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Speaker 1 (00:00:00):

We go. Okay. So welcome back. We're diving into session three of heart centered selling for mass 
massage therapists. Okay. So sharing love it. Um, let's see here, Zach working on my tone, practicing my 
after session and Prees scripts for sure. Um, that's something I provide to students in record. Massage 
practice academy is fairly complete. It might be some things we we're missing, but we're always, you 
know, working on. Um, but my, what I call my secret sauce, it's just some dialogues and scripts to use 
before, during after sessions. Some of that we will definitely touch on, um, today, but the, the complete 
thing is what's in Rocky massage practice academy. So Zach, I love that you have that. And you're 
working on that. Um, uh, Morgan's is I never wanna come across as pushy yet to be an authority. Sounds 
dreamy. Yeah, exactly. You guys just owning your expertise. It's not pushy. Pushy is faking it. Do you 
know that pushy is faking it? It's using force instead of power. Power is natural force is fabricated. If you 
ask me so very, very good, much more conversation with people. I never wanna be intrusive, but I w 
wanna sing my heart song about massage. Let me just say something about being intrusive, being 
intrusive. Isn't bad.

Speaker 1 (00:01:31):

As long as you preframe it. Listen, I don't mean to sound intrusive. Listen, you might find this as 
intrusive, but is it all right? If I say the thing that's on my mind, knowing that I just really am out to 
contribute something to you, and then you say the thing, listen, I know I'm intruding right now, but I 
couldn't help, but notice or overhear your conversation. You were talking about X, Y, Z, and how you 
haven't found a solution. I might have a solution for you. Are you interested in hearing about it? See, it's 
always with permission being intrusive is being responsible for the intrusion and intruding with 
permission, and then people have no problem with it. Okay. So good. Cynthia's is just a lot more 
ownership over people who inquire about massage. Asking more questions is helping improve that 
muscle. Very, very good. Practicing your tone.

Speaker 1 (00:02:20):

Very good. And let next level Holly, for sure. For sure. Awesome. So good feeling empowered, to be 
honest with you, what Nicole, you're feeling empowered. To be honest with me, is that what you're 
saying? Is there something you're not being honest about? Do we need to have a private conversation 
or something? <laugh> okay. Um, maybe that's fine. Uh, SueAnn, I'm getting more tools to help with my 
mindset and how to engage with clients in a way to help them figure out what they need and how to 
connect in a productive and not pushy way. Cause guys, remember, step one is connection. Step one is 
rapport. If you skip that step, very little will work very little will work. It's everything connection is where 
everything begins. So many good things there in the chat. I love it. Asking questions, working on tone. 
Oh, you guys are rock stars.

Speaker 1 (00:03:14):

Holy cow. I can't even keep up with all the comments there. Yeah. You've got a great business going, but 
I'm finding, I've let my clients lead the way. Yeah, exactly. You guys, these are all little insights and things 
that you can and might want to tweak that will improve your performance. Remember athletes at the 
top of their game are still working with their coaches to improve their performance. Shave a half a 
second half shave a second, shave three minutes off your marathon time. I mean like, do you know, like 
there's always that slight edge. That's gonna give you a maximum advantage in terms of reaching what 
you are trying to reach and accomplishing what you're trying to accomplish. Okay. So good. Okay. What 
questions do you guys have? Put a one in the chat. If you have a question. Okay. There's no way I can 
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see any questions that went previously. There's just too many comments. So put a one right now in the 
chat. If you have a question. Okay. Cheryl Long, go ahead and unmute yourself. Cynthia on deck and 
Amy right after Amy K. Okay.

Speaker 2 (00:04:19):

Okay. Can you hear me?

Speaker 1 (00:04:20):

I can.

Speaker 2 (00:04:21):

Thank

Speaker 1 (00:04:21):

You. Hi.

Speaker 2 (00:04:23):

Hi. So I, I am still working out of another clinic and kind of doing the self-employed with that. So we've 
got the receptionist up there. I find it a little bit challenging with where I am currently, cuz the 
information is really helpful when you have it all in your own sphere or I can train the, the receptionist, 
but I am getting some benefit out of being at this integrative clinic cuz I'm also an herbalist. So it, it, it 
does benefit me for, for now. Um, but the challenges is that, that I work with people. I talk to them. 
They're they're they love what I do. Even when gal says, I'm sure they you're an angel, you know, I 
mean, it was just like really positive feedback. And then they get up to the reception area and I find out, 
you know, they never scheduled, they never rescheduled. So, um, same thing, uh, when they're re you 
know, they call them to schedule and then, um, when they're checking out mm-hmm <affirmative> and 
so I'm wondering, um, what kind of tools or training or if, if that's still on my end, as far as how I'm 
getting them through the process or if it's the fact that the gals up front need to be trained on the sales 
process and that, that close.

Speaker 1 (00:05:45):

Are you, so tell me again, are you an employee or contractor there? What's

Speaker 2 (00:05:48):

The, I'm a, I'm a contractor there. I set my rates. Um, I have, uh, a percent that I, uh, do you know that I 
take,

Speaker 1 (00:06:00):

Okay.

Speaker 2 (00:06:01):

Yeah,

Speaker 1 (00:06:02):
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But you're not paying rent or anything like that.

Speaker 2 (00:06:04):

It's no, no. It's all included in the, the percent that they take.

Speaker 1 (00:06:10):

Okay. Gotcha. Come on. I gotta pouring some water here. Um, okay. So you're not in control of your 
sales process at all? No, that's the problem. And you're an employee. You can't train them. It's not your 
job to do that. This is what I hate about 10 99. No one should be in almost no one should be in the 10 99 
situation. They're so bad. I, most of my clients that are in 10 99 situations, I'm like, we gotta get you 
outta there. You should be renting. You should, because that's exactly what I'm saying. She is. You don't 
have control over your sales process. And if you don't have control over your sales process, who's 
running your business front desk staff doing whatever the bleep they wanna do, which is totally 
impacting you and your business you're at their mercy.

Speaker 2 (00:06:56):

They don't, they don't train them in sales or anything.

Speaker 1 (00:06:59):

No, no. Cause they're just there to like answer phones mm-hmm <affirmative> or whatever they do, you 
know, again, nothing wrong. They're doing whatever they're doing. But the point is those people are 
literally in charge of growing your business and you don't have any control over them. It's not a good 
situation to be in.

Speaker 2 (00:07:15):

So with the, um, the value that I've gotten is because we're integrated, we meet with other practitioners 
and I'm also wanting to grow the, the herbal aspect of my business. Okay. Um, wondering how to 
continue to develop that aspect of the inner relationships with other providers in a different setting than 
I'm not under their, that umbrella. They're not controlling that sales process. I'm controlling my sales 
process, but I'm still getting what I'm getting from the, the current setup. That's what I'm kind of, if you 
have,

Speaker 1 (00:07:52):

Well, you can't have your cake, you need it too. You know what I mean? Like you can't, unless you're 
renting there, like literally renting space and you handle all of your business, that's the only way that you 
could stay there and benefit from the relationships most succinctly mm-hmm <affirmative> it sounds 
like you just don't know how to get clients though. Sounds like you think you're dependent on them or 
something for business.

Speaker 2 (00:08:15):

I think a bit part of it is, is getting, get certainly getting clients. Um,

Speaker 1 (00:08:20):

That's what I mean, it sounds like you're not confident in your own ability to get clients. So you're 
dependent on them, which is resent, breeding, resentment. What if you just knew how to get all your 
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own clients and you could have a relationship with them, like, Hey, I know you I'll send people to you. 
You guys know me. You'll send people to me. Like we're a resource for each other, but you, it sounds 
like you're dependent on them or feel like you're dependent on them for clients. And what if you just 
knew how to get all your own clients, would you make different choices about where you're working?

Speaker 2 (00:08:54):

Yeah, I think, I think, um, part of it is the, the relationship or the mentoring in, in the other aspect. So 
hearing other providers, as far as with some of your safe, favorite supplements, or you have things that 
you are offering for clients or you're recommending, what are you seeing for different types of things? 
So it's kind of doing case studies. So if I found another group that I could do case studies with, then, um, 
then that would probably fill that.

Speaker 1 (00:09:25):

Yeah,

Speaker 2 (00:09:26):

That will,

Speaker 1 (00:09:27):

It just depends on what your priority is. Look guys, remember sales is the oxygen of your business. If you 
need money, if you need your business to provide the lifestyle that you wanna live, you have that's 
priority. Numar UNO. That's why on airplanes. They say, put your own oxygen mask on before you 
attend to other people. You, you don't go help. You know what I mean? You can't seek secondary. Like 
you're getting this great benefit, which is awesome. But is that helping your business grow? It's meeting 
an educational need. It's right. It's teaching you stuff. That's super cool, but that's all useless without 
clients.

Speaker 2 (00:10:05):

Yeah.

Speaker 1 (00:10:07):

And getting clients is number one, you know? So if there's a way you can have both cool. I encourage 
you to find that. But always my number one concern is gonna be, you're not in control of your business 
here, unless you just bypass the front desk and you go, no, I book all my own appointments and I check 
out all my own appointments. I hope you're not also using their software. Are you using their software? 
Mm-hmm <affirmative> yeah. Then you don't even own your clients. You don't even own your practice, 
honey. And that's a huge concern for me.

Speaker 3 (00:10:35):

Okay.

Speaker 1 (00:10:36):

Does that make sense now again, no shame. This is like, as so many people are in this situation and 
that's why I talk about it so much is that we go into these situations thinking this is gonna be so great. 
And then we unknowingly have totally relinquished control. If they could lock you out today and you 
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have none of your client information, you could even say, Hey, I'm considering renting or is there some 
other thing they're like, oh, she's leaving and they could get spooked or something and completely lock 
you out of everything and put your things in a box at the doorstep. And you don't even have a client list. 
Mm-hmm <affirmative> so risky. Does that make sense?

Speaker 2 (00:11:17):

Yeah.

Speaker 1 (00:11:17):

So what do you think you're gonna do?

Speaker 2 (00:11:28):

I think the, the thing is, yeah, I did the, the interviews and stuff for the, the practice part. And we're 
building another business right now, too. So it's been kind of challenging as far as, um, doing the 
financial piece for committing to the academy right now, because both of our businesses are still in this 
place. So

Speaker 1 (00:11:55):

Yeah. So you have to fix, but you have to, you can't build a business that you don't have control over.

Speaker 2 (00:12:03):

Right. So I've just continued here while we've been building the other.

Speaker 1 (00:12:08):

Right. Which, which again is totally fine as long as you know, but, but you also, right now don't own your 
client list. If they're doing all the intake and scheduling on their software, those are their clients. I'd be 
surprised if it says anything like that in your, your 10 99 agreement, do you have one? Yeah. Yeah. So 
just look at that. Is there any provision of any clients you bring into practice that go into their software 
still belong to you and you have a right to access that information after termination or something like 
that? I doubt that's spelled out, but look and see. And then if I were, you I'd make sure that you have 
permission to go in and download all of your clients before you leave. Otherwise they could, they could, 
theoretically guys I've seen it happen many times, sadly they could theoretically lock you out of your 
client information.

Speaker 2 (00:13:02):

I give them my cell phone. So they sometimes they'll book with me and

Speaker 1 (00:13:05):

I'll, that's cool. But that's now you going through your that's like very different than having a database 
and client records, financial records, soap notes, you know, all of the stuff that would be in their 
booking, um, software for example, is different, very different than what you would have on your text 
messages. Okay. Yeah. Like if, what if somebody's like, oh, I prepaid for 10 sessions. You're like, well, 
well how many record of that? Mm-hmm <affirmative> I certainly didn't get that money sitting in 
somebody else's bank account. Yeah. You know, that's risky. Okay. All right. Thank you. Oh yeah. Those 
are some things to navigate. Now you're in the program right now, right? Mm-hmm you graduated from 
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the program mm-hmm you're not in Rocky massage practice academy. No. Okay. Got it. All right. I 
thought you had said something about being in the program.

Speaker 2 (00:13:49):

No, I did the, the initial interview and then I've spoken with got

Speaker 1 (00:13:53):

It before. Okay. Got okay. Got it. So, yeah. So that gives you some clarity about what you're up against 
and what you need to fix. Okay. Okay. Thank you. You're so welcome. Okay. Uh, Cynthia, Cynthia V talk 
to me.

Speaker 4 (00:14:09):

Ma'am so my, the main objection I get is I need to look at my calendar.

Speaker 1 (00:14:16):

Okay.

Speaker 4 (00:14:17):

Calendar at home. I need to look at my calendar. I'm just like, so I don't know how to handle that.

Speaker 1 (00:14:23):

Okay, good.

Speaker 4 (00:14:24):

Tell they wanna rebook. They're like, oh yeah. And they usually do rebook, but I'm like, I'd like for them 
to rebook with me

Speaker 1 (00:14:30):

Now. Yeah. Yeah. Very good. Okay. So can we wait, can we pause on that? Cause I'm gonna coach you 
guys on handling OB objections. So I love that your homework on the break. Was there anything else in 
there? Another question you wanted to ask about anything we've covered so far? No, you could.

Speaker 4 (00:14:49):

I have a lot of things, but I need to do

Speaker 1 (00:14:50):

That one on one with you. So yeah. Well we have, we we'll have that scheduled then. Won't we <laugh> 
yes, we will. Awesome. Okay. Amy, Amy. Kay. Talk to me. Mine was probably more about the objections 
as well. Got it. Okay. And we'll get to that. I think <laugh> so, yeah. Perfect. Okay. Any, just any, what we 
wanna answer is any questions so far about anything we've talked about? Okay. Leslie, Leslie sch you 
gotta unmute yourself there. You,

Speaker 5 (00:15:25):
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So my question comes with like the people that are not right for me and referring them out because I've 
been really good. I'm really good about my boundaries. And I'm really good about, you know, what, I 
don't think that's something I can help you with where I'm really lacking is who do I send them to? So I 
guess my question becomes, do I just start a little group and start inviting, trying to meet other massage 
therapists and find out what they do in the area and just kind of have a meet and greet and be like, Hey, 
I wanna know what you do because

Speaker 1 (00:16:00):

I need to refer people to you.

Speaker 5 (00:16:03):

Okay.

Speaker 1 (00:16:03):

Yeah. It's actually a really great strategy. It's a great way to network connect with other providers and 
stuff like that. It's awesome. Now don't make that like your full time job, but yeah, I mean, could just be 
like, Hey yeah, I need to know what's going on out there in this community. Who's doing what and 
whatever. I started a Facebook group for Utah, licensed massage therapist and just, Hey, you know, like 
just have hundreds of people in there. And then finally I just gave it away to somebody else. Cause I 
didn't wanna admin it anymore, but it's, and I'm not practicing. So it's really great that I can go into Utah 
LMT. I gave away some stuff that I had in my garage for my clinic the other day, because I was in the 
Facebook group going, Hey, who wants a pedicure bowl? I used it for foot Oaks for my clients.

