
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Alta Colleges, Inc. 
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Alta Colleges, Inc. 

M
odule O

bjectives


Explain and illustrate the philosophy of the 
“Funnel Effect”


O

utline the Seven-Step interview
 process


Identify the trial closes w

ithin the N
ine-

Step presentation
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Alta Colleges, Inc. 

The Funnel Effect

T
he core concept of the S

even-S
tep Interview

 process is 
the F

unnel E
ffect. 

B
y strategically asking your prospect to m

ake a series of 
decisions during the interview

 you w
ill be able to 

elim
inate all of their objections and guide them

 in their 
choice to attend school. 

T
hese decisions are presented in the form

 of four T
rial 

C
lose questions during the interview

.
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Alta Colleges, Inc. 

The Funnel Effect

E
ducational C

hoice

C
areer Path

Financing

W
estw

ood/
R

edstone

B
enefits
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Alta Colleges, Inc. 

The Seven-Steps
1.

Establish Rapport

2.
Set Expectations

3.
Profile

4.
Career Fields &

 Program
s 


Trial Close #

1 –
D

o You See the Benefits of Career Focused Education? 


Trial Close #
2  D

oes This Career Field Provide You W
ith W

hat You are 
Looking For?

5.
Financing


Trial Close #
3  D

o You see H
ow

 You Can Afford an Education on a 
M

onthly Basis?


Trial Close #
4  D

o You See the Value of Investing in Your Education?

6.
The W

estw
ood D

ifference

7.
Finalization
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Alta Colleges, Inc. 


The purpose is to establish an early bond w

ith the prospective 
student.  This w

ill assist you in uncovering their m
otivations 

during the profile.


Introduce screen sharing (via Breeze) if prospect is in front of a 
com

puter w
ith broadband internet 


Introduce Career Assessm

ent to the prospect


Introduce W

estw
ood College. Review

 our history, cam
pus 

locations, and accreditation. 

Step O
ne

Establish Rapport
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Alta Colleges, Inc. 


Review

 the realistic expectations of pursuing and obtaining a 
college diplom

a. 


H
elp your prospect understand that “Com

m
itm

ent takes an 
investm

ent from
 them

”.


D

iscuss the three areas of Investm
ent.  G

ive actual exam
ples for 

understanding.  Let them
 know

 you w
ill address each area in 

m
ore detail later and help to form

ulate a plan for success: 


Tim
e Investm

ent –
Balancing tim

e w
ith w

ork and fam
ily


Financial Investm

ent –
Student Finance helps our students cover the  

cost of their education everyday.  If you com
m

it to the steps needed 
your paