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Structure of the Offer Triad:  Invitation             Laser Coaching             Heart Close 

Day 2: “Pain Solution Invitation” 
Goal/Theme: Social Proof and Explain Deliverables: Only you can do the work, but you don’t have to 
do it alone.

“Invitation” (Offer) is 6 parts

1.      Set-up Inspiration Panel (5 min) 
                 • Ordinary people, doing extra-ordinary things 
                 • What it looks like on the “other side” (when you commit to taking action) 
                 • Choosing commitment over convenience

2.      Inspiration Panel (45 min) 
                 • Align with objections (time, money, spouse, fear, shame/self-doubt) 
                 • Share Struggle, Search, Solution 
                 • Hero’s Journey: Where you were, big dream, obstacle in the way, action you took based on what you learned,   
	 				results	(financial	metrics	and	personal	measure)

3.      Pivot from Panel (5 min) 
                 • Would you like to get those same results?  
                 • Tie back to Gap Map: Close the gap between where you want to be, where you are now

4.      Detail deliverables (20 min) 
                 • ACE: Accountability, Community, Enhanced Opportunity 
                 • Less is more: subtractive, not additive (overdeliver, not overwhelm)

5.      Investment: (10 min) 
                 • Value stack 
                 • Explain payment plan, then pay in full savings (and any pay in full bonuses) 
                 • ROI vs COI: It’s not just what it’s worth and what you’ll save… It’s what it’s going to make you and what it’s  
           going to give you 
       • Get there faster and easier (cutting a check for speed) or accountability and hand-holding (cutting a check  
           for support)

7.      CTA (10 min) 
																	•	Unprecedented	time,	unprecedented	opportunity,	unprecedented	access,	unprecedented	offer 
                 • Only you can do the work, but you don’t have to do it alone 
                 • Go to the Dashboard: claim your space “I’m all in!” or “Talk to a program expert” 
                 • The program starts tomorrow at our Welcome Celebration
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Day 2 Continuation of Pain Solution Invitation
Goal: Proof of Unique Ability

Evening Session = Laser Coaching in 4 parts

1. Welcome New Members / Warm-Up (5 min) 
     • Excited to welcome our new members 
     • Remind audience to see themselves in the students being coached 
     • Remind them of value of “Getting questions answered you didn’t even know you needed to ask”

2. Laser Coaching (45 min) 
					•	Review	laser	coaching	applications	to	find	10	ideal	applicants	who	are	representative	of	your	RFC	and	your	RFC’s		
 primary pain points  
     • Whittle down to Top 3 (with back-ups) that are (ideally) not yet in your program 
     • Check to be sure they are in the room 
     • Social proof of your Zone of Genius (audience should think “if you could do that in 15 minutes, imagine what a   
 whole year with you would be like”)

3. Q and A (30 min) 
     • If time allows, open to audience Q and A 
					•	Select	questions/answers	that	allow	you	to	tie	back	to	the	offer	(all	roads	lead	to	the	offer)

4. Soft CTA (5 min) 
					•	“Head	to	bed”	soft	re-pitch:	it’s	our	final	night	together,	hard	to	believe	tomorrow	is	Day	3 
					•	Before	I	send	you	off	to	bed,	from	my	heart	to	yours,	something	I	have	learned… 
     • Indecision is the worst form of self-abuse -- if you know this program is for you, decide with your heart, not your  
 head, get the best night’s sleep, knowing you are no longer on the fence, and no longer alone 
     • All it takes is going to the Dashboard to claim your space “I’m all in!” or “Talk to a program expert”  
 (our team is on standby) 
     • The program starts tomorrow at our Welcome Celebration 
     • See you tomorrow morning!
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Day 3: Decision, Commitment, Celebration 
Goal/Theme: Getting to Yes

“Heart Close” (Re-pitch) is in 7 parts (see example next page)

1. Welcome (10 min) 
     • Hard to believe!: Our last day together 
     • Recap last 2 days

2. Warm-up (15 min) 
     • Share a-ha moments 
     • Take a few minutes: review your notes:  
	 			•	DECIDE:	what	will	you	do	differently	Monday?	 
    • COMMIT: what is the timeline for implementation? 
    • SEED: If you don’t have a plan for Monday, you don’t have a plan

