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How to Profit from Free
Discovery Sessions?

Stop wasting time by solving problems for free when
you could be selling high-ticket coaching and creating
really happy customers!

Find the prospect's frustration. Uncover what is
preventing her from moving forward in one
specific area? That's the key. Write down the

pain point you just identified and then apply .
these qualifying questions: X
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Ask the Right Question?

To make sure the prospect is attracted to your free
discovery session for the right reasons, ask the right
qguestion. It should be specific and memorable while

stirring an emotional response. ‘

“What one thing is holding you back?”

2 “What must change to move forward?”

“Why can’t you create the new habit?”

“What is the most important action now?”

“What action, tool or skill is stopping you?”

“How would your life change/be different
a year from now if...?”"

Discover More Secrets Here:

Check out the
MyNAMS Insiders :
Club where we run 12 oo LTools | Traiming
monthly challenges on

essential business Get started today!

topics... NAMS.ws/mnic

Copyright, NAMS, Inc. All Rights Reserved



https://nams.ws/mnic

