 
 
That means we need to talk about… Personal Responsibility: 
 
1. Make time for the online curriculum modules, coaching sessions, in-person meetings and your 
assignments. 
Commit yourself to this program. Make time in your schedule, each day and each week, to do the 
assignments and to take notes, including checklists of action steps for yourself. The classes are about 20 
minutes, and we urge you to stay on track as they are released to you. That way, you’re sure to get results. 
Accountability and consistency is key. Make this a priority. J 
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2. For best results, do the exercises as we go along. 
With your coaching sessions and curriculum modules, you will be given assignments to complete. Please 
complete your assignments and stay on schedule with us. This is VERY important, because if you're anything 
like us, you have intentions of making the time to go back and do these things later on your own, but it 
doesn’t always happen, does it? So please schedule time after each class or coaching call, and complete 
your assignments before you move on to anything else. 
 
3. Avoid skipping steps. 
Although you might be tempted to skip something, especially if you think you already "know" the answer, we 
recommend you do everything. Each curriculum module builds on the previous one and is there for you to 
use so you don't reinvent the wheel to see results. The program is absolutely sequential and each part of it is 
there for a reason.  
 
4. Participate and engage in the Facebook Groups. 
There’s nothing like a high-achieving group of peers to keep you moving, give you accountability and 
brainstorm with you to achieve results. Our most successful members are typically those who engage. You’ll 
find that the collaboration and camaraderie of this group will be an essential part of your growth process. Use 
the collective wisdom of the group!  
 
5. Commit to your coaching sessions. 
Be sure to schedule and attend all of your coaching sessions. These sessions will be very valuable to you. 
You’ll come to the sessions prepared with your specific questions. Because of this, you’ll receive direct and 
specific answers to get you unstuck on your assignments and keep you moving.  
 
6. The key is to just do the work. 
Have you ever read a book that you thought was really good, chock-full of amazing ideas? You probably 
underlined it, highlighted sections and dog-eared a few pages. But we'll guess that at least once in your life, 
you put that book back on the shelf and never applied the great ideas you read, and because of this, you 
didn’t make much progress. We want results for you, so our advice to you is to DO the assignments and take 
ACTION! Your business is too important not to do this. 
 
A final note about your commitment: 
 
Although we at Boldheart see this program as a 4+ year process that allows you to advance to new tracks 
each year (many members are currently entering their 3rd or 4th year), it begins with a one full-year 
commitment, with the option to move up a level at the end of each year or to move to the next track of the 
program. As a member of this very special group of authentic high-achievers, you are committed not just to 
this process for a full year, but most importantly, to the other members who will come to depend on your 
support and input (as you will theirs).  
 
Please know that the commitment you are making is a commitment to the existing members, to us, to YOU 
and your commitment to your success, and that it is also a 12-month legal and financial commitment that 
cannot be canceled. Leaping to the next big level in your business requires nothing less and we will not allow 
or accept anything less of you. We do not enable quitters. That is our promise to you. J 
 
That said, congratulations once again! Woohooo!! We can’t wait to celebrate your results with you! 



 
 

Advanced Closing The Sale “Cheat-Sheet” 

In the Get Acquainted Call, ask them these questions (take good notes, circle important outcomes) 
● “Tell me, how did you find me originally? What made now a good time to talk about working together?”  
● What’s their situation 
● What’s not going well/what’s not working 
● What they’re currently doing to change this 
● What obstacles, challenges and struggles they regularly come up against 
● What will eventually happen if they don’t make a change to this 
● What they want to see happening as a result of working together (head) 
● How achieving this would make a difference in their life (heart) 

Verbally recap all your notes 
● “So, as I understand it from our conversation so far, this is what you want to achieve to feel happy with                                         

your progress…” 
● List back to them everything that needs to happen in their situation (or what they want to work on) to                                       

make it better and feel happy with their progress 
● How this will make a difference in their life 

Give them a capability statement 
● “Yes, we can absolutely achieve these results together.” (only if true, otherwise, don’t go further.) 
● PAUSE (important) for 2-3 seconds. They’ll then ask you about how you work or about your programs 

Describe your programs 
● “I’ll be happy to tell you more. You probably had a chance to read about how I work and what the                                         

different options are in the "Interview With” (FAQ) but let’s go over it again to give you more context now                                       
that we’ve gotten to know each other better.” 

● Describe your programs, starting with the biggest one (you can read your Rate Sheet here, if you like) 
● Use rationales: “The reason it’s a 6-month/yearlong program is simply that, even though you will get                               

results right away, these results compound over time and it takes that long to accomplish it all.” 
● Give them the rates verbally as you describe each program (but don’t linger too long on the rate, move                                     

on to describing the next program without delay, but also without rushing) 
● Let them know they can pay for this up front or in monthly installments 

Ask them the two most important hypothetical questions: 
● “Hypothetically speaking, if you were to do one of these programs, which one would you be leaning                                 

towards? What does your gut feeling tell you?”  
● “Great. I too believe that’s the best choice of all the programs for you.”  
● “And If you were to go for the [program they’ve chosen], when would you ideally want to start?” 
● (OPTIONAL, can skip: “On a scale of 1-10, 10 being an enthusiastic YES and 1 being NOT INTERESTED,                                   

where are you on the scale of 1-10 about working together? And what makes it a 7 and not a 10?” ) 
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Closing the sale  
● “So, as I’m understanding it, ideally you want to do the {chosen] program and you would ideally like to                                     

start as soon as [ideal date selected].”  
● With a warm SMILE on your face, not rushing, you can now say… 
● “So….should we actually do that? Should we set you up to start as soon as Monday in the VIP program?”  
● (You can pause here, still in your “smiling energy”. Let them process your question.)  

Once the client says YES, congratulate  them! They just sold themselves into working with you! 
● Provide them reassurance that they did the right thing by saying “yes” 
● “Awesome! Congratulations! I’m so excited to be working with you! This is a defining moment in your life,                                   

a line in the sand, where from today, everything changes. I’m so happy for you…you will remember this                                   
day for years to come. Congratulations!”  

Get the financial details (without this, you haven’t actually closed the sale yet) 
● “OK, so here’s how it works to get you started…” 
● “In a moment, I will confirm all your contact information so that I can send you your Welcome Packet by                                       

email and all the materials you’ll need to get started…” 
● “I’ll ask you if you want to choose the pay-in-full (this is the best deal) or the installments option, totally                                       

up to you…” 
● “I will also ask which credit card you’d like to use and write down your credit card number…” 
● “As soon as your first installment goes through this afternoon, we will send you your Welcome Packet                                 

and all materials, we’ll schedule your first session and we can hit the ground running!” 
● “OK, let’s start with your contact info…” 
● Confirm the spelling of their name, phone number, email address, mailing address, which program they                             

have chosen, whether they want to pay in full or in installments, and finally, the credit card number and                                     
expiration date. 

● “OK, we’re all set! In a few minutes, as soon as your payment/installment goes through, I will send you                                     
your Welcome Packet by email, which includes your agreement and all materials you need to start the                                 
program.” 

● Warmly congratulate them again! Tell them how much you’re looking forward to helping them get those                               
results. 

If they don’t sign up, use my Bookending method 
● “I absolutely understand that you need time to think this over. I’ve been there too.” 
● “How much time will you need? 3 days, 3 weeks, 3 months?” 
● “Great. Because life often gets in the way of us making a decision that we really want to make,                                     

something that will bring us the results we want and need, I propose we schedule a 5-minute check-in                                   
call to see where you are in your decision-making process.” 

● “That way, I don’t follow up with you unnecessarily and this will not fall through the cracks.” 
● “When would you like to schedule it?” 
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Module 7   
The Art of Dancing with “Objections” 
 
 

Kiva: Hello, and welcome back to Boldly Close the Sale. This is Kiva, and I am just so 
happy and delighted to be with you again as we wrap up the content that is all 
about The Main Event, the actual Get Acquainted Call, how do you hold someone 
through that, help them come to a decision, whether that decision is yes or no, 
and become really confident and self-assured in the way that you're navigating the 
call, presenting your offer, and then handling whatever may arise after you make 
the invitation. Many people call that "objections", and so the name of this module 
is The Art of Dancing with Objections, but you're going to hear in just a minute that 
we actually think about objections a little bit differently here at Boldheart.  

Kiva: As you can probably learn by now, we think about a lot of things a little bit 
differently here at Boldheart. But before we dive in, let me remind you that all of 
the work that you did on your beliefs at the beginning of our training, way back in 
module four, also applies to the people that we engage with. They also have their 
fears, they also have their past experiences, they also have limiting beliefs, they 
also have understandings of money that may not be fully aligned with abundance, 
that may be more connected to the mass-consciousness of lack and not 
enough-ness. And so the first thing that I want to inspire you to do is to remember 
that a person's objections feel very real to them.  

Kiva: They feel like the truth. Now, just because something feels like the truth doesn't 
make it true. But we have to honor and respect that nonetheless. We have to 
dance with them where they are, not push and prod and convince them that 
they're wrong about their most deeply held fears, worries, and beliefs. And so 
here, we're not going to see a person's response that's anything other than, 
"Yeah, I want to join your program. Here's my credit card," as an objection. Here, 
we are going to see their response for what it is, which is resistance to change. 
The resistance is a reaction to fear of the unknown, of perhaps actually maybe 
getting what they think they want. And all of the repercussions of that, which might 
include losing something essential.  

Kiva: It might mean separating them from their family of origin, from a community or 
culture that while it is connected by the thing they don't want, is still connected. It 
might be fear of failure, of trying yet one more thing and having it not work, 
thereby impacting their sense of self, their sense of confidence and who they are. 
Understanding this creates a space for compassion, for honest reflection, and for 
transformation. It creates a space for them to actually step toward what they want, 
instead of continuing to want it and not have it. This is why your inner work is so 
vital, why we must constantly be bolstering our own money consciousness, our 
own understanding of our fears, our limits.  
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Kiva: Because the person with the most conviction in their beliefs wins. The person with 
the most conviction wins. So if I know that there is infinite capacity for wealth on 
the planet, and I know it in my body, and I'm on a sales call with someone who 
believes they have to hoard every penny, whoever believes stronger is going to 
shift the other to their worldview. And so if your prospect has a lack of self-worth 
that presents as self-doubt and fear, and conversely, you see them as divine, 
whole, capable, and complete, and you hold that frame for them through the 
entire Get Acquainted Call, even if they don't yet see it, they will begin to see 
themselves as you see them. And that will allow them to invest in themselves.  