3. My team tells me we have some questions…. (15 min) 
     • In my experience, if ten of you have them, a hundred or more have them 
     • With your permission, going to address before we dive into content 
					•	Address	3-5	offer	questions	that	tee	up	the	offer	(without	a	CTA):	Address	any	items	that	need	clarity	based		 	
 on feedback from the team (examples are clarity on a key deliverable and/or bonus, clarity on investment, clarity  
 on deadline/program start 
					•	Goal	is	to	put	the	offer	back	on	the	table	at	the	beginning	of	the	session	so	the	audience	can	get	back	into	decision		
 mode – know that the audience has either decided yes, decided no, or is stuck – the goal of this session is to get  
 them to yes

4. Content to overcome objections (getting them to yes) (30 min) 
     • This is real content: teaches them a life skill they need to grow their business, enroll their family, their friends,  
 their team, their clients that they can use every day -- but this also slays dragons 
					•	Overcome	Objections:	Time,	Money,	Spouse/Partner,	Fear,	Shame/Self-doubt 
					•	Art	of	Enrollment:	First	you	enroll	yourself,	then	your	family,	inner	circle,	team,	tribe

5. Pivot to Heart Close (5 min) 
     • “Before I send you to break, I want to share a story about when I had to make a decision around a big    
 commitment…”

6. Heart close (10 min) 
     • Goal: Get heart to make decisions head can’t or won’t make  
     • Your Story equates to “If not you who, if not now when...” 
     • If you don’t decide/commit: A day becomes a week, a week becomes a month, a month becomes a quarter, a   
 quarter becomes a year, a year becomes a decade…
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7. CTA (5 min) 
     • Reminder about the end of break is the decision deadline  
					•	The	final	call	to	action	is	always:	“If	not	you,	who?	If	not	now,	when?” 
     • Dashboard: claim your space, talk to an expert 
     • The program starts today at our Welcome Celebration

Go to “Final” Enrollment Break (and then follow with content that continues to enroll with a soft “no one left behind” 
CTA leading into Welcome Celebration)

Example of a  Heart Close (Re-Pitch) Language 

***Caution: Not to be used word for word or memorized. This is an example for you to make your own, in your own voice/
language! The more present and the less scripted you are, the better. The goal is to establish connection. ***

 Beginning of the Re-pitch session, after welcome and warm-up / a-ha’s: (Steps # 1 and #2)
Pivot to “My Team tells me we have some questions” (Step #3)

I	met	with	my	team	and	they	told	we	got	a	lot	of	the	same	questions	about	the	offer.	And	in	my	experience,	if	one	of	you	has	
a question, ten of you have them, and if ten of you have them, a hundred of you have them. So, I thought I would take a few 
quick minutes to address them now. 

***Note: These questions are designed to clean up any confusion around the offer. You will know these issues because they 
come up at the back of the room over and over (ie. When is the deposit due, when does the program start, are the meetings 
recorded, etc?) See Master Housekeeping deck for most common questions and answers. *** 

Then, pivot to content overcoming objections (Step #4):
Think of this as the art of enrollment, teaching life skills they need to know regardless of whether they buy, but content is 
also designed to move the room into decision. 

I was touched by these questions and by the conversations we had with you last night and this morning -- many of you didn’t 
sleep well, you were up tossing and turning, debating… Is this the right time? Is this the right program? I am overwhelmed. 
Can	I	afford	this?	How	do	I	tell	my	spouse?	Will	it	work?	Some	of	you	are	even	debating	if	you	will	do	the	work.

I know these questions; I remember being there. I remember debating those very same questions. I know these questions 
show	up	so	often	in	our	lives	–	whenever	we	face	a	big	decision.	And	finding	a	clear	path	to	navigate	your	way	around	
making “a big decision” is often something we are never taught to do in life. So, I hope what I am about to share with you, 
will help you not just today, but anytime you face a fork in the road. It really comes down to a life skill – learning how to 
overcome your own objections and others and learning how to enroll yourself and the people around you.