Speaker 1 (00:16:39):

So like somebody came to my house in 30 minutes and picked it up. So it's just really great, like way to 
connect and share. If you guys don't have a Facebook group in your area for massage therapists or body 
workers start one and just invite people to it always slow trickle. Again, it's not, it's not like something's 
gonna build your business, but it's about creating community, which I think is awesome. Being a 
resource for each other. Now also remember you don't have to refer to other people. You could just say, 
I recommend you search in your area for a massage therapist who does blah, blah, blah, try Google. You 
know, now if you do have a direct referral, that's always really, really nice too. It makes easier to serve 
the client. And it is also serves the other massage therapist. It's just a great thing to do. Um, but you 
don't have to just say, oh, what you're looking for is a person who does blah, blah, blah. So ask Dr. 
Google if I can find that for you.

Speaker 5 (00:17:32):

Okay.

Speaker 1 (00:17:33):

Yeah.

Speaker 5 (00:17:33):

Cool.

Speaker 1 (00:17:34):
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Yeah. Thanks. Great question. Yeah, you bet. Okay, Holly,

Speaker 6 (00:17:39):

Hey, mine was also about objections. I just got that one on text. Right, right. As we opened, um, this up. 
So I was just kind of

Speaker 1 (00:17:48):

Curious. Okay, perfect. Well, we'll get to that for sure. Okay. We'll get to that. Okay. Bethany, where's 
Bethany. Where are Bethany?

Speaker 7 (00:18:01):

Hello? Sorry. When on mute.

Speaker 1 (00:18:03):

That's alright. Question.

Speaker 7 (00:18:07):

Wasn't sure if this was objections or with clients, um, and rates and having control. Um, I years ago, like 
one of my first clients like told them that they were, when I started raising rates that they were 
grandfathered in and you know, special cuz they were in the initial group and all of this and then tried to 
raise their rates. Um, cuz I forgot. I had grandfathered them in and told them that. And when I did and 
told 'em the new rates and they really bulked at it and they didn't wanna pay 'em and I backed down not 
having the courage and now they're slacking off on appointments. They had been weekly and now 
they're like biweekly and um, don't wanna pay the new rates. Is it just the time to cut 'em off and say, 
okay, I think we need our met our end or do I just keep that one at the package and just have everybody 
else from now on, at the new rates?

Speaker 1 (00:19:19):

Well, when you,

Speaker 7 (00:19:20):

I feel like I've lost control with them,

Speaker 1 (00:19:22):

Then that's your answer, isn't it? Cause you have yeah, you sold out. You said my rates are this just 
kidding. Which actually you guys need to realize that odes trust.

Speaker 1 (00:19:37):

If you don't stay in integrity with your own word, people will mess with you because they know your 
word doesn't mean anything. Again, that's never even consciously communicated, but it gets 
communicated. Doesn't it? Okay. So what you'd have to do, what you'd have to do is say, I need to move 
you over to my new rates. Is, are we breaking up now? Is that the end of the road for us? Is that a deal 
breaker? Cause there's a reason you needed to raise your rates. We, nobody just raises their rates. 
Willy-nilly cuz they have nothing else to do. Usually when you guys raise your rates, it's like, I I'm asking 
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you to peel off your fingernails one by one or something. It's not something every everybody loves to 
do. It's like, oh my gosh, I'm having some pain here having some fear here. So you always do it for a 
reason, which is your practice is not built for success and you have to fix that. Right? Like whenever I 
coach people to raise their rates, it's not like, cuz I think you should. It's because the numbers tell us, 
you must.

Speaker 7 (00:20:34):

Yes.

Speaker 1 (00:20:35):

So you you're losing money with every one of those appointments. You're paying to have them as 
clients. Okay. And that's probably why it's eroding the relationship. Because if every time I look at that 
person and I go, well, they're very in paying $25 less than everyone else. I'm gonna be resentful of that 
because I know I don't need to lower my standards just because people can't get their finances together. 
You know what I mean?

Speaker 7 (00:21:04):

Yeah. I think I'm starting to feel that.

Speaker 1 (00:21:06):

Yeah. It sounds like it's coming out of you. And so that's the wake up, you know, that's the tap on the 
shoulder to go, Hey, this isn't working anymore and you do need to address it. And guys, please 
remember this. You can disappoint people and still love them of them.

Speaker 7 (00:21:26):

Yeah. That one's hard.

Speaker 1 (00:21:28):

<laugh> you can disappoint people and still care about them. You can disappoint people. Listen, I've 
been disappointed by my children many times, but I love them. There's nothing they could do or I just 
would stop loving them. So disappointment and love, disappointment and care can coexist. But at the 
end of the day, you're gonna be disappointed in yourself because you're selling your soul or your clients. 
It's not cool guys. Cuz just that alone communicates unconsciously that you are not worth it. You don't 
deserve it. You can't have what you want. You have to take care of other people before yourself. You 
have to hum all those things. That's that's really, what's coming up every single time. And so I just ask 
you, is that worth it? Is it worth getting paid? What they're paying you for you to sell out on your 
standards? And I say that with all the love in the world, Bethany, but that's what you're doing.

Speaker 7 (00:22:26):

Not anymore now.

Speaker 1 (00:22:27):

Okay, good. So go fire those clients. <laugh> go to those clients and just say, Hey, this isn't working. I 
raise and raise with everybody. I need to get you on board with it. If that's the end of our relationship, I 
completely understand. I'm completely grateful. See, this is the same thing guys disappointing. People 
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doesn't mean you're not grateful for them. You can disappoint people and still be grateful for what a 
great client they've been. Do you guys get that? Those two things can totally coexist. You can be grateful 
for the relationship. Grateful for the patronage, grateful for the experiences and you can disappoint 
them. They will be. If you guys are in business for yourself, you will disappoint people. <laugh> you will 
let people down. You'll get complaints. They won't agree with you. Okay. Let them go. Not a problem. 
Hold your own. Okay. You're welcome. And I know I'm not saying it's easy you guys, but it is necessary if 
you want to be at peace. Okay? Okay. Angela, did you have a question about anything we've covered so 
far this morning? Angela R unmute yourself. You can do it there. I've just asked you to unmute. Did 
something pop up, click on it.

Speaker 8 (00:23:51):

Hey.

Speaker 1 (00:23:52):

Hi. All right. Hi.

Speaker 8 (00:23:54):

Ah, first off I resonate with so many of the things you say. I love your direct, um, and empathetic blend 
of the way you deliver information. Thank you. Um, you're welcome. Uh, being a person who managed 
to get into this for free. Very thank you. Um, you're so welcome. I have, I have a very unique niche and a 
unique offering. Um, and everything you say gives me stuff to work on. I have so many nuggets of 
wisdom you've shared, but I'm still running around with an empty funnel. Will you be talking about 
funnel filling activities? That's really where, where my, um, where

Speaker 1 (00:24:31):

Your need is. Mm-hmm <affirmative> totally. So not directly, like we're not talking about marketing 
strategies in here. That's what we do in rock, your massage practice academy. Okay. Okay. So what 
we're doing here is, is definitely, definitely important in terms of filling your funnel. But if what you're 
starting at is like ground zero. Like I don't have clients that know where to start to get clients or I'm I've 
got three clients a month or something like that, right? Yeah. Then you should book a discovery call with 
my teams just so we can now listen guys, I'm listen. I'm gonna straight up tell you yes, we do sell a 
program. There is a program, but I'm telling you the purpose of that call is to serve you. Okay? It's for 
you to get clarity, cuz we're not gonna give you tips. We're not gonna coach you. And we're not gonna 
give you strategies on that call because there is a reason why you're not getting clients. And until you 
discover what that is,

Speaker 8 (00:25:35):

Thanks.

Speaker 1 (00:25:35):

And we can't fix it. I'm telling you, it's never, you just didn't market enough. There is always the root 
cause of the symptoms we see in struggling practices. That's why Kate and Justin and my team are, I 
have personally trained them and how to navigate those conversations and how many you guys have 
done those calls. You're either in the program or not, but you've done a call and it was massively 
valuable for you. Yeah. Whether you were offered a spot, whether you made the investment or not, it 
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was valuable for you that I'm telling you that's that's the point. Now that being said, that being said, I 
want you to really seriously evaluate whether or not you're willing to do whatever it takes to fix that 
problem. Because sometimes people I'm just gonna say this and I'm not saying that this is you at all, 
Angela, okay?

Speaker 1 (00:26:34):

This says, this is not directly, but I'm just saying in general, because we've got an audience here. <laugh> 
in the massage industry. People are addicted to gathering free information and not doing shit about it. 
Yes. Gathering information. Doesn't get you clients correct. Taking the action that gets you. Clients gets 
you clients removing the unconscious barriers of why you're not taking action is what gets you clients. 
And we drill down so deep to the core of that, that I've discovered patterns in this industry that I've 
never heard anyone talking about. Cuz I discovered them like codependency, how many of you are a 
child of an addict or a narcissist raise your hand. Like you diagnoseable okay. More than 50% of this 
industry. I'm not saying everyone, but the majority 51%, at least of all the people I talk to are children of 
addicts or narcissists. And what that means is they've become codependent, which is an addiction to 
care taking.

Speaker 1 (00:27:38):

And now you're just getting paid for it. You've chosen a profession where you can try to validate your 
worth all day long through your clients. And I'm telling you that is a bucket with no end. There is a hole 
in that bucket. So until so a huge part, surprisingly to me see, even when I started out, I thought I just 
have to teach people about business, business strategy. That's very important, but you know what I 
found out, 90% of it is inner work, taking out the mental trash, letting yourself free. Cynthia. I love you. 
<laugh> setting yourself free from that trap is often what opens the door to everything else. Cuz you're 
all capable. You're all totally capable. It's not like you don't have the ability to talk to people about what 
you do or market or learn how to market or learn Facebook ADSS or learn how to write irresistible offers 
or like you guys can all figure that stuff out for free on YouTube.

Speaker 1 (00:28:45):

But why I found my program gets the results that it does is because we deal with the mind we deal with 
the inner part that needs to change so that you have a fighting chance at showing up in your power. 
Otherwise you are going to be trying to heal your broken relationship with your parent. You're 
emotionally unavailable parent using every one of your clients as a surrogate. And that is not ever going 
to build a sustainable practice because it's like trying to fix the refrigerator by working on the stove. It 
never works. I'm telling you Ja, I'm just telling you that it never works. So that's why we call it a 
discovery call is because first of all, you gotta discover. What's really going on. What's going on 
underneath that surface. It's not that you need tips, tricks, techniques, marketing gimmicks, and sales 
tactics. That's not it.

Speaker 1 (00:29:50):

But when you get connected to your power, like you loving yourself, healing, your wounds, getting 
connected to your voice and your authenticity. Now you can run a practice. Now you'll do what we tell 
you to do. Instead of turn me into your project onto the people do this to me all the time. Like, oh, you 
know, unconsciously projecting, like now I'm the bad parent, you know? I'm like, you hired me as a 
coach. Why are you not doing what I say? And it's like where they're like, oh, because, and it's just 
bringing up their mommy issues or their, do you know what I mean? So it's like until we break that cycle 
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until you, we at least bring awareness to what you've been unconscious about, then nothing is really 
gonna work at the level that it could if we had cleansed the inner vessel so to speak.

Speaker 1 (00:30:41):

Okay. So, so if you are serious about taking action on what you discover, then I think you should book a 
call, right? I think if you're just looking for free information, we're not gonna give it to ya. There's no 
coaching on those calls. It's discovery. It's for us to do exactly what I'm teaching you guys to do in a 
different way. We're gonna ask you, we're gonna interrogate you. We're gonna ask you a ton of 
questions. It's gonna be like a job interview or a therapy session to really dive deep about what's really 
going on so we can find the root problem and then you'll know what you need to do to solve it. And 
then of course, if you're like, heck yeah, I want your help. Then of course we'll invite you into the 
program and tell you what it takes and give you an opportunity to take action on that.

Speaker 1 (00:31:25):

But obviously the choice is always yours. Okay? So I have to just say that because we've noticed that 
people are just addicted to, I'm gonna collect free information and go the DIY route. But what you don't 
see is every day, your practice isn't booked, you're losing 800, a thousand dollars every day that you're 
trying to figure this out on your own when we have the fricking recipe and we are so good at it, it's like 
you're, it's costing you money. Is the program cheap? No, no it is not, but neither is getting a master's 
degree or a bachelor's degree or a PhD. And I've never known anybody that went and saved up a 
hundred thousand dollars before they went to college. <laugh> it's like, right. You wanna get the 
education to make money and better yourself. You are gonna have to probably go into debt.

Speaker 1 (00:32:14):

Just gonna tell you guys that that's any serious entrepreneur. It takes money to make money. Just know 
that. Okay. So that's what I mean. It's like we talk to so many people that are just like fidling around and 
at the end of the day, they're not gonna take action on anything. Well then just keep Googling. I've gotta 
like 200 videos on my YouTube channel. Just go watch those. Okay. And they'll give you a ton of value 
and a ton of tips and things like that. Okay. So for, I just wanted to say that because that is available for 
any of you that haven't done ever done a discovery call, go book one. If you are an action taker, <laugh> 
if you're just a free information collector, go to my YouTube channel. Okay. But if you wanna talk to us, 
we're available for that. Kate and Justin have even opened up extra time this weekend.

Speaker 1 (00:32:54):

They're we're literally working on Saturday and Sunday for you guys that, that need that because we're 
serious about that. Okay. So you could, um, you could book Kate just dropped in the chat. Oh thank you, 
Kate. Okay. The application you'll you'll book call, and then you'll fill out a little application form just so 
we have some que we know like how long you've been in practice. What are you already doing? That's 
not working. What are your goals? Some basic things like that. And you'll pick a time and then you 
better fricking keep those appointments. You guys okay. Just like if your clients know show on you, we 
don't give you a second chance if you know, show on us we're we already know we can't help you 
because you know, okay. So we're serious about it and we love you and we wanna help you.

Speaker 1 (00:33:35):

Okay. So that's what I would recommend. Angela, if you're looking for like very specific, how do I get 
clients? That's what we teach in Rocky massage practice academy. Okay. Yeah. Yeah. Chrissy's like doing 
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it. It's lifechanging. I used four credit cards to do it. Yes. Chrissy. Anyone in Rocky massage practice 
academy that wants to say, do it. Just book a call. Will you just please nod your head right now on your 
screen? Okay. It's so good. It's just so good. And guys, I want you to know. Yes it is my business. Yes, it is 
my business. It is how I make a living. It is how I support my team. But I want you to know, I love getting 
cards and notes and letters and emails from people saying you changed my life. Not just my practice. So 
we do take this like very, very, very seriously, because we know it's not just get 60 clients in 60 days or 
rebooking mastery or any of, you know, like courses about skills.

Speaker 1 (00:34:38):

Those are important. But what I am awesome at is people moving. What I love to do is have people go 
from this, to this from people go from this, to this. Like that is my favorite part about what we get to do. 
Okay. It's giving me chills, looking goosebumps, just talking about it and love you guys so much. And by 
the way, that's why we do these events. Cuz listen, on the one hand, I know lots of people aren't gonna 
work with me ever. And I'm okay with that. Let's do some free workshops. Let me serve you anyway. 
<laugh> okay. Let's make this happen. Let's make this world a better place. Let's up level. This industry. 
I'm totally willing to do that for you guys. Okay. Okay. If you guys, if you have a question, just put a one 
in the chat, like I asked you to do. Okay. Just put a one in the chat and please don't use the raise hand 
feature in, um, in zoom cuz it changes my screen. Okay. Uh, okay. So let's see who else we have. Let me 
go back up here. Okay. That was Angela Madison and then Luann and Monica. Okay. What's up 
Madison.

