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Session 4 Recap

• Finalize your juicy offer.


• Brainstorm 10 people.


• Ask for 5 minutes of their time and get feedback 

on your offer.


• Iterate.


• Close 1 person if you can.


• Set your sales process into motion.



What We’ll Cover
• Facilitating Sessions


• Delivering Reports


• Example



Facilitating 
Sessions



We lead our clients happens before, during, and after strategy sessions.



A thoughtful, premium client experience contributes to the perceived 
value of the engagement. You start creating that value as soon as your 
questions force the client to gather her thoughts.



Share the offer and get the yes.


Send the invoice.


Schedule the session (after the client pays the 
invoice).


Send the pre-work questionnaire.


Review the client’s responses.


Confirm the goal with the client.


Use responses and any follow-up or clarifying 
questions to create agenda.


Zero in on the root problem, need, or opportunity.

Before the Session



Best Practices for 
In-Person Sessions

- Find an off-site location.


- When you send the onboarding 
questionnaire, send a gift card for coffee.


- Print agenda on creamy card stock for in-
person meetings.


- Pay for everything—e.g., coffee, pastries, 
lunch, snacks, fancy water.


- Set up before the client arrives.


- Be the gracious host.


- Bring the fun.  


- Share a “Best Of” list.


- Show up with swag—e.g., my Balernum hat.



Best Practices for 
Online Sessions

- When you send the onboarding questionnaire, send a gift card 
for coffee.


- Set expectations beforehand.


- Work through any tech issues before the client arrives.


- Minimize any and all interruptions—e.g., turn on “Do Not 
Disturb” on your computer, close out apps that hog bandwidth, 
put your animals, including children, in another room.


- Take notes on pen and paper.


- Have a backup plan (e.g., Zoom, Hangouts, Skype, etc).


- Radiate confidence even when you don’t feel it.



Your job is to help the client get clarity, confidence, and traction by 
making decisions and taking initial steps down a path. Your job is not to 
find and fix all their problems. 



Share the agenda.


State the goal—“Why We’re Here.”


Ask open-ended questions and take notes.


Guide the client through four phases: Diagnose, 
Discuss, Decide, and Define.

During the Session



the root problem
, need, or opportunity.

DIAGNOSE DISCUSS

various paths forw
ard and obstacles.

DECIDE

on the best path forw
ard.

next steps in an actionable plan

DEFINE

1 2 3 4



“Let’s restate 
why we’re 
here….”

DIAGNOSE DISCUSS DECIDE DEFINE

1 2 3 4

“Okay, so if we 
got clarity and 
came up with 
a plan for X, 
then you’d 
leave 
satisfied?”

“You already 
tried Z. What 
were the 
results?”

“You’re 
interested in 
A, but clearly 
something 
has held you 
back. Let’s 
dig into that.”

“What I hear 
you saying is 
that P is the 
best path 
forward?”

“Let’s talk 
through the 
blockers, 
needs, and 
tasks.”

“It seems like 
the first step 
is C. Would 
you agree?”

“Before you 
can E, you 
have to D, 
right?”



Format & Flow

5 Minutes  → Get settled, restate the goal, and quickly 
review the agenda.


10 Minutes → DIAGNOSE the root problem, need, or 
opportunity, as needed.


15 Minutes  → DISCUSS the various paths forward. 


10 Minutes  → DECIDE on the best path forward.


45 Minutes → DEFINE next steps and actionable plan.


5 Minutes → Wrap up and explain next steps.



Best Practices

- Start on time. End on time.


- Quickly review the agenda at the beginning.


- Put the goal (or primary problem to be solved) in a 
visible place.


- Watch for disturbances. Ask about fears and worries.


- Know what you’ll say to keep the client focused and 
the session on track.


- Record strategy sessions so you (or the client) can 
revisit them later.



• “Let me put you on pause for a second.”


• “You said we were here to talk about OBJECTIVE. I want to be 
sure that you get what you came for. Let’s icebox this for now, 
and if we have time at the end, we can return to it.”