First,	know	that	fear	around	“big	decisions”	is	totally	normal.	Investing	in	yourself	IS	a	big	decision.	It	is	a	big	decision	
because it symbolizes so much more than a simple yes or no -- and the path to get there is so much more complicated (or at 
least it seems that way from where you are sitting now). Take a deep breath. Let it out. Let me give you something you can 
use	for	the	rest	of	your	life	to	find	your	way	through	a	big	decision.
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In	my	experience,	we	all	fall	into	some	of	the	same	traps.	Fears	around	time,	money,	support	from	our	loved	ones,	confidence	
in ourselves, and shame and self-doubt around our decision-making. Especially if we have let our selves down before.  And 
if you have taken any risk at all in your life, you are bound to have some failures. Some bad decisions. It, too, is normal. But 
failure if not fatal, and a past failure is not a predictor of future success. 

So often the question around making a decision is less about whether it will work than whether you will work.  It’s more 
about YOUR commitment to you. Take this program for example, your questions center around what WE will do for you in 
the program, (this often shows up as you debate the nuances of the program – poring over the brochure, debating the call 
schedule, the meeting dates, the start date, etc.) -- but if you peel back the layers, what you are really debating, is what YOU 
will do for you in the program. So often, what you are really questioning, and afraid to admit, is whether you will show up, 
whether you will do the work. 

The reality is for this to work, this is a mutual partnership. I can assure you; we will put 100% into our 50% of the 
partnership.	YOU	have	to	commit	to	putting	100%	into	your	50%	of	the	partnership.	Many	times,	the	only	difference	
between your success and someone else’s, is your level of commitment. It’s how you show up. It’s how committed you are.  
It’s	the	difference	between	being	committed	(doing	whatever	it	takes)	and	doing	what’s	convenient	(I	would,	BUT….)	

So, when do you know if it’s the right time? 

For	example	--	What	if	you	just	started	your	business?	What	if	you	are	swamped	in	your	business?	

While	these	seem	like	polar	opposites,	they	are	actually	very	similar.	It’s	about	finding	the	“perfect” time. Until you realize -- 
there is no perfect time, (for any decision), and there is also no time like the present. Whether you are hungry for clients, or 
overwhelmed with the idea of adding new clients, this is about systems, strategies, and support. Accountability and action. 
It’s about your commitment. 

You could delay the decision, but why would you? Why would you delay getting the help you need, the mentorship you 
deserve, the tools to leap over obstacles, and the systems to help you stop re-inventing the wheel so you can get further, 
faster?  You are essentially cutting a check for speed -- and for support. 

When you are no longer re-inventing the wheel, following proven systems and strategies, you actually have more time, not 
less.
 
The second most common objection is money: can you afford to do this right now? 

Money fears show up BIG in our lives. And of course, they show up every day in starting and growing your business. Every 
time you face a money fear, you have to ask yourself -- Is it is going to impact your ability to pay for a roof over your head, or 
to put food on the table?  If so, this may not be the right time. But, if it is money you didn’t plan to spend right now, but you 
could repay it to yourself later; or it may stretch you a bit thin, but with some hard work you could make it work – it’s time to 
get real and face your money fears. How creative and resourceful are you being? Back in the day, I got a zero-interest credit 
card	and	treated	it	as	a	bank	loan	I	could	re-pay	as	I	did	the	work.	When	I	first	got	started,	I	had	a	J.O.B.	I	didn’t	love,	but	it	
paid the bills, and I treated it as a bank loan and doubled down on working on my business at night and on the weekends.  
You have to ask yourself -- Are you willing to invest in your own success…. Knowing that with your renewed commitment to 
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you, success is within your reach. And so is the ability to re-pay the investment. Tenfold. 

This	is	the	way	successful	people	evaluate	opportunity.	They	see	the	difference	between	an	expense	and	an	investment.	
An investment pays dividend over the long-term, you make your money back and then some. An expense is Starbuck’s. 
Investments in yourself pay higher dividends than any other investment you could possibly make. 

And, when you think about it, how could you be serious about your business and not invest in self-education and mentorship? 
We	would	not	expect	a	doctor	or	a	lawyer	or	an	accountant	to	do	that?	So	why	would	an	entrepreneur	be	any	different?	

If you know you are meant to do this thing, and have a breakout year, and you need accountability, community, and 
resources	to	stop	re-inventing	the	wheel	every	day	–	if	there	is	any	way	you	can	afford	to	do	this	program,	how	could	you	
NOT do it? 

Seriously, can you afford NOT to do it? 