Speaker 9 (00:35:47):

Hey

Speaker 1 (00:35:48):

And guys. Sorry. Will you do me a favor? I know this is gonna, I'm gonna look so bad saying this. You 
guys, some of you guys have broken hearted. Okay. If you're in my program right now, will you say I'm in 
your program right now? And if you're a graduate, will you say I'm a graduate of your program right 
now? Just, just so that I know cuz guys there's a lot of people that I've worked with forever and I totally 
know who they are and there's a lot of people that are like might be new or maybe just, okay. So just I'd 
like some context just, just to know. Okay. Will you guys let me know that when you're asking 
questions? Um, unless you absolutely know that. I know that answer to that question. Some of you 
know that. Okay. Okay. All right, Madison, go for it.

Speaker 9 (00:36:21):

Okay. I'm in your program right now? Yes you are. Yes <laugh>. Um, so my question is around, um, when 
you like the step four, so linking their need to what you do.

Speaker 1 (00:36:35):

Yeah.

Speaker 9 (00:36:35):

Um, because for me it's more of like, okay, where am I struggling with confidence? Where am I 
struggling in like the technical of like, oh you have like, like testing for spinal disc issues or like knowing 
when to technically like refer them out or knowing like over the call, like how to filter it through the call. 

https://www.rev.com/transcript-editor/Edit?token=cM-k2-RLQuwsdp9fDBu-NRKJqCZ1Ug6SyV-VW1s49H8nKjwwXnpFoCKuK4QoAGonOApEBlyIH87RS4-Sxck90L-qyMI&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=A_SRXRuLmoe-8thm-47cgZmE9J9b870hjKWobPPk448IpmS3Y3SFc1_bq5vBRLmEL2X9pQeZHSmHuoOARPH-Bzv1O0g&loadFrom=DocumentDeeplink&ts=2078.38
https://www.rev.com/transcript-editor/Edit?token=qg_n4WMwkpoKULnAdewV1CYqnvY8tqWdhfyGzBJmxzAJwg0spzkkqW9n6-DSf4S9NsqB7T6DXpl80nHYTUZMevILy0E&loadFrom=DocumentDeeplink&ts=2147.62
https://www.rev.com/transcript-editor/Edit?token=cboHN4RHRNRoPdMXShRLF1L3xgi306-8U9lNvwXjoUot9Wzot-B9RxELswqcInCvsAFRN387jn0b9pIvjOnlfJRALFU&loadFrom=DocumentDeeplink&ts=2148.34
https://www.rev.com/transcript-editor/Edit?token=sTuBT-bc92j6QTYX87aYBnZj01Tg3rV2qXc2mzeyZfPNhBtrX4-CA_vnbV0CWE1Z6OTidq0Zja8EXJg4dWPIqY0EGuY&loadFrom=DocumentDeeplink&ts=2181.94
https://www.rev.com/transcript-editor/Edit?token=dds-Y_E3UD_XxcydT2wSDY8fK3D2gWxuHboQYm69iABG7_Q4u_ltIXbS-go4eHIQr79cTz2q1PjPDPnNVqBs-SSS_UY&loadFrom=DocumentDeeplink&ts=2195.04
https://www.rev.com/transcript-editor/Edit?token=An8arWwcRhlDutiY8LON0Cd2e7yisPpimyuALihbYumg6FaMIsYu5UkJlYyEjFI9Ae68TMeL9Z89mKTIKQyBuT9glLM&loadFrom=DocumentDeeplink&ts=2195.77


This transcript was exported on Jun 11, 2022 - view latest version here.

HCS-3 (Completed  06/11/22)
Transcript by Rev.com

Page 14 of 42

But then also like if you discover something in session when to be like, oh, like, you know, this is worse 
than I thought I recommend you go here, here or here.

Speaker 1 (00:37:05):

Perfect. So we are gonna talk about that. Okay. Okay. And just remind me if you, when we get to it, be 
like, thank you, Rebecca, you answered my question. Or like we will get to that. Cause I'm gonna expand 
a little bit more on linking the, the value to the need or service. And then we're also gonna talk about 
how do you apply all of this in sessions, after sessions, before sessions? Cuz like I said so far, we've really 
only talked about this in the context of client acquisition. That's the a part of the alphabet. Right. So, but 
there's also all of the other elements of, of really taking a client from interested in your services to loyal 
client. We're gonna cover all of that. Okay. Okay. Cool. Thank you. You're welcome. Okay. Luann. Hi 
Luann. You unmute yourself. How you doing? Nice to see you.

Speaker 10 (00:37:55):

Thank you. You too. Um, you know what? I realized that the two questions that I had for you really 
aren't pertaining to the objections today. So I'm gonna hold that until next Thursday.

Speaker 1 (00:38:05):

We'll get well, no, we'll get them. We'll get those today. And you can ask me on the call on Thursday 
<laugh>

Speaker 10 (00:38:10):

Oh, okay. All

Speaker 1 (00:38:11):

Right. Thank you. By the way. Some of you're like what call on Thursday? No, this is a one day workshop. 
She's just in my program. So she's talking about other things. Okay. Okay. Monica, Monica, N there are. 
Yeah. Where's Monica. Where'd you go?

Speaker 11 (00:38:36):

Maybe it's me, Rebecca. I don't know.

Speaker 1 (00:38:39):

Oh, I dunno. Just Monica. Novasky

Speaker 11 (00:38:41):

Yes. I was just changing my name.

Speaker 1 (00:38:43):

Okay. You changing it? Okay. White win spirit. Let's hear it. <laugh>

Speaker 11 (00:38:47):

Thank you so much, Rebecca. You're welcome. I'm bit. And um, I go into the zoom meeting live and a 
little bit later and I studied my country. So at it's my problem is, and I don't have the license, not yet, but 
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times. And I, I have a problem, same and the advertising. So I use a, to sometimes the Craiglist and I 
realized, and I bring my knowledge from the Europe, much more knowledgeable when they are, uh, 
teaching academia and uh, um, school. They are teaching the master therapist because I, I, I, um, my 
teacher was shaman who is energetically heal the healer, so visionary and a lot of things. So it has, um, 
like x-ray and uh, she teach it for us. Um, like, like first of all, energetically and the body. So, um, I have, 
maybe I get something from somewhere else, universe. I don't know mm-hmm <affirmative> so when I 
touch the body and my teacher, she tell me, you have absolutely magic your hands.

Speaker 11 (00:40:09):

When I touch them, they are feared different. Now they are telling me what was that? And my question 
is sorry. And how can I do it that, um, um, make a license here. I don't like this. I hate it to studying 
because I don't like to sit in the, uh, school and study and learn. You know, that I prefer, if you can learn 
somebody who have really rehab experience, he, he, he or she have, um, like the like bump, she, when it 
say, say it, wow, I needed this one, this technique, like this technique and this technique. Yeah. So 
academia, they are teaching. I think so the lot of student, like they are going to the school out when they 
are graduated, they are like doing like something, but nothing. Yeah. They're, they're feeling themselves 
like in the, uh, wordless or something because they're doing that's. Can I do advertising for, uh, pro 
professionalism, everything. So very hard.

Speaker 1 (00:41:29):

Yeah. Well it's like I said, you guys, you can be an amazingly gifted body worker, but without being able 
to market your services, you don't have a practice. The reverse is also true. You know, you can be a lousy 
Bo body worker, but if so, here's the thing. Do you, are you in the us right now? Or where, where are 
you right now? Just geographic,

Speaker 11 (00:41:48):

Florida. Just, I would like to, uh, like transform transform here, or I go to this like small something 
school, then I can, I can graduate very quickly and make, test something and somebody could be happy 
me and not, not, I don't like to pay a lot of money. Yeah. Because my mindsets tell me it is not really 
worth it. They are want to be just a paper. Just pay it, pay it over there.

Speaker 1 (00:42:18):

Yeah. I under I understand. I totally, theoretically, am on board with you. However, you have to have a 
license to practice in Florida and you're not getting a misdemeanor is much more expensive probably 
than going to massage school

Speaker 11 (00:42:37):

Where I can go to the, take a test. The, they approve me like on the different, um, it came from the 
another country. Yeah. I have some paper diploma. Yeah. Where I can go that some, some just test and 
studying and test et set. I don't like to up,

Speaker 1 (00:42:54):

If you can do that, then that's great. But what I would require and guys just, I want you to know this too. 
And again, not know, not calling anyone out here, cuz this happens a lot. We only work with properly 
licensed legally practicing practitioners because I think that elevates our industry and that's part of what 
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I stand for. Mm-hmm <affirmative> so no matter, let let's say, let's say you wanna build a practice, 
whether you want my help or not. If what you are doing falls under the scope of massage therapy and 
you are not licensed, it is illegal and you need to get your license. So you can just be free of that. You 
know? So whether that's take a test, if you can just take a test and apply and get your license because 
your, your education transfers. Awesome. Do that. If you have to go back to school for a little bit and get 
some more credits or something like that, whatever the state of Florida or the county you live in, you 
have to do that because you, regardless of the argument in your head, which I totally get, you might 
have amazing, amazing skills.

Speaker 1 (00:43:58):

This is what happens when people, listen, I have a doctor that I went to. She's an, she says, acupuncture 
here. She's a full on physician from Beijing. Wow. But her education doesn't transfer to Utah. She can't 
practice medicine. She's not a doctor here, even though she's completely, she is amazing. This 80 year 
old Chinese doctor, who's an acupuncturist because she's not licensed to practice. So regardless you do 
have to get in compliance with those things, whether you like them or not in order to have the freedom 
to express your gifts. Does that make sense?

Speaker 11 (00:44:37):

Yeah. How can I, can you driving somewhere where I can take like something easier or where, how can I 
make a business without a license? Because

Speaker 1 (00:44:49):

It's illegal.

Speaker 1 (00:44:51):

If you're, unless you're doing Reiki, like you're not touching people or something. I don't know the laws 
in Florida. Mm-hmm <affirmative> but I do know that Florida requires like what Florida dance, 2000 
hours of education or something like that. So I don't know. You'd have to go. You could ask in the 
Facebook group or just search online, how to become a licensed massage therapist in Florida, and then 
you just call them and then you talk to them, say, here's my situation. I'm trying to get licensed. What do 
I do? And then you need to jump through those hoops and you need to do that in order to become 
properly credentialed.

Speaker 11 (00:45:25):

I go into the, the, the groups. I'm a massage group or vet? Or do you have a group? Same thing. I don't 
know. Just, yeah,

Speaker 1 (00:45:32):

You could go. You could go. But again, they're just gonna tell you to contact the, as somebody's here, 
put it in the chat. I'm sure we have people from Florida here. Just put it in chat for her about where do 
you go? Who, who does the licensing in Florida? Just give her the link maybe so she can do some 
research on it. Okay.

Speaker 11 (00:45:49):

https://www.rev.com/transcript-editor/Edit?token=cM-k2-RLQuwsdp9fDBu-NRKJqCZ1Ug6SyV-VW1s49H8nKjwwXnpFoCKuK4QoAGonOApEBlyIH87RS4-Sxck90L-qyMI&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=kc08h81O06bHy-krU_s1HzgJRH6TrZyyNOFtBoogHLlJBzVdgM5en_TedHjV9TnOxfB0Hp_1E3mvzDzQkxUQkW4Ozk8&loadFrom=DocumentDeeplink&ts=2638.92
https://www.rev.com/transcript-editor/Edit?token=qhtBzCQnDiXzirywbRXM2kCRep52qmaKjpsVXPL2R_6Ewwa7qgC5XqxSvzk2Kwnd7dBynJxk79aTpRCrvzpDj3AeaII&loadFrom=DocumentDeeplink&ts=2677.51
https://www.rev.com/transcript-editor/Edit?token=SB-UfEraxABf_I3m88y8A9Kr2zDJEREOn55PTcf-ulj84XyonSaBJx8KasRk8X7aEWZGWY93_hhFWqhzZeTAYd2hj7k&loadFrom=DocumentDeeplink&ts=2689.43
https://www.rev.com/transcript-editor/Edit?token=cvhIoj57W5ohwqgPxixojpVHI0ZrEbleAZlijs4sC3MnmW0YTW7RegVEjYcWKEfwLQTSCiUpCVkXleEj5euMQbaSahk&loadFrom=DocumentDeeplink&ts=2691.54
https://www.rev.com/transcript-editor/Edit?token=F8LTNra97zma5PoeY0Ar3-4cj42VyUL3VODWTdieLaEQmfMrH1_X0kVaH59Q0L91OM36Qbcx5CFkccwbs0lkrxVobjk&loadFrom=DocumentDeeplink&ts=2725.63
https://www.rev.com/transcript-editor/Edit?token=56aLaX6glJQN_MjaiMh3DusMXo5V9IsRsl2_Evp0tNoBeR7XhRKULgqRuH8uRIlpNlOadG6-B4E4ROlA3Dhmeh7rziY&loadFrom=DocumentDeeplink&ts=2732.4
https://www.rev.com/transcript-editor/Edit?token=F7KfF6Vhn_bZX2JYv_B621apKHZUppqxyzzlDyHs0WXzElQDAAhrspnj0fyDVJTIPuDxP5LKIx0mrwso2k3O7ovXmyk&loadFrom=DocumentDeeplink&ts=2749.17


This transcript was exported on Jun 11, 2022 - view latest version here.

HCS-3 (Completed  06/11/22)
Transcript by Rev.com

Page 17 of 42

Okay. And uh, yeah. So I cannot do a business. How is advertising you talking about advertising? How 
can I catch your client and everything can

Speaker 1 (00:45:57):

Listen. Listen, if you're doing hands on body work, mm-hmm <affirmative> it falls in the scope of 
massage therapy. I'm telling you, you cannot operate an illegal business. Please don't do that. Mm-hmm 
<affirmative> you have to go get licensed. You should stop. Don't advertise. Don't do any of that stuff 
cuz you're not. You're you're trying to build something and stay invisible. You can't do that. You and if 
you try to build a business and you're getting clients and you're practicing massage without a license, 
you can go to jail. Oh, like do that. <laugh> okay. Or you can get cited or find whatever the penalties are, 
but I implore you as a person that stands for the integrity of this industry. You need to go do that 
please? Mm-hmm <affirmative> okay. I know it sucks. I know it's not convenient, but you need to,

Speaker 11 (00:46:50):

Your problem is gonna be have for us like, and the, how we can build the clients and everything that's 
program and uh, like the software. And what is that?

