
 

Presenting the Plan 

We're back to the consultative close. Okay, so we've asked the Dan Sullivan question. We've 
focused on which ones are most important and why they are most important. And then we've 
said that these are the ones that I can help you with. We're talking with our prospective 
business owner. We've determined that these are the three things, the three major parts of 
their business that they want to improve over the next year. Remember, they want to 2.5X 
their current profitability. They want to get to $250,000. They want to double their revenue, go 
from 500,000 to a million in the next year. Very good goal right there because we've set time 
constraints and a specific number. Then, they want to understand the financial statements. And 
the reason that they want to is because that's going to help them to get number one and 
number two down. 

What we want to do now is that we want to actually deliver the goods. We want to tell them 
exactly how they can do this. Now, Frank Kern uses this analogy, he said, "If I'm inside of a room 
and I say, 'Hey, what? You know what? I can fly across this room." What are you going to think? 
Well, you're going to think I'm nuts. But then what if somebody else says, "No, no, no. I've 
actually seen him fly across the room. It's pretty awesome." A few more people may believe 
me, but what if they actually saw me fly across the room? 

99 out of 100 would still believe it. There'd be one holdout that says, "No, that was fake. 
There's some sort of sham. It's the same thing with our clients. We can tell them how good we 
are. We can get others to tell them how good we are, or we can just show them how good we 
are. That's what exactly we're going to do. In doing this, let me tell you, nobody, most of the 
time has ever done anything like this for their client. This is the aha moment. This is where they 
go, "If I don't use this person, I'm an idiot, and I really don't care what they charge." 

We're teeing all this up, but we're starting with a value-first mentality. So we've said, These are 
the three things that you want and you want those over the next year. Is that correct?" That's 
correct. Okay, let's talk about exactly how we can do that. I want to help you to go from point a 
to point B And here is where I would dive into exactly how. Now this is important that you 
know how to do this, or at least you know the structure of doing it. So as it related to my 
clients, I know with dentistry, there's a couple of drivers. But with every business, if I want to 
double the profitability, what do I have to do? Well, I have to increase income and decrease 
expenses. 

And there's a whole lot to that. We're not gonna dive into that here. But I'm going to say, 
there's two ways in which we can really start affecting revenue. Number one, increasing the top 
line, which we've identified right here, having more revenue come in. Number two, reducing 
the expenses. Let me ask you, do you think that you have expenses that are unnecessary? Do 
you ever feel like there is some waste in your business? Most people are going to say yes. Okay, 
well, one of the first things that we're going to do, step one, is that we're going to do an 
expense audit. You probably don't want to use the word term, but let's just say an expense 
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deep dive. The reason I don't use the word audit just it has implications with CPAs and all that 
stuff. So what we're going to do is that we're going to do an expense deep. 

Now, when we talk about offer creation, and that's outside of this action plan, this is one of the 
things that you're going to do. Your offer is made up, and we'll get to that here in just a little 
bit, but this is the formula that you follow, the differentiator between you and everybody else 
who is out there. So the first thing we're going to do here, Mr. Client, Miss Client, is that we're 
going to do an expense deep dive. 

This is where you and I are going to spend some time going through every individual expense. 
What we're going to do is that we're going to download all of the expenses that you've incurred 
over the last 12 months and we're going to sort those. I'm going to sort those in an Excel 
spreadsheet from highest to lowest, from most expensive to least expensive, and we're going 
to go through each one of those line by line and see what is required to see what is the fat that 
we can trim away. 

That's the very first step. And the reason that I did this, number one is that it's a lot easier to 
cut expenses than it is to increase revenue, or at least it's a lot quicker to do that. Does that 
seem like something that you could do? Does that seem like something that would make 
sense? Oh yeah. I've been thinking about that for a long time. All right, so what you've done 
right there is you've just given them. They could walk away from this conversation right now. 
You've delivered a ton of value and this is something that would get them action and it would 
get them closer to at least that profitability goal for next year. But you're not done. The second 
thing that we want to do, and by the way, I'm going to plant other seeds in here, I'm going to 
say, "Look, revenue is great. Profit's better, cashflow is king." 