When making big decisions where money triggers are standing in my way – I often think, if it was a life-or-death decision 
and I had to come up with the money, I could do it.  I would do it.   In some ways -- this is a life-or-death decision for many 
of you. Can you come up with the money, knowing it will give you what you need to master the skills and the mindset for a 
lifetime of making money? 

If	you	dig	deep,	you	often	find	the	money	is	right	beyond	your	grasp.	Write	down	50	ways,	5-0.	Don’t	stop	at	20,	or	30,	or	
40.	Write	down	50	ways	you	could	find	the	money.	The	first	few	are	easy,	the	deeper	you	go,	the	harder	it	is,	but	also	the	
more profound the solution. 

The more freeing it is to see all the opportunity if you took a “whatever it takes” approach to your life-or-death decision.  
You are showing up committed, not just looking for solutions that are convenient.

Then, once you make the decision, you make it right.  When you take action, the universe responds. Situations and 
circumstances re-align to support you. The money arrives. In the most unexpected ways. 

Which leads me to certainty. And the role it plays in the law of attraction, the role it plays in your 
commitment to yourself, the role it plays in talking with your spouse, significant others, your support 
network (mother, sister, best friend), and your team. 

I	know	for	many	of	you,	a	very	real	debate	is	not	just	with	yourself,	it	may	be	with	your	spouse	or	significant	other.	I	have	
huge compassion for spouses, for the person on other end of the line when you call (mothers, sisters, friends). You are 
calling and asking for advice, for permission, for guidance.

But they are not here, they are not in this room, in this energy, surrounded by this community. They are not in this safe 
container where they can feel the opportunity, where they can see the success stories that abound here. They may or may 
not be entrepreneurial.  They may be skeptical of coaching. If we are really being honest, they may be skeptical of you.  You 
may have let them down before. You may have knowingly or unknowingly demonstrated a pattern that suggests you may 
not be willing to go the distance – a pattern that may seem to suggest a limited commitment to them, to yourself, to the big 
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dream you keep trying to harness. 

If they have never been an entrepreneur (or success story), or never known one, it may be well beyond their comfort zone to 
even embrace the hardship and the opportunity of what it is to be an entrepreneur (which between us, is all the more reason 
you need the support and accountability of a like-minded community.) 

This next piece is critical. This is a writer-downer. Not just useful here, but in all forms of decision-making and getting the 
troops rallied behind you... 

Certainty always wins a debate. Your certainty must trump theirs. 

When	you	are	talking	through	this	decision	with	your	spouse,	significant	other	,	or	family	member	--	you	must	explain	why	
the time is now, why you must do this work, how you can expedite results with a  proven toolkit and with the guidance of a 
mentor who has helped others achieve more rapid results  -- and how it will be so much easier (and frankly better for your 
relationship) when you have a trusted advisor and community that allows them to return to being your spouse (or mother or 
sister or team member)…  versus bring forced into the role of your ad hoc business advisor. 

If you have tried and failed, or started and then stopped, you have to resolve any sense of shame and self-doubt by 
acknowledging	any	past	failures	or	procrastination.	Explain	why	this	is	different	and	ask	for	their	support.	The	game-
changing	difference	for	the	person	on	the	receiving	end	is	seeing	a	new	you	that	shows	up	more	focused,	more	certain,	and	
more determined, with a plan. The best way to demonstrate this can be by setting a timeline, with measurable goals, with a 
reward for both of you when you arrive at your destination. (“We will take a vacation at the end of the year, my treat!”)

So often we ask our spouses for permission, when really, we are seeking our own permission. We are unsure of where we 
want to go. And then we blame our spouse for not being on board with our success.  We have to enroll them in our vision. We 
have to ask for their support, not their permission. 

For	this	to	work:	YOU	must	be	fully	onboard	first.	You	must	be	certain,	for	the	people	around	you	to	be	on	board.	THEIR	
belief in you starts with YOUR belief in you. 

I have seen it time and time again, when even the most doubtful spouse or family member, turns a corner, when they see a 
new sense of certainty, commitment, and passion in you. 

And this can also be a turning point for YOU, when you stop asking for permission to do what you know you need to do, and 
start asking for support in a decision that has already been made. What you really want is their blessing, now that YOU have 
given yourself permission.

And the last objections that hold most people back are the most deeply buried. The fear around failure 
is tied to shame and self-doubt. 

