


Are you great at
what you do?

Does your offer
drive the desired
transformation

for them?

Are you speaking to a
qualified prospect who

wants the transformation
you are offering?

Selling is nothing to fear
Does selling makes you feel comfortable? Do you avoid it like the plague or do you always end
up talking your prospect out of buying from you because you feel you don’t want to force
them?

 I’m about to reframe the whole experience for you.
. 
If you can answer yes to the following questions when you are faced with a prospect, you’re
about to realise that you don’t need to sell at all.

“Yes, I’m in, 100% sold!” is a great response to get.

“No” gets you in hot water. Read on for why. 

Questions are good because they open up opportunities for
you to convince your prospect they are about to make a
really good decision.

There are 3 possible outcomes

You really don’t need to sell if you’ve got 3 yeses. Your prospect is already sold. You just need to
get them to say “yes” to your offer.
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Questions are yeses waiting to happen. You know what questions will come up. You’ve had
them before. Or if you are new to your business and haven’t spoken to many potential clients,
you need to make some logical assumptions on what people will ask or say, and build your
library of questions as you speak to more customers and gain more experience.

Prepare for those objection-based questions
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Make a list of all those objections and questions you may get.

Be prepared to handle them by preparing your answers ahead of time. 

Turn the conversation around by asking them questions to get to the
real reason why they can’t move forward.

Be aware that it’s never about the money or time. There’s always an
underlying issue you need to draw out.

Keep the conversation going until you get to the real reason. You are
now in a position to offer a deal that overcomes that real objection. 

You can ask, if money/time was out of the picture right now, not a
concern at all, what else would be holding you back from saying yes to
this opportunity right now?”

$

Always start your answer with a positive response. Never get
defensive. You can start with phrases like ‘That’s an excellent
question/point” or “I’m glad you said that because …”or “I completely
understand where you are coming from, I used to feel the same way”.



June had been told in the past only to have one offer, a high-ticket item, and just get it in front
of the right people. In theory, that works. But even if they ARE the right person, if their first
answer is no because they seriously didn’t have the means to take the offer up at that moment,
and June had no come back on that (which she didn’t), the conversation is closed. 

June is unlikely to get that person on the phone again. It also makes that parting conversation
awkward as the prospect feels uncomfortable and embarrassed about revealing their financial
situation.

Now if you decide you really only want to offer one high-ticket offer, you know it’s a numbers
game and you are happy to lose the majority of the pitches you make, go for it.

But what about those you turn down or who walk away? Are they less deserving of your help
because they don’t qualify as a high-ticket client but they really want the transformation and
you’ve qualified them as action takers and doers?

No, right?

So, I asked my client June what she could do to remedy the situation in an upcoming call with
her next prospect,  Victoria.

JUNE

JUNE

ANGE

Don't give them the opportunity to say no. 
Let me give you an example with the story of a client of mine, June.

“No” is hard to come back from
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It’s OK. I can create a mid-ticket item, and a low-ticket item and offer
each to Victoria one by one.

So, what should I do?

The problem with that is that Victoria will have already said no to your
first offer. Anything else you put in front of her after your all-in offer is
now going to be inferior in Victoria’s mind.



If Victoria chooses the middle or lower option, now June can always go back to her a couple of
months down the road to offer the higher option again. After all, Victoria hasn’t said no to her
at any time.

With Victoria now already June’s customer, and with the excellent service that June provides,
Victoria is much less likely to refuse the high-ticket option next time.

And by having three choices instead of one, June is now able to give all of her prospects more
opportunities to work with her rather than backing them into a corner with an “it’s now or
never” single offer.

ANGE

 Why don’t you offer Victoria all three options at the same time, giving
her the opportunity to say “yes” to the one she is most comfortable with.
By giving a choice, you are unlikely to get a flat out “no”. You are also
letting Victoria choose what she feels is right for her rather than deciding
it for her. Once she chooses one option, compare the other choices again,
offer a payment plan if it will push Victoria to opt for the higher-ticket
item if that’s the one she really wants, and make it happen for her!



Plan your 3 offers here

Here’s 3 ways you can work with Ange
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OFFER TYPE

BE A 
F.A.S.T. MEMBER!

LAUNCH A BUSINESS 
IN 5 WEEKS

GO ALL-IN AND GET COACHED
BY ME FOR A YEAR

EXAMPLE

YOUR OFFERS

$29 per month
membership with
access to weekly
training updates

Sign up now for a free
month trial of my F.A.S.T
membership for monthly

training updates and more

Join me in a 2-day
workshop to finally get

that business and offer
launched in just 5 weeks

Get on a free call with me
to find out more and walk
away with a free roadmap
to implement right away.

 

Join the club
angedove.club

Learn more
angedove.com/mbl

Book on my calendar 
angedove.com/apply

$497 
2-day workshop

and 5-week
course

$9997 
year-long group

coaching
programme with

supporting course
materials. 

LOW TICKET MEDIUM TICKET HIGH TICKET

https://www.angedove.club
https://angedove.com/mbl
https://angedove.com/apply