So one of the things that we want to look at as well is cashflow because you can have 
profitability and not have cash. We want to make sure that you are cash because that's how 
you pay the bills at home. That's how you pay the business expenses as well. Is that correct? 
Yes, that's correct. All right, so I've told them another nugget there that cashflow is king. Cash is 
king. So we need to keep our eye on that, but that's kind of outside the scope here. I'm on the 
fly. This is one of the benefits of having a niche and knowing what drives them. Knowing the the 
things that really turned the dial when it comes to success metrics inside of, in my case, a 
dentistry practice. But I digress. So the second thing we want to do is a revenue deep dive. 

Because remember there's only two ways to increase the profitability, decrease expenses and 
increase revenue. So what I want to do here, and this is where the business owner, they are 
going to have a better understanding of this because they have their revenue. So how can we 
quickly increase revenue by 25%? How could we quickly increase revenue? What actions could 
you take? Are there add on services that you would want to offer? What we're going to do is 
we're going to deep dive into all of those. We're going to look at your core services. We're 
going to look at the lowest hanging fruit, things that you can do in your business that are going 
to add immediately to the top line, but more important to the bottom line. And most 
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important, the cashflow. So with a dentistry practice, I would say, "Hey, are you offering 
whitening to every single patient who comes who's healthy and who's up eligible for it?" 

"Well, no, we only do that when people ask us." Okay, we're to stop that right now. We're 
going to train our hygienists to plant the seed. We're going to train you to plant the seed and 
we're not going to say any kind of strong arming. We're going to go in with that sales tactic of, 
"Hey, we have teeth whitening. What'd you like it?" That's something because right now that's 
an offer that's going in front of them. And I knew that if we did that, we're going to add about 
$200 of profitability to a client on one visit. That's big. Okay. Now these weren't the trays and 
stuff like that. These were like the whitening with the machine and all that sort of thing. So it 
added a lot of profitability. 

It's immediate quick things that I can do. And if I can get four or five of those going a day, then 
I'm adding to that revenue pretty quick. It's low hanging fruit. All right, so thinking about it from 
that perspective. Okay. Are there additional services that your clients are asking for? So maybe 
outside of dentistry, maybe they're a consultant, or maybe they are an attorney, right? Well, 
yeah, I've had clients that have asked me about this helping them to brainstorm other revenue 
goals. 

Now think, this was a consult. They're not even your client. They've not paid you a dime, and 
yet you're going through all these different things. So we're not going to get down into too 
much of the weeds. But if we know ways in which our client can increase their revenue, if we 
know ways, specific ways that they can decrease their expenses, give away the goods. Don't 
feel like you have to hold anything back. 

Matter of fact, in the more that you give away, the more that you're showing them the value 
that you're going to bring to the table because it's not just hot air, it's actual value that you're 
delivering right here. Remember, seeing me fly across the room is a lot more compelling than 
me just saying that I can do that, or somebody else telling you that they once saw me to do 
that. Expense deep dive, revenue, okay? Looking at your cashflow. One of the things that we 
would want to do, because revenue should drive cash flow, is that we want to do the same 
thing with it. We want to do a deep dive, so cash flow. 