Speaker 1 (00:47:02):

I can't, I'm not gonna answer those questions here. We're talking about the sales process. Mm-hmm 
<affirmative> yeah, I know there's a million things that you need to learn in terms of running your 
business. But today we're focusing on your sales, the sales process. Okay. Heart centered selling. So just 
for example, those of you that have worked with me for over a year mm-hmm <affirmative> is there, are 
you still learning new things? Every single time we talk mm-hmm <affirmative> okay. It's not like I can 
just package it in a bow and say, here you go. Like we do our darnest. We really do. My program is so 
awesome. It's so complete. Wow. And it prepares you for the complexities of business ownership, but 
life is always changing. Your life is changing. Your practice is changing. The world is changing, you know? 
So, so when people work with me, it's like having me in their back pocket because we can put our heads 
together and figure out, well, what do we do? Gosh, Jody, what's next for you? Gosh, Allie, you've got 
Allie had a little situation this week. She didn't expect. And we were like, okay, Allie, what are we gonna 
do to help you? So that's, that's why I'm saying the ongoing relationship with the coach is so valuable 
because it helps you navigate all those things as they come up. Mm-hmm <affirmative> yeah. Does that 
make sense?

Speaker 11 (00:48:10):

Oh, thank you so much, Rebecca. I really appreci. I go into the bank and take a look and uh, another, uh, 
therapist and uh, I can take a look and, uh, speak with them and she check, let's see what's going on. If 
they have, how can they have me?

Speaker 1 (00:48:25):

<laugh> yeah, yes. Yeah. Do you'll feel, you need to feel the peace of knowing you are licensed to 
practice and there's nothing to hide and nothing to worry about. Okay. That's what you need to do. Just 
whatever it takes, whatever money it takes, whatever studying it takes, do it. Cause you can't build. I 
can't say I'm a medical doctor. If I didn't go to medical school. And even if I did go to medical school, I 
can't practice medicine unless I'm licensed to practice in the state. I can still call myself an MD and be 
barred from practice. Do you know what I mean? So true it up. Get it, get it in alignment so that you can 
serve the people that are waiting for you. Mm-hmm <affirmative> okay.
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Speaker 11 (00:49:03):

Awesome. Thank you so much, Rebecca. I really appreciate it. Thank you guys.

Speaker 1 (00:49:07):

You're so you're so welcome. Um, you guys, I want you to know I'm so I'm reading your comments in the 
chat. Um, you know, Becca just best education I've got thus far and I have two degrees. Like I, I want you 
to know I am so honored. I really am so honored to read these, you know, awesome, awesome things 
that you guys are, are getting, um, shed Lee. I just love you, Aiden. I just love you. There are, you know, 
there are so many of you beautiful humans that I have been so touched by because you've just opened 
up your life and said, Hey, I've never had support. You know, I've never had support in my life. And 
you're getting support from me, from Sarah, from our team from, you've never had people advocate for 
you in your life. And that's what we do. That's what we do.

Speaker 1 (00:50:00):

And sometimes we are fighting harder for your dream than you are, you know? And that's where it gets 
really interesting when people are trying to give us all their reasons and excuses and limitations, and 
we're arguing for your greatness and you're arguing for your limitations. It's crazy. If you think about it, 
we're like, well, how can you make that happen? You're like, oh, I can, I'm so insert, excuse. I'm like, 
you're bigger than any of that. You know? So it's, it's really awesome. So I know Morgan was like, how 
do I sign up? Yeah. Okay. So Kate dropped the link. You can book a call at any time. Like I said, they 
opened up appointments this weekend just for you guys that my Facebook ad spend is not, hasn't had 
the opportunity to hijack. So if you want to talk to my team and you've not done a discovery call or 
you've not done any of my programs start there. Okay. Um, yeah, you guys are just awesome. Okay. So 
cool. Gr awesome. You guys. All right. So I know I have a couple more questions. Hadassa you have a 
question and then Leah, and then we're gonna get back to the content. Okay.

Speaker 12 (00:51:07):

Um, yeah. So my question is, hi, how are you?

Speaker 1 (00:51:11):

Oh, good. So happy to see you.

Speaker 12 (00:51:14):

Yeah. I'm so happy to be here. Yeah. I've been, um, Rebecca's my coach for over a year and I'm like, 
yeah, let's do this. Like I've been waiting for this for a long, long time. <laugh>

Speaker 1 (00:51:24):

Yes.

Speaker 12 (00:51:25):

Yes. Um, so it's a, a very like specific question that I have about, um, getting my clients to like, usually 
what I find is the most I'm like listening to my tone. Um, like the most like beneficial is when they have 
three sessions. Like once they already come in the first time and like three sessions close together, like 
two weeks apart. Um, and those are, are their two hour sessions at 200. And so I feel like that has been, 
there's been like a resistance to that. And then maybe it's because like, I don't believe that someone 
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would do that or, um, I'm not sure, but like, I, even when I truly believe that it's really, really gonna be 
beneficial for them. Um, I'm just like coming up with that. Um, well, I can't do that, but maybe I can 
comment once a month, which is also still cool. But like, you know, if so, um,

Speaker 1 (00:52:31):

Like that's what they're saying back to you.

Speaker 12 (00:52:34):

Yeah. Okay.

Speaker 1 (00:52:35):

So that's an objection and I'll teach you how to handle it.

Speaker 12 (00:52:38):

Okay.

Speaker 1 (00:52:39):

Okay. Now guys, I do have to say something. No objection. Yeah. You can't always overcome everyone's 
objections all the time.

Speaker 12 (00:52:47):

Yeah.

Speaker 1 (00:52:48):

No salesperson on this planet has a 100% closing rate. In other words, there's not a single soul on this 
planet that literally sells a hundred percent of the time to a hundred percent of their prospects. It, it just 
doesn't happen, but you still try. You still add for me, handling objections is actually, I like to call it 
advocacy. It's where you really advocating for the person. Now they still have the choice. They know 
their life better than you do. You know, your product or service better than you do. You know, your, 
your service better than, you know, how you work, you know what gets results. You have confidence in 
your skills, but ultimately you're helping still helping them make a choice. And they might say, yeah, you 
know, that sounds really good, but I'm really only able to do once a week. And you say, then you have to 
decide, is that how you work? Is that gonna work? Does that work for you? And you can say, okay, cool. 
Let's just start there and see how that goes.

Speaker 12 (00:53:43):

Yeah.

Speaker 1 (00:53:44):

Does that make sense? Like you can, that's where the negotiation begins. If you are willing to negotiate 
on certain things, you sh I think you should be willing to negotiate on certain things that are negotiable, 
but you need to get clear on what is non-negotiable in your business. I had a sweet man apply for my 
program. He got offered a spot and he came back and said, you know, I would totally do your program, 
but I would like to pay you $125 a week. And I was like, Nope, that's not how it works. I was like, totally. 
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And he is like, he even offered me gemstones. Like I have this, I have that. And I was like, no, the 
program is this. These are the terms we accept. If you want in, you can work it out. But no, I appreciate 
how tenacious you are.

Speaker 1 (00:54:33):

But I, I don't work that way. Mainly you guys, because I have a team and bookkeeping is insanely 
complicated. <laugh> it's just too complicated. I just won't do it. I can't do all these custom new fend 
angle, payment plans and stuff. I just can't do it. It's way too hard. And also people don't get the results 
if they don't go all in mm-hmm <affirmative>, you know what I mean? Like, so you have to, I, I know that 
about my business now with massage therapy and the work that you do, you have to decide, is that a 
deal breaker for you or not? Can you be flexible with that or not? If it's negotiable, negotiate on it, if it's 
not say it's not how I work, it's not gonna work like again, does that make sense? I think there's a lot of 
things that can be negotiable in our businesses.

Speaker 1 (00:55:18):

I don't think you guys are gonna have a lot of things that are non-negotiable except for the obvious 
things that are non-negotiable like maybe your, maybe your schedule is non-negotiable maybe your 
prices are non-negotiable obviously your ethics are not, not up for barter either, but there could be, 
how do we create a treatment plan that can work for this person? So they're getting some results 
instead of you have to do it this perfect way that I want you to do it. Otherwise you can't be a client. I 
think that that would be foolish, especially if it's a good client, you could probably work them in a 
different treatment plan. Does that make sense?

Speaker 12 (00:55:51):

Yeah. Like you're saying that I have to decide if I want it's negotiable or like, if yeah. But meaning if it 
wasn't, the biggest thing usually is like, well, do you wanna, do you wanna like feel better or faster? Or 
do you just wanna kind of like, like have yeah.

Speaker 1 (00:56:08):

Have fake it. Exactly. Which is really good. Cuz it's part, oh, you are overcoming objections and you could 
say something like, and again, I don't, I mean, I know a lot about what you do, but I'm I'm I don't know 
exactly about what you're, what's the value you're trying convey to this person, but you'd have to 
explain to them. So you'd have to say, listen, I totally get that. That makes sense to you. But here's what 
doesn't make sense with the work that I do. It is kind it's time sensitive. Let's how many of you guys have 
some kind of work? It's kinda like time sensitive. There's like a process that you gotta like keep up on or 
something. Otherwise it just doesn't have the same effect. Yeah. Come up with some kind of metaphor 
or analogy, you know, it's kind of like, you know, this is the way we do it and we do it this way for a 
reason.

Speaker 1 (00:56:57):

And if we don't do it, we don't get the results and it's a waste of your time and money. And I don't want 
that for you. So maybe what we could do is is it a, but you also have to find out what exactly is the 
objection. That's another. Okay. We'll get to that. It may not be what you think it is. So you can't solve 
the problem until, you know, until you've isolated, what the objection is. Yeah. So hang tight on that. 
Okay. Okay. Awesome. Thanks. You're welcome. Okay, Leah, what's your question. You put a one in the 
chat.
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Speaker 13 (00:57:30):

I, I did. Um, so I guess, I don't know if it's related, but I notice that I can tend to get really awkward with 
clients. Like after everything, like, as they're leaving or after I'm getting off, like if I'm getting off the 
phone with somebody, like I can go through. And even with clients that I've been with, you know, that 
have been with me for a while. Um, and I, I don't know how to kind of like, not be awkward and it's 
almost like, I feel like I have to be the last one to say something for some reason. Does that make sense?

Speaker 1 (00:58:07):

Yeah.

Speaker 13 (00:58:09):

Um, so if that doesn't apply to this, then I can always ask it.

Speaker 1 (00:58:12):

No, it's fine. How do you guys just know you're awkward about these conversations? Any part of 'em 
totally fine. Or you can foresee a situation where you would feel awkward. Something happened. Yeah. 
It's totally, it's totally fine. Number one. I would say Leah is see if you can suss out what's the underlying 
belief. Okay. You have some belief about you, you and others, them other people are smarter than you. 
We've talked about some of this stuff before, right? Yeah,

Speaker 13 (00:58:37):

Yeah.

Speaker 1 (00:58:37):

Could be. What's creating the symptomology. Okay. Okay. So if you change that, then that's the most 
leverage. You've just changed everything. Right? Right. But strategically in the moment, when one finds 
oneself being awkward, who might not habitually be awkward, you just say, I feel so awkward right now. 
See, this is another actionable strategy that Chris Vos teaches is called an accusations audit where you 
basically just say what you think they'll accuse you of. Listen, I know this might come across as so pushy. 
Listen, I feel so awkward. This is the awkward part of what I have to do. I have to collect your payment.

Speaker 1 (00:59:17):

You're all massage, drunk and happy. Now we gotta like bring you right to earth and I gotta take your 
money. <laugh> <laugh> but you see how, when you say it up front, it breaks the spell. They were 
thinking it anyway, or they weren't. But regardless, I also call it before I learned Chris. Yeah. It is the 
black Swan method. Before I, before I learned about Chris Vos, I called it brain on loud speaker where I 
just turned my brain on loud speaker. And I just say what I'm thinking. And I just say, listen, and here's 
how I start it. I have a concern. See that way I'm owning. I have a concern, not, I know you're probably 
thinking this cuz you don't, that's a total mind read. Listen, I have a concern. I'm gonna be so awkward in 
this next moment. So just we can bear with me and gimme some grace.

Speaker 1 (01:00:12):

This is really hard for me. See, you're completely owning. You have a concern. Not like you're probably 
gonna judge me. They might be like, no I'm why are you saying that? Right. You're judging me as 
judgemental. Mm-hmm <affirmative> so that's what I would do. I have a concern. Those are gonna be 
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your magic words. I have a concern that I'm gonna be totally awkward. So I just needed to say that to 
get it outta my space so that if I am awkward, you'll forgive me. Right. That's called brain on loud 
speaker guys. I don't even know. Just turn it on and say the thing mm-hmm <affirmative> and people 
will just be awesome with you. Okay? Okay. That's my awkwardness strategy. <laugh> okay. All right. 
Yes. So good. Okay. You guys. So let's just, um, before we dive into objections, let's go to let's. Um, I 
wanna back up a little bit with step three and four and just give you a couple of other tidbits that I think 
will be helpful for you just to clarify it.

Speaker 1 (01:01:09):

So we talked about, we didn't did we talked about double binds. Okay. So, um, finding the need and 
establishing the value. So this is step three. Okay. Cause the question of step two is how you discovered 
the need, but now you're establishing the value. So let's talk about this again, once you understand their 
concerns and their needs, then you can decide if you can fill that need through your skills, through your 
schedule, through your pricing, cuz guys aren't there people that you could have a great quick 
conversation with, find out their need, all that stuff. And then you go, okay, great. Where would you like 
to go from here? And they go, well, what do you charge? And you say, well, I charge commen with the 
value of my service. Are you looking for a cheap massage? And they go, oh yeah. I was only gonna pay 
$40.

Speaker 1 (01:02:03):

You're like, oh, okay. I'm not that you see how there's nothing to negotiate there in the sense of if part 
of what they need is a massage. You can't meet that need and stop trying to please <laugh> okay. 
Understand that if part of their need is I need the best deal in town. I need to pay nothing for this. I'd 
say go to the student clinic, but you're gonna get a student massage. If you're looking for an expert in 
XYZ, like me, who's totally confident. Like I am that I can help you then it's you're gonna pay for it. You 
could you're get, get what you pay for basically. Okay. Does that make sense? I just wanted to kinda pull 
that thread out because you can't meet the need of a person that wants a free massage or cheat 
massage, a 14 hour massage, whatever like weird requests that people have.

Speaker 1 (01:02:51):

That's also why having a niche is so important because your services directly fill their need. And it makes 
that clear in all your advertising, pregnant women in pain. Okay. Obvious. Like you don't even have to 
have these conversations very much. If your marketing is really dialed in, your marketing will actually do 
the heavy lifting for you because it's already attracting the right people that have the problems that 
you've stated you can solve. Okay. Um, think about this. 80% of people have already bought the I that 
bought your services in their mind. So if you actually add this step, it can often tip them kind of over the 
edge in terms of like, okay, I am gonna book with you or I am gonna rebook with you. So you could even 
ask like establish. So how do you establish the value? How do you find, how do you find the value? Okay. 
You could even just ask. So do you see any value for yourself in, and then say the thing you do?

