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1. Meet & Greet (2min Max)
a. Client is greeted within 30 seconds upon entering
b. Client is shown where to leave belongings
c. Client is offered a water 
d. Client remains with greeter until coach conducting Success Session arrives
2. Setting Expectations (3min Max)
a. Coach paints a clear picture of what the Success Session will look like, remembering that people’s biggest fear is feeling stupid
3. Learning WHY (15min Max)
a. As the coach begins to fill out the Registration Form and PAR-Q/MB Profile all questions that are asked are open ended. The goal during this time is for the client to talk 80% of the time, and the coach to practice reflective listening. 
b. Learn WHY they are here, what their frustrations are, what they’ve done in the past, what is their family/social life, what’s their schedule, goals and injuries, and expectations. 
4. Tour (2min Max)
a. This is not the time to show off our facilities, this is used to get them comfortable with the setting. 
b. Show them where they come in, where belongings are stored, where the bathrooms are, where the products/water can be found, how and where to check-in each day, and paint a picture of what the first day will look like. 
5. Movement & Measurements (18min Max)
a. This is used to build rapport with client, as well as gather necessary information to create a safe and effective program. 
b. *If doing a Transformation Challenge, this is the time to also gather initial measurements and progress picture. 
c. It should begin with foam rolling, where you continue to build rapport, listen, and educate about the benefits of foam rolling, and continue to paint the picture of what a typical day will look like
d. You will then conduct the movement assessment using the registration form line items, assuring the client is doing everything that sets them up for Success, modify as necessary, and build value and education. 
e. At some point during the workout-introduce them to a client of similar “status” and allow them to ask any questions
f. Make necessary notes and recap
6. Program Overview (5min Max)
a. Bring the client back to the table and recap what you found, relating it back to their WHY, and how our system can help them. 
b. Overview the red folder, go over services, logistics, scheduling, etc. 
7. The Sale (10min Max)
a. Present an A or B option to the client using the following script. “NAME, based on what I learned about you today, I would recommend either OPTION A or OPTION B. Which one would you like to get started with?
b. Zip your lips after that question, and let them talk. 
c. Handle objections, and give one downsell, don’t haggle. 
d. Conduct the sale in the computer, give them necessary receipts, welcome bags, and schedule confirmations. 
e. Shake their hand, ask them if they have any other questions, thank them for their business, and escort them out the door. 
f. Conduct client onboarding and/or update lead tracker. 