Kiva: On the other side of the equation, when our fears and limiting beliefs are a match 
to theirs, the fear or limiting belief wins. So for example, if they say, "Whoa, that is 
a big investment." And you agree, even with a little seed of a belief in your 
subconscious mind that money is scarce, or that you're not worthy of receiving it, 
or you're not quite sure you can get them the results that you just promised them, 
or you lack conviction in the value of what you provide, that belief will rule the day, 
and you won't get to do your work, and they won't get to get the thing they came 
to you for.  

Kiva: And so it's crucial here to upgrade one's mindset, to work on our own wealth 
consciousness and our own beliefs. Otherwise, progress is stalled, abundance is 
blocked, and we can't help people. And so while we're doing some of this work in 
the Boldly Close the Sale course, it does go much deeper. And this is why you 
must get yourself to the Mindset Retreat. This, as you know, happens once a year, 
and it's where Fabienne is going to work with you to literally transform your 
internal belief systems and wealth consciousness so that you can hold your 
potential clients through their objections, otherwise known as their false beliefs, 
their unfounded fears, their worries, their unnecessary doubt, their uncertainty. All 
the things.  

Kiva: And I have to tell you, I have been to this event now at least for the last three 
years, and it's my annual right. Because Fabienne has successfully helped 
thousands of people at the mindset retreat stretch their vision of what's possible, 
expand their wealth consciousness, step into a bigger version of themselves and 
even just witnessing it is miraculous. And so if you haven't yet secured your ticket 
or put it on your calendar for this year, I highly, highly recommend that you do so.  

Kiva: That being said, let's start here with how to handle objections to the sale. So first 
of all, no matter what the objection is, never make a person wrong or try to 
convince them that what they believe to be true, isn't true. This creates a power 
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over dynamic, and strong arming is not the Boldheart way. A lot of people will 
teach you to tell them back what they said, to pressure them to create some high 
pressure container on the sales call to get them to give you their credit card. That 
is not what we do. Remember, this is a dance. And dancing can be elegant and 
graceful and still powerful and effective. And so instead of strong arming people, 
or shaming them, or making them wrong, here's what to do instead.  

Kiva: First, you want to acknowledge and appreciate whatever it is that they shared with 
you. They were just authentic and vulnerable. They shared a deeply held belief or 
truth with you, and this is to be treated with reverence, with respect. And so the 
first thing that you can say is, "Thank you for sharing that with me. I really 
appreciate you telling me what's true for you." So you're just going to 
acknowledge it and appreciate it. In the past, I've likened this to Tai Chi. So if you 
know Tai Chi at all, when you're met with force, you don't resist the force, you go 
with it. You go in the same direction as it. So someone's throwing a punch, instead 
of punching back, you take that punch in and you guide it in the direction that you 
want it to go. It's the same here.  

Kiva: The second step, regardless of what the resistance is, is to ask permission to 
explore it. So you would say, "Would it be okay with you if we looked at that a little 
bit deeper?" And of course the person's going to say, "Yes, " because they want to 
supersede their fear, they want to see a more life-affirming way of making 
decisions. The third piece is you're going to offer alternative views and solutions, 
and we're going to walk you through those here in just a few minutes. And the 
final piece is to stay grounded in your commitment to non-attachment and 
universal truth. So remember, your needs cannot be a part of this conversation. 
This conversation is about their needs, their evolution, their highest truth. And so 
your job is to simply be with that, and understand that when you do so, it will be in 
the highest good of all.  

Kiva: Remember to understand that an objection is just resistance, and resistance is 
often based – or is often not based in what's actually true, what's universally true. 
But it feels very true to your prospect. And so a prospect's objection or resistance 
can absolutely be replaced with a solution. Let's approach all objections with the 
mindset that in this part of the conversation, your role changes. Your role changes 
from salesperson to coach. You must take off the salesperson hat, thinking, "I'm 
here to get the sale." And put on your coaching hat, "I'm here to support them, to 
guide them, to help them through their resistance." And so it is a shift, because 
you're not attached. And so if you're trying to get the sale, you're out of alignment, 
you're quite frankly out of integrity in that very energetic shift.  
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Kiva: So let's talk about what this actually looks and sounds like, and what to do about 
it. So resistance will show up in your sales conversations, in your Get Acquainted 
Calls, into six categories. And we're going to go through each one. So the first way 
that it shows up is Analysis Paralysis, Perfection Paralysis, or Logistics Paralysis. 
Feeling like they need a lot of information to make a decision. So you can 
recognize this kind of resistance or this type of resistance through responses like, 
"Well, my situation is different, will this work for me?" Or, "I'm not sure this is the 
right time." Or, "I need to do this other thing first." Or, "I don't know, can I talk to 27 
of your references?"  

Kiva: These typically are the very detailed people. They love all the details. And what 
that is is a protective mechanism in their ego to keep them from making a mistake, 
because typically, a person who has this type of resistance believes that if they 
make a mistake, or if someone sees them making a mistake, that they're not 
worthy, that they're imperfect in some way, that they're going to be judged 
harshly. And so with that knowing and compassion, you can go through the steps. 
First acknowledging, "I can absolutely understand and appreciate that your 
situation is different. Would you be willing for us to explore that a little more 
deeply?" So you acknowledged and appreciate it, and then you ask permission to 
look at it.  

Kiva: When they say that it's okay, "Yeah, you can do that," you can share some stories. 
So you can share how you've noticed in working with other clients how 
overthinking stops progress. You'll want to ask them how they have unnecessarily 
delayed getting results in the past because they stayed in analysis mode as 
opposed to taking action. One thing to know is if resistance is showing up on your 
get acquainted calls in any of the ways that we're going to discuss, it is 100% likely 
that that same pattern is holding them back in other areas of their life. And so by 
asking them about it, and asking where else it's affecting them, they can start to 
have self-realization of how this is a limiting pattern that's keeping them from 
having what they want, and then they can choose differently.  

Kiva: And so you'll answer all their questions, and then share with them that in any 
situation, even this one, getting ready to get the results, getting ready to think 
about how to change things, does not create results, does not get them what they 
want. Making a decision and commitment does. That's when results begin 
showing up. And then you can simply say, "I know that it's scary, but are you 
willing to do that now? I've got you. I will be with you every step of the way." And 
then just leave space for their yes.  
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Kiva: The second way that resistance shows up, and probably the most common, is 
Money Paralysis. Fear of spending money, losing money, not being responsible 
with money. And this one's pretty easy to recognize. They'll say, "I don't know if I 
can afford this." Or, "I don't know where the money will come from." Now, I need 
you to hear that most of the time, this isn't true. Like capital T true. They may 
believe it's true, but it's not actually true. And so you can simply ask, "Is it that you 
don't have the money at all? Or you don't have the money for this?" And really, 
regardless of the answer, whether they say they don't have the money at all, or 
they don't have the money for this, you can just ask them, "Well, do you want this 
badly enough that you're willing to explore how you can find the money, how you 
can create the money?" 

Kiva: Remember, there are lots of ways to get money to invest in yourself. Credit cards, 
family, savings. I've had clients sell jewelry, I've had clients have their mom call me 
with a credit card number. When people want something badly enough, they will 
absolutely find the money. Because remember, whichever belief is stronger, "Debt 
is bad," or, "I've got bills to pay," or, "I promised myself I wouldn't dip into savings," 
versus, "This is the thing I want more than anything." Whatever belief is stronger 
will win...and I'm using air quotes when I say win. And so whether they don't have 
the money for this, or whether they don't have the money at all, just go back to 
their fears and their urgency, restate what they've told you that they wanted. 

Kiva: Restate why this matters to them and what's going to change in their life when 
they get this. And listen, if you feel that they are truly on the fence because of 
money, and they just need a little nudge, a little (whoosh) off the fence of 
indecision, you can absolutely offer them a fast action savings that sounds 
something like this okay. So you would just say, "Listen, I hear that you really want 
this. And I want to support you in getting to your yes. And so if it would help you to 
make a decision right now, today, what I can do is offer you $500 or a thousand 
dollars," whatever feels good to you, "Off your investment to help you say yes." 
And what you'll feel when you do this is someone, oh, relaxing and saying, "Thank 
you so much. Yeah, let's do this."  

Kiva: Let's go back to navigating the resistance itself. So remember, when someone 
says, "Oh, that's really expensive," or, "I'm not sure that you can afford that." You're 
going to take them through the same steps. You're going to acknowledge and 
appreciate it. "Thank you so much for sharing this with me. I really appreciate your 
willingness to tell me the truth about your situation. Would you be willing to 
explore this a little bit more deeply?" And then, you're going to offer alternative 
views and solutions. So remember, this isn't your mindset. The money already 
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exists. They would not be having this conversation with you and be getting to the 
point where you authentically decided to make an invitation for you to work 
together if the money wasn't there.  

Kiva: And so once they say, "Sure, I'm willing to explore some different...explore this 
more deeply." You can share some stories about yourself. You can say, "Well, 
when I started out, I chose resourcefulness. I hustled and found the money." Or, 
"In my past, to afford something that I really wanted, I got a part time job, or I got 
myself a zero percent credit card, and that's how I invested in myself to get these 
kinds of results that you're asking for." One of the resources that we use here at 
Boldheart is called the 50 Ways list, and it's actually in your handout today. And 
the 50 Ways list is simply a way where you really get...what is the word that I 
want? Where you really hustle and get gritty about all the ways that you can create 
money.  

Kiva: You can use this with your potential clients. The key is to help them, and coach 
them through finding the money. Because I promise it's already in their life. And so 
it may be they need to craft something to say to their benevolent aunt who can 
help them pay for your program. Or if they have their own business, you can ask 
them how many new clients it would take them to pay for your program and help 
them come up with a plan for getting that number of clients. It's really about 
helping them discover the means to having what they want so that they can then 
implement very quickly what it is that you're going to be consulting them to do, 
coaching them to do, helping them to do. The answer is always there.  

Kiva: The third set of objections or resistance we'll call Ruled by Rules. You know, there 
are just some people who have rules about not investing in themselves until 
something. And so here are some rules that often show up. You'll hear things like, 
"Well, I can't do this till September." Or, "I can't work with you until I can pay for it in 
full and in cash." Or, "I can't do this until my kids are out of college." Or, "I can't do 
this until I'm done with this other program." Or, "I can't do this for any number of 
reasons that are actually quite arbitrary when we really start to look at them." And I 
say this respecting the truth, because again, remember, when someone says this, 
it's a fear.  

