B RiseForlt

The Paid Up Front Workbook

By the end you'll have a consult you can run tomorrow: four questions
that find the gap, a line that hands their pain back in their own words,
an outcome package with an end date and one price paid up front, and
an answer for price pushback that adds value instead of cutting the
number.

FREE WORKBOOK 12 PAGES ABOUT 45 MINUTES

WHAT YOU'LL HAVE AT THE END INSIDE
v Your four consult questions in your own L Write your four consult questions
words, with a follow-up for each )

Capture their pain in their own words

v Ahand-back line that repeats a 3 Turn your sessions into an outcome with
prospect's pain in their words, not yours an end date
v/ One outcome package with an end date 4 Answer price pushback without

and one price collected up front

discounting
v Scripts for price pushback and "I'll think 5 Find your next sale in your current client
about it" that never offer a discount list

6 Your 7-day plan

YOUR NAME START DATE

@ By Jason O'Dell, founder of RiseForlt. Goes with the free guide Sell Personal Training and Get Paid
Up Front.
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B RiseForlt THE PAID UP FRONT WORKBOOK

STEP 1 OF 5 - LEARN IT
Write your four consult questions

My first sale, Miss Gertrude, took about two hours of me talking and giving her the moon.
When you explain before you ask, they never hear their own problem, so they have no
reason to say yes.

HOW TO DO IT
1 Copy the four questions into the first column of the table below. They are already filled in
as a guide.

2 Rewrite each one the way you'd really say it out loud to someone sitting across from you.

3 Write one follow-up for when they give a short answer. "What do you mean by that?" works
for all four. Then stay quiet and wait.

4 Write down what you will not talk about until the end: your warm-up, your split, your app,
your check-ins.

5 Read your questions out loud once. If one sounds like a script, cut words until it sounds
like you.

EXAMPLE: MAYA, AN IN-PERSON TRAINER IN A COMMERCIAL GYM

1. What are you trying to change, and why now? Maya saye: "What made today the day
you came in?” Follow-up: "What happened that made you book thic?"

2. What have you tried, and what happened? Maya saye: "What have you tried before?
How did it 307" Follow-up: "Why do you think it stopped working?”

3. What hag it coct you to stay where you are? Maya saye: "What hae thic been costing
you?” Follow-up: "What do you mean by that?”

9. IF we fixed thic, what would be different in 70 days? Maya says: "Say it'e 90 days from
now and thic is fixed. What's different?” Follow-up: "What would that look like on a normal
day?”

Won't explain until the end: my 3-day <plit, the check-in app, macros.

Your turn on the next page —
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STEP 1 OF 5 - YOUR TURN

Write your four consult questions

Your four questions

The question How you'd say it Your follow-up for a short answer

What you won't explain until they've answered all four

Before every consult

Phone face down, pen and paper out

Ask all four questions before you mention your program
After each question, stop talking and wait

Write their answers word for word, not your summary

O000d

Ask "what do you mean by that?" at least once

[ ] You're done when you can say all four questions out loud without looking, each with a
follow-up.
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STEP 2 OF 5 - LEARN IT

Capture their pain in their own words

If you can't repeat their pain in their own words after the consult, you explained too much
and asked too little. Your words sound like a program. Theirs prove you listened.

HOW TO DO IT

1

2

3

Pick someone to practice on: a friend, a current client, or your last consult from memory.
Ask your four questions. Write what they say word for word.

When an answer is short, ask "what do you mean by that?" and wait. Write the deeper
answer in the last column. The real reason is usually one layer down.

Circle the one line that hit hardest. That's the line you hand back.

Write your hand-back: "You said [their exact words]. In 90 days, you'll be [where they want
to land, in their words]."

EXAMPLE: MAYA, PRACTICING WITH A SAMPLE PROSPECT NAMED DANA, A MOM OF TWO

Why now: ‘My daughter’c birthday photos. I acked everyone to crop me out.”

What she tried: 'Keto for cix weeks. (ost come, gained it all back by cummer.”

What it cost: "Tm tived of hiding in the back of every Family photo.”

Dug deeper: ’T don't want my kids to remember me hiding.”

70 days: "Standing in the front of the Thanksgiving photo and not caring.”

Hand-back: "You caid you're tired of hiding in the back of every family photo. (et'e get you
in the front of the Thanksgiving photo.”

Your turn on the next page —
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STEP 2 OF 5 - YOUR TURN

Capture their pain in their own words

What they said

Question Their exact words What they said when you dug deeper

The one line that hit hardest, word for word

Your hand-back: "You said [their words]. In 90 days, you'll be [where they land]."

[ ] You're done when you have one sentence that uses their words, not yours, and you
could say it to them tomorrow.
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STEP 3 OF 5 - LEARNIT

Turn your sessions into an outcome with an end
date

Sessions sell your time and cap your income, and an hour doesn't promise anything. A
package sells the result they told you they wanted, by a date they can see, and that
makes it easier to say yes.

HOW TO DO IT

1 Write the result in one line, in words a client would use. "Front of the family photo", not "fat
loss phase".

2 Pick an end date they can see, like 90 days or 12 weeks.
3 List what's included in 3 to 5 short items. This is the flight. Keep it short.
4 Set one price for the whole package, paid in full before day one. No per-session math.

