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Powerful Prospecting Conversations 
 

Sales is what fuels and builds your business. Investing the time to build your skills to have powerful 
conversations with prospects will take you where you want to go, and help you bridge the GAP to your 
desired business and financial goals. 

You’ve connected with a prospect and have scheduled a meeting. It’s progress, you’re excited because 
you are headed in the right direction! I cannot emphasize enough the importance of being prepared for 
this conversation, whether with a potential coaching client, or a business prospect to offer your half or 
full day seminar. 

This is the place where your preparation—or lack thereof will bring you incredible success, or leave you 
filled frustration, no sales, and asking, “What am I doing wrong?” 
 
When you are nervous, unprepared or “wing it,” 
you’ll have a tendency to: 
- do all the talking vs asking questions 
- talk too fast vs being in the moment  
- miss the signals the prospect is broadcasting 
- attempt to get to a “yes” too soon—before 
you’ve “served” them 
- “Give” too much (undervalue yourself, offer 
discount before negotiations were requested, or 
give away the farm for free) 
 
You’ve worked too hard to miss out on 
opportunities to help the people you’re here to 
serve.  
 
This Tool Kit is designed to help you with tactical prep, mindset, courage and confidence. 
 
Three Conversation Keys to Remember: 
1 – Serving is Selling 
2 – Prospecting is your filtering process to find people and organizations you want to work with, and the 
right fit to help 
3 – Not EVERYONE is Your client! 
 
 

 

 

YOU have NO limits 

  

Sales is shorting and filtering out prospects to connect 

with your IDEAL clients. The ones you are a fit to help 

and enjoy working with! 
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Serve BOLDLY in your conversations…  

 

 

 

You are not doing this to be a people pleaser! 
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Start from the Feeling—be in alignment with what you want the result to be.  

Like attracts like! – Lori Hanson 

Preparing for a Powerful Conversation 

As a Canfield TTT Grad, you’ve potentially got two categories for powerful conversations: 
1 – Private or Group Coaching Prospects 
2 – Business Prospects 

For ease of use, this Tool Kit has been divided into two sections, Section 1 – Coaching Prospects and 
Section 2 – Business Prospects. This will make it easier to follow the steps in each scenario, which are in 
fact different based on who you’re meeting with. 

SECTION #1: Coaching Prospects (Private or Group) 

Be sure to complete your top 10, 25, 50 or more Prospect List for coaching clients (from the Prospecting 
Tool Kit) before you begin. You can add to, delete and adjust your list as your have your conversations. 
Point being, you want to invest your conversations with your Ideal Coaching Client.  

If you’re offering a group coaching program, define your attendee goal before you begin. Is your goal to 
keep it small and intimate that allows for the entire group to interact (maybe 5-9)? Or larger, where only 
pre-selected individuals get to speak up at meetings (10-50)? Or are you going for high-volume with 
limited attendee participation (100+)? Having this clearly define before you begin will also guide your 
conversation and selection criteria. 

Use a Pre-Conversation Questionnaire 

What do you know about this prospect? Use an assessment or set of questions they need to complete 
and submit before scheduling a conversation with you. This helps you to spend your time with people 
who are already looking for solutions, doing research and have taken action to shift their current state. 
They are more likely ready than someone who has never thought about their goals and dreams before.  

Use the 9-Step MESSENGER process as you prepare for your coaching conversations. 
(These are included in the Appendix for quick access) 

There are two approaches or steps you can take when talking with individuals for private or group 
coaching.  

Step 1: The Chat (15-20 mins) 
When you meet and connect with someone, invite them to have a quick chat.  
 
Goal: To determine if it makes sense to spend more time together—with a follow up conversation. 
The invitation should be extended in the energy of inviting them to a social event—not one of “I hope I 
can sign them up to work with me!”  
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During this conversation your questions are geared at what their motivation for making changes in their 
life. I typically ask, “If you were calling me 1 year from now to tell me this has been the best year of my 
life! What would have happened, what would we have done working together?” 

Make sure they are speaking in present tense from a year from now. Most often they respond with, “Well 
I would have gotten a promotion, and I would be in a new relationship…” Stop them, and get them in the 
perspective of “Your there now, what happened?” I tell them it’s like they’re calling me and saying, “Lori, 
guess what happened? I am so stoked!!!” 

Now you can ask them what if anything in their life they would like to improve? (business or career, health, 
financial health, etc.). 

Ask what they have done to improve the situation so far, and did it work, or not work?  

If they haven’t done anything to make a change and are uninformed about personal development—they 
are not ready for private coaching. And may not be a fit for your group coaching program. You want to 
engage with people who will take action.  

