
 

Your Offer 

Okay, so they said, "Yes, I would like some help with this." Okay. This is where you're going to 
go into your offer and again, we have an entire training that's on your offer because this is very 
important, but we're going to go through it right now at a very high level. Do you want to get 
more granular into all these different things? Then go and check that one out when we have it 
created. But what we are going to go into is the formula that you're going to use. You're going 
to talk about these four elements that should be in every single offer that you give out. Number 
one are your quality standards. Number two, your privacy policy. Number three, your 
guarantee if you have the kahunas to do it. And number four, the price. Okay? 

So let's think back to the very first struggles that we talked about. You know, giving out our 
price too soon, giving out when to give out our price and not giving out our price, waiting till 
later to create a proposal. We're doing all that self-contained inside of this consultation. And 
again, we're probably 50 minutes to an hour into it right now, and we're going to be going 
through the exact thing, and I'm going to break these down step by step, but remember, this is 
your offer. Okay? You've delivered tremendous value. You've given them something that 
nobody else has. They could take that plan that you've given them and run with it on their own 
if they wanted to, but they don't want to. Okay? Again, don't worry about people taking this 
and using it for their themselves. Some people will do that. Pat yourself on the back because 
you put value into the marketplace. 

But the very first thing that I want to do with my quality standards, hopefully I've named this 
and we talk about that in your offer, but I hopefully have like my proprietary three-step blah, 
blah, blah system. Okay? But the quality standards, because here's one of the big frustrations 
that people have with bookkeepers and accountants is that it just seems to be a hodgepodge of 
stuff. Okay? It seems to be that they're not organized, and possibly the client's not organized. 
Know that none of us have that right? But we want to tell them that the way in which we go 
about doing business is very methodical. We have an approach. Here is my approach. Here are 
my standards. 

For instance, I promise one of my quality standards is that we return your phone call or your 
email within 24 hours. If you can make it more compelling than that, great. We return it within 
24 hours, or you don't pay that month. Going down to a guarantee. I'm planting seeds right 
here for you. Things that you can think about. We promise that if all the information is in our 
hands, we will turn back over to you, financial statements within five business days. Again, 
yours might be seven, yours might be 10, I don't care, but what we're doing is we're creating 
ourselves quality standards. 

Now, just as an aside on your quality standards, if you think that it's going to take you five days, 
tell them seven. If you think it's going to take you seven, tell them 10, right? You want to under 
promise, over deliver always in your quality standards here. But I want you to list out all the 
different things that differentiates you. I want you to let them see a system. I want you to let 
them see the organization that you have. This is what separates you apart. By the way, up to 
this point, if you have a niche, okay, let's go back to my dentistry case. They know first and 
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foremost that I only work with dentists. That is very compelling. It's part of my offer and it's 
very compelling for them because they feel special. It's a great perception of value, but it's a 
real value in terms of, I can speak the language, I can help you. I'm not just a number cruncher 
right here. So what are all the quality standards that you have? If you have formulated that as 
we talk about inside of the offer series, then you have it named and you're being very 
methodical about it. So that's the quality standards. How do you differentiate your service? 

Next thing is privacy policy. This is very important and it's getting more important. One of the 
things that we want to do is we want to acknowledge up front, "Look, you know privacy is very 
important. There's nothing more intimate in your business than the money that you have. Here 
is our privacy policy.", and you want to go through the measures that you take from a high level 
to make sure that everything, all their data is protected. We only use bank level encryption, 
256-bit encryption. We're going to be using QuickBooks online. They adhere to the same things. 
All of your documents are going to be in a a bank encrypted filing system. Part of our quality 
standards, we have everything here. We leave no paper trail, we shred. All the different things 
that you have in your privacy policy, you're going to make sure that you reveal to them. 

Don't get too much into the weeds here, three to four minutes to assure them of their, of your 
privacy. That, and again, today it's important. It's going to become much more important, 
especially for those of you who are virtual only and you're going across, you know, telephone 
lines or internet lines, whatever the case may be, you got your modem, your privacy, their 
privacy is of utmost importance, so you want to make sure that you address that proactively so 
that they don't have that going about in their mind. It's very important from a, you know, actual 
delivering on the privacy and it's very important for you to address that with them. 

Now, guarantee. Do you have a guarantee? If not, then I suggest that you get one and I'll walk 
you through a formula inside of the offer creation where you could come up with your 
guarantee. Now, it does take some kahunas, but you have to be very secure in your quality 
standards. You have to be very secure in the procedures, the processes, the systems that you 
have in place and the people, so that you can deliver every single time. Because basically what 
you're saying is if I don't adhere to my quality standards, then you don't pay, or something like 
that, or a double your money back. If I don't, you know, all these different things that you can 
do inside your guarantee, and the more robust that you can get with that guarantee knowing 
that you can deliver on it unless it's just some crazy thing, the more that the risk is taken off of 
them and put onto you It's all about risk reversal. Okay, so that right there is a huge thing. How 
many other professionals do you know that provide this sort of thing? Nobody. You're going to 
be the exception. If your review, if they're reviewing you and another person, you've blown 
away the other person and it all is going to come down to is basically the price. 