Kiva: And this is often a fear of making a bad decision, or a fear of appearing 
irresponsible. And so you can simply ask them how these arbitrary rules have 
been holding them back in the past, or in other situations, similar to the first one 
that we went through, preventing them from getting the results that they want so 
badly. And then, you'll simply wait for their response so that you can unpack them 
a little bit more. You'll say or ask them, "If these rules prevent you from taking 
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action on useful opportunities, are they really serving you? Would you be willing to 
release old rules that aren't serving you so that you can now get what you really 
want in your life? And if so, would you be willing to put that old rule behind you 
and move forward confidently in the direction of your dreams?"  

Kiva: You don't need to write this down, we have all of these in this week's handout for 
you. But the most important thing that I want you to glean here is that it's our job 
to illuminate these fears, illuminate these beliefs for what they are, which is a 
construct of the ego to keep a person in their current situation no matter how 
much they might not like it. And that's because it's the role of the ego to maintain 
the status quo no matter what. And so by asking these questions, you can allow 
that person's higher self to come forward, relax the ego, and actually have the 
results that they want. It's pretty awesome.  

Kiva: Let's talk about the fourth kind of resistance, or the fourth kind of objections that 
you're going to hear, which is Giving Away the Decision Making Power to 
Someone Else. And so this sounds like, "Well, I need to check with my husband. I 
need to check with my wife. I need to check with my business partner. I need to 
clear this with my accountant." And so you'll want to coach them through the 
conversation with their partner. You can say, "Sometimes, when a spouse or 
partner isn't here when you're presented with a an opportunity for growth, they 
don't know what's involved. And few details of what it is that you are entering in to 
can lead them to their fears of the unknown, of what they don't know is involved." 
And so you'll just want to, again, coach the person that you're talking to through 
these situations.  

Kiva: And so let's look at a bunch of these. So let's talk about what to do when your 
potential client has a joint bank account with their partner or spouse. So the first 
thing that you want to say is, "Yeah, it may be a joint back account ..." Well, first 
you want to acknowledge and appreciate and then ask permission to explore it 
more deeply. I keep repeating that because it's really important that you do those 
steps, that you take those steps, because otherwise, we are getting into a power 
over dynamic, or potentially making something wrong. We need to ask permission 
first. Then you can say something simply like, "Well yeah, it may be a joint back 
account, but this is also your life or your business or your path or your journey. 
You don't have to sheepishly ask for permission to do something that you want."  

Kiva: "And so you'll simply inform your partner that you're doing this and why. Why." So 
something that we know about relationships is we don't often make requests in 
confident and clear ways. There's a lot of water under the bridge. And so you want 
to coach the person that you're talking to through the conversation with their 
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partner, you want to give them a lot of resources in terms of navigating that 
conversation. And so again, you're going to remind them, "You don't have to 
sheepishly ask for permission to do something you want. You'll simply inform your 
wife or inform your husband that you've made a decision to do this and why you 
want it." Because what we know is 9 times out of 10, all the partner wants is 
confidence and conviction.  

Kiva: Not like, "Oh honey, can I please do this?" But asking like a boss. And so one of 
the things that I've created over the years is an exercise to help your potential 
clients prepare for the conversation with their business partner, with their 
accountant, with their life partner, and I call it 10 Reasons Why. So you're going to 
have your client write down 10 reasons that they want this for themselves. And 
then, 10 reasons why they want it for their family, or if it's a business partner, 10 
reasons why they want it for the business. This is going to have them go into the 
conversation with certainty. With certainty. And that makes all the difference in the 
world. So you can insert that. You can also ask them, or have them, if this is a 
spouse, really tune into the relationship.  

Kiva: "Do you love me? Do you believe me? Do you fully support me? I'm doing this for 
me and I'm doing it for us and our future." So you want to arm them with these 
tools that they can have the conversation with confidence. What I typically 
recommend when a partner needs to agree to a situation is that you also set a 
time for them to have that conversation. So that sounds something like this, "Okay, 
so now that you know the conversation that you're going to have, when are you 
going to have the conversation?" "Well, I think I'll have it this weekend. I'll have it 
tonight when they get home from work." And what I usually recommend is that 
they let their partner know that they want to have an important conversation on 
Saturday, or at 5:00 o'clock when they get home from work, whatever the time is.  

Kiva: And then I set the follow up call as close as possible to when they have that 
conversation. Okay, let's talk about the next one, which is time. "I don't know that 
... You don't have time for me." Or, "How are you going to have time for this?" That 
protective mechanism that our partners inevitably have, and we need to 
understand that of course our partner would never support something that they 
believe would compete for their spouse's attention, for their partner's attention, so 
you need to coach your potential client to reassure their partner or spouse that 
nothing will get between them and that you believe in yourself ... Or that they 
believe in themselves and their ability to create the time, that they want a better 
future for their family and that you're doing it for both of you.  

 
© 2018 Boldheart           8 



Module 7   
The Art of Dancing with “Objections” 
 
 

Kiva: And so again, this is just language that you're going to give your potential client to 
have this conversation when their partner is worried about taking time away from 
the relationship and from things that are indeed very important. The next partner 
objection might be that well, the partner wants to see that the money will come 
first, or that they're starting to exercise first, or that they're starting do this other 
thing first. And so again, this kind of goes back to objection number one, that 
Perfection Paralysis, Analysis Paralysis, needing to know all the details. And so in 
this, you'll want to arm your potential client with facts and results.  

Kiva: You'll coach them to make a commitment to their partner that they're going to 
work like mad and keep their work, and then you can say, the one that I really like 
and I know Fabienne really loves which is, "Watch me do this. Watch me take 
these results." If you want, you can absolutely create an asset for this. So you 
could create a 10 reasons Why I Want This for Myself, 10 reasons Why I Want it for 
My Business, 10 reasons Why I Want It for My Family worksheet. Or here at 
Boldheart, we have something built at BoldHeartSpouse.com, which I recommend 
that you go check out. And that's how we support our potential clients to go get 
resource so that they can more effectively have the conversation with their 
partner.  

Kiva: The next category of resistance is Doubt. Doubt in you, doubt in themselves. 
People are scared. They're thinking, "Can I really do this? Or is this just going to be 
another thing that I try and don't succeed at?" And so we get to speak to their fear 
and show them that we understand, that it's totally natural and understandable to 
have these feelings while giving them hope and confidence to make an actual 
change. I mean, they really might not be sure, but they also might just be trying to 
buy a bit of time to think about it. And so again, this is where we put our coaching 
hat on and really present some alternative perspectives so that they can begin to 
see things in a different way, in a more life-affirming way.  

Kiva: And so you can say things like, "Listen," again, after going through the steps I 
won't repeat them again, but then you can say, "You may have said yes to 
opportunities that didn't work in the past. And perhaps you feel that you let 
yourself down, or let someone else down. And you can absolutely learn from 
these experiences so that you can have a different result going forward." You'll 
want to ask this defining question. "Will you feel happy with your progress if one 
year from today you are in the exact same place?" This is about taking a stand for 
this human being that you've been brought into authentic connection with for a 
reason. You're taking a stand for them because you know that the magic will 
happen outside of their comfort zone.  
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Kiva: And the final and sixth way that resistance or objections come up is the Belief that 
this person Can Do It on Their Own. "I think I've gotten exactly what I need today, 
so thank you so much for this call." And again, you're going to say, "Thank you so 
much for sharing that with me, would it be okay if we looked at that a little bit more 
deeply?" And here's what you'll present. You'll say, "In my experience, or it's been 
my experience that we can't do it on our own consistently. We all need a lot of 
accountability and love. You're very, very smart, and so if you could have achieved 
these results on your own, by now you would have." Fabienne always says, "You 
can't give yourself good haircut."  

Kiva: And so you'll simply ask them how it's worked out so far for them in trying to do it 
on their own so far. "Why unnecessarily delay the results that you want now?" So 
whether it's the way that it shows up with a spouse, or it's about money, or it's 
about time, or it's about uncertainty, I want you to remember the art of 
non-attachment. We don't need to push to get our needs met. Remember, the 
most successful sales people in the world do not close every sale. They don't. And 
so if it feels like you're having to work too hard for it, or they are in too much fear, 
or too much resistance, you're going to use the book end module that you're 
going to learn in the next one, in the next module.  

Kiva: You're going to add this potential client to your love em up list, which we'll also 
talk about, and you're going to get back out there and generate more leads. 
Remember, non-attachment, abundance consciousness, and consistency. If you 
keep these three concepts front of mind, you're going to have results. You need 
to have buoyancy to play this game well. So you're not going to win them all. And 
some of them, quite frankly, you're better off letting go. Because I like to say how 
they come in is how they go through. And so if you're having to work too hard to 
get them to just say yes to this thing, maybe it's not the right time.  

Kiva: Maybe it's not for them. And that is okay. You just release them with abundance 
and love, and move on to the next call. I invite you to come to Facebook, ask your 
questions, work with a practice partner, get feedback, have fun, reach out to 
others as we have been doing throughout this entire program and believe in 
yourself. We believe in you. And we will see you next time. On behalf of all of us at 
the Boldheart team, thank you for your presence. Thank you for your work. Thank 
you for your willingness to grow, to learn new things, to expand your comfort 
zone. We'll see you in the next module. We will see you at the Mindset Retreat. 
Until then, be well my friend.  
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Dancing with Their Resistance Cheat Sheet 
 
Remember: A person’s “objections” are their ‘truth’ (which doesn’t make them true), but 
we must dance with them nonetheless.  Here…we will see them for what they are…  
 
Resistance to change. The resistance is a reaction to fear…  
 
Of the unknown.  
Of actually getting what they want.  
Of losing something essential.  
Of failure.  
 
 

 
 
Regardless of the form of the resistance, you will dance your potential client through the 
following steps:  
 
1) Acknowledge and Appreciate 

● “Thank you so much for sharing that with me. I really appreciate your willingness 
to tell me that (insert what they shared). I can absolutely understand this.”  

 
2) Ask Permission to Explore  

● “Would you be willing to look at this more deeply?” 
 

3) Offer alternative views and suggestions 
● These are detailed below depending how the resistance shows up 

 
4) Remain centered in your own Truth and practice non-attachment 

● Your personal needs should not color a GAC. Ex. Your need to get a client is not 
their responsibility. Remind yourself that you are there to diagnose and prescribe, 
taking a stand for the Universal Truths of abundance and alignment.  
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Resistance shows up in your sales calls in 6 categories: 
 

1. Analysis Paralysis, Perfection Paralysis, Logistics Paralysis 
 

● You can recognize this through responses like: 
○ My situation is different, will this work for me? 
○ I’m not sure this is the right time… 
○ I need to do this first… 

 
● Here’s what to say: 

○ Share how you’ve noticed how overthinking tends to stop progress. 
Ask them how they have unnecessarily delayed getting results in the 
past because they stayed in analysis mode as opposed to taking 
action 

○ Answer all their questions and then share with them that, in any 
situation, even this one, “getting ready to get ready to think about” 
doing something is not what creates results. Making a decision and 
commitment does. That’s when results begin showing up 

 
2. Money Paralysis 

 
● You can recognize this resistance through responses like: 

○ I don’t know if I can afford it… 
○ I don’t know where the money will come from. 