If they tell you they have been reading books, watching videos online, or have taken a course—ask them 
if they would like to have a powerful coaching conversation with you. Then invite them to spend 1-2 hours 
with you.  

 

 

 

 

 

 

  
Step 2: The Powerful Coaching Conversation (60-90-120 mins) 

In this conversation, this is where you serve them powerfully, so they will never forget the conversation. 
They experience what you do and how you do it. Help them identify where they are today and where they 
want to be (the GAP).  

Be curious, and ask questions about what is working in their life, what isn’t working and find out what 
their motivation is to change it—if any. If they are not motivated to shift in one area (health) they may be 
more focused and frustrated about their career before they want to address their quality of life/health 
issues. What happens if they do nothing?  

By asking questions, this is where you identify an issue, challenge or problem. Ask them if they want some 
help with the issue and lead them to an awareness, insight or “Aha!” moment. Then, let them digest the 
experience for a minute. 

You must have your coaching program options clearly defined before 
having these conversations.  
 
(Think of it as a buffet menu… with 3, 6 or 12 month options) 
How many calls per month? (1, 2, 3 or 4) 
How long are the calls? (30-60 mins) 
Can they text or email you any time, weekdays only? 
What else is included—if anything? (event tickets) 

PRACTICE STATING YOUR FEE UNTIL IT ROLLS EASILY OFF YOUR TONGUE.  
This ensures you ask for what you want vs. suddenly hearing yourself say 
$1500 when your investment sheet says your monthly fee is $2000. 
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At this point in the conversation, they may be done and thank you for the insight, or they may be open 
for more—they may even ask, how can I work with you? 

Ask them, “Would you be open to hearing how I could help you?”  
If their response is “yes!” review (from your notes) what they have shared with you today and how you 
can help them with these issues.  

Ask them to take notes and clearly outline the benefits and improvements they will experience in their 
life from the area you will work on together.  
Paint a picture for them, here’s where you are today—here’s where you can be after working together. 
 

This is critical before you enter the logistics conversation!  
And one of the biggest mistakes most coaches make. 

 

If they are still interested in how you can work together, walk them through the buffet menu: 
 
Option 1: You can work with me for 12 mos for $2000 per month.  
That includes 3 conversations a month (30 or 60 minute), you can text or email at any time, and this 
includes tickets to my live events.  
 
Option 2: You can work with me for 6 months for $2250 per month. 
This includes 3 conversations a month and you can text or email any time. 

Offer them 24 hours to digest the offer, even if they say they are in. The point is you don’t want to rush 
them, or have them feel rushed, or talk to their spouse and get push back. They need to say “yes” to 
themselves and enroll their spouse or business partner.  
 
Schedule a call for the next day or 2 days right the—get it on the calendar. 
Prepare their contract and have your onboarding packet ready following the next conversation. 
 
On the next call, tell them, “Here’s what happens next, I’ll send you a contract and a payment link and 
we’ll get started as soon as we receive your payment.” At this time, I ask them what day and time of the 
week is best for a recurring weekly time on the calendar so we have a consistent meeting time. When 
they do this—I receive their payment. You can also do this with online calendars—although sometimes 
recurring bookings can be a challenge—my assistant schedules for them in this instance.  

Follow your onboarding checklist (add them to your email list, add them to your contacts, create a folder 
for them.) If they enroll for 6-12 months, I send out a physical thank you gift to them immediately with a 
personal thank you card. 

Now Deliver your Genius. 
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SECTION #2: Business Prospects (Seminars, Training) 

 

 
Now that you’ve scheduled a meeting with a potential business client to discuss a program they 
will sponsor for a group of their employees. It’s time to prepare. 
 
Prepare the basic outline of what you need to ask to qualify them as an ideal client, and create 
your list of bullet points to have ready to share with them with the appropriate value and 
benefits they need to hire you. 
 
Remember, a productive sales conversation happens when you ask questions and listen—not 
when you do all the talking. 
 
Your role in this conversation is one of curiosity (being a scientist) and asking the questions that 
qualify the prospect’s current scenario, pain, discomfort and desire to do something about it. 
You cannot serve or support someone who is not interested in making a change. 
 
Use the 9-Step Meeting MESSENGER process as you prepare for your business conversations. 

(These are included in the Appendix for quick access) 
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Appendix 
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9-STEP MEETING MESSENGER PROCESS 

1 – Manage Your Mindset 
Prepare yourself mentally to be unattached to the outcome of the conversation. Your goal is to 
have a conversation and explore if there is any possibility of you supporting them either 
personally or as a business leader. This is not just about them; you are also investigation 
whether they meet your qualifications as an ideal client.  
 