Speaker 1 (01:03:56):

Do you see any value for yourself in working with a migraine specialist with a really successful track 
record? Cool. Then that sounds like that's a great fit. Do you see how, as you ask questions like that, you 
are all, you're just driving home, that your value, basically the value of what you offer as it relates to 
what they want. Now, let me just quick, jump ahead and give you an example of how this looks in a 
rebooking situation. Okay? Client comes outta the session. You say, all right, new client, let's say it's a 
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new client. Cuz new clients are don't. You guys feel a little trickier about rebooking first time clients and 
like repeat clients are kind of like, oh they're you already know they're gonna rebook. Cuz they're 
already been doing that. You have a history of that. It'd be weird if they didn't. All right. So this is a new 
client and you come outta the session and you say, all right, let's chat for a minute. At the beginning of 
our session, your pain was a 10. What would you say it is now? Is it the same? Is it worse or is it better 
now guys? Why would I give them all three options? Cause I want to know the truth.

Speaker 1 (01:05:18):

How many of you guys have a habit of saying, do you feel better? That's a leading question. You are 
leading the witness and they will lie. They'll love you. If they feel like crap. I just left this hotel in Florida 
that we stayed out with my kids last week. It was terrible experience. We rented through Airbnb, but it 
was very clear. There was some spat between the private Airbnb owners and the actual hotel, condo 
owners, association, whatever. Like we didn't really get to be like served by the front desk cuz they're 
like, oh you need to ask the owners for those. You know what I mean? Like there was this weirdness 
thing going on, like all the time. It was just strange. It was strange stuff. I wouldn't go back. I was lovely, 
but I just wouldn't go back there. I haven't got stopped walking to the pool with my water bottle in my 
hand.

Speaker 1 (01:06:09):

She's like, you can't bring in your own beverages. And like, this is water. It's not alcohol and I'm not 
gonna buy alcohol at your bar. It's water. You know like it was just, what is this? Gustapo here. Like it 
was just so just every single thing was like regulated and it was so just frustrating. So there I am checking 
out at the front desk and this really sweet guy and he is like, how was your stay for you? Was everything 
good? And I was like, yeah, yeah. I hate myself right now. And I walked out of there without giving them 
the feedback, which reminds me, I didn't even review the Airbnb yet. I need to do that. Anyway. Point 
aside is when you ask the leading question, they're gonna lie to you. I'm a great communicator. And I 
lied to his face because I didn't feel like he could hear the truth.

Speaker 1 (01:06:57):

Okay. So you ask, so how are you feeling is a great question to ask as well. Just how are you feeling? But 
you're open to that. There might be no change. That might feel worse. Okay. So let's say the client says, 
oh yeah, I'd say my pain is like a six. I'd be like, your pain is a six. What did I just do there? Mirroring 
their words. Okay. Your pain is a six. And they say, yeah like, yeah, I want them to tell me more. So 
they're like, oh yeah, it's amazing. You know, I could only move my arm like to here and it hurt and now I 
can move it up to here. And then it hurts. I think that's really good. So if you're establishing value in that 
section and that se that, that session, that portion, it would be something like, well it seems like this 
really worked for you.

Speaker 1 (01:07:43):

Cool. I mean, if we could get that level of improvement in one session, I'm pretty confident that we 
could get your pain all the way down to a one in a couple more sessions. What do you think to see what 
I did there are you guys starting to hear the patterns? These are all patterns. It's all scripted. It's all 
scripted. Once you really have this in your brain, it's like, you know, okay, it's time to say something like 
this. It's time to do this. It's time to do this. It's a it's training, like firearms training for the military. 
They're not thinking through everything they do. Every step they do it. They just go like, they just do 
their thing because it's second nature cuz they've done it so many times. That's what I want you guys to 
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do is you do it so many times. It's just second nature comes right outta your mouth at the right time. So 
something like, what if we could get your pain down to a one like really manageable. Would that be 
worth it to you? Yeah. Awesome to be. Oh yeah. I could pick up my grandkids again or I could, I could 
get, you know, get in and outta the car without pain or I could get back to my job again. So you're 
literally just asking if we could do X, Y, Z. Would that be valuable for you? Is that what you want?

Speaker 1 (01:08:54):

And they say, yeah. Or in a selling, going back to a selling kind of prospect conversation, it seems like 
notice that's one of the phrases I gave you guys. It seems like you are looking for a massage therapist. 
Who's really confident with anxiety and depression and they go, yeah, I am somebody who really gets 
what that's like and can help you navigate that. They're like, yeah, that would be amazing. And you say, 
that's exactly what I do. That's exactly what I do. So you've established the value there that they, that 
you can deliver on what you want, which is step four. Okay. Linking the need or value to what you do. 
Okay. So how, another way you can do that is think of the money they've already spent trying to solve 
this problem. I've straight up asked people that. So how much, how much money have you spent? I've 
used this in selling doula services. This woman goes, oh, $1,200 for doula services. There are a lot of 
doulas around here that do it for 400. And I say, yeah, I understand that. And a C-section costs way 
more.

Speaker 1 (01:10:02):

And if your goal is to have a natural unmedicated birth in the hospital with a surgeon, you are gonna 
wanna have me there. I'm totally confident I can help you get that outcome. Now again, there might be 
a medical reason to depart from that, but only a medical reason on my watch. And we'll talk it through 
and you'll be totally empowered and supported and feel like it's your choice instead of what you wanted 
was taken from you. I promise you that. And they write the check. Does that make sense? I mean, can 
you, but can you guys hear in, even these examples, I'm giving you like the love, the confidence, the 
sincerity. I know what you want. I am committed to helping you get that thing and I'm gonna do 
everything in my power to help you get it. And I'm gonna ask some things of you too.

Speaker 1 (01:10:49):

Of course, it's not just my job. You gotta show up and do the work here, but I'm confident that I'm the 
person for you. And guys, I am telling you how many of you have heard pieces of this strategy from me 
in the past, everybody in the academy has heard piece of pieces of this, but do you guys get that? If you 
are a massage therapist who communicates with people in this manner, you will be head and shoulders 
above the other massage therapists out there that are mediocre or groveling for clients or flaky weird. 
There's so much power in being a powerful communicator. That's what makes things happen for people. 
This is the secret to success. Like I said in the beginning, <laugh> 90% of the success in your practice is 
how you communicate period. And a lot of people are focusing on their massage skills or their marketing 
tactics or something like that.

Speaker 1 (01:11:57):

It's you get clear and congruent and you practice this stuff and people will be like, you're so awesome. I, 
I feel your love. I feel your care. I feel your concern. I feel your confidence. Why would they not work 
with you? Even if there are cheaper options out there, they're not showing up. Like you show up, are 
you guys getting a sense of what would be possible for you and what is possible for you when you show 
up that way for people they're like, wow, okay. <laugh> it's really cool. So the hardest, this could be the 
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hardest part, the linking the need or value to your service can be the hardest part for healers. Because 
guys, sometimes what you have to do here is drive home their pain points.

Speaker 1 (01:12:47):

We don't like to do that, right? We just wanna make everything feel better. We wanna ice it. We wanna 
deep blew it. We wanna massage it. We wanna stretch it out. We, we see pain and we just rush to fix it. 
But part of this is that people have to be well acquainted with their pain in order to really see you as the 
solution to fix it. Is this making sense? And this is kind of an abstract new concept. So you might have to 
think of the money they've spent already trying to solve the problem. Not have to bring that up the time 
they've spent, man, how much, how much time have you missed out on work? Wow. You've been 
dealing with that elbow issue for a year and a half. Wow. You, you haven't worked out in three months. 
Wow. What's that like for you?

Speaker 1 (01:13:36):

I'm so sorry. That must be such a bummer. I know how important that is for you. Do you see how we 
have to at least put on the table? What sucks? So they can see like, damn I need to do something about 
this. That's it. That's important. Also the energy that's gone into finding a solution, the resource, you 
know, all the time, all the time they've spent trying to Google this and they've tried all this and they've 
tried all that without the results that they want, the pain they've endured, the things they've missed out 
on. And also what they get back when their problem is solved or when their situation is improved. Like I 
said, it's the hardest part because what you're gonna wanna do is fix everything right away and rub, you 
know, rub it all over, smooth. It all smooth it all out the minute you see it or say, oh, it's okay or laugh 
about it or something like that. You wanna make sure that you've got a real clear picture of what sucks 
about having the problem and put a spotlight on the problem and the disruptions that it's created. 
Because what that actually does is helps to highlight the value of your solution. It actually helps to 
create the value of your solution.

Speaker 1 (01:14:41):

So let me go back. Can I go back to my doula example? Sorry guys. I talk about birth a lot. It's my world. 
It's my, it was my expertise. So let's say, she says, well, gosh, that's a lot for doula services. I can find 
cheaper. I say, you know, I hear that a lot. And let me ask you, what was it like having two births that did 
not go the way you wanted them to go? I really hate to bring that up, but I, I want that's isn't that the 
reason you're seeking a doula this time and that you're seeking a natural birth this time is cuz you just 
told me because I found that out when I was asking them questions, why do you wanna doula? What's 
important to you. You just told me that you had severe postpartum depression after your first baby 
because of your blah, blah, blah, that happened.

Speaker 1 (01:15:30):

That's expensive. And that took away a ton of time from you. And that took away your, the joy you were 
looking forward to in having your baby. I want you to know that's what I'm fighting for is that you get to 
have that you get to have the birth you wanted, you get to feel empowered in your choices. You get to 
feel supported and advocated for so that you can have the kind of birth experience that you didn't get to 
have the last two times. That's what you're paying for. Does that make sense? And she's crying and 
hands me a check. Cause how would you not? Do you guys realize this is an extraordinary way of 
communicating your value to people when you do it with love and confidence and heart and soul. And 
when you truly own your power and guys, I'm not, here's the important thing I have to say.
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Speaker 1 (01:16:15):

You're not feeding people full of hot air. Don't say stuff that you don't truly believe and can't truly own. I 
can totally own that. I'll fight you on that. I'm so confident in my doula skills, you can't talk me down 
from that. I know what I'm doing. And I love that space. And I have had so much experience in that 
space and I can absolutely own my confidence expertise in that arena. And I'm gonna, I'm not that now 
is not the time to back down on that because I know what's gonna happen in this example to this 
woman is if she sells out on price and says, I'm gonna get a cheaper doula, I'm gonna say you can do 
that. And they'll be way less experienced. And I'm concerned. You're not gonna, I'm concerned. You're 
gonna have another traumatic birth. Aren't you concerned about that?

Speaker 1 (01:17:07):

Why are you more con why are you not as about that as I am? And I might preframe that, listen, I'm not 
here to beat you up. You just told me you're here to have this awesome experience. And now you're 
telling me it's too expensive to have it. It just doesn't make sense to me. And it's totally fine if I'm not 
the right fit for you, but I'd hate for you to miss out on your birth experience because you just wanted a 
cheaper doula. It just doesn't make sense. To me. A cheaper doula is a rookie. You need an awesome 
advocate with tons of experience on your side. That's what I do. Choice is yours. Okay. Does that make 
sense? And that kind of conversation, how many of you guys can see you kind of back down? That's 
where you get afraid of like, oh, I don't wanna be pushy, but you know what?

Speaker 1 (01:17:57):

I would rather risk coming across as pushy because I truly believe in what I'm doing. And I truly believe 
in the power of what I can provide for people, you know, hold it against me. I care <laugh> hold it 
against me. I believe in what I do. Does that make sense? And for some of you, you might need to shore 
up your own belief and confidence in what you do. And if it exposes that you need more skills, please go 
get those skills. If it exposes, you need some mentoring in your skills or the type of work that you do and 
that you study, go get it, go get it. Because that also increases your value to people. And you also wanna 
find all those ways to convey that value. Usually you guys are survivors of the problems that you solve 
for a lot of you. So don't discount that really, really own that. You know, people go, oh, well, what 
qualifies you to do this? And be like, well, I've had three births at home and I've supported 54 women in 
labor. And I have a track record of turning, turning malpositioned babies without any medical 
intervention with my own two hands. And I have a track record of getting natural birth mamas to the 
hospital at nine centimeters. Ready to push.

Speaker 1 (01:19:23):

I can tell you how far you're progressing in labor without ever doing an internal check. Cuz I don't do 
those. I'm a doula, not a midwife, right? Like I, you know what I mean? Like where you wanna be 
prepared to actually lay out. What's awesome about you. You know, Nikki has a section on her website, 
like why I'm awesome. Why you wanna work with me? I lift weights, heavy ones. I'm strong. I, you know, 
like she's, you know, she's written all these things and um, sadly, sometimes people plagiarize that. 
Please don't do that. All right. Look at it for inspiration, but she's just flat out called out. Here's why you 
wanna work with me. Not only do I have this, I've got this, I care about this. I've got this experience and 
it's coming from this beautiful, authentic place of confidence. Not boastful, not pushy.

Speaker 1 (01:20:08):
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It's just like owning your value. Okay. Is that making sense? You guys cool. Okay. So how do you do that? 
You say that's exactly what I do. That's how you link the value or you say, you know what? I've helped a 
lot of people in your exact situation get X result. That's what I literally just demonstrated with my kind of 
litany of I've helped this many people get this result. I've helped. Da, da, da. I've had doctors say, oh, this 
lady knows how to turn posterior babies. All we do are epidurals, bring Rebecca in. Do you know what I 
mean? Like I have a reputation in the community. This is what I've known for. This is what I do. This is 
who refers to me. This is the awards we've received. These are the recognitions that we've had. And you 
just own that from a place of pure beauty and confidence in what you do.

Speaker 1 (01:21:03):

Okay. Another way to say that is, I'm very confident I can help you. I'm very confident I can help you get 
out of pain. I'm very confident with that situation. I'm very confident helping you navigate surgery. I'm 
very confident. You just say I'm very confident or you know what, what I do has worked really well for 
people just like you. I'm not saying I guarantee I can get you out of pain. I'm not saying that I'm just 
painting a picture of, you know what? I've helped a lot of people just like you get exactly what you want. 
I've helped a lot of people just like you get their pain down to a totally normal, normal livable level. If 
not, and some even have disappeared entirely.

Speaker 1 (01:21:49):

Okay. Another way to do that is, you know, most people are doing and then you insert X thing, which 
hasn't worked okay. Wasting time and money only to be right where they are. You might be surprised. 
The enormous difference this kind of body work can make. And I recommend you try it. I think you're a 
great candidate for it. So most people are running around trying to find the cheapest massage therapist 
in town and you know what, it's just not working cuz they don't have a skilled practitioner in the Bowen 
method or they don't have a practitioner who knows myofascial release or they don't have a 
practitioner that does this or that and knows about XYZ systems. Okay? Again, most people are running 
around sending their pregnant wives to massage envy where those therapists have no freaking idea 
what to do with a pregnant woman.

Speaker 1 (01:22:37):

And they don't have the expertise training and the thousands of dollars of orthopedic body support, 
cushions that we've invested in. And so they go get a really sad mediocre experience and they waste a 
ton of money feeling like they have a disease, nobody will work on them. You might be surprised. The 
enormous difference working with a prenatal specialist can make, I think your wife would be very happy 
here. Do you guys love that? I wrote it. It's so cool. <laugh> okay. It's so cool. All right. So that's how you 
link the need or value to the product or service. Okay. Um, and then step five is the close. It's the ask. It's 
the invitation. It's the, will you marry me? It's should we do this? Let's go for it. What do you say? Should 
we get started? You're actually pulling them into action. Okay. Now I wanna make a note here.