 
● Here’s what to say and remember: 

○ “Is it that you don’t have the money at all or you don’t have the 
money for this?” 

○ If they say they don’t have the money at all you can ask them if they 
want this badly enough to be willing to think about how they can find 
the money? ***REMEMBER – there are lots of ways to get money to 
invest in yourself – credit cards, family, savings – they just may not 
be willing to do what is necessary to get it, i.e., take on debt. If it’s 
that they don’t have the money for this, go back to fears and 
urgency.  
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○ Restate what they’ve told you they wanted. If you feel that they are 
truly on the fence because of money and just need a little push – 
offer FAST ACTION SAVINGS, but only if it will truly support their 
YES.  

○ The money already exists. “When I started out, I chose 
resourcefulness, hustled and FOUND the money.” 

○ Or “ To afford something I really wanted, I got a temporary part-time 
job, and sometimes, a 0% credit card” 

○ Help them find the money with the 50 ways list 
○ You can also invite them to go to the internet and search 0% APR 

credit card offer 
○ Or help them craft something to say to their benevolent aunt who 

can help them pay for your program.  
○ If they have their own business, ask them how many new clients it 

would take to pay for your program and help them come up with a 
plan for getting that number of new clients  

○ The key is to coach them through finding the money. It’s already in 
their life, and just needs to be accessed  
 
 

3. Ruled by Rules… not investing in themselves “until…” 
 

● You can recognize this resistance through responses like: 
○ I can’t do this until September, I can’t work with you until I can pay 

for it in full and in cash, I can’t do this until my kids are out of college, 
I can’t do this until…. 
 

● Here’s what to say and remember: 
○ Ask them how these arbitrary rules have been holding them back in 

the past, preventing them from getting results they want so badly. 
Wait for their response 

 
 
 
 
 
 

 
 

© 2018 Boldheart 



 
 

○ Ask, “If these rules prevent you from taking action on useful 
opportunities, are they really serving you? Would you be willing to 
release old rules that aren’t serving you so that you can now get 
what you really want in your life? If so, what would you be willing to 
put that old rule behind you and move forward confidently in the 
direction of your dreams?” 

 
4. Giving away the decision-making power to someone else 

 
● You can recognize this resistance through responses like: 

○ I need to check with my husband/wife/accountant 
 

● Here is where you can coach them through the conversation with their 
partner.  

○ Say, “Sometimes when a spouse or partner isn’t there when you 
presented with an opportunity for growth, they don’t know what’s 
involved. Few details usually leads to fear of the unknown.” 
 

● Partner Objection: Joint Bank Account 
○ “Yes, it may be a joint bank account, but this is also your life or 

business, your path, your journey. You don’t have to sheepishly ask 
for permission to do something you want. Simply inform them that 
you’re doing it and WHY.” 

○ “They are looking for your confidence and conviction, not “Honey 
can I please do this?”  

○ “Instead, try asking, ‘Honey, do you love me? Do you believe in me? 
Do you fully support me?’ I’m doing this for me. And I’m also doing it 
for US and OUR future.” 

 
● Partner Objection: Time 

○ “They would never support something they believe would compete 
for your attention. Reassure them that nothing will get between you 
and that you believe in yourself. That you want an even better 
future for your family and that you’re doing it FOR YOU BOTH” 
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● Partner Objection: “They want to see that the money will come.” 
○ “Give them facts and results.” 
○ “Tell them you will work like mad to keep your word.”  
○ “I can and I will. Watch me!” 
○ “Talk to them about making progress or money in the first few 

month, and how they’ll receive more respect for it.” 
○ Suggest involving their partner. 
○ Guide them to say, “Your full support is what I need most right now.” 

 
5. Doubt 

 
● You can recognize this resistance through responses like: 

○ I’m not sure.  
 

● Here’s what to say and remember: 
○ Perhaps they are scared. They are thinking, “Can I really do this? Or 

will this be another thing I don’t succeed at?” Speak to their fear. 
Show them you understand, but give them hope and confidence to 
make a change. 

○ You can say, “You may have said yes to opportunities that didn’t 
work in the past. Perhaps you let yourself or others down last time. 
You can learn from those past experiences.” 

○ Ask this defining question: “Would I feel happy with my progress if 
one year from today I was in the exact same place?” 

○ Take a stand for them. The magic happens outside of their comfort 
zone.  
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6. Believing they can do it on your own 
 

● You can recognize this resistance through responses like: 
○ I think I’m good. Thank you for all of your great ideas!  

 
● Here’s what to say and remember: 

○ Say, “It’s been my experience that we can’t do it on our own 
CONSISTENTLY.” 

○ “We all need lots of accountability and love.” 
○ “If you could have done it on your own, you would have.” 
○ Ask them how it’s worked so far in doing it on their own 
○ “Why unnecessarily delay the results you want now?” 
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50 WAYS TO MAKE MONEY RIGHT NOW
Most people use the excuse, “I can’t afford that” for not doing something different and really beneficial in their 
business or their life. But if you understand that when you ask for something, “it” is always given to you in the 
form of an opportunity (not a check in the mail, but an opportunity), you realize you can afford that thing. So, “the 
way” for you to afford something that is already in your life, something you haven’t “actioned” yet. So, instead of 
saying “I can’t afford that”, change your mindset to say, “How CAN I afford that?” and your mind will immediately 
shift to finding solutions that already exist.

Please write down 50 different ways (yes, 50, not just 16 or 46) you can make money right now in your business 
(an opportunity you haven’t said yes to yet) or in your personal life (house-sitting, cooking classes, etc.) Nothing 
is too crazy or far-fetched to write down. This is a mind-stretching exercise to help you get more creative about 
finding solutions. You’ll then take action on the best 6 or 9. If you stop short of 50, keep going until you do. (Hint: 
the Universe will fill the rest in for you.)

1.                                                                                       

2.                                                                                       

3.                                                                                       

4.                                                                                       

5.                                                                                       

6.                                                                                       

7.                                                                                       

8.                                                                                       

9.                                                                                       

10.                                                                                       

11.                                                                                       

12.                                                                                       

13.                                                                                       

14.                                                                                       

15.                                                                                       

16.                                                                                       

17.                                                                                       

18.                                                                                       

19.                                                                                       

20.                                                                                       

21.                                                                                       

22.                                                                                       

23.                                                                                       

24.                                                                                       

25.                                                                                       

26.                                                                                       

27.                                                                                       

28.                                                                                       

29.                                                                                       

30.                                                                                       

31.                                                                                       

32.                                                                                       

33.                                                                                       

34.                                                                                       

35.                                                                                       

36.                                                                                       

37.                                                                                       

38.                                                                                       

39.                                                                                       

40.                                                                                       

41.                                                                                       

42.                                                                                       

43.                                                                                       

44.                                                                                       

45.                                                                                       

46.                                                                                       

47.                                                                                       

48.                                                                                       

49.                                                                                       

50.                                                                                       

© Boldheart. All Rights Reserved.



Module 8   
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Fabienne: Hello, it's Fabienne, and welcome back to Boldly Close the Sale, where we are 
teaching you to sell with heart, so that you attract more clients, make more money, 
and have a much greater impact with your business. 

Fabienne: We've done Block One, which was all the pre-work. Block Two, which was the 
actual GAC, the Get Acquainted Call. And now, we are on to Block Three, The 
After Call. This is what we call in Module Eight, "The Boomerang." This is how you 
differentiate yourself, and create much bigger results through how you proceed, in 
case they say "No," or, "Not right now." Or, there is any indecision in the 
decision-making process. 

Fabienne: So, let's talk about what to do if your potential client is not an immediate "yes." It's 
not a one-call close. It does happen. And, as you will realize today, "no" in this 
case doesn't necessarily mean no forever. Yes, in other parts of your life, "no" is a 
complete sentence, and no means no. But, sometimes, when we're talking about 
Boldly Closing the Sale, it takes a little extra love and attention to get to the yes. 

Fabienne: There are two things are the worst things that they can say to you in their 
indecision. And, you may have heard these before: "Let me think about it, and get 
back to you in a few months." Or, "Get in touch with me in a few weeks," or "Get in 
touch with me in six months." Letting your prospect leave your closing of the sale 
dance there, is like letting ... accepting defeat before the fight is over. And I'm just 
saying, this is not a fight, this is a dance of love. But know when to throw in the 
towel. And, throwing in the towel at this point is too early. All of your hard work, 
and a really great prospect, will be lost. And likely for good.  

Fabienne: If they don't sign up immediately on the GAC, I would like to invite you to use my 
Bookending Method. It works about 50% of the time, to turn indecisive into a 
"yes." And that saves quite a few sales over the course of a year. 

Fabienne: Now, The Bookending Method allows you to create a scheduled next step. So that 
your potential client ... no, their answer isn't just hanging out there in the ether with 
no resolution. You are still in control. They will feel that they are in control, but you 
are still driving, right? So, this is a scheduled next step. 

Fabienne: What it does is, it sets up a time for them to take a next step, so that they aren't 
saying no to the reason, to the solution that they reached out to you in the first 
place. It's about not letting indecision be a decision. 
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Fabienne: So, here is what you can say, if they're not sure. "I absolutely understand that you 
need to think this over. I mean, I've been there too." And, notice how I said it. 
There's compassion in there. It's not, "What do you mean? Err!" It's, "Yeah, I totally 
get it. I've been in your position where I need to think about it." And so, the next 
thing that you say is, again, more hypothetical: letting them be in control. Not 
saying, "Here's when we're going to talk again." This I what I recommend saying. 
"So, how much time do you think you need to make a decision? Do you need 
three days? Three weeks? Three months?" And, literally, I have used that 
countless times. "Three days. Three weeks. Three months." I have found that this 
is the best way to position it. And, most often, the person would say, "Oh, I just ... 
but not three months! I just need a couple days, or give me a week." And, then, 
you can respond with, "Great. Because life often gets in the way of us making a 
decision we really want to make, and because, honestly, I don't want to follow up 
with you unnecessarily and make you feel uncomfortable, here is what I propose. I 
propose that we schedule a Five-minute Check-in Call, just five minutes, after 
you've had some time to think about working together. And let's just see where 
you are in your decision-making process."  