2 – Elevate Your Energy 
Before you jump on the call, take time to shift your energy into the place where you serve: 
Using your allow energy. This is incredibly important because your energy will precede you 
before the call happens. That last thing you want to do is come across, desperate, timid, 
hopeful or so stoic that you’re unapproachable. 
 
3 – Schedule Your Calendar to Arrive Early 
You requested the meeting; you want to be on the call early to respect their time. And to have 
as much time as possible with them. 
 
4 – Serve Through Your Conversation 
You’ve set the appointment—now focus totally on them in the conversation to see what you 
learn. Make them comfortable—as you start the conversation. Be a REAL person. 
Is what they are sharing with you a fit for what you’re offering that could help them?  
Take notes so you have them to refer to, and to ensure the conversation is correctly 
documented. This will help you when you summarize what you heard them say. 
 
5 – Engage Them with Conversations Expectations 

➢ Set the ground rules for the conversation. Confirm how much time they have available.  
Nothing worse than planning for 30-minutes or 1-hour to have them cut you off 15 
minutes in. Reschedule if needed so you can have a quality conversation. 

➢ Ask them if they are okay telling you no, if this isn’t a fit. This alleviates the pressure 
they feel. You’re not a fit for everyone—nor are you attempting to be. It also helps you 
manage expectations so they won’t respond in a way that gives you false signals. 

 
6 – Navigate their Situation, Issues and Pain(s) 
Use sample probing questions to help you explore where you prospect is (included following 
this process) 
 
Your goal is curiosity.  
Ask questions and listen…then dig deeper 
 
Depending on your prospect, you may want to include questions about their business, their 
revenues, hitting or missing goals, their team, etc., as follow ups to get them to the next level.  
 

*This is the time to use softening statements* 
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Follow their question with a question, “That’s a great question, can you tell me why you 
asked?” This will help you to ensure you know where they are coming from vs. assuming you 
know. You don’t want to assume anything that you have the opportunity to qualify. 
 
7 – Get an Estimated Budget and Approval Process (Business Meeting) 
This step is essential when working with a business, business owner or manager of a company. 
You want to qualify in the first conversation what their budget is, what they are expecting to 
spent or have allocated. If this isn’t a program or training they had planned on, they may need 
to go find the budget—and you want to know that up front.  
 
As part of the exploratory conversation, ask them,  
“Do you have a budget set aside for this program? Could you share with me in round numbers 
(or a range) of what your budget is?”  
 
If they do not give a specific number, you can help them qualify it, “Would you say it’s closer to 
$10,000 or $35,000? Then you’ll have a response that will help you qualify it further. If your 
program is $30,000 and they give you a clear indication their budget isn’t that big, you can 
address at that point.  
 
“My programs are typically not the cheapest, yet they always fill up.” Depending on their 
response ask, “Should we agree not to pursue this?”  
Again, you’re giving them space to make the decision vs you pushing them. 
 
You also want to know what their decision process is (in the event this is not an individual).  
 
After you’ve discussed the budget numbers ask, “Joe, who in addition to yourself is part of the 
decision process? Does this need to go through a formal decision-making process?” If they tell 
you there is a formal decision process, ask them who else is included.  
 
Depending on the size of the organization you’ll want to ask for the opportunity to present to 
that group. “Joe, does it make sense for us to meet with the team who is making the final 
decision? I’m happy to prepare something and meet with them.”  
 
8 – Ending the Conversation (Summary, Wrap Up, Next Steps) 
You’re approaching the end of your allocating meeting time. Be sure to leave yourself time to 
summarize the discussion and agree on next steps, including who will do what, by when. As 
many times you’ll assign your prospect homework.  
 
Remember your approach to handling prospect objections is to ask them questions and let 
them discover and answer their own objections. “Tell me more, why is that important to you…” 
Once they have identified for themselves, why your service is a fit for them, no more “selling” is 
needed. 
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Possible Outcomes:  
➢ You may find, they are not a fit for you—if so, you want to let them know that. “From 

what I’ve learned in our conversation today, I get the feeling we are a fit to work 
together. However, you may want to talk with ……” and give them a referral. Then send 
an email or LinkedIn introduction for both parties. 

 
➢ You may find they are not motivated to change, or do anything. It’s better to know this 

up front! Simply ask if they would be open to scheduling another conversation in 3-6 
months. Then when they say yes, get the appointment on the calendar right then.  
Now you know what is happening next and you aren’t left out in the desert to wander 
aimlessly waiting for a response from them—when they are totally ignoring you! 