Speaker 1 (01:23:35):

Other sales trainings that aren't geared towards heart centered people like you will talk about, assume 
the sale, go for the clothes, ask for the order. Like it's this very 1980s, the big boys club or something of 
selling Cadillacs. Do you know what I'm saying? That's not what we're out to do here. You can only 
assume the sale. Once. You know, you can help this person and they want your help and you can 
authentically stand for the benefit that they would get from working with you. You don't use this to 
manipulate people. Does that make sense? You guys promise me hand over your heart. You will only 
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offer to services for clients that you know, you can help. You're confident you can help would be a great 
fit. Our rock stars, our awesome human beings. Agree to uphold your policies, all that stuff. Okay. You 
don't go damnit.

Speaker 1 (01:24:30):

I really need some money. I really need some money this week. I think I'll pull this person in. That's really 
not a good fit. And seems like they're very uppity and demanding and all of that stuff. No, you will pay. 
You will. You will pay to get them outta your practice eventually. Okay. So promise me. You're only 
gonna use that when you are fully all systems go, this person is awesome. I know I could be a great asset 
to them. Let's try now. You don't know cuz you haven't done anything yet, right? But you're confident 
that if you put your head together with theirs, you can make some magic happen. And the question is 
basically, do you wanna do this? What do you think? Okay. So remember command tonality is very, very 
important here. Command tonality. Do you want a book now is far more convincing than do you want a 
book now?

Speaker 1 (01:25:19):

What do you say? What are you thinking? You know, like we ask these kind of stalling questions. That 
aren't really awesome. So you could start with something simple, like a tag question. So how does that 
sound to you? Or where would you like to go from here? Or should we do this? Do you wanna go ahead 
and find an appointment on my calendar that works for you? You're just literally asking, are we gonna 
do this? You wanna get started? You're ready to book an appointment. You're ready to get your profile 
set up so we can find an appointment for you. Okay, good. And then you go through all the stuff that 
you have to go through in order to book a client, which I hope includes explaining your cancellation 
policy, getting a credit card on file. Just having all of those boundaries, the paperwork, what to expect, 
how to find me, just those things so that you know that the client has a great experience.

Speaker 1 (01:26:13):

Yeah. Does this sound like a good fit that could totally work? Does this sound like what you want? Does 
this sound like this is what you've been looking for? How does this feel to you now? It's a good idea for 
me at this point to talk about predicates. If somebody's speaking, remember how we said, pay attention 
to what people say and how they say and the words they use. Remember when we talked about 93% of 
communication is unconscious as, remember that part. If you also happen to develop your ninja 
communication skills and you pick up that this person is using, let's say auditory, predicates. So they'll 
say that sounds good. Oh man, that's got a good ring to it. That's music to my ears. They're using 
metaphors that are auditory in nature. Then use those back. If a person's like, oh yeah man, I feel you.

Speaker 1 (01:27:10):

Oh yeah. That's like, Hmm. Hmm. That's a kinesthetic person. That's a person that perceives the world 
primarily through their feelings. Some perceive the world primarily through their sounds, their hearing 
their words. Some are more visual. They'll say, man, that's that looks good to me. Well, can I look at all 
the details? Can I see all the details of your program or they're vis they're giving you clues through their 
words that they would respond really well to visual words. So let's say I'm talking to Steve. I happen to 
know Steve is very skilled in the world of audio. Okay. He's also a sound healer. He's audio visual 
technician. I'm probably saying your credentials wrong. Steve. I love you. Forgive me. Okay. But he's a 
pro in the audio arena, setting up professional music, setups, relays, inputs, outputs for sound, I would 
guess because I know that about Steve, that Steve is really perks up with auditory things.
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Speaker 1 (01:28:21):

I would just guess that now, if I had a conversation with Steve and he's like, that sounds so cool, man. 
That's just music to my ears, man. You are just that's you're speaking my language. You're singing my 
tune then, then I know that when it's time to let's say, do business with Steve, I'd say so how does all 
that sound? I just put the emphasis on sound. Don't do that in conversation. <laugh> so Steve, how does 
that sound to you? Does that sound like what you're looking for? You know, does that sound like what 
you've been hunting down? You know, like, and he's just more likely if he's already in sync with me that 
that's gonna seal the deal. Okay. Just little ninja, mind tricks, little deliberate conscious use of language 
stuff. Okay. Um, so the far more effective than asking a question with command tonality is also following 
it up with the double bind.

Speaker 1 (01:29:19):

So you say, um, let's see, who have I not picked on? Let's see, Linda. Linda, are you ready to do this? 
Okay, awesome. Do you wanna get in this week or next? Okay. Say Amy, how does that sound to you? 
Does this make sense to you? She says, yep. I'm talking to you Amy. Shey that's you sorry. I know there's 
a couple of Amy's in here, but hi. <laugh> she says yeah. And then I say, okay, awesome. Do you want to 
get in tomorrow or Saturday? Which works best for you? Okay. Or maybe let's say I'm a body worker 
that has some kind of program that I've just explained. I've got a stretching program. I have a yoga 
program. I have a nutrition program or a personal training program. I might have explained all the 
details of the program. And let's say I have a monthly payment option or a pay and full option with a 
discount.

Speaker 1 (01:30:13):

Okay. That's cool. So I'd say, all right, how does all this sound to you? Like, you know, it's great. This 
sounds like exactly what I need to get the, the weight off or the appealing of the whatever. And you say, 
okay, awesome. So would you rather just pay in full and get it all done in one payment with a 10% 
discount or do monthly payments work best for you? You see a double bind is you are paying, you're just 
paying this way or this way, it's your booking. You're just booking this day or this day you're taking 
action. You're just doing that right now. Or we're doing that in three days. Something along those lines. 
That's what a double bind is. So does that make sense as an actionable strategy to use the command 
tonality in a question and then follow it up with a double bind to get them to actually take action.

Speaker 1 (01:30:59):

Okay. So no is not an option. A double bind assumes that no is not an option. That's why I say you only 
do that when you're clear that it's a yes. Have you guys ever seen somebody propose marriage and the 
person? Wasn't a yes. That's horrible. <laugh> it's terrible. It's so hard. A smart person is gonna only ask, 
will you marry me when they know the answer is yes. You don't pop the question. If you're not certain, 
the answer is gonna be yes. That's what I'm talking about here. You don't say to your clients, do you 
want Tuesday or Thursday? If it's still in question that they even want what you're offering, that's 
manipulative. Do you get that? It's so, you know, the answer is yes. Cuz they've confirmed it. What 
would you like to do? They say, let's do this or you say, okay, awesome.

Speaker 1 (01:31:51):

Do you want the pay in full or the split pay? And they go, oh, let's do split pay. And you're like, okay, 
awesome. And then BA BA boom, you button down the sale. Meaning you enroll them in your program. 
You, you sign them up for the, you know, you input them into your books, you get them signed up or 
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scheduled and all of that stuff. Does that make sense? Promise me again, hand to heart. You're only 
gonna use a double bind when you already know the answer is yes. You've gotten clarity on that. Okay. 
That's heart centered sale selling that's key. Um, if you must give them here's another tip. If you must 
give them an option that you don't want them to select <laugh> in other words, let's say you really don't 
wanna take it another client today. You could, but you're kind of like, ah, I don't think I want, if at all 
possible I'd love for them to come in on Saturday then.

Speaker 1 (01:32:43):

Here's how you do that. You put the one you don't want first. So do you wanna try and squeeze this in 
like today at four 30 or would Saturday be better for you? <laugh> okay. And that is unconsciously 
gonna steer them in the direction of option number two. So you put the thing, you kind of, sort of don't 
want the lesser of the better choices for you first and then this other one second. All right. Now here's 
another fun way to play with this. Okay. Would you like to, by the way, this is for you, Cynthia, this will 
change your life. Who's got a problem. Rebooking clients I'll do it later. I'll look on the app, yada, yada, 
yada, all that stuff. Okay. Here's what you say. Okay. So would you like to take your chances and wait to 
rebook? Or do you wanna just go ahead and take care of it now and pick the slot that's best for you?

Speaker 1 (01:33:38):

Do you wanna take your chances and rebook on the app knowing that you might not get in an 
appointment for four weeks or should we just take care of it now? So you can pick the prime spot that 
you want. It's kind of fun. Huh? It's it's kind of like makes it a no brainer, but double binds are a no 
brainer. When I ask my daughter, do you wanna go to bed in four minutes? You know, do you wanna go 
to bed in five minutes or four? She's like four. I'm like, cool. <laugh> either one is fine. Not gonna hurt, 
but I'm kind of likely. Yeah, let's go with four minutes. Okay. So utilize your knowledge of what you also 
wanna lead your client to do. That would, that would be helpful, but just give the non preferential 
option usually first in a double bind. But again, don't give that option if it's really not an option, it's just 
kind of a fun way to do rebooking because really you guys, I want you to, with rebooking, those of you 
that struggle with three booking, I want you to get out of your mind that it's even an option to book 
later. They're booking later because you're like, that's okay. It's not stop that.

Speaker 1 (01:34:45):

Just like, do you know what I mean? I mean, ultimately they could choose that, but if you're presenting 
is like, do you wanna just book later or book now? And they're like, I'm lazy. I'll book later. And you're 
like, okay. But if it's just like, literally not even an option, have your language lead them to booking. 
Now, Cynthia, I wonder, can you see, are you kind of giving people too much leeway with PE with, you 
know, are they saying, oh, I'll just book later. I'm just curious. What do you think they <affirmative>? 
They actually just say, well, I don't have my calendar with me, so I just dunno what my schedule's gonna 
be like. Okay, cool. Now listen. Do those people normally rebook later? Yes. Yes they do. Okay, cool. So 
here's the thing. If it's annoying to you, cuz remember you guys gotta deal with, what's annoying to you 
and your business, you gotta fix that stuff.

Speaker 1 (01:35:34):

Okay. Cindy, if it's truly helpful for you and your smoothness of your operations, to get them to rebook 
on the spot, then you could just train them and go that's right. And you know what? I request, you bring 
your calendar with you next time so we can get this taken care of. Will you do that for me? You know, 
look, I really wanna make sure you get the right spot. It's a lot easier if we just get you booked here and 
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now, so will you bring your calendar next time? Okay. You can just make that request and be like, no. 
Okay fine. Then that person's just gonna do it the way they do it. And that's fine. You have to just let 
that go. You don't force it like well, and then you're not respecting my boundaries. No, the end of the 
day, guys, you want people to rebook, but you want to head your bets.

Speaker 1 (01:36:15):

You wanna stack as best as you can to train your clients, to make your life easier. So you can make their 
life easier. You wanna make those requests at least to see if at all possible. Could we do it this way? And 
usually they'll say sure, no, no problem. That totally makes sense. Okay. But it's not it's. Yeah. Okay. All 
right. Now we're gonna talk about objections. This is the part that everybody, dreads objections are a 
normal part of sales. Just like cancellations are a normal part of services. Okay. It's a normal part of it, 
but my I'm gonna give you some tips to have you it'll help you skip the dread and, and handle your 
objections like a boss. Okay. So here's how to handle objections. Uh, Kathy, we'll get to the rebooking 
stuff. Okay. I've gotta give you the foundational things and then we're gonna apply to all the situations. 
Okay. All right. So here's how to handle objections. First of all, if you're having an objection, you 
probably didn't discover a need when you were in the questioning phase. Does that make sense? Think 
about what I just said. If a person comes up with an objection, you probably didn't ask a question in the 
question, asking stage that you should have asked that would've uncovered the need and allowed you to 
link the value to it before it even became an objection.

Speaker 1 (01:37:45):

Okay. So you could kind of ignore the objection and just go back to asking questions because if the need 
wasn't clear, then the value wasn't established. Okay. If the need wasn't clear, then you couldn't 
establish the value and that will result in an objection. See, but I'll just give you an example. Many of you 
have experienced one of the questions we always ask on discovery calls is how much time are you 
willing to invest in building your massage practice? Cause we're gonna ask for at least 10 hours a week. 
So let's say I don't ask that question. And let's say, I'm making a person an offer to join the program. And 
we go through all the stuff and they go, oh, 10 hours a week. Yeah. I'm in grad school. I've got six kids. 
Three of 'em are triplets. I, you know, whatever, I'm gonna give you all of these objections, which is, I 
don't have time for this.

Speaker 1 (01:38:50):

I oh, I didn't realize it was gonna be that much. Well, you should have found that out when you were 
asking questions and establishing the need. So you might wanna make a list for yourself of what do you 
truly need to uncover? What do you need to ask your clients in order to establish the need and establish 
therefore the value of your services for my fertility clients, I wanna ask 'em how much have you spent 
on in vitro artificial reproductive technologies so far? And what are the results? I wanna, I ask them that 
because if they're gonna come back and go, wait, it costs how much to work with you. I'll be like, yeah, 
but in vitro costs, way more. So you see how it helps me establish the value. So find out what make for 
yourselves and everybody's different. So guys, guess what? I can't give you a script for this. You have to 
think about your clients and what questions do you need to know about your clients in order to move 
smoothly through that process? Okay. Um, or the second option is you could just handle the objections 
and then go back to step three, which is finding a need in establishing the value. Okay. So what that 
means is let's talk about handling objections. There are actually only four objections. Do you wanna 
know what they are? Number one, I don't have enough time, but what does that mean? If somebody's 
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saying I don't have enough time, what does that actually mean? You haven't establi. Yeah. Go for it. 
Aiden. Yeah. Go for it. Unmute yourself.

Speaker 14 (01:40:34):

If someone doesn't have enough time, that means that they're not prioritizing their self and their 
healing and whatever journey that that path is that they're supposed to be on to get better.

Speaker 1 (01:40:44):

Exactly. Exactly. If they're like, oh, I don't have enough time. Then there's something you haven't 
uncovered about. What's important to that person. Okay. Now a lot of you won't have a straight up. I 
don't have enough time. It's just that your clients will use something about time. Oh, I'm just really busy. 
I just can't do that right now. Oh, I have a it's it, they might just straight. They might may not say straight 
up. I don't have enough time, but you gotta be keen and listen for, is this the, I don't have enough time. 
Objection. Yeah. It's usually that this isn't important for them to do or you've failed to establish the 
value of what you do. So they're not gonna invest time in it. Okay. Uh, I don't have enough money is 
another one that comes up. Uh, well actually let me, let me back up. I don't have enough time because 
one what you all objections are all objection handling is I'm gonna make this really simple for you guys. 
All objection on handling is, is reframing what they said, who knows what I mean by that?

Speaker 1 (01:41:49):

All you're doing is reframing the meaning of what they said. So basically what they're saying is I don't, I 
have a lot of things in my life. I'm really busy and that means I don't have time for massages, but 
couldn't, I'm too busy with all these things in my life. Actually be the exact reason why they need to take 
the time to take care of themselves. Isn't it exactly why they're in pain is cuz they've been prolonging it 
because they've been so busy. So that's one way to handle those objections. Abre address those 
objections to be like, huh? Well, that's really interesting cuz you were just telling me about how much 
time your pain has cost you. So if you actually stop and deal with it, won't that buy you back a ton of 
time or make you more present with your kids or you know, you won't be running around trying to 
you've wasted a lot of time trying to find a solution.

