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CONGRATULATIONS
... on downloading this free report on how to overcome the objections
of potential clients to working with you. Just the fact that you’ve done
so means that you are a go-getter, someone who takes your business
seriously. It also means that you’re willing to do things differently, to
learn what you may not know, to be open to new ideas and strategies
that can catapult your success! Well, you’ll find them here...

This report is going to show you how to handle the “trickiest” of
situations when in discussions with potential clients. They’re going to
show you strategic and powerful ways to answer questions, to respond
to concerns, and to help your potential clients overcome their fears
and ultimately invest in themselves – and your programs!

Now this is never, EVER about coercion. It’s about being “a stand” for
the client, knowing that deep inside they are craving change for the
better (otherwise they wouldn’t even be having the conversation). But
it IS about assuaging their fears and supporting them in supporting
themselves.

Why should you listen to me? I’ll jump right to present day, and tell you
that I am a successful business coach and mentor specializing in
nutrition-oriented practices who has a business that earns multiple
6-figures annually.

I’m in my 9th year as a coach, and through trial and error, plus the
mentorship of several excellent coaches and trainers of my own, I have
learned the strategies and techniques to work “smarter,” not harder.

I have consistent, high-paying clients, I often carry a waiting list, and I have 
the ample time and flexibility to attend to my greatest priorities (marriage, 
kids, health, hobbies, etc.). I believe that I really do “have it all,” and I feel 
deep gratitude every day.

I share this because I want you to know that you can have this too. You can 
be a 6- figure earner as a Wellness Professional and still have your business 
fit into the lifestyle you’ve always dreamed of. In fact, the more successful 
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that you get, the more you’ll see yourself earning more and more income in 
less and less time... and impacting more people – changing more lives -- than 
ever before. I’m living proof!

You’ll get the most out of this report if you keep 
an open mind and stay willing to “try on” new 
ideas and strategies. Some of the suggestions may 
be new to you, some not. But these approaches 
have formed the foundation of my own business 
success, and that of many, many other Dietitians, 
Nutritionists, and Integrative Functional Experts 
that I’ve coached, so I share them with you now.

Cheers to your success!

Made $100K in 6 Months!

Before working with Lesli I was at a cross roads with my business and was feeling very 
defeated, stuck and burnt out.  I was starting to think about getting a J.O.B. because I 
was working really hard putting in 10-15 hours a day but not making enough money 
in my practice.

Lesli helped me to create highly compelling functional medicine packages designed to 
help my clients achieve their desired results.  And I learned how to effectively position 
and sell them so that my clients can see the value.  As a result, I’ve generated $100K 
in 6 months and have increased my revenue by 400%.

Ashley Hurst, MS, RD, LD
www.WELLNESSBYDESIGNONLINE.com
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SO... WHAT DO YOU CHARGE?
One of the trickiest situations we service-based professionals find ourselves 
in is when we’re at an event – say a networking group, or a dinner party, or 
really anywhere where we might strike up a conversation – and we’re asked 
what we “do.”

So we begin talking about the magical and 
transformational work we do with our clients. 
We share the intense pain points and problems 
that our target market faces with their health 
and well-being, and the exact solutions and 
results that our expertise creates for our clients. 
And if done properly, what we’re saying is 
usually quite compelling.

Often, the person (or people) we are talking to 
thinks “Wow, I could use her services” or at least 
“I know someone perfect to send her way.” And 
the next sentence out of their mouth is often 
“So, what do you charge?”

And often the RDN is paralyzed. “Do I tell my fees? Do I not? What should 
I say here? I don’t want to lose the interest, but... help!” Well, I’m here to 
tell you that IF you share your fees at this point in the conversation, you are 
going to absolutely lose the client. You must never share your fees at this 
point. 

Why? Because “money” is people’s biggest issue, and they’re not going to 
even consider paying for your services UNTIL they understand the severity 
of the pain points and problems they’re facing, the exponential cost of those 
problems, and especially, the “vision” and impact of what their lives would 
look like if these problems were solved and they were flourishing!

