HIGH-TICKET SALES DIAGRAM WORKFLOW

| advise you to print this out where you can see it in your office, while on sales calls along with having your
sales script + objection handlers PDF in view... that | gave you inside module #4. It will massively help you on
sales calls when trying to covert a lead/prospect into a high-ticket sale.

Part 2 — Set The
Strategy Call Agenda

Part 1 — Quick

and Relationship Building Lendl ~ o L L

As An Authority

Part 3 - Figure Out
What They Want To
Achieve In The Future
& Their BIG PROBLEM
That's Holding Them
Back From Achieving
The END-RESULT
They Desire!

Part 4 - Diving
Deeper Into The BIG
Important Data & PROBLEM That's
Cause Self Inflicted Holding Them Back
Pain From Achieving The -
END-RESULT!

Part 6 — Figure Out

Their DEEP Part 5 — Gather

EMOTIONAL DESIRE R
& What They Really

Want!

Part 7 - OPTIONAL BUT ADVISABLE
- Share a Brief Value Proposition So
You Can Use 2 of the 6-Psychological
Triggers of Influence (Authority +
Reciprocation) To Increase Sales
Conversion Rates!

Part 8 — The Challenge +
Your M.D.1.0 (Million Desired End Result Recap
Dollar Irresistible Offer) - & The Offer Permission
Transition While
Positioning Yourself As
The EXPERT AUTHORITY!

Part 9 — Presenting

Part 10 — Reverse
Psychology Switch
Using The SCALE =

Close! (1-10) Prescribing The

SOLUTION

Part 11 — Brief Irresistible

Offer Walkthrough +
Mastery 1-3 Bonuses +
FAST ACTION Price Reveal
Using REAL Urgency &
Scarcity!

CLOSE SALE! If They Don't
Close Apply Need Payoff

Benefit Driven Questions +
Overcome Objections & Close




