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Magic Answers to Common Concerns
If your clients tells you: Your “Magic Answer” is:

“Do you accept insurance?”
(at beginning of conversation)

You don’t take insurance.”
(later on in conversation)

“Although we don’t accept insurance, let’s see what
you’re dealing with so we can get it resolved.”
(if all cash practice)

“Although we don’t accept insurance, I’m happy to
give you any documentation you need so you can
contact your insurance company and see if and how
much they may reimburse.  Let’s see what you’re
dealing with so we can get it resolved.”

“That’s true.  Where will you be in 3-6 months if you
don’t address this issue, whether or not insurance
covers it?”

*NOTE:  This is how to answer it after you’ve had a
“Clients Say Yes” conversation with the client.

**You may also ask them if they have a Health
Savings Account (HSA).  It can be used tax free for
many holistic practitioner services.
DISCLAIMER:  Please look up IRS guidelines about
what HSAs may or may not be used for.

“I don’t have the money”, or “I
can’t afford it”, or “wow, I wasn’t
expecting it to be that much.”

(If the person seemed interested or
enthusiastic):
Option #1:“Is this something you really want for
yourself, and coming up with the money is the only
consideration right now?”

If the answer is Yes, then say “if this is something you
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really want for yourself, I’m willing to extend you a
payment option.  You have an option of a X-pay or a
X-pay.

If the answer is No, then find out more, ie: “Tell me
more about what you’re considering as you’re making
this decision.”

“What else do you need to know to help you make the
best decision for yourself?”

“The truth is that when our desire & commitment is
greater than the obstacles, we will do what it takes to
get what we want.  And in that case, let’s talk about
the money.”
(Then give them their payment options)

Option #2: Acknowledge them and then redirect
them to bring up what else may be concerning
them about working with you.

“Let’s set aside the money for a moment.  On a scale
of 1-10, how ready are you to ______________
(change/get this issue taken care of) (with 10 being
the highest)?”
(ie, “how much do you want to stop this back pain
being a daily issue for you?”)

Is there something else that concerns you about doing
this for yourself?  Tell me more about that. (then
answer their concerns).

If their answer is no, then say:
How long are you going to let this go on for, when
what you’ve done hasn’t been working?

This script comes from Step #4 of the Consistent Clients Formula for Introverts.
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The Consistent Clients Formula™
for Introverts

Yes, I’m ready to do less marketing and get more clients!

STEP 1:  Discover your Uniqueness Factor.  Determine what’s special about you
and identify what clients can’t wait to pay you for.  Communicate it so that people are
excited to hear more, or refer the right people to you. That’s the difference between
consistent clients coming to you, vs. being frustrated with inconsistent income.

STEP 2:  Create an Irresistible 5-Star Signature Package. Create an irresistible
package for your services, so you aren’t stuck trading dollars for hours.  Start charging
what you’re worth.

STEP 3:  Get the phone ringing, the introverted way. Get known as a go-to expert quickly and attract
clients the introverted way. Use your top 2 introverted marketing strategies to get the phone ringing with
interested people.

STEP 4:  Inspire interested people to become committed cash-paying clients.  Use a proven system and
conversation flow, such as the “Clients Say Yes” conversation flow, that inspires interested people to work
with you now, rather than later.  Especially those who are happy to pay you cash.

STEP 5: Inspire clients to return & set things up for other people to do the marketing FOR you. It’s
more costly to get new clients than it is to inspire current clients to return (or clients/referral partners to refer
clients to you).  Put a system that works in place, and get ready for a steady flow of clients!
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