In other words, they need to be deeply emotionally connected to how dire 
their situation is, and they need to see YOU as the bridge to a life of robust, 
energy, and success before they’ll even consider opening their pocketbooks 
to hire you.
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So it’s imperative that, at this early point before the above has been
established, you deflect the question “So, what do you charge?” However, 
you need to do so without alienating the person you’re talking to, or looking 
evasive or otherwise not forthcoming. 

Here’s my recommended response:

“I’d be happy to tell you the investment for my work, but I 
have a few different ways we could work together at varying 
investment levels. 

It truly depends on where you’re at and specifically what you’re 
needing for me to propose what I think would best serve you. 

So, if you’re willing, I’d like to ask you a few questions first, and 
then I’ll be more than happy to share the details what I offer 
that I feel would be the best fit for you. 

Does that sound fair?”

This is the perfect time to set up a complimentary consultation with the 
person – at another time (not in the middle of a dinner party or networking 
event!) – where you can really focus and allow a vulnerable conversation to 
occur.

Importantly, this allows us to postpone the “money” conversation, and 
instead have the luxury of a longer conversation where we do, in fact, explore 
their most significant pain points and problems, the cost of those in other 
life areas, what it would be “worth” to solve these and create their dream 
situation, etc. Then, once they’re connected to that vision of what’s possible, 
and they’re enthusiastic and inspired, we can share the investment details, 
payment plans, etc.
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“I CAN’T AFFORD IT”
The issue of “I can’t afford it” usually comes up when one of three issues is 
happening:

1. The potential client hasn’t really been convinced of the 
value and impact of your services

2. The potential client is in fear about spending the money 
and failing

3. The potential client truly doesn’t have the funds to hire you

Believe it or not, #3 is true the least of the time!

It’s rare that people couldn’t find the money or the means to get the
money. When people really want something badly enough in life, they
often find a way.

I have had clients use Credit Cards, Home 
Equity Lines, borrow from parents or friends, sell 
unneeded items to raise cash, and more to be 
able to invest in my programs…. Why? Because 
their quality of life was that important! Yes, it’s a 
leap of faith to be sure. But those for whom fear 
gets in the way will be the ones who fall back on 
“I can’t afford it.”

So, how to handle this?

First of all, in the complementary consultation, 
I’ve already stressed how important it is to help the potential client really feel 
the impact of the “pain points” and problems that they’re facing, and the true 
cost and impact of those challenges (which are likely spilling into other areas 
of that person’s life). If you do this correctly, you can really get the person to 
feel deeply that these problems simply MUST be solved.
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Then, as I’ve shared, it’s equally important to get them to the place where 
they feel the joy and freedom of what’s possible – all the measurable things 
that will change for them when they are vibrantly well, energized, and 
healthy! You do have to really master this so that people will understand the 
value and impact of engaging with you.

When you’ve explored this intimately, you can ask the person “on a scale of 
1-10, how important is it that you solve this issue, that you get from where 
you are now (be specific) to where you want to go (be specific)?” And they’ll 
almost always give you a “9 or a10” at this point. So then... when you’ve 
proposed your services, and finally what the investment is – and they then 
say they can’t afford it – the first thing I say is:

“Jane, can I ask you a question about that?”

The reason I ask this is that people are very sensitive when it comes to 
money issues, and it’s important to get their permission to probe further. And 
by asking first and them saying yes, they’re going to be more open to what 
you have to say next than if you just “steamrolled” right into it. 

In any case, after they’ve agreed that I can ask them a question about not 
being able to afford the program, I say something like:

“Gee Jane, I’m a bit confused. You said that it was a 9 out of 10 
for you to solve this problem, for you to achieve ____ (fill in the 
blank with specifics) _______, and now you’re saying that you 
can’t afford to move forward. Yet I do have a payment plan, and 
we can get started for only _____.