5 Work out what that price is per month, then use the calculator to see how many package
clients reach your monthly goal.

EXAMPLE: MAYA'S PACKAGE

Recult: Feel confident ctanding in the front of the photo.

End date: 12 weeks from the firet cecsion.

Includes: 2 cessions a week, a simple eating plan, a check-in every Monday.
Price: 81,500, paid in full before week 1. That'sc $500 a month.

Caleulator: §5,000 monthly goal / 8500 a month = 10 package clients.

Your turn on the next page —
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STEP 3 OF 5 YOUR TURN

Turn your sessions into an outcome with an end date

Your offer in one line: [result] in [time], for [price] paid up front

What's included (3 to 5 things)
1.

2.

Price for the whole package, paid before day one, and what that is per month

Do the math

Monthly income goal (§) What one client pays a
month (S)

Fill in both boxes.

[ ] You're done when you can say your offer in one sentence with a result, an end date
and one price paid up front.
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STEP 4 OF 5 - LEARNIT

Answer price pushback without discounting

The moment you discount, you tell them your price was never real, and they'll always

wonder what the real number is. Someone paying as they go is one bad week away from

quitting, so the price stays and you add value instead.

HOW TO DO IT

1

List things you can add that cost you little time: an extra check-in, a grocery list, a weekly
form video review.

Write the stakes behind your promise: what you'll do if they do the work and don't get
there. This shows you're on the hook with them.

Fill in the price-push script. Start with their 90-day words, add value, keep the number.

Fill in the "I'll think about it" script. Ask what they need to think about. It's usually price,
time or doubt. Answer that one thing.

Say both scripts out loud until you can do them without the page.

EXAMPLE: MAYA, WHEN DANA SAYSIT'S A LOT OF MONEY

Value adde: weekly Form video review, a printed qrocery list, a check-in text every Monday.
Stakes: "Show up to every sescion and check-in for 12 weeks. IF you don't get there, I keep
training you free until you do.”

Price puch: "I hear you, Dana. T'm not going to drop the price, becavse this ic what it
takes to get you in the frount of that photo. What I will do ic add a form video review every
week. It'c $1,500, paid vp front, and we ctart Monday.”

Think about it: Fair enough. What do you need to think about? I¢ it the price, the time,
or whether this will work for you?”

Your turn on the next page —
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STEP 4 OF 5- YOUR TURN

Answer price pushback without discounting

Value you can add instead of a discount

1.

2.

Your stakes: what you'll do if they do the work and don't get there

When they push on price

| hear you, their name  .I'm not going to drop the price, because this is what it takes to get

you their 90-day words  .What | will dois add value you can add . And here's my promise:

your stakes t's price , paid up front, and we start c¢tart date

When they say they'll think about it

Fair enough. What do you need to think about? Is it the price, the time, or whether this will work

for you? (Wait.) Got it. your ancwer to that one thing . Wanttolockin ctart date 2

{ D You're done when you've said both scripts out loud and never once offered a lower number. J
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STEP S OF S - LEARN IT

Find your next sale in your current client list

Chasing every new lead to make your month wears you out. The clients you already have
trust you and have seen you deliver, so the next result is an easier yes.

HOW TO DO IT

1

2

3

List your current clients, or the last ones you trained.

Next to each, write what they told you they wanted when they started, in their words.
Write where they are now.

Write the next result you could offer them, with an end date.

Pick the one most likely to say yes. That's who you talk to first.

EXAMPLE: MAYA'S LIST

Jecs. Wanted: "to stop getting winded on the staire at work.” Now: takes the stairs every
day. Next: run her first 5K in 12 weeks.

Tom. Wanted: "to play with my kids without my back hurting.” Now: no back pain for a
month. Next: deadlift his body weight in 12 weeks.

First talk: Jecs, after her Thursday cecsion. Offer: first 5K in 12 weeks, £1,500 up front.

Your turn on the next page —
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STEP 5 OF 5- YOUR TURN

Find your next sale in your current client list

Your current clients

What they wanted (their

Client T

Where they are now Next result + end date

The client you'll talk to first, the result you'll offer, and the day

What you'll say after their session

Hey firet name , when you started you told me you wanted wha? they caid . Look

where you are now: where they are .1 want to talk about what's next: nex? recult

by end date . Got 10 minutes after your session on day ?

[ ] You're done when one current client has a name, a next result and a day you'll bring it
up.
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THE PLAN

Your next 7 days

| One small step a day. Day 1 matters most.

YOUR ANSWERS, IN ONE PLACE

Your hand-back line

Your offer

Your stakes

First client to offer

ONE SMAL

Day

Day 1

Day 2

Day 3

Day 4

Day 5

Day 6

Day 7

L JOB A DAY

Do this

Say your four questions out loud and save them on
your phone where you'll see them before every
consult.

Run a practice consult with a friend or current client.
Write their exact words and your hand-back line.

Write your offer on a card: result, end date, one price
paid up front. Read it out loud five times.

Practice the price-push and "I'll think about it" scripts
out loud, stakes line included, until you don't need the
page.

Bring up the next result with the current client you
picked. Use your script right after their session.

Book or run one real consult. Ask all four questions
before you say one word about your program.

Check yourself: could you repeat their pain in their
words? If not, cut one thing you explained and add one
follow-up question.
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Notes
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