Fabienne: Do you see how light that is? And do you see how there is a rationale? "I don't 
want to let your life get in the way of doing something you really want to do. And, I 
personally don't want to follow up with you unnecessarily, and make you feel 
uncomfortable. Let's just set up a Five-minute Check-in Call, and that'll give you 
some time to think about it, and then we can re-group, and see where you are in 
your decision-making process." 

Fabienne: Now, notice that here, I called it a "Five-minute Check-in Call." Internally, I'm calling 
it a Bookending Method, or Bookending Call. But when I'm speaking to the 
prospect, I call it a Five-minute Check-in Call. Okay? It fells light. It feels not too 
committal, even through we're committing to checking in. Right? I think this is 
important, because again, it doesn't make them feel backed into a corner. And this 
is what we've been trying to convey the whole time. So, they'll say, "You know 
what?" ... I have rarely had anyone ... rarely, rarely had someone say, "No, I don't 
want to schedule a Five-minute Check-in Call." If that happens, they're usually not 
an ideal prospect. And, if they're not an ideal prospect, I wouldn't, actually, set up 
a Five-minute Check-in Call. I would just let them go out into the ether. 

Fabienne: But, in this case, you say, "Great! Okay." So, and you just say, "When would you 
ideally like to do this?" Again, the ideally, the hypothetical, you leave it up to them, 
even though you're still driving. So you have them add this Five-minute Check-in 
Call to their calendar while you are on the phone with them. Okay? It's best to do 
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this now, when you still have them on the GAC, rather than afterwards, when it's 
just going to be really difficult to even just ... I hate to say it, but pin them down, 
you know? 

Fabienne: So, you have them add it to their calender while you're on the phone. And you let 
them know that you're going to be sending them an email overview of your GAC 
call together. To help them with their decision-making process. Okay? So, "Yeah, 
let's set up this five minute call, and just so you know, I'll be sending you an email 
today or tomorrow, and I'm just going to recap some of the things we talked about 
during our Get Acquainted Call." And then, of course, you schedule the 
Five-minute Check-in Call on your own calendar. But I will let you know that it's 
rarely a five minute call. It usually ends up being a 15 to 30 minute call. So, I would 
recommend that you schedule it in your own book for 30 minutes, just in case. 

Fabienne: And this is when you send them the magical, "Here's What We Talked About" 
email. I received one of these from a personal financial planner that I worked with 
a bazillion years ago, about 20 years ago, and I was so impressed. Now, I had 
already hired her that day. But, receiving this "Here's What We Talked About" 
email, just confirmed that I had made the right decision to work with that person. 
So, by the way, you can also send the "Here's What We Talked About" email even 
to people who have signed up on the first call, when they were a one call close. I 
recommend even sending it to those who send up, just as what I call a "Double 
Close Method," or some people would call it a "Stick Strategy." But it's especially 
helpful for people who are indecisive. So, it's really simple in, we've given you an 
example of the "Here's What We Talked About" email. And, honestly, just model it 
exactly as-is. But, then, obviously, use the bullet points from your notes.  

Fabienne: So, what you're going to do is, in the email, you're going to recap, "Hey, it was 
delightful, or lovely, or it was great to be with you. I learned a lot about your 
business, or your situation, or your health concern. And here's everything that we 
covered on our Get Acquainted Call, about the results that you want, and the plan 
for us moving forward, and how achieving these will make a difference in your 
life." 

Fabienne: So, remember what we did a couple modules ago. In the GAC, we talked about 
giving them, recapping verbally, what they said; what they wanted to achieve, 
which is everything from the head; but, also, how this will make a difference in 
their life, everything from the heart. So, even in your recap, in your email you're 
doing head and heart. 
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Fabienne: And, I always ended it with, "These are really exciting goals, and I'm ready to make 
them happen with you as soon as you are." This is another capability statement. 
And remember, capability statements reassure people. They show conviction. And 
conviction is incredibly attractive. Now, just as a practical side note, because I'm all 
about systems. I used to keep about five or six of these, "Here's What We Talked 
About" emails, templates if you will, in the drafts folder of my email program, right? 
So you can just throw five or six of them in there. And, honestly, the minute you 
get off a GAC, you take your recap list, you open up one of these templates in 
your drafts folder, you fill it out, and you send it. And you don't have to start from 
scratch. It makes it so much easier to, air-quote, follow up with, "Here's What We 
Talked About."  

Fabienne: So, this is a simple step that allows you to stand apart from the crowd, because 
this is where most people bail. This is where most people stop. They'll either take 
it personally, or they'll get lazy. I don't want to say "lazy," because most of us, 
including myself, are not wired to follow up. And, what happens is, we're on to the 
next bright shiny object, we're on to the next prospect. And, we just kind of forget 
about the people we just loved up! 

Fabienne: So, here's what happens on the actual Five-minute Check-in Call. One, you're 
checking in from a place of warmth, and compassion, and collaboration. You're 
not here to go for the jugular, and close the sale, like in the proverbial, "Gotta get 
this sale" energy. You're just checking in like you would with a friend who just had 
surgery. "Hi, how are you? How's it going?" Whatever your energy naturally is. So, 
for me, I happen to be a really loving person. And so, I would just do that, I would, 
"Hi, how are you? I haven't talked to you in a few days." You know, "How is this? 
How is that? So, here's what we talked about. We talked about that you wanted to 
achieve this ... " And, almost in a way you're, again, recapping what you talked 
about, without it being too formal. If it feels too much, don't do it this way. 

Fabienne: But, the magic sentence is, "So, where are you in your process of choosing to 
work together?" And notice how I just said it with warmth, and a smile. I'm going to 
say it again. "So, where are we? Where are you in your process of choosing to 
work together? What's your gut feeling?" Notice that I'm asking about the gut 
feeling, right? "Where are you in your process?" The softness in this. And, again, 
this is another question. Remember, during the GAC, we just kept asking 
questions. We did not sell, we did not sell, we did not sell! 

Fabienne: So, this is another question asked with no pressure. A friend is asking. So, "How 
did your surgery go?" So, "How are you? Where are you in your decision-making 
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process?" Just remember that you've laid down the groundwork. You've done the 
pre-work, you did the GAC beautifully. And so, if they are meant to work with you, 
they will. And if they say, "You know what? I'm ready." Then you pick up again 
where we left off in the GAC, and you congratulate them, and you get their credit 
card information. And everything that I taught you in the second part of the GAC.  

Fabienne: But listen. Sometimes, people still have objections. And this is where you take off 
your sales hat, and you put your coaching hat on, and you work through their 
objections with them. You may have already done that on the actual GAC, but it's 
time for more. And you can ask them, "So let me ask you this. On a scale of 1-10," 
even if you asked them this before. "Where are you now on a scale of 1-10?" Ten 
being, "I am ready to get going, and send me that contract, and here's my credit 
card info." And one being, "Uh, uh. I do not want to work with you." "Hey, where 
are you, just so I can get the lay of the land, and maybe I can help you." This is an 
appropriate time to do that. 

Fabienne: Remember to come from a place of collaboration. If it's a money issue, help them 
get the 0% credit cards by Googling it. If it's a question of the spouse, help them 
come up the script, or the email for the spouse. Just help them get to the decision. 
And listen, it's totally okay if they still don't have an answer. And, I'll tell you this. 
What I've observed ... you've done what you could. Sometimes there are just some 
people who just will not, even though they need you so badly, you cannot want it 
more for them then they want it for themselves, okay? 

Fabienne: What I've learned over the years is that if someone is a "no," they will usually not 
call. Right? They will usually not call for the Five-minute Check-in Call, if it's a deep 
"no." So, if you've ever had somebody not call, right, if they don't call at the 
appointed time for the Five-minute Check-in Call, you have permission, I believe 
that you have permission to send them the, "Are you okay?" email. And I'm being a 
little dramatic, but I have sent many subject line emails, with the subject line, "Are 
you okay?" "Hi, Suzie, we had a Five-minute Check-in Call scheduled for today. I'm 
just checking in. Is everything okay? Are you safe?" And it sounds a little dramatic, 
but they owe you to have shown up, and they will owe you a response. Because 
you had a scheduled appointment, versus a follow-up email. Just, "Hi, I'm following 
up with ... " Sometimes people don't respond to that. This is ... they will answer 
you. I have rarely had somebody not answer me when I send them the "Are you 
okay?" email. And usually they will give you a "yes," or sometimes a "no," but at 
least you get the answer. 

Fabienne: Now listen. If they don't sign up for whatever reason, this is still not a "no." This is 
the magic of client attraction. This is the magic of being a Boldheart business 
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owner, is you keep going, but from love. And so, for many years ... my gosh, from 
the very beginning, I used a low-hanging fruit list. And a few years ago, our 
Boldheart business members, the ones who are in the year-long program with me, 
helped me change the title to "The Love 'Em Up List." Because, low-hanging fruit 
just felt like, still like a grabby kind of thing. The Love 'Em Up List is what you'll add 
these people do who didn't yet say "yes" on the GAC. If it's not a "yes," then it's a 
"not yet a yes." I hope you get that energy. 

Fabienne: So, "no" doesn't actually mean "no" every time. Once again, it often means, "Not 
right now." Or, "I need to get used to this idea," or even, "Do I actually deserve it 
this good?" So, this is where you want to follow up. Following up on leads is 90% 
of the game. You can work all this ... every strategy. But if you just give up three 
feet from gold, that's where many people make a mistake.  

Fabienne: So, this is about consistently checking in. Because this is what builds trust, and 
people buy from people they trust. So, this is where you take these GAC 
prospects, people who have had a get-acquainted call with you, and then you add 
them to both your weekly email newsletter list, right? So they can receive valuable 
content from you on a weekly basis, and testimonials, and calls to action. And, 
also, your monthly warm letter campaign. Those of you who are in the Growth 
Track of Boldheart Business, you know that these are staple things that are 
marketing gold. And, set you up for following up.  

Fabienne: If you're brand new to us, and you're not yet in the Growth Track, just know that 
you're gonna want to want a weekly email newsletter campaign that goes out. 
And, a monthly warm letter campaign, which is an actual letter in the mail.  

Fabienne: And, this is about adding these people to it so you're never ... you never stop 
"loving them up." Most people just, as I mentioned, will just stop at the GAC. But, 
this is about continuing to contact them. And, Kiva's role, is if it's not a "no," you 
know, it's not a "no" until they actually say "no."  

Fabienne: So, what I'm suggesting to you, and what our members do on a regular basis, is to 
be high-touch in a high-tech world. And this is about leveraging your follow-up. It 
doesn't mean that you're necessarily call these people every two weeks, or three 
weeks on the phone. And, yes, you can do that. There's room for that. But you can 
also automate, and leverage your follow-up. 