You can write it right there. We're going to do that cash flow deep dive. By the way, this is not a 
set it and forget it. This is something that's continual. This is something that you continually 
need to do on a routine basis, whether that's quarterly, twice a year or annually. You got to do 
the expense deep dive on a quarterly basis at minimum. I would recommend probably more of 
like a monthly basis asking yourself, "How can I increase revenue? How can I increase cashflow? 
Where are the inefficiencies? Where is the fact that I can trim?" Those are the things that we 
want to do and we want to present those to them. If we have sub-steps that we want to give 
there, then fine. I don't like to give more than three things, and I don't like to give more than 
three minor things. 
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So expense deep dive would be the exact steps that I talked about, getting into your financial 
statements. What we've done there is also insinuated that they're up to date, that they are 
accurate, which a lot of times are not. So that might be a pre-step, a prerequisite. "Oh you 
mean your, your bookkeeper or your accountant doesn't have that up-to-date? Well we can do 
that easily." So that's a very first thing that we need to do. But then once we do that, you just 
gloss over it, right? Like, Hey, this is part of the what I do. It's no big deal because it's not a big 
deal to you. You can do that, and then you go into this. It's not hard. We've all done this at our 
personal house where you go, "Oh my gosh, my expenses are out of hand. I've got to get a 
wrangle on these." 

We do something very similar to this. This is a little bit more scientific. Again, these are just 
some specific things that I can offer up to them. I've left them with a ton of value right here. So 
I've given them this formula. Now we're probably 45 to an hour into this, 45 minutes to an hour 
into this actual consult. We've delivered a lot of value. I kind of skirted over these in terms of 
what we're talking about, what we're giving, the questions that we're asking in there. There is 
an office hours that we're doing on that where we'll actually dive into this process more. But I 
want you to see the consultative close because it's giving you a formula. So let's back up. We've 
asked the Dan Sullivan question, which one's most important? Why are those important? 

Which are the ones that you can focus on? I've got a process. I've got a system for you. And 
here it is. So you've told them how to go from point A to point B. Now one thing that I also say 
here in this is that look, I kind of have brushed over this. It's certainly not easy. It's simple. My 
plan is simple, but it's not easy. And you need to make sure that you know what you're doing, 
right? So if I were speaking with a dentist, I would use the analogy. I always like to use 
analogies, things that they would understand in their business. It would be like me trying to 
clean my own teeth versus your hygienist. It would be like me trying to extract tooth versus you 
doing it. So you want somebody who knows what they're doing. 

So again, I'm planting a seed that you need help with this. But if they just said, "You know what, 
I'm really smart. I can do this on my own," fine. They take that information, they run with it. 
You've created value. But we're not done, because this is what we do. This is the plan that you 
recommended. Very specific steps, not holding anything back. Now, I'm going to ask them, 
"Doctor, dentist, does this seem like it would work for you?" "Yeah, it does." 

95% of the time they're going to say that. You'll get a smart Alec that will say, "No, I don't think 
it will." Okay, well, let's drill down into that a little bit more. Let's figure out what else you could 
do. Why do you say that that doesn't work? But let's focus on the 95% because that's pretty 
much where I would end the conversation. "Oh, it doesn't? Okay, well great. See you later." But 
mostly we say, "Yeah, it seems like it's going to work with you." Now let's talk about this strong 
arm close that you're going to do. "Does this seem like it's going to work for you? Yeah, it does. 
Cool. Would you like some help with that?" 
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Would you like some help with that? There's your close. You see this is the most non-closed 
thing that you've ever done. If you've delivered all this value, how can they say no? They will. 
Some people will, but most people are going to say, "Yeah, I'd like some help with it." Now, you 
haven't given them in your offer. You haven't structured any that. You haven't told them the 
price, but would you like some help with that? I'm getting a micro commitment from them. Of 
course they would like some help with this. 

You've delivered tons of value up to this point. They want to hear what you have to offer. How 
can you help them? And in the very next video, that's what we're going to explore. We're going 
to dive into the actual offer, how it's structured, at least from a high level. Again, we have a 
different office hours or explanation on how you go through your offer, and we'll talk about 
that at a different time. But what we want to get right here is granular into now that they've 
committed and said, "Yes, I want some help." How do you present that offer? How do you 
present the price and how do you make sure that the ink is dry on this deal before you hang up 
the phone or before this conversation is ended? I'll see you in the next video. 
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