CHAPTER 13 IMPLEMENTATION RESOURCE * 15-MINUTE EXECUTION SPRINT

Y =Yield: Consultative Conversion & The Client Win Architecture™

Convertresonance into sovereignrevenue, eliminate high-pressure closing friction, and turn client delivery into an automated ascension
flywheel.

1. CONSULTATIVE ENROLLMENT DIAGNOSTIC [SALES AUDIT: 3 MIN]

D Pitching Trap: Are you spending 30 minutes presenting slides and talking about your AUDIT ME
9 ’ credentials, rather than letting the client explain their pain?

Are you wrestling with clients who want to negotiate price, rather than AUDIT ME

D Handling Objections vs. Disqualifying: diagnosing if they are a fit for yourroom?

Is the prospect already 80% convinced before they hop on the call

(] Pre-callCertainty: : , AUDIT ME
due to your prior content and case studies?
2. CONSULTATIVE DIAGNOSIS VS. HARD SELLING [THE YIELD PRUTUCUL]
HIGH-PRESSURE HARD CLOSE SOVEREIGN DIAGNOSTIC PRESCRIPTION
('What will it take to get you signed up today?‘] s ('Based on your diagnosis, here is the protocol)
Damage: Destroys trust. If they buy, they harbor buyer'sremorse, Power: Operates like a top surgeon. You prescribe the solution calmly,
demand refunds, and become toxic coaching clients. state the fee without flinching, and remain completely detached.

3. THE 48-HOUR ACTION SPRINT

D 1. Adopt the 5-Question Diagnostic Flow: 1. What prompted you to apply today? 2. What have you tried so far? 3. Where is it breaking
down? 4. What is this costing you? 5. Are you ready to fix this?

2. State Your Fee and Go Completely Silent: Quote your 1.5L-23L investmentin one clean sentence. Do not justify, apologize, or speak
until the prospect responds.

[j 3. Eliminate Pitch Decks: Conduct your next 3 enroliment calls using only a pen, paper, and diagnostic questions.

4. Al PROMPT: CONSULTATIVE CALL SCRIPTING [CUPY & RUN IN CHATGPT]

"Act as a Master Consultative Sales Trainer. Here is my flagship offer: [INSERT DETAILS & FEE]. Write a 7-phase '
consultative enrollment conversation framework. Include exact transition questions that move the prospect from |

explaining their current frustration to realizing that self-solving is costing them 5x more than my fee."

CONGRATULATIONS - CHAPTER 13 EXECUTED

. - = ?
Ready for Chapter 14: X = The X-Factor & Uncopyable Moats Apply for 1:1 Diagnostic Audit
Now that revenue yield is stabilized, open Chapter 14 to install the X-Factor, engineer founder freedom, and
construct generational authority.
J



https://event.thebusinesseutopia.com/call-booking