Fabienne: And so, your Love 'Em Up List, is a list of warm prospects. It's a living, breathing 
document that you are always working and updating. And, so, I'm going to ask you 
to create your Love 'Em Up List now. And, it's about taking some time to 
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brainstorm: who in your network have you had a GAC with, or somebody who has 
expressed interest in working with you over the last six months to two years, right? 
I personally am someone who is a little bit old-school, and if it's not in front of me, I 
don't see it. So, this is where ... and we're going to give you the Love 'Em Up List, 
so you can print it up. And, I actually believe in filling it out in pencil, and keeping it 
on your desk at all times. Why pencil? And why printing it up, which seems so, like 
I said, old-school, is because you want to keep it on your desk at all times. It will 
be one of the most important documents for closing the sale more often, and 
signing on more clients, because it's right in front of you. 

Fabienne: So, I actually, for many years, kept my Love 'Em Up List right underneath my 
laptop, or my ... what do you call that ... the keyboard. So that it's always there. 
And it's basically a list of every single person that has expressed interest in 
working with me, or who has had a GAC with me. And it wasn't a "no," it was just a, 
"not right now." And this helps you prioritize and focus on the low-hanging fruit, 
rather than scratching the bottom of the barrel for fresh new leads every time. This 
is the mistake that many, most business owners make, is they take a "not yet" or 
"not right now" as a definitive "no." And then they look and they think, "I have no 
leads whatsoever. No new clients on the horizon." That's not true. If you look 
backwards, you will see that there are plenty of people who are much closer to 
working with you than somebody you just met at a networking group. 

Fabienne: So, it's your job to take this list of lovely people, and love them up! Until they 
become a client. This is about being pleasantly persistent. Write that down, 
please. Pleasantly persistent. It's not about being like a gnat, and being annoying. 
It's about loving them up!  

Fabienne: So, I talked about the warm letter campaign, the monthly letter that they will 
actually get in the mail, right? And, we have all sorts of templates for you to look 
at, if you're in the Growth Track. And it's basically, you're in touch with them, with 
some content, or with a case study, or a bit of interest ... it's an interesting thing for 
them to open in the mail. No one gets really cool stuff in the mail anymore. So, 
when you are sending them something, you're on their radar screen again and 
again. It's also about the weekly email that we talked about. And, it could also be 
about proactively reaching out to five people on your Love 'Em Up List each week, 
with an individual email or phone call, or an an invitation to a talk, or, "I saw this on 
Google, and I thought it would pertain to you." Holiday cards, birthday cards, 
whatever it is. The key is to just be pleasantly on their radar screen. Not with a 
pushy anything, but just to be there with presence and love.  
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Fabienne: And every once in a while you can say, "Hey. So, I'm here when you need me. Let 
me know where you are in your process." Obviously, this is not you say every day, 
every week. Because that would be annoying. But, you'll trust your intuition to do 
that when it feels right. And that might be just every four months, right? 

Fabienne: The key here is that a non-commitment is not an actual "no." And, a lot of people 
ask me, "How often should I follow up? I just don't want to feel annoying." And, 
when it comes to following up consistently, I want you to stop being shy, and use 
the "Q-tip" rule. Q-tip stands for "quit taking it personally." What I have 
experienced is that, people are busy! You're busy! I'm busy! Everybody's busy! 
And people are busy, and some will say, "You know what? Thank you so much for 
being in touch! I have been too busy to respond, but I really want to talk to you." 
And they will actually thank you for doing it with the right energy. It's not what you 
do, it's how you do it. Write that down: following up, it's not what you do, it's how 
you do it. It's about the energy of following up. 

Fabienne: And if you remember that it could be a loving game, and it could be a fun game, 
then you won't take it personally. And you'll keep being in touch. Just remember, 
it's kind of like a friend who had surgery, and they might not be able to respond to 
you right away. But it doesn't mean that you stopped loving them, right? Just keep 
being in touch. And those who are meant to work with you eventually will.  

Fabienne: This has happened to me. I remember putting somebody on my Love 'Em Up List, 
and she was moving from the US to, I think, Sweden. And she said, "Maybe we'll 
talk in a year or two." And, I wrote that. And, you know, I said, "She's moving, but 
she'll be back in a year." And when I contacted her a year later, she said, "I can't 
believe you remembered me all this time. Oh my gosh, thank you so much! Yes, 
I'm ready to work with you now."  

Fabienne: So, you'll be surprised how even one year later, someone will say, "Wow. Thank 
you so much for being pleasantly persistent. It shows me that you care a lot. Yes, I 
want to work with you." Because, in the end, everyone wants to feel loved. 
Everyone wants to feel significant. Everyone wants to feel heard and understood, 
and they're special. Everybody wants to feel loved! 

Fabienne: And so, yes, the GAC process, as I've taught it to you, is meant to work as a 
one-call close. But at the same time, you'll also move away from churn-and-burn. 
And instead, this allows you to play the long game. And what happens when you 
are willing to play the long game – which, by the way, doesn't take a lot of effort, 
'cause you're just adding people to your existing marketing systems – you scoop 
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up so many more clients than if you didn't do it this way. And in the end, this 
allows you to have a much more successful business as your reward. So you're 
closing the sale much closer to 90% of the time than if you didn't do anything that 
we talked about. Okay? 

Fabienne: So, it's time to get your ducks in a row, and prepare your "Here's What We Talked 
About" email, and prepare your "Bookending Methods Script," and prepare your 
"Love 'Em Up List," and just get prepared for the every ... After GAC. It's not just 
the GAC, it's the After GAC. Okay? But you've got all the tools, right? We're almost 
in the home stretch, right? 

Fabienne: So, remember, use the Facebook group. Ask questions. Find a practice partner to 
have the Bookending Conversation with. Get feedback on your "Here's What We 
Talked About" email. Just keep being conversation, keep being in the game. 
Reach out to the others, and do it with them. And have fun with this! Life is about 
having fun! Just remember, we all believe in you. I believe in you. I know you can 
do this. It's easy. Just follow my recipe. We have used this recipe again and again 
and again. We can do it with our eyes closed. And I know you will too, soon. 

Fabienne: See you next time. Lots and lots of love. Bye. 

 

 

 

 
© 2018 Boldheart           9 



 

The Bookending Method 

If your potential client doesn’t sign up immediately on your GAC, use the Bookending method! 
 
The bookending method allows you to create a next step, so that your potential client’s answer 
isn’t “hanging out there.”  
 
It sets a time for them to take a next step so that they aren’t saying no to the reason that they 
reached out to you in the first place! 

Here’s the script:  
 

● “I absolutely understand that you need time to think this over. I’ve been there too.” 

● “How much time will you need? 3 days, 3 weeks, 3 months?” 

● “Great. Because life often gets in the way of us making a decision that we really want to 
make, I propose we schedule a 5-minute check-in call to see where you are in your 
decision-making process.” 

 
Then, have them add this to their calendar while you are on the phone with them and let them 
know you’ll be sending an email overview of your call together.  
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Sample Email: No show for a Bookending Call 

SUBJECT: Our scheduled call today 

Dear SUBJECT NAME,  

I have us scheduled for a 5-minute check-in call today, and want to make sure you’re ok! I was 
very much looking forward to an update on (INSERT SUBJECT OF YOUR CALL).  

Will you do me a favor and let me know you’re alright? 
 
Look forward to hearing from you soon! 

YOUR NAME 
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Sample Email: Here’s what we talked about 

SUBJECT: Here’s what we talked about… 

Hi NAME, 

I enjoyed talking with you today. It’s very clear to me that you are an advancing entrepreneur and that 
you have everything it takes to make your professional goals happen. It’s really great to see that...  

As I understand it, these are some of the things you would like to work on in your first year in The Client 
Attraction Business School™, based on our conversation: 

● Take your practice “full time” by doubling your client base from the current 5-10 clients a week to 
15-20 clients a week 

● Start taking on telephone clients to expand your market beyond New York (and make more 
money) 

● Select from and focus on one or two of your current “many ideas” as to not dilute your efforts 
● Promote yourself and your services to get new clients quickly 
● Increase your number of group workshops  
● Get better at marketing them and filling them  
● Create “price packages” or programs so that clients stay with you longer and you make more 
● Learn how to get new private clients from workshops (existing and future) 
● Make more money than you currently make with current clients (raise rates!) 
● Create a rate sheet to make it easier for clients to sign up with you 
● Start selling your workbooks 
● Get weekly goals, a practical action plan  
● Stay accountable  

These are all feasible and are very exciting goals and we can begin achieving them right away, as soon 
as you like. 

NAME, as soon as you decide to move forward, your acceptance package will be sent to you by email 
and you can begin meeting the other students of the program and start working through the curriculum...  

Speak to you soon! 
 
Your name 
Your email 
Your phone number 
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The “Love Em Up” List  
(formerly, “The Low Hanging Fruit List” or “Warm Prospects List”) 

 
 

Take some time to brainstorm and go through your notes to see who in your network has expressed interest in working with you over the 
last 6 months to a year.  This could have been either in passing ("Oh, I should work with you one day" to "I want to work with you, but I'm 
not quite ready yet") or more intently ("Let's set up a time to talk about working together") via email, verbally or third-party referral.  
Please list all of these people on this sheet that I've included below.  This can also include those you met with but who never signed up, 
for whatever reason.  Fill it out in pencil and keep it on your desk at ALL times.  This will be one of your more important documents to use 
for getting clients.  It’s about prioritizing and focusing on the “low-hanging-fruit” rather than reinventing the wheel.  Then, it’s your job to 
LOVE THEM UP, until they become a client! It's somewhat deceptive because it's so simple, but it really works… 
  

Name Phone Email Referral Source Particular Business Status 
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Kiva: Hi, and welcome to Module Nine of Boldly Closing the Sale. This is Kiva Schuler, 
and I'm thrilled to teach you this lesson today. It's one that has personally changed 
my life in ways that I can't begin to tell you, and I hope that it has as profound of 
an impact on you, and your financial situation, and just your enjoyment of life as 
it's had on mine and to many other people that I've been able to share this with 
over the year. I am going to be teaching this module today, but do know that 
there's a really special message waiting for you at the end from Fabienne, so that 
will be waiting for you at the end of the teaching. Make sure that you stick around 
and take that in. 

Kiva: This is the final module in Block Three of Boldly Close the Sale. It's about 
everything that happens after you get off a Get Acquainted Call, and really, this 
lesson today is about a practice that I hope can serve you far beyond the 
teachings of Boldly Closing the Sale, and really impact every aspect of your life, 
because it can if you allow it to. It's all about our capacity to receive, and to 
expand. It's about the practice of allowing more and more abundance into your 
life. 