Now here's where it gets a little interesting. Okay, what I have to do, and you have to get a little 
bit, you have to be good at this, but understand that that price is part art and it's part science, 
and if I've done all my filtering up to this point with this client the right way, and I've gone 
through this conversation, I've looked at their books, I've given them, I have a good 
understanding of who they are. They've given me access to the information. I should already 
have a price calculated in my mind before I start this consultative close. I should have a range, 
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right? I should say, "Well, for a client like this, it's typically 700 to a thousand, okay?" Give 
yourself a little bit of a range so that you don't have to start from scratch because you are going 
to do this on the fly. Do not say, "You know what? It's been great. It’s been everything. I'll get 
back to you on a price." Nope, don't do that. 

Even if it's the wrong price, you know, you can always make up for that. But here is where we 
want to have that range and now after I've talked to them, I know, okay, it's a little bit more so 
it seems that I thought it was going to be 700 to a thousand. Now it seems like it's going be 
more like 1100. So quality standards, here's what I do. Here's my privacy policy. Here's what I 
guarantee is, and it's for $1,100.00 per month. That's it. You'd be quiet right after that. You're 
looking for their reaction. If you've done everything well up to this point, it should not be about 
price. Remember, in your filtering process, you told them that their minimum, your minimum 
was 500 or 700 so it shouldn't be, "Oh my gosh, I thought it was gonna be $160 a month." 

No, they knew that it was going to be above a certain point, else they would not have gotten 
here. But once you say the price, it's $1,100.00 a month. Be quiet. Okay? Be quiet, because you 
want to get their reaction. All right, and they're going to do one of two things. They're going to 
say, "Let's do it", or "Let me think about it." Now you, I could go through all the Abraham 
Lincoln closes and all that stuff and all that, that's hooey. I don't believe in it. It doesn't feel 
genuine to me. The only thing that I would say, if they say yes, I'm like, "Awesome. You know 
what I'm going to do? Today I'm going to formulate an engagement letter, which I talked about 
here in the quality standards. I'm going to send that over to you along with some instructions, 
specific instructions, and we're going to get started. So, thank you so much. It's great to serve 
you and you'll be receiving the engagement letter for me next.", and that's it, right? 

That's a pretty darn simple thing. If they say, "Let me think about it." The only thing that I say, 
and this has to be true to actually say it, but, "Okay, great. Just to let you know, I only serve 12 
clients. I've got 11 right now, and you know I've got two people, you and then another one." If 
you feel comfortable with this, you don't have to do this. I'm just telling you if this is authentic, 
and if this is true and I do, I do suggest that you close the number of clients that you serve. You 
can open it back up at a later time, but make it truth that you know, "I only serve 12 clients 
right now and I've got 11. So just to let you know that.", and then ask them, "When should I 
follow up with you? When would you like to make a decision by?" "You know what? I just need 
to go and talk to my, my wife," or whatever the case may be and that that begs a different thing 
that we'll talk about here in just a second. "Okay, great. Should I follow up with you, today is 
Wednesday, follow up with you Friday afternoon at two o'clock. How about that?" "Yeah." 

I'm being very specific. "I'll follow up with you some time." No, there is no such thing as some 
time. Right? There is Friday at two o'clock, which you're going to call them and get them to say 
yay or nay. Now again, you should be looking at a close rate after you get good at this of 80% or 
higher. That contends that you've done a good job of filtering up to this point. This contends 
that you've also delivered a lot of value, that you've given them a specific step by step way in 
which they can achieve the goals that they want. It should not be about price. Now, $1,100 
times 12 what's that? $13,200 a year. I know that by doing the things that you talked about just 
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in the expense audit for most clients, you could pay for yourself. And that's where we rally and 
tally behind the value that we deliver to our clients and it's important that you do that. 

Again, that's a kind of a conversation for a different day, but all of these things, this is, there is 
nothing in here in the consultative close, in the collaborative close that is strong arming. Again, 
it's you providing value in advance. Now, like all things, you got to get comfortable with this. 
You're just going to have to dive into the waters and do this. I've given you the formula and 
down below you can get the actual worksheet that you can customize and use when you go 
through this. But I encourage you, I dare you, double, triple dog dare you, to do this the very 
next time that you have somebody on the line, somebody who's ready to use your services. Do 
it. It does take a lot of time, but think about the value that $1,100 a month client, $13,200 a 
year, seven years, you know, that's 90 something thousand dollars that you're going to be 
getting, $92,400 to be precise, that you're going to be getting and very little cost to that. So, is it 
worth you spending five, eight, 10 hours on something that you're going to get 90 something 
thousand dollars over the year and probably $50,000 or more in profitability? Heck yes, it is. 
That's high leverage time. 

Okay? Consultative close. This is the way to go. This is the only way that I would use to close 
ever again. he only thing easier than this is somebody just saying, "Shut up, take my money", 
and I've not even given them any kind of offer. They were referred to me or something like 
that, but this is the very best next thing, next best thing to all of it. That's the consultative close. 
Check out the resources that we have below, and then I want to hear about the success that 
you've gotten. We've gotten a ton of students inside of bookkeeper, elite and lab, who have 
used this to great success, but always you have to make it your own, but follow this formula 
each and every time. Refine it after you become comfortable with it. All right? That's the 
consultative close. See you in the next set of lessons. 
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