Given how important this is to you, I don’t see how you can
afford not to make this happen. And I don’t mean you have to
hire me, but I do believe you need some mentorship and 
handholding to really make change.

So your not stepping forward seems inconsistent with what
you say you want most, can you see why I’m confused?
Is there something else going on, a fear perhaps, that may be
holding you back?”
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Often this initial response results in the potential client bringing forward a 
deeper fear or block – usually that they’re not confident that they’re going to 
achieve the results that you’ve been discussing, and they’re afraid to spend 
the money and risk not getting to the end goal.

In other words, people are often very frightened to put that initial investment 
out there because they think, “What if I’m the one person whom this doesn’t 
work for? What if I spend all of this money and end up not achieving the 
results? It’s just too scary a risk to take.”

If they had confidence they’d get to the end goal, they’d probably find the 
investment worth it. 

So this becomes a point where you can put on your coaching hat. You can 
explore why they think they’d fail. You can express how your program or 
way of working helps truly keep them accountable. You can share how you’ll 
approach things in do-able steps.

You can even ask them the powerful question:

“Jane, where else has it come up in your life that you’ve stopped
short of what you really most truly want? Could this be an
opportunity to break that pattern and really put yourself on the
priority list?”

The bottom line is that you enter a DEEPER 
conversation by not just stopping when 
they say they can’t afford it. You have an 
opportunity for intimacy,  where they’ll often 
reveal the real reasons (fears) that are holding 
them back. And you have the chance to 
powerfully cheerlead and support them that 
this might finally be the time to no longer 
settle and grab a lifeline.
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“I HAVE TO ASK MY HUSBAND/WIFE”
Oh…. the dreaded “spouse excuse.” I say dreaded not because it’s not 
reasonably that someone have the buy-in of their partner, but because it 
puts us in a very precarious position – because their partner was NOT in the 

consultation, does NOT know how important 
and meaningful the transformation feels for 
the client, and did NOT have an emotional 
experience with us about how much is being 
lost in their lives to the impact of poor health. 

So in a way, the potential client is all of a sudden 
giving an external person control of the decision 
who didn’t have the whole experience as to 
WHY stepping into this work is so critical.

The first thing I want to express at this point is:

“Jane, I absolutely understand your wanting your husband 
to give you his blessing for this commitment, and I agree and 
respect that. But one thing that’s really critical to get clear 
first – are you feeling like your choice would be a yes? That you 
really want to do this? Or are you looking to him to (kind of) 
make the decision for you?”

This is imperative, because we want the person who is going to be the
actual client to be very certain this is a YES for them before they would
ever approach a spouse about it. 

Approaching a spouse when they themselves feel uncertain or wishy-washy 
almost always results in a collective “no” after they’ve discussed it.

So if the potential client isn’t certain, once again move into coaching 
mode. Ask questions. Tease out their fears. Ask them what they’d have to 
accomplish to make it worth it. 

Once the potential client is at a YES for themselves (and they may already 
have been when you first asked), then I say:
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“Jane, how do you suspect your husband will respond when you
share you want to do this? 

Based on your knowledge of him, would it be helpful to talk 
through how you’re going to express this desire to him? 

Which outcomes and results you’d like to share and especially 
why they’re so important to you? 

We can create some notes together for the conversation to help 
you express clearly what you have expressed to me.”

I’m sure you can see the benefit in this! I want 
to help the potential client not get flustered and 
give their power away to the other person to 
make the decision. I want to empower them to 
share boldly why this is so meaningful, how this
will chagne both of their lives. I want them, in a
sense, to give the other spouse a bit of an 
emotional experience of why this is so 
important, so it’s not just a choice based on 
money fear.

I hope this report has given you some immediately usable tools to handle 
the most common objections potential clients raise when discussing working 
with you!  

Over years of “research” on the subject (meaning hundreds of consultations), 
I can vouch that these suggestions work – they really “open a door” for 
people to get beyond their fear and into powerful, courageous action.
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Doubled my Income within 45 days and Hit 6-Figures!