Kiva: Whether it's your current perception or not, the truth is that money is as abundant 
as air and water. We never have to worry about inhaling and there not being 
enough oxygen. We don't need to worry about drinking and our body's ability to 
absorb the nutrients and the hydration that come from water, and it's the same 
with money, actually. I don't know if you're aware, but there are actually 17 trillion 
dollars in motion, moving, around the globe each and every day. 17 trillion dollars 
is in motion, around the globe, every day, so what I like to remind people is that all 
you need to do is simply open to allowing a little teeny, tiny, sliver, molecule of 
that flow into your life, and you'll have everything that you could ever want and 
need. 

Kiva: Unfortunately, most of us have been conditioned to believe otherwise. We've 
been told from when we were very, very small that there isn't actually enough for 
everyone, that we have to save everything, and hoard it for a rainy day, or for 
emergencies, or because you never know when it's going to run out. Maybe 
you've been taught some things like, "Well, some people are going to have 
money, but most won't ever, so you shouldn't even try," or whatever the lessons 
are that you've received around money, that have you believing that you're not 
going to actually get the things that you desire to have in your life. 

Kiva: So many of us are all tangled up between money and our own sense of self-worth, 
and deservingness, and our need to belong to maybe a culture that, whether it 
acknowledges or understands it or not, is really committed to not having. So this 
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whole conversation around your ability to allow the abundance in, to say yes to 
the sale, to allow financial resources to easily come into your life has a whole lot to 
do with your ability to succeed at what you've been learning in Boldly Closing the 
Sale. It has everything to do with it. 

Kiva: It's all about your energetic vibration around money. It's about how you really feel, 
subconsciously, about it, the kernel of truth that exists underneath all of the armor, 
and defenses, and struggle, and striving, and pushing, and rejecting, and all the 
things that we do to protect ourselves. This really is about the root of protection 
that is very much entangled with our money beliefs. These money beliefs, we 
don't necessarily share with others, and in fact, oftentimes we're not even 
consciously aware of the truth, so that's why we have to do this work on flexing 
our muscle around expanding and receiving, so that we can experience a new 
reality when it comes to money. 

Kiva: Your money blueprint dictates how much money you have attracted up until now 
and how much you will continue to attract going forward. Left on autopilot, your 
money blueprint will have you stay at the same financial level that you're most 
comfortable with, that you're accustomed to, that you've been programmed, just 
like this thermostat, to have a setpoint. So, the fact is that if you have an energetic 
or even subconscious block to receiving money, you will actually repel the 
abundance you consciously seek. This is why an energetic transformation around 
your money, at the subconscious level, is crucial to you closing the sale, allowing 
the clients in, the money in, the abundance in. 

Kiva: So, how do you know if you have an energetic block around receiving or allowing 
money? It's pretty easy, actually. You feel it. You feel it in your body. You feel it 
when a money trigger is presented to you, perhaps an unexpected bill or 
expense, maybe when a prospect is eager to buy, and you feel a tightness. It's 
pretty common, actually, to feel triggered when a prospect says, "Yes, I want to 
work with you," because it brings up all of your subconscious beliefs of not good 
enoughness, of not deserving it, of being afraid of failure, all the things. 

Kiva: This can feel like a tightness in your chest or a lump in your throat. Your might feel 
your heart rate increase, and your breath become shallow, or even your palms get 
sweaty. You might feel anxious and need to unnecessarily delay a conversation or 
sabotage the sale. You could feel a knot tightening in your stomach. When you're 
unconscious of these feelings in the body, and don't yet understand them for what 
they are, a fight, flight, or freeze response is triggered, and the monkey mind goes 
into high gear to help return you to that financial setpoint, which most likely is of 
not having. 
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Kiva: So your current state of money affairs, no matter how much you want to change it, 
stays the same, regardless of how much you might want something different. As a 
result of this, you might actually unconsciously talk your potential client right out of 
the sale, to appease your fear of receiving or allowing in wealth. I know I used to 
do this. I remember once, I had a client that I was about to close a five-figure deal, 
and I started saying things like, "Well, do you want some more time to think about 
it? I mean, this is a really big decision. Do you think you should talk to your 
partner?" And actually, about six months later, this very same client reflected back 
to me how he felt that I didn't actually want to work with him when I said those 
things. It was just my fear coming up. 

Kiva: So this could be really insidious if we don't become aware and conscious of it. We 
can really self-sabotage. Maybe we charge too little or discount on the spot. 
Maybe we talk the client out of the sale or let them use excuses. All of this stems 
from old programming that conditions you to buy into the collective consciousness 
of lack, that there isn't enough. This is unconscious self-sabotage when closing 
the sale, which dramatically lowers your closing rate, so we don't want you to do 
that. It can sabotage the most beautiful of dreams, your dreams of impact and of a 
better life for you and your family. When we do this, we literally create an internal 
tug of war, of wanting and not having, and quite frankly, it's exhausting. 

Kiva: So, let's talk about how to overcome this. What do we do? How do we overcome 
this mindset of lack and sabotage around money? We expand our capacity to 
receive, by seeing exactly where we stop the abundance of money coming into 
our lives easily and effortlessly. The good news is that this is a simple embodiment 
practice. Just like yoga, this is a practice that you're going to do with your body, 
not your mind, with your body, not your mind. Listen, all of us, every single human 
walking this planet, has unresolved childhood issues, challenges, and perhaps 
even traumas that impact our self-worth and feelings of deservingness, and we 
absolutely, 100% recommend doing the work required, through capable healers, 
practitioners, and therapists, to resolve these for yourself. 

Kiva: Also know that Fabienne will be single-handedly shifting and expanding your 
wealth consciousness in a massive way over the three immersive days at the 
Mindset Retreat. This is exactly what we do there. It's what Fabienne does best, 
quite frankly, and if you need further support, feel free to ask the Boldheart 
Business community for referrals. There's lots of help there for you. 

Kiva: But that's not what we're doing today. Today, we are going to give you a simple 
practice to simply become more comfortable with receiving, to allow the good in, 
to minimize the fight, flight, or freeze response when any money trigger arises. 
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The first foundation of this practice is that you check in with your body and use it 
as a tool. Some people that I've met over the years don't know how to feel their 
body. It's actually quite common in our culture to walk around with all of our 
attention to what's going on in our head and in the environment around us, and 
not giving any of our attention and focus to what's happening in our body. We're 
like humans walking around from the neck up, and you have an incredibly 
powerful tool at your disposal that exists from the neck down. 

Kiva: As crazy as it sounds, we must learn to feel our body without it giving us a really 
loud signal, like pain, to pull our attention to it. Our body is a powerful wealth 
consciousness messenger and tool, that we can access at any time, to shift our 
vibration around money and to eliminate old unconscious limiting patterns and 
behaviors that don't serve you, and keep you from the abundance you seek. 

Kiva: Patterns of lack, patterns of trauma, patterns of negative emotional responses are 
actually stored in our body, so when you are triggered by anything, money-related 
or otherwise, you're going to experience a reaction based on your body's memory 
of a similar experience in the past, and your body is going to alert this to you 
through a feeling that may be very strong or it may be quite subtle, which is why 
it's really important that you learn to feel, that you feel what's happening in your 
stomach, in your shoulder, in your skin, in your toes, in your hips, in your back, all 
of it. It's so that you can create space between stimulus, between something 
stimulating you, and reaction. 

Kiva: One of my favorite quotes is from Viktor Frankl, Man's Search for Meaning. He 
said, "Freedom lies in the space between stimulus and response." So if you've 
ever seen someone seemingly overreact to something, say they got bumped in an 
airport and had a big, triggered response that they expressed with aggression. 
Well, that's most likely unresolved emotional storage in their body. That emotional 
fear response has more power over that person in that moment than the rational 
thought that like, "Oh, I just got bumped by accident. No big deal." 

Kiva: So, when you feel triggered by anything money-related, for example feeling 
stressed when you're asking for the money and closing the sale, you're 
experiencing a reaction based on your body's memory of a similar experience in 
the past. To win this tug of war of wanting and not having, you get to learn to 
resolve these triggers as they arise, so that your highest intentions can manifest. 
Now, I'm going to teach you four levels of cleaning up your money consciousness 
in this way, through your body, today. Fabienne is going to teach you additional 
powerful and practical ways to do so at the Mindset Retreat. 
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Kiva: Let's talk about level one. Level one of this practice is simply spending five to 10 
minutes, every morning for the next week, simply feeling your body. You're going 
to sit comfortably in a supportive chair, with your feet on the floor, and close your 
eyes. Focus on your breath and quiet your thoughts. Starting with your feet and 
moving up your body one section at a time, simply notice how that part of you 
feels. See if you can feel all of your body at once. Don't forget your hips, your low 
back, behind your head, behind your neck. 

Kiva: See if you can feel your entire physical body while breathing and staying relaxed, 
and notice how each part of your body feels. Is it tight? Is it tingly? Is it relaxed? Is 
there any burning or aching? Is there pressure? Is there heaviness? Is there pain? 
Simply notice what you feel. This level is simply about awareness, learning to feel 
the subtle shifts that are energetically happening in your body, because as you 
learn to do these, these are powerful messages from your subconscious, that you 
can use as tools to make incredible shifts. 

Kiva: Let's move on to level two. Level two is learning to melt areas of discomfort with 
your focus and your breath. To do this, I want you to locate an area of mild 
discomfort in your body, preferably an agitation or tightness that you're 
experiencing as the result of an emotional trigger, say your kids annoying you or 
getting that unexpected bill, something that makes you feel kind of edgy. I want 
you to imagine that your conscious awareness is a laser beam, and you're going 
to focus the beam into the most intense spot of this discomfort. When you pay 
attention to how an emotion feels in your body, you're going to notice that there's 
a nexus point, almost like a thorn or a hotspot, and that the area around that 
hotspot is kind of like a hurricane, where it's more intense, and then it sort of spins 
out around the edges. You're going to focus your awareness, your conscious 
awareness, right into the center of that emotional storm, or that pinprick, or that 
thorn. 

Kiva: Using your breath to keep you relaxed, stay with the intensity until it melts, 
keeping your laser beam of conscious awareness with the most noticeable spot. 
Now, that spot may shift. It may float around your body. That's normal. Just stick 
with it. Remember, these are just buried patterns of emotional reactions, and you'll 
continue using your focus and your breath until the feeling is completely resolved. 
Notice the sense of relief and freedom that you feel. 