 
➢ Or they ask what you charge or what your program looks like. This can be a two-sided 

question. Ask them, “Would you be open to hearing how I could help you?” to 
determine if they are “open” to hearing how you can help, or if they are merely kicking 
the proverbial tires. A response of, “Sure, just send me your info or proposal after we 
talk,” is most likely attempt to run through the exit as quickly as possible. 

 
➢ You’ve reached a point in the conversation where they are engaged and you’ve been 

serving them so they see, tasted, felt what you bring to the table.  
 
Simply ask them, “Would you be open to hearing how I could help you?”  
(My program, coaching or consulting could help you, your team, your company...)  

 
When they say yes, summarize your conversation for them: 
 
“Based on our conversation today and what you shared, it’s sounds like the biggest issue for 
you right now is _________, and my understanding is you need to address this problem within 
the next 6 months or _____________ (you will incur a significant financial loss, your spouse will 
divorce you, your company will fail…) is that accurate?  
 
You are ready to take the next step and bring my training in for your organization, and you’d 
like to schedule it within the next 60 days, correct?  
 
The goal for this training would be to _________, ____________, ______________, _________.  
 
We agreed that the success criteria for this training is: __________________________ (the 
team has shifted their attitude, results are improved by 15% this quarter, etc.) 
 
Is there anything I missed?  
 
Great, what happens next is I’ll prepare a contract for your signature and send it to you by 
Friday at 3 pm. 
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You will initiate the vendor approval process with your procurement department and once the 
contract is signed, will follow up to ensure we receive a Purchase Order… 
 
Does it make sense for us to talk again on Tuesday to sync up and ensure everything is moving 
as expected? Great what times works?” 
 
9 – Reflect on Your Conversation  
After you finish your conversation, add detailed notes so you have them for reference. 
What went well?  
What did you learn?  
What do you want to shift for your next call with them 
What do you want to adjust in your approach or questions for future prospecting calls? 

 

MAKE THE COMMITMENT. 

Believe in Yourself. 

 

 
 
 

 
 
 
 
 
 
 
 

You Have NO Limits 
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PROBING QUESTIONS (for use in conversations with individuals or business) 
TO HELP YOU IDENTIFY THE PROSPECTS ISSUES, PAIN & CHALLENGES 
 

• Is there anything in your current situation you don’t like? 

• How long has this been a problem/issue? 

• What have you done to try and fix it? 

• Did it work? Why or why not? 

• How serious would you say this issue is for you now? 

• What happens if you do nothing? 

• How do you feel about that? 

• What would you like to change or improve if anything?  
You want to help them identify the Gap between where they are/where they want to be 

• Why did you agree to meet with me? 

• What were you hoping I could do for you? 

• Does that mean you’re not open for new ideas—or a change right now? 

• Can you be more specific? Give me an example? 

• What do you think the real problem is? 

• How much is it costing you? (could be health, financial, stress, etc.) 

 
COMMUNICATION SOFTENING STATEMENTS… 

 
• I’m not sure I understand… 

• Do you mean? 

• So what you’re really saying is… 

• I get the feeling I’m making you uncomfortable? 

• I feel like I should tell you something, but you might not want to hear it. 

• Which means… 

• I’m confused. 

• And what you wanted me to do is… 

• So what you want from me is… 

• It sounds like we have a problem. 

• Good point. 

• Good observation. 

• I appreciate your candor in sharing that with me  
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Notes and Observations 
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Lori
Sticky Note
The next two pages contain 4x6 printable cards for you! Print and keep them on your desktop.



 
                                         

 
 
 
 

9-Step Meeting Messenger Framework 

1 – Manage Your Mindset 
2 – Elevate Your Energy 
3 – Schedule Your Calendar to Arrive Early 
4 – Serve Through Your Conversation 
5 – Engage Them with Conversations Expectations 
6 – Navigate their Situation, Issues and Pain(s) 
7 – Get an Estimated Budget and Approval Process 
8 – Ending the Conversation (Summary, Wrap Up, Next Steps) 
9 – Reflect on Your Conversation 

 



                                        

 

FEEL Your Sales and Business RESULTS 
 

How does this success make you feel (joy, chills, smile, laugh)? 
 

FEEL the Result You WANT 

FEEL what it’s like to receive payments for new enrollments 

FEEL what it feels like to receive fill a group class 

FEEL what it’s like to be hired to speak or give a seminar 
 

Expect what you want. That’s your only FOCUS 
 

Start every sales conversation from this energy & vibrational frequency. 

THIS is what success feels like! 