• “What I hear you saying is [fill in the blank].”


• “Let me repeat back what I’ve heard….”



Your job is to help the client get clarity, confidence, and traction, your 
best tools are your own curiosity, empathy, and domain expertise. There 
are no magic questions I have that you don’t. Follow disturbances and 
excitement and connect those to the stated goal.



- Send a thank you email detailing next steps.


- Draft your report ASAP.


- Deliver the report within 2-3 days.


- Follow up after 30 days, 60 days, 90 days.

After the Session



How, When, Where to Pitch 
Additional Services

- Be sure to ask about their budget for going after the 

problem, need, opportunity during the session. 


- If you like the client, include 2-3 options for ongoing 

collaboration in your report’s “What’s next?” or 

“Where do we go from here?” Section.


- You can also include a Check-In Call in the strategy 

engagement. Two weeks later, you ask, “How is 

everything going?” Then, you offer to help.


- Keep in touch.









Delivering 
Reports



Best Practices

- Let the copy *age* for 24 hours.


- Hire a designer to create a beautiful report template.


- Don’t be afraid to be generous with a Bonus section 
or extra ideas you research on your own to add more 
detail or color.


- Deliver the report within 2-3 days.


- Follow up after 30 days, 60 days, 90 days.



FYI… You can use the Temi app (temi.com) to *write* the 
report content aloud.

http://temi.com


Example



Share the offer.



Slide Deck



Answer questions. Get the yes.



Send the invoice.



Schedule the session.



Send the questionnaire.



Review responses.

Okay, so what changed or what happened that made you realize, "I 
need to do X”? Tell us more about the "something" that this 1-Day 

Sprint will solve, the itch the project will scratch.

“we have many messages and mortgages are complicated- 
we dont have a focused brand/ strategy that allows us to 

give a consistent message to our audience”



Confirm goal.

“we have many messages and mortgages are complicated- 
we dont have a focused brand/ strategy that allows us to 

give a consistent message to our audience”

Create a focused brand strategy that allows you to give a 
consistent message to your audience. 

Okay, so what changed or what happened that made you realize, "I 
need to do X”? Tell us more about the "something" that this 1-Day 

Sprint will solve, the itch the project will scratch.



If you listen closely, people will always tell 
you what they want to buy and how they 
want you to sell it to them.


(And the selling continues after the client pays the invoice.)

Remember…



Optional: Book Kickoff Call.



Create agenda.



Gather questions.



Take notes.



Draft report.



Send email.



Finalize report.



• Set a timer for 20 minutes. Go back through 

this session's slides and write down the steps 

you’ll take to 1) create a premium client 

experience, 2) facilitate your strategy session, 

and 3) deliver the report. 


• Spend a timer for another 20 minutes. Gather 

your initial set of questions. What will you 

need to know before the session? What will 

you potentially ask during the session? What 

are common obstacles and pitfalls that the 

client may face and what questions will 

determine the client’s preparedness?


• Set a final timer for 20 minutes. What are your 

outstanding tasks—e.g., stuff you still need to 

create to deliver this engagement? Assign 

specific tasks to specific days in your 

calendar.

Let’s take it one 
step at a time.



What Upcoming 
Sessions Cover

Session 6 – Avoiding Pitfalls + Getting Started



Session 5 
Assignment

Set a timer for 20 minutes. Go back through this session's 
slides and write down the steps you’ll take to 1) create a 
premium client experience, 2) facilitate your strategy session, 
and 3) deliver the report. 


Set a timer for another 20 minutes. Gather your initial set of 
questions. What will you need to know before the session? 
What will you potentially ask during the session? What are 
common obstacles and pitfalls that the client may face and 
what questions will determine the client’s preparedness?


Set a timer for 20 minutes. What are your outstanding tasks—
e.g., stuff you still need to create to deliver this engagement? 
Assign specific tasks to specific days in your calendar.