Kiva: Level three of this practice is to apply it when you are triggered by money. This is 
where it gets fun. You're looking for an experience that agitates you. Maybe it's a 
bill you didn't expect to get or your kids bickering. The more triggered you're 
feeling, the better. When you get annoyed, you get to practice. Notice the urge to 
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numb or to want to stop it, to check out. Instead, I invite you to stay with the 
trigger long enough to resolve it. This is how money consciousness gets shifted. 

Kiva: Following the same steps in level two, locate where the trigger is being felt in your 
body. Here's some interesting facts for you. When you feel a trigger in your head, 
it connotes anger, in your chest, sadness, in your stomach, fear, and in your throat, 
repression. This is important, because you can start to ask the question, "Why did 
this trigger cause me to feel angry? What about this is making it sad?" Don't worry 
too much about assigning meaning or figuring out anything from this practice. This 
isn't about resolving it through the mind. Our goal is to resolve it in our body, so 
that we can respond instead of react. 

Kiva: So when you're triggered, I want you to notice, first of all, how big the anxiety or 
self-sabotage feeling is on a scale of zero to 10, 10 being you are completely 
triggered, having an extreme emotional reaction, and one being it's barely 
noticeable as a trigger or emotional response. You're going to use the level two 
process of the laser beam, breath and focus on the area of the body, of your body, 
that feels triggered, until the trigger is melted away and the feeling is at zero. 
Practice this every time you get agitated or feel like doing something that isn't 
congruent with what you want or closing the sale. Don't react, respond, because 
when you are no longer triggered by old money patterns that don't serve you, 
you're going to close the sale way more often, and therefore be making a lot more 
money. 

Kiva: Now, the final step of this process, which is really about true freedom, is where 
you actually go looking for triggers to melt. I like to think of them as buried 
treasure. As you become more comfortable and conditioned with this practice 
over time, you're going to actually ... I know it's hard to believe, but you're going to 
enjoy being triggered, because when you stop allowing something other than 
what you want to affect your actions and behaviors, you are taking back your 
power around money. Consider this a fun zapping game. The more you play it, the 
more abundance you allow in your life, and that's when you stop allowing 
something negative, when you stop allowing old subconscious patterns, when you 
stop allowing the current status quo, the cultural norms, the beliefs of your 
community, your family of origin, to drive your actions and behavior and take your 
power back. This makes you a lot more money. 

Kiva: So, when you receive that unexpected bill and experience worry, amazing, 
awesome. Melt the trigger. When you have a client who originally said yes and 
changed her mind, awesome. Melt the trigger. When you have a huge 
presentation to land the biggest account of your life, and feel anxiety and fear, 
amazing. Melt the trigger. When you take your power back from money and see it 
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for what it is, which is just energy, it no longer triggers you. It no longer has power 
over you. You simply see it for what it is. It's just a tool, a means of exchange. And 
when you keep zapping the triggers using this practice, you dramatically raise 
your wealth consciousness. 

Kiva: May I remind you, your deservingness, your worthiness, my love, they were never, 
ever, never in question. You were simply conditioned, taught to believe a story 
that they were, and I promise that Fabienne has so many breakthroughs for you in 
this area at the upcoming Mindset Retreat, but for now, I want to leave you with 
this simple truth: You are priceless. Before you go today, I want you to stick 
around and watch this message from Fabienne. It's been a privilege to teach this 
to you. I hope you use it well, and I look forward to seeing you soon. Bye for now. 

Fabienne: Hello there. It's Fabienne, and you are at the end of module number nine, at the 
end of this part of the Boldly Close the Sale course, and I just want to tell you how 
very proud I am for you, to be on this journey, to be willing to learn more, discover 
more, practice more, about what it takes to have a greater impact in the world. 
And, as a result of having a greater impact, by you signing up more clients, you 
are making an important difference with your life, with your life's purpose. With 
every single client that you sign up, more clients than you would have in the past, 
you are creating a ripple effect in the world, because with every single client, you 
change a life, but you don't just change the life of that client, you change the lives 
of all the people who surround them, and that creates untold ripples. 

Fabienne: So, as we're winding down this part of the course, the actual modules, I just want 
to say remember, take imperfect action. This is pace not race, progress not 
perfection, and yet the key is to put every single element in place. As I've told you, 
this is a process that I've honed for close to 20 years. It works!  It works, and what 
people have told me for umpteen years is the reason that they get results is 
because they show up and they do exactly what I tell them. 

Fabienne: I know it sounds funny, but we have massaged this practice for so many years, so 
stay the course. Do all the elements. Don't beat yourself up if you haven't done 
everything up to now, but just keep going, and know that we put everything 
together at the Mindset Retreat. This is where it all gels, because you can know, 
you can have the Closing of the Sale Cheat Sheet, you can have all the scripts, but 
as Kiva shared in this module, it's all about your mindset, your capability, your 
capacity for receiving, for allowing abundance into your life. 

Fabienne: Yes, some people approach closing of the sales like, "Let's get more clients." This 
is not how we do things here at Boldheart. This is about taking your work and 
bringing it out there in a much, much bigger way, so mindset is a huge part of that, 
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and I will keep teaching you the rest of the Boldly Closing of the Sale mindset 
piece at the Mindset Retreat in November. 

Fabienne: So, make sure that if you haven't registered, you absolutely want to register, and 
listen, if you can swing it, I recommend doing the VIP option. You don't have to, it's 
not mandatory, but that's where you get to spend more time with me, more time 
with our Boldheart Business members, and more time with each other. You've met 
each other in the Facebook group, and now it's going to be time where you spend 
more time together. I want to hug you, I want to spend time with you, so if you can 
swing it, do VIP, and it's totally okay if that's not within your range yet. 

Fabienne: But either way, get yourself there, and let's finish this course together. When you 
approach closing of the sale with an expanded mindset, everything changes. You 
close more lovely, ideal clients, you make more money, you create a bigger and 
bigger ripple effect in the world, and you create a really, really nice life as a result. 
So, once again, I'm so proud for you. Congratulations on being on this journey with 
me, with us, and let's continue, okay? Let's take it to the end. I'm sending you so 
much love. I'll see you in a few weeks. Bye. 
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Melting Your Money Triggers 

An embodiment practice to increase your ability to receive wealth 

Your body is a powerful wealthy consciousness messenger and tool that you can access 
at any time to shift your vibration around money and eliminate old, unconscious, limiting 
patterns and behaviors that keep you from the abundance you seek.  
 
These patterns are actually stored in your body.  
 
So when you are triggered by anything money-related, you’ll experience a reaction 
based on your body’s memory of a similar experience in the past.  
 
When we clear it in the body, we clear it in the subconscious! We can respond instead of 
react. This allows us to eliminate self-sabotage and Boldly Close the Sale more often.  
 
L evel One:  
 
Spend 5-10 minutes every morning for the next week simply feeling your body.  
 
1) Sit comfortably in a supported chair with your feet on the floor and close your eyes.  
2) Focus on your breath and quiet your thoughts.  
3) Starting with your feet and moving up your body, one section at a time, notice how that 
part of you feels.  

- Is it tight?  
- Is it tingly?  
- Is it relaxed?  
- Is there any burning or aching?  
- Is there pressure?  
- Is there heaviness?  

 
Just notice what you feel.  
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Level Two: 
 
Learn to melt areas of discomfort with your focus and breath.  
 

1) Locate an area of mild discomfort in your body. Preferably an agitation or 
tightness.  

2) Imagine that your conscious awareness is a laser beam and focus the beam into 
the most intense spot of the discomfort. This can feel like a thorn or hotspot in the 
center of a more generalized location.  

3) Using your breath to keep you relaxed, stay with the intensity until it melts, 
keeping your laser beam of conscious awareness with the most noticeable spot (it 
may move around your body - these are buried emotional patterns).  

4) Continue until the feeling is resolved.  
 
Level Three: 
 
Apply this practice when you are TRIGGERED (this is where it gets fun!) You are looking 
for an experience that agitates you.  
 
Whenever you get annoyed, see it as an opportunity to practice this “zapping” exercise.  
 
Notice the urge to numb or want to stop it. Instead, stay with the trigger long enough to 
resolve it. This is where money consciousness gets shifted.  
 
Following the same steps in level two, locate where the trigger is being felt in your body. 
Here’s some interesting facts:  
 
Head = Anger 
Chest = Sadness 
Stomach = Fear 
Throat = Repression 
 
But, don’t worry too much about assigning meaning or figuring anything out from this 
practice. Our goal is to simply resolve it so that we can respond , instead of react.  
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Use the level two process until the trigger feeling is at a ZERO. To test it you can replay 
the movie of the triggering event in your mind’s eye, and if it still creates an emotional 
response, repeat the practice until you are clear.  
 
Level Four: 
 
Go Looking for Treasures!  
 
As you become more comfortable and conditioned to this practice over time, you will 
actually start to “enjoy” being triggered, seeing it as an opportunity for allowing more 
money in. Because, when you stop allowing something other than what you want, you 
are taking your power back from that thing.  
 
Especially money.  
 
When you receive an unexpected bill and experience worry? Great! Melt the trigger. Be. 
 
Have a client who said “yes” change her mind? Awesome!!! Melt the trigger. Be. 
 
Have a huge presentation to land the biggest account of your life and feel fear? 
AMAZING! Melt the trigger. Be.  
 
When you take your power back from false beliefs or triggers around money, and see it 
for what it is (energy), it no longer triggers you, it no longer has power over you. You 
simply see it for what it is… a means of exchange.  
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The Most Common Objection…. MONEY 

Remember: People’s fear about money is REAL. You’re ‘job’ is to return them 
to faith while respecting and caring for their fear. Ask follow up questions. 
Get to the bottom of what is truly going on… Money or something else.  

================================================================== 

“I totally understand - it is a big investment in creating ________ for yourself. Is it ok if I 
ask you a couple of questions about that?” 

“If it weren’t for the money, on a scale of 1-10 how interested would you be in my help to 
___________” 

If it’s 9-10, so is this a situation where you don’t have access to the money at all, or you 
just don’t have the money for this?  
 
If they don’t have money at all, help them brainstorm ways to source the money and use 
bookend script. include the option of googling a “0% APR credit card offer”

If they express concern over the amount of money to solve this specific problem, I refer 
back to what they shared with me - problem and dream. 

“If you knew 100% that you would achieve these results, would you invest this amount?”  
 
If yes: “So this is simply fear coming up - which is so understandable. Fear that you 
won’t get the result. Here’s what I know… I’m going to show up 100% to support you to 
get results. Are you going to show up 100%? 

If yes: Do you want to do this together?
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