Speaker 1 (01:42:53):

I think this would be a good solution for you and that'll save you time. Once we get you back on your 
feet, see they've already imagined a solution in their mind. That's why they called you. Okay? But you, 
you have to drive those points home for them. You literally have to remind them about what you talked 
about when you were asking questions. Now guys, I know most of you are not gonna have like a 30 
minute intake with, with prospective clients for massage therapy. <laugh> okay, please. Don't start 
doing that. I'm not recommending that at all. I'm not saying, oh, when a person calls, make sure you 
have a 45 minute conversation set aside. Usually like I said, your marketing is going to do all of this for 
you, but I want you to see the whole process from 10,000 feet so that you can recognize the elements of 
it in everything you do is that clear.

Speaker 1 (01:43:44):

I don't want you to think. I'm asking you to have like 30 minute consultations with everybody you talk 
to, you might, and that might help you. If that's part of what you're selling. Some like program, some 
something more than a $135 massage maybe, but I'm teaching you how to think through these things. Is 
that making sense? Okay. So, so that's that I don't have enough time. And when you're coming from love 
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and service and advocating for them, you'd be like, I know you don't have enough time because the pain 
you have is costing you a lot of time and it's our goal to get you out of pain. Does that make sense? 
Could be like, how do you not have time to stop and take care of this? See all those are are just 
reframes. What? I'm not gonna, I train my NLP practitioners in reframing, but I'm not gonna like give you 
all the details on this, but do you guys at least get kind of intuitive?

Speaker 1 (01:44:42):

Really? What I mean by reframing it? It's kind of like, well it doesn't necessarily mean that it doesn't 
mean you can't get body work cuz you're busy. It's actually cuz you're busy means you should be getting 
body work. Well, if you're gonna drive your car 47,000 miles and never get an oil change, what's gonna 
happen to your car. Okay. Metaphors can also work really well. Cuz people see the problem through a 
totally different lens that makes the solution obvious. And then they go, oh yeah, you're right. Good 
point. That was my Ferrari. You guys heard my Ferrari, my Lamborghini example. If I have a man that 
says, oh, you're a person that calls to book a massage and this is on the, I don't have enough money or 
you're too expensive. And I'm like, okay, if you have a Ferrari, do you take it to Jiffy lube for service?

Speaker 1 (01:45:31):

And then they just book the appointment cuz they realize, yes I am the Ferrari of prenatal massage. 
<laugh> right. Yeah. I could get a massage, cheaper massage. And I'm like, okay, with all due respect, sir. 
Can I say something about that? If you had a Ferrari, would you take it to Jiffy lube to get service? Or 
would you take it to the Ferrari dealership and they then, but then they just book the appointment 
there's it literally handles the objection. They don't even say anything about it. They just go okay. 
<laugh> and they book the appointment. Okay. All right. Which is the next one. I don't have enough 
money. All right. So if you've already established it value and a need at this point in the conversation, 
they might say, I don't have the money for this or it's too expensive or some version of this because 
there's not enough linkage to the value.

Speaker 1 (01:46:13):

So be sure that that's resolved for the client. Okay. You can relate money to time by asking, well how 
much is it costing you to not solve this problem? Or how much is it costing? You trying to wait to find 
another solution or well, what would it be worth to you to have this problem solved, put a number on 
it? What would a good night's sleep be worth to you? What would a relief from that migraine? What 
would a faster recovery mean to you? I mean some of those things you can literally put dollars to, if 
we're talking surgical interventions, post op, stuff like that, you can like literally tell people how much it 
costs a day to be in the hospital. And if you know, you can help to shorten their recovery, you can 
actually equate a dollar value to that saving thousands of dollars in medical costs or thousands of dollars 
in surgery or thousands of dollars avoiding a C-section, uh, that's unnecessary or you know, those types 
of things. Okay. That's what that was. That's that's an example of that reframe. Okay. Uh, or, or, you 
know yeah. Thousands of dollars in reduced medical bills, you know, wouldn't it. And I'm not even 
asking thousands, it's just 135 a session.

Speaker 1 (01:47:14):

You know, our ma the max package here is $800 for your postop, lymphatic drainage surgery, reducing 
swelling, healing package. It's only 800, you know? And they go, oh, that, that makes sense. Okay. Um, it 
won't work for me is number three. Okay. Those OB object. I, I, it won't work for me and I don't believe 
you is the last one, by the way you guys, I told you there's four objections. There's really only one. I don't 

https://www.rev.com/transcript-editor/Edit?token=cM-k2-RLQuwsdp9fDBu-NRKJqCZ1Ug6SyV-VW1s49H8nKjwwXnpFoCKuK4QoAGonOApEBlyIH87RS4-Sxck90L-qyMI&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=LEM4Zvlc8WQIKmxs3I1PFD4HCM0EUsFYJ75iBmUzoCOpJBbuginmXrfEBC6zYjX5RnCQF4JfcCoBs3Crr6ObTsOoEZY&loadFrom=DocumentDeeplink&ts=6282.58
https://www.rev.com/transcript-editor/Edit?token=FLjz-R2V3ry9N65056h45hloQSEPCDPIc6aBOfBIvubE67a1SehVkjdJBHfyO2kONoBMZ0e6fephO3qRI7xg-bvQueM&loadFrom=DocumentDeeplink&ts=6331.65
https://www.rev.com/transcript-editor/Edit?token=X4W4apH3atlDAV8ByosCXuRUYGa-w4vdlsZlmiAKj8F71oepzSzhbOvEUVQ6Vtnwxxp-6zm3ktLPobbB61fSmf42Hgs&loadFrom=DocumentDeeplink&ts=6373.42
https://www.rev.com/transcript-editor/Edit?token=U6tjXKEup9fPvtSif6nSGsT-ETd6UvG6LmWDpgTg_HcTHdZ6MRpZsBz1EXFV4sIpUiQ-HbuCKb8uChXAzg0HuD3m88g&loadFrom=DocumentDeeplink&ts=6434.85


This transcript was exported on Jun 11, 2022 - view latest version here.

HCS-3 (Completed  06/11/22)
Transcript by Rev.com

Page 34 of 42

believe you they'll say things, but underneath all of it like that Russian nesting dolls, the one in the inside 
is always for everyone at the bottom of all of it is. I just don't believe you. I don't, I don't believe you can 
do that. I don't believe that's possible for me. I don't believe you can help me with that. I don't believe 
this is gonna work for me.

Speaker 1 (01:48:06):

I need to go talk to my physical therapist cuz they're the only person I'll listen to. Like that's all I don't 
write Leah <laugh>. Yeah. Right. So it's like, that's all they're saying is I don't believe you. But all that is is 
because you haven't established the value and you haven't conveyed with confidence. Sometimes it can 
be handled by describing the successes of other clients in similar situations. In other words, they need 
evidence. They might need evidence that this is actually gonna work. You know, I've had a client just like 
you is saying age and everything had back pain for years. And after three sessions, he is completely pain 
free. And like sending me every one of his employees that has chronic pain in their construction 
company, totally living a pain free life and super, super stoked. I'd love to give you the opportunity to, to 
see if that's gonna be you too.

Speaker 1 (01:48:53):

I mean, I don't know how your body's gonna respond to this, but if you're not willing to try then the 
answer is your B you're gonna be in pain until you find something. Okay. So it can, it can be, or you can 
say, yeah, I have all these testimonials on my website. Happy for you to review all of that stuff. You 
know, that's, what's a good thing about having social proof on your website. So your Instagram or your 
Facebook or whatever that you have testimonials, Google reviews that that solves the problem of, I 
don't believe you cuz you have proof. You have all the proof in the world. Okay. You have all the proof 
they need. Okay. So when handling an objection, just be sure to listen to first of all, listen fully. Make 
sure you understand what they're saying. You might even act a little surprised, like what it's too 
expensive.

Speaker 1 (01:49:39):

Because again, if you did your job, you've already counted the costs of their pain and you're like it's too 
expensive compared to what? That's one of my favorites. Right? Expensive compared to what? Piano 
lessons. Yeah. Piano lessons are like 10 bucks for 30 minutes. This isn't piano lessons. <laugh> okay. All 
right. Uh, listen fully. And then you just have to go right back to establishing value. Okay. So you can also 
use before you do objection handling as the step an agreement frame. Remember we talked about 
frame pre-frames listen, I don't mean to be rude, but, or listen, I don't mean to sound pushy, but, or 
listen, I'm sorry. I don't mean to come across as distracted, but you know, whatever the agreement 
frame is. I appreciate that. And, and then you say your thing it's, it's, you're agreeing with them. You're 
not saying, but that doesn't make sense. You're not disagreeing with them. That will break rapport guys 
getting what I'm saying. You say, yeah, I hear that a lot. Or you say, I appreciate that. Or you say, I 
respect your thoughts on that and or you say, I agree with you. That is a lot of money and it pales in 
comparison to how much the pain is costing you. Right. Okay. So you start with the agreement frame 
that allows you to present your point of view without making the client feel wrong.

Speaker 1 (01:51:06):

Also don't use the word, but cuz but negates everything that precedes it. I appreciate that. But I don't is 
on the other side of that so to speak. Okay. Does that make sense to you guys? Okay. I appreciate that. 
And I respect your thoughts and I agree and I appreciate that I am more expensive than the franchise 
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you've been going to, and I can assure you that because I specialize in solving X problem, we will find a 
solution to your problem rather than you gambling on whether or not it will work. How does that sound 
to you or does that make sense to you? Follow it up with a tag question, make sense.

Speaker 1 (01:51:56):

You see how this all comes together. Tag questions are really, really good. Okay. They help to get 
unconscious agreement from your client. Don't they, when you use tag questions, don't those work and 
they can also be used to tie down like agreement aren't they? And it makes sense to get agreement 
from your clients before doing business with them. Doesn't it. Okay. But it's also important to not 
overuse tag questions, isn't it. Okay. So it just allows you to lead the conversation and get your client in 
agreement without them being consciously aware of it, make sense? I use tag questions all the time. I 
just used seven in the last sentences. If you guys are paying attention. Okay. All right. So then that then 
you should land your client or not again guys, sometimes you can't overcome objections with people 
they're just like, yeah. I just don't believe you.

Speaker 1 (01:52:49):

Or yeah, this doesn't make sense to me. Oh, I don't know. That sounds like a hospo or that, and then 
that's fine. Then you just go, okay. Well, it was so lovely to meet you and I hope you find what you're 
looking for and youo them. And you burn some Sage and you put some Frankie sense on your sixth 
chakra and you move on with your life. It's not rejection. It's just not a fit shoes. Don't fit. No big deal. 
You did. Your darn you tried, you did everything you knew to do and you just keep going back and you 
try on the next one. Makes sense. I know you do Jeffrey, right? You you've rubbed some Franken sense 
on your third eye. You do all those in those things. Okay. Okay. What questions do you have before we 
send you on another break? Any questions about any of that? Yes, Leah, I see your hand up or you could 
just put a one in the chat too, but I saw your hand up Leah. So go ahead.

Speaker 13 (01:53:38):

Um, I had, uh, so I had a client, I guess it's an objection. Um, I had a client that was canceling within my 
24 hours and I let them know my policy and they came back with asking, um, I told them I would charge 
for 50% of the service unless I could build a spot. And then they said, oh, would you charge me 90 a 
month, 90 minute session. The next time I come in, instead of charging half of a 60 minute this time, 
because I'm a good client and I just

Speaker 1 (01:54:09):

Wait, let me make sure I got that.

Speaker 13 (01:54:11):

Okay.

Speaker 1 (01:54:11):

Yeah. So you're saying I'm gonna have to charge you for this appointment or was it half of the 
appointment?

Speaker 13 (01:54:17):
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Um, for half of the appointment, it was for a half 60 minute massage and I was gonna charge for 50% of 
the service. Right. Cause I were within 24 hours and

Speaker 1 (01:54:26):

They said, well, how about just next time I come in? You just charge me for 90 and deliver a 60?

Speaker 13 (01:54:31):

Yeah.

Speaker 1 (01:54:31):

Okay, cool. And then what happened?

Speaker 13 (01:54:33):

Um, so, and then they said, because I'm such a good, uh, client, and it was kind of one of those things 
where I'm like, well, it doesn't have anything to do with that.

Speaker 1 (01:54:42):

It doesn't have anything to do with being such a good client actually. Right. Okay. So how did you handle 
it?

Speaker 13 (01:54:47):

Uh, well I told them that I filled the spot.

Speaker 1 (01:54:52):

Did you?

Speaker 13 (01:54:54):

No, I know I

Speaker 1 (01:54:57):

Did. You sold out on yourself, you chicken find out?

Speaker 13 (01:55:00):

I did. And I, well, cause they also, I said if you know anybody that, um, could come in tonight, um, I'll try 
to find somebody that could come in. But if you know anybody that could come in to take your spot, um, 
then I, you know, there will be no charge for the service. Yeah. And so he said, um, you know, I couldn't 
find anybody, but I talked to a lot of people that sounded really, you know, I think I got a lot of, you 
know, more people for you

Speaker 1 (01:55:26):

Business for you.

Speaker 13 (01:55:27):
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Right. And so I was like, well, you know, I guess it's not a big deal, whatever. I'll just try like build. Yeah. 
But

Speaker 1 (01:55:36):

Did Leah, I glad you being honest. Cause it is denial. You know, we can't get this through anything if 
we're in denial here. So yeah.

Speaker 13 (01:55:44):

Okay. But I also wasn't sure how to, like what would be a kind way to respond to that apart from being, 
you know, I appreciate you being a client, but this is unrelated, you know, this is just a business policy.

Speaker 1 (01:56:00):

Yeah.

Speaker 13 (01:56:01):

Which I guess I could super

Speaker 1 (01:56:02):

Good. Yeah. Super good. Okay. Now Leah just used the agreement frame and then followed it with, but 
did anybody catch that? Oh,

Speaker 13 (01:56:09):

Oops.

Speaker 1 (01:56:10):

That's fine. Just catches. I appreciate you being a good client, but means you're a jerk. You know what I 
mean? Whatever's on the other side, it's gonna negate I app what you just said. I appreciate mm-hmm 
<affirmative> better would be. I appreciate that. You think that cancellation policies have anything to do 
with you being a good client. How it works is all my clients are good clients. And how I know they're 
good clients is they agreed to my cancellation policy in advance. And we're gonna go ahead and uphold 
that now so that we can continue to have trust in our relationship.