A past decision or action not turning our as we expected goes from a warning to prevent us from doing something 
dangerous… to a prison that keeps us stuck, afraid to take any action for fear of failure. You start to second guess whether 
you are capable of making good decisions, so you don’t make any decisions – which ironically, in itself is a decision! 
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To stretch is to risk failure. Action takers risk failure, but they evaluate the risk against the reward.  Risk forward. When you 
are evaluating risk, you have to ask yourself, is it riskier to take a leap and commit to working and modeling someone who 
has	figured	out	systems	and	practices	to	get	where	you	want	to	go	or	to	try	to	create	it	yourself?	Is	it	costlier	to	act	or	not	
to?  To do it or to just dream about doing it? To risk success or to risk regret?

You have to get quiet with your fear and listen to your inner voice. Is it fear of failure, or fear of succeeding? Is it putting you 
in	danger	or	just	outside	your	comfort	zone?	Fear:	Two	sides	of	the	same	coin.	You	have	to	stop,	take	a	deep	breath	and	ask	
yourself, is it scarier to stay stuck, dreams unrealized? 

Objections and opportunities to enroll ourselves and the people around us show up in our lives every day. Overcoming 
objections and enrolling ourselves and the people around us is an important life skill we all need to master. These simple new 
ways of thinking can help you in making a decision today, but I hope you all can see, they also become guiding principles for 
living a fully realized life. They are the key to being more, doing more, having more and making more.   That is our wish for 
you. To live a bold, empowered, fully realized life.

If you know your time is now, and you are ready to commit, I want you to feel free to claim your space in the program by 
clicking “I’m All In!” on the dashboard. 

And if you need some support around making such a bold move, you can click the button that says “Talk to a program 
expert”. If you need to go see them now, they are on standby for you for a conversation or for a walk-in appointment. We are 
here to support you – now, and in the program together.

PIVOT to heart close (Step #5)

We are about to go to break… And before we break, I wanted to say I can still feel the weight of decision in the room. I want 
to share a story about a time when I was faced with making a considerably big decision with considerably big implications. I 
was at a cross roads, and had to think with my heart, not my head…

Heart Close (Step #6)
Tell your heartfelt “decision-making” story… example: mine is “Basement or Broadway?” about a crossroads when I had 
to choose between moving to NYC or moving to my parents’ basement during a divorce. I chose New York and found the 
business of my dreams and love of my life. Choosing commitment over convenience and living life fully realized. (Or show a 
video that accomplishes the same result)

Pivot to CTA (Step #7)
So, as we go to break, you have to ask yourself: If not, you, who? If not now, when? No one can do this for you, but you don’t 
have to do it alone. And if you know you are meant to do this, there is no time like the present to get started. 

 If you know this is the right decision for you, click the “I’m All In!” Button on your dashboard and join us in celebrating your 
commitment – not to us, but to you and to your own journey. 

And for those of you still debating, stuck in the torment of indecision: the time is now. If it feels like I am working hard to 
enroll you, I am! because I know you will be more successful with us than without us. Because I have been where you are.  
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Decisions are due by the end of this break for a really simple reason: because the program starts today, at our Welcome 
Celebration. Because when you realize how you want to show up in life, and how you want to be seen, how you want to 
commit -- you want to start immediately! And really, between us, why would you delay getting started if you know this the 
time for bold change?

This	is	the	time	for	finally	making	more	money,	having	more	time	in	your	life	and	business,	having	a	plan	versus	making	it	
up as you go along, getting your spouse (partner) on board and showing them how successful you can be. Modeling real 
success for your loved ones, all while doing what you love.  

The time is now for living a bold, empowered, fully realized life that impacts the people you are meant to help. All it takes to 
claim your space is clicking the “I’m All In!” button on the dashboard.  

If the weight of this decision is too much for you, I invite you to talk to an expert during this break. I will be available, the 
team will be available, the coaches will be available to support you in thinking this through and making the decision that is 
right for you.

But, if you know this is right for you, I hope you will act boldly, and embrace commitment – to your bigger vision for your 
life.	Let	this	be	the	year,	you	begin	to	confidently	carve	out	your	breakout	success	story!	The	year	you	look	back	on,	where	
everything changed. And again, all it takes to claim your space and get started, is clicking the “I’m All In!” button on the 
dashboard.  

We are going for a thirty-minute break, we will see you back here in thirty minutes!


