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1. Create an Emotional Connection
A)  “Three types of People | Help”
B) Truth Funnel/Dream Building

2. Establish the Rules of Engagement
3. Input #'s from Analysis Worksheet
4. Show your Analysis Report

5. Demo Software (if time permits)

6. Set 2" Appointment & Get a Commitment
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Set 2nd Appointment & Get a Commitment	

*Tell the client NOT to return the analysis worksheet prior to the appointment- just have it filled out for the meeting
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Prior to the appointment, the client must:

»Watch the videos (one of two tracks)

Track #1: Details Track #2: Stories

1. Jane & Katie 1. Jane & Katie

2. How it Works 2. The Financial Pathway from Debt to Wealth

3. Live Demo 3. Debt Elimination Program Demo (Brian Nates Demo)

»Express interest & agree to get their analysis run to see if they qualify for
the program

»Fill out the analysis worksheet with accurate info (junk in = junk out)
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BETWEEN 1°7 & 2NP APPOINTMENTS

Email them:;

» Client Presentation

(https://wealthwise1.com/works)

“Please watch this video prior to our next appointment so our meeting is as valuable as
possible. This will ensure we are coming from the same base of knowledge and can spend
our time focusing on the specifics of your particular situation”

» Appointment details, including webinar info if meeting online
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1.

2.

Review the Rules of Engagement
Confirm #'s are Correct

Demo Software (if not done before)
Show the “Live Presentation”

Close with Scale of 1-10

Show their Analysis Report (if needed)

Complete Shopping Cart
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