Speaker 1 (01:56:44):

So would you like me to run the card on final? Cause that's what they agreed to. Okay. By the way, I'm 
speaking, cuz Leah's a graduate of my program. She's in backstage pass. She know I've given her, here's 
the policies that you must implement. So I'm assuming she's done that and that she's follow. Like I have 
this whole flow. I teach my students. Right. So I'm assuming she's done that now. This is really, I say 
funny, but it's not funny, but it's funny because often I have graduates of my program that were like, 
yeah, I never really quite implemented that. And I'm like, go implement that right now. We are not, we 
are not speaking until you implement that because if you don't have policies in place that protect your 
time, we talked about this in the mapping out your six figure practice. I've talked about it in my free four 
shifts webinar, put in policies that protect your time and you do this in a way that they agree to it up 
front and then you're just reminding them, oh, Hey, you agree to this? So should we just go ahead and 
uphold that so that we're good. Okay. Sweet. It's not punitive. Mm-hmm <affirmative> it's not mean it's 
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not vengeful. It's none of that stuff. It's just, oh actually we already talked about this. So we're gonna go 
ahead and execute the plan. I charge your card for 50%.

Speaker 13 (01:57:50):

Mm-hmm <affirmative>

Speaker 1 (01:57:51):

That's it. So see now what happens is Leah you've given this guy a lot of control. Yeah. You're you are 
gonna feel gross next time you see him, you're gonna be like, because you sold out on your own 
integrity and that never feels good. Mm-hmm so, but that's how you handle it. When a client is coming 
at you saying, well, this and that, you just say, actually that's not what we agreed to do. Remember 
when we booked, you said you would do this. Okay. So we're gonna go ahead and do that notice that's 
not up for negotiation. You guys, it's not like, well, do you want me to charge you now or charge you 
later? That's not the place where I double bind it's so we're gonna go ahead and do that. Mm-hmm 
<affirmative> it's making a statement. It's saying that's what we're gonna go ahead and do I'll just go 
ahead and use the card on file. Is that still active? Okay, great. Thank you. And then you do it.

Speaker 13 (01:58:35):

Yeah,

Speaker 1 (01:58:36):

Because it's in writing and you have every right to charge this card it's in writing and if they charge it 
back, you've got you send the contract over to the credit card agency and you go, no, he actually agreed 
to this. Here's the text conversation. Here's the timestamp he canceled.

Speaker 5 (01:58:51):

Mm-hmm <affirmative>

Speaker 1 (01:58:53):

I just upheld the policy that he agreed to and it makes it really easy. Okay. Does that make sense?

Speaker 9 (01:58:57):

Yeah, definitely.

Speaker 1 (01:59:00):

Cause it is also kind of like when clients push back like that that's like objections. Right? That's where 
you pull out your word ninja skills. Okay. Okay. Let's see here, Madison. Oh wait. Oh Leslie. You had a 
question too. We'll get you after. Okay. But Madison. Yes.

Speaker 9 (01:59:19):

Hi. Hi, my turn, my turn. Okay. Um, I guess my question is so like with all this, instead of just like 
throwing myself into the fire with like my first call, I have, what's like a good way to kind of like start 
practicing, catching myself, saying like what techniques and strategies have you used to like start doing 
that now? Like mirror work or I
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Speaker 1 (01:59:44):

Don't know. You totally could practice with each other. And then Madison, how far are you into the 
program?

Speaker 9 (01:59:49):

Um, this is my week two.

Speaker 1 (01:59:51):

Yeah. So I'm actually gonna give you all, I'm gonna literally give you my entire process. So you just 
implement it. Cool. My entire booking process. It is called booking with integrity. Okay. Yeah. You're 
gonna get that in like this week or next.

Speaker 9 (02:00:04):

Okay, cool.

Speaker 1 (02:00:04):

Yeah. Cool. Huh?

Speaker 9 (02:00:06):

<laugh>

Speaker 1 (02:00:07):

Christmas over again. Okay. All right, Leslie.

Speaker 5 (02:00:15):

Okay, here we go. Can you hear me?

Speaker 1 (02:00:16):

Yeah. Is that your question in the chat that you want me to answer?

Speaker 5 (02:00:19):

Yeah. So, and, and it sounds really bad, but I guess not it, but okay. So the question really truly is if you 
really think, because I mean, I get a little angry about this and I don't want it ever to come through, but 
honestly, if they're like resisting and they're like, oh, you're charging 1 25 for an hour. I can go to who, 
blah, blah, blah. For $65. Why are you so expensive?

Speaker 1 (02:00:47):

You say, cause I am a specialist in X, Y, Z, and I charge commensurate with the work and experience and 
the results I help my clients get. If you're truly looking for a cheap massage, you should go get one,

Speaker 5 (02:01:00):

But would it be wrong to be like, and I, I don't know exactly the wording that I would use <laugh> but 
you know, if that's what works best for your budget right now. And if you feel like you can get the same 
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results there, I welcome you to, you know, go to them. And if it works out for you, great, if not, you're 
welcome to come back and see me

Speaker 1 (02:01:20):

Totally. Something like that, which would be listen, that's fine. If you're looking for the cheapest 
massage therapist out there, I'm not that I am the best at what I do though. And I guarantee my work. 
We'll talk about that later. Okay. I guarantee I guarantee your satisfaction.

Speaker 5 (02:01:37):

Okay.

Speaker 1 (02:01:37):

But if you need to go to a place, just the cheapest in the neighborhood, then I think you should do that. 
And if that doesn't work for you, if you don't get the results there, then by all means, come back.

Speaker 5 (02:01:49):

Okay?

Speaker 1 (02:01:49):

Okay. It's just coming from like factual, not punitive or like snarky. Right?

Speaker 5 (02:01:54):

Right. And that's how I'm afraid of it coming through. Cause it's

Speaker 1 (02:01:58):

Its, if you have, you know what I mean? It is. If you have a belief about that, like you get triggered by 
that. Like people don't appreciate me. People don't see my value. You can't take any guys.

Speaker 5 (02:02:11):

Can't right. And, and I know it's not personal. I like, I know that. And I do encourage people. Like if you're 
not sure, you know, take a look at my reviews, you know, if you have questions, you know? Yeah.

Speaker 1 (02:02:25):

You could, or you could say, it sounds like you're not convinced that this is the best place for you. And 
you're looking for the cheapest massage. Do I have that? Right. Okay. So you're looking for a cheap 
massage. That's not me. You should go to blah, blah, blah, blah. Because remember your goal is to serve 
them, not to sell them. See, you don't wanna, you get stuck. Some of you go into convincing mode, you 
lose it because you go into convincing like, well don't you wanna see me? And I'm the best. And instead 
of serving them, it sounds like what you're looking for is a super cheap massage. That it sounds like what 
you're looking in. That I'm not, again, I'm not being snarky. It sounds like what you're looking for is a 
massage under $50. I don't do that. Best of luck to you, you should go find that there are some places, 
some of them are CD. Be careful. Uh, and you know what? Our goal here is X, Y, Z, cuz you discovered 
that already. And um, go see if you can get that over there.

https://www.rev.com/transcript-editor/Edit?token=cM-k2-RLQuwsdp9fDBu-NRKJqCZ1Ug6SyV-VW1s49H8nKjwwXnpFoCKuK4QoAGonOApEBlyIH87RS4-Sxck90L-qyMI&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=09QPVgJ6Myews2EUz2n6ae7jhtd7VclQXpqyusNwPBRWqXdujdEr7hggn2CJMB7TBQmxYtN-Yf6DRtj3AB_AFsrBY2I&loadFrom=DocumentDeeplink&ts=7280.02
https://www.rev.com/transcript-editor/Edit?token=z5kP0fTHcaO2NvA_JDwREX6lagVAZu_M1WnXD5yNcyjteH_-BbgpnRPvTCYfoAhIWGq58XypQE1VPgOyo-_oQ87UdFk&loadFrom=DocumentDeeplink&ts=7297.14
https://www.rev.com/transcript-editor/Edit?token=FLvXweQ2sLn6cDGFg5fPlCSaTtSs8Khq7nqT2mmbfh5vDH7jEIRh7WcKa80PIwcG0MwE4uJValNGE0C6rgiP9JpsM2Y&loadFrom=DocumentDeeplink&ts=7297.64
https://www.rev.com/transcript-editor/Edit?token=lP2pVCbh9L6kNwfEXS99eMfixNOZKcpy8o2mrLVatWLpDb4O3UniYysGJpYm_fkD9XPcTl_XECGTC9GUC6trDF37Sxw&loadFrom=DocumentDeeplink&ts=7309.09
https://www.rev.com/transcript-editor/Edit?token=ExMB6ioHXldLi-MP6EyuLn7RRWz9y5yddhqi1-Kcn5SgEThb1Ihq5_EAptAOMZgfh8OkVLJcRHnQOkJ-699JRECuMP4&loadFrom=DocumentDeeplink&ts=7309.81
https://www.rev.com/transcript-editor/Edit?token=G7VmVrpqHD1UY4rsjq9mm0dX6SDuhQ0noI3Prxe9bLYvbtnqu9GPhM53LBpvOOqpfYMpglnVq6dkhzY1tyKBezm5Lqw&loadFrom=DocumentDeeplink&ts=7314.62
https://www.rev.com/transcript-editor/Edit?token=HG8nkW7Jdj6TnWWuKUmRYiGji8jpJ7X4En0TLu1_gLvgThneECjCqfMp0Lk7JusUYu4yMi3hJSsi5FhfCguWWmL1cqM&loadFrom=DocumentDeeplink&ts=7318.68
https://www.rev.com/transcript-editor/Edit?token=9qws62OGRm3WSRnyV4avHtwRHU8FUwsN5JNUMceAdrUCJgyhveMPivnhm04WckL4x3_JEZ5jJ-mzfpPuiHBcMa0H1q0&loadFrom=DocumentDeeplink&ts=7331.36
https://www.rev.com/transcript-editor/Edit?token=mUjW2KM2ECwK05wC1_g6vG8sLyDPYOYvX6oU05rmEjYYMAb2JFT55CLZcyMlKYT62rCuIH2ZsJuEoRCAFcPFiFc8XlI&loadFrom=DocumentDeeplink&ts=7345.56


This transcript was exported on Jun 11, 2022 - view latest version here.

HCS-3 (Completed  06/11/22)
Transcript by Rev.com

Page 41 of 42

Speaker 1 (02:03:28):

And if you can't, I'm here and these are my rates. And then see what happens is you, you straighten your 
ground, you hold your chin up. You're like, yeah, I don't have to convince a person of my Val. I don't 
have to con if you're convincing, you've just lost. Everything that you built up, you didn't establish the 
need. You didn't establish the value. And now you're like going into making a good argument for why 
you should be the massage therapist of their choice. You've lost sight of what they really want or you 
haven't under, or you haven't uncovered what they really want. Sounds like you want, it really serves 
people. You guys, it really does serve people.

Speaker 1 (02:04:12):

I had a, um, I, I had a yep. Here comes another birth story I had when I was pregnant with my first child. 
My sisters all did home births and I was born at home, but I, I was like, I'm gonna do my research. So I 
went to the hospital, I talked to some doctors. I went to a birthing center and talked to some midwives, 
nurse midwives. And then I talked to some home birth midwives. Like I just interviewed people and 
researched them. And I was talking to a nurse midwife in the hospital. She delivered my sister's babies. 
And she was so listening to what I was saying. I wanted, it was my first baby. So I don't really know, but I 
was talking to her about, and she kept asking questions like, I'm asking you guys to do now guys, keep in 
mind. I'm a prospective client to her.

Speaker 1 (02:04:55):

I could be a patient in her practice. Okay. That's money. That's revenue. Okay. So she's listening so 
deeply to me. And she said to me, Rebecca, it sounds like you really want a home birth and you don't 
think you can have that. And I was like, yeah, my husband is really scared. He thinks it's dangerous. You 
know, like, whatever. Objection, objection. And she's like, you're actually a really great candidate for a 
home birth. And I think your husband needs to do some research on why it would be a good option for 
you. And I was like, thank you so much. And I walked out of there and I did what she said, and I got my 
husband on board and he did the research and I had the birth I wanted and she lost a client, but she 
totally served me such that I'm telling you guys a story about her 15 years later, I even know her whole 
name.

Speaker 1 (02:05:50):

That's awesome. Right? Yeah. So be awesome like that. It sounds like you're just looking for the 
cheapest and you know what? I can appreciate that. Sometimes money's tight and you're just in pain. I 
totally get that. So go to the school, go to this place. Don't go to this place, you know, you know, 
whatever, but that might be a good option for you. And I just want you to know if that doesn't work out 
for you in terms of the results you want. I'm here. I'm happy to help you. That's so cool. And that's how 
you get a great reputation in your community too. Cuz people are like, oh, that person's awesome. 
They're truly here to serve. They're not just trying to take my money and strong armed people onto their 
table or anything like that. Okay. So you guys see how those skills are applicable to that type of 
objection handling you stay and that I'm here to serve you mindset, not I'm here to sell you something.

Speaker 1 (02:06:42):

And that what's cool is they probably will come back. Yeah, they probably will. Cuz they'll be like, I'm 
telling you if I had a hospital birth with a nurse midwife, I would've gone to her. Maybe I would've risked 
out on my second pregnancy and not been able to have a home birth or something like that. I would've 
gone to her cuz I've been like, you know what? She cares about me. She's not just trying to get a patient 
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or something like that. She cares about me. And that leaves a lasting impression on people. And that's 
what I want you guys to do. That's the kind of human I want you to be out there in the world is be a 
badass. Someone who cares about people, about serving people. And as you do that, sales will be the 
byproduct of that. I promise you. I promise you will.

Speaker 1 (02:07:25):

But if that's the focus is getting sales, no you're gonna like rec vibe. This is heart centered. Sailing, not 
shark selling, not used car selling, not any of that stuff. Okay, cool. Okay. I know you guys have other 
questions. We're gonna take a quick break though. Okay. Let's do, we'll do 15 minutes this time. Okay. 
So it's 3 45. Come back at four and then we're gonna, uh, map this on to other scenarios like we've 
talked about and I'm also gonna show you a really cool formula and a PDF I have for you guys. It's kind 
of, it's a program I wrote a couple years ago and then never released. So, but I think the PDF is still really 
good. And it'll give you a starting point. It's really just about, um, inquiries, mostly over text DM and stuff 
like that. But it'll, it'll give you kind of the patterns then you'll be able to see how you can apply it to 
other things.

Speaker 1 (02:08:18):

And I'm telling you guys, I promise you, it's not available to you now, but one of these days I'm gonna 
publish this book. <laugh> it just needs to be edited. These are all the scripts of every single thing I could 
possibly ever even think of. Um, and so I'm gonna give you, like I said, some of these, cuz it's not ready. 
I'm gonna give you what I have so far. And then you can look forward to that being released at some 
point down the road. I don't know what we're gonna do with that, but I have a lot of projects that are a 
lot of irons in the fire that we're gonna get out here at some point to you guys. Okay. So what we'll do is 
you can ask me when we come back, we'll apply it to everything and then you can ask me questions 
because I, and then I could teach you how to answer them, but I just don't have a pretty pred printed 
guide for you. Um, yet we might do that. Maybe, maybe we'll release that or do that as a little add on or 
something in a future version of this workshop. If we do it again. Okay. Just ideas. All right. So we're 
gonna drive it home to all the other situations. So when we come back, all right. Okay. We'll see you 
guys back in 15 minutes. Bye Rebecca, will you make me a co-host.
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