
 
 

THE EASY SALES FORMULA  
 

1: ASSUME IT’S A YES 
What inner work or self care will you commit to

so you can release your fears and assume
every client is a yes? 

 
2: GET YOUR ENERGY LEVELS UP 

Do whatever it takes to get yourself into the
zone. Do jumping jacks, pull silly faces in the
mirror, dance around to your favourite song.
Whatever gets you into the high vibe zone. 

 
3: GET CONNECTED 

Have a chat and find some common ground.  
 

4: SET A STRONG INTENTION 
How will you remind yourself to stop, centre,
and set the intention before diving too far into

the conversation?  
 
 
 



 
 

5: TELL THEM ABOUT THE OFFER 
Talk about the elephant in the room and tell
them that you may make an offer at the end. 

 
6: ASK A FUTURE FOCUSED QUESTION 

Use inspiration motivation and imagination to
help the client step into a powerful vision for

their future with you by their side.  
 

7: FIND OUT WHAT’S WORKING 
Help the client build on success they

acknowledge by tapping into their natural
strengths.  

 
8: IDENTIFY INTERNAL AND EXTERNAL

OBSTACLES 
Clarify the discomfort motivation and use

empowering questions to discover where the
client needs support. 

 



 
 

9: LISTEN, COACH, AND CREATE A GAP 
Rely on perception checking to help the client
feel heard then, work your magic as a coach.
Don’t forget to plant seeds along the way for

more work together.  
 

10: CREATE ACCOUNTABILITY 
Set assignments, ask for commitments, and

create a client to-do list.  
 

11: SUMMARISE, PRESCRIBE, AND INVITE 
Wrap the session up summarising the client’s
vision, strengths and areas for growth. Then,

recommend a path for them and invite them to
become a client.  

 
12: STOP TALKING 

Tension is healthy. It comes from within and it’s
what sparks change in the client. Don’t rob them

of tension because you feel it too.  
 
 
 



 
 

13: CREATE A STRATEGY 
Answer questions the client may have, arm them
with tools to overcome objections of others, help

them get really clear about why there’s
hesitation.  

 
14: SET UP THE FOLLOW UP 

Whether the client says yes, no or maybe so, it’s
time to schedule your next session and clarify

any next steps.  
 

15: SEND AN INVITE LETTER OR WELCOME
VIDEO 

Put your invitation in writing so you can arm your
client with tangible tools to review or share with

their partner. This connects them back to
possibility rather than fear. If your client is a yes,

send them a quick welcome video along with
their on-boarding materials. 

 
 
 