Lesli helped me to create my signature program and taught me how to have a 
powerful enrollment conversation.  I easily doubled, perhaps tripled my income almost 
immediately after launching my program. We started working together at the end of 
August (2019) I launched my program at the end of September, and I nearly tripled 
my income the next month. 

My income has consistently been over 10K since working together, even in December 
and January when I only worked 2 weeks each month. I also hit 6 figures in 2019!

Brittyn Coleman, MS, RDN, LD
www.AUTISMDIETITIAN.com

I Literally Doubled My Revenue in 6 Months!

When I first met Lesli, I was running ragged. I was working 50 hours a week, seeing 6 
clients a day and I constantly felt pulled and over-stretched.  It was exhausting, and 
very stressful. 

Since I started working with Lesli, my practice has grown immensely.  I doubled my 
prices (which was scary) and then I literally doubled my revenue in 6 months! Lesli is 
very easy to work with.  Some days, I didn’t know what I was going and whether I was 
coming or going and Lesli was calm and supportive.    I just can’t believe how far I’ve 
come in 6 months. There’s no way I could’ve done it without her.

Rhya Pachin, RDN
www.CAROLINAFUNCTIONALNUTRITION.com 
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So... Are You Ready to Attract Long-Term, High Paying 
Clients, to Charge What You’re Worth (and Get It), and to 

Create a Thriving, Prosperous Nutrition Practice?

You CAN Create The Perfect Lifestyle - One Where You Are Making An Impact, 
Earning Great Money, and Having Time And Energy For Your True Priorities!

My clients are Dietitians, Nutritionists, and Integrative Wellness
Professionals who learn:

How To Consistently Attract Loyal, High-Paying Clients

How To Charge What They’re Worth – and Get It

How To Successfully Sell Their Services Without Being Sales-y

How To Create Prosperous, Cash-Pay Practices

How To Generate Leveraged and Passive Income via Group
               Programs and Products

How To Earn High 5-Figures to 6-Figures and Beyond...

How To Create Businesses That Support Their Desired Lifestyle

If this sounds like something you would be interested in, I welcome the
opportunity to work with you!

From various WEBINARS and GROUP PROGRAMS to a personal VIP
INTENSIVE BUSINESS BREAKTHROUGH DAY to my 1:1 PRIVATE
COACHING OPTIONS, I take a no-excuses approach in mentoring my
clients to create lucrative businesses that they love, and that support
their other priorities too!

For more information about any of my programs, or to request an Application, 
please contact me at Lesli@LesliBitel.com and let’s explore how I might help 
you create thriving success doing what you love, thereby truly “having it all.”

mailto:Lesli%40LesliBitel.com?subject=Re%3A%20Word%20for%20Scripts
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Made Over 28k in 3 Months!

Prior to working with Lesli, my business was not thriving. I was full of passion, I was full 
of drive, but the reality was I was not able to pay the bills. When I spoke with Lesli on 
the phone, I knew without a doubt I needed her help to take my practice – what I also 
call as ‘my ministry’ – to the next level.

In my first year working with Lesli, my number of clients increased by 47% and my 
gross income increased by 184%. For the first time, I had a positive net income. This 
alone gave me so much hope and so much motivation that I too can have a thriving 
nutrition practice.

Sandra Gultry, RDN
www.ACTIONCHOICES.com

Tripled Biz & Added Multiple Streams of Revenue!

When I started working with Lesli, I only had a handful of clients. Today, my business 
has at least tripled in both clientele and revenue. I have 4 employees, numerous 
service offerings, and a client base that’s growing with excellent client retention. 

Lesli one of the most intuitive, kind and insightful business coaches out there and 
I would recommend her to any RDN looking to turn their dream of growing their 
business into reality!

Ilene Cohen, MS, RDN, CDN, CDE, E-RYTE
www. ILENECOHEN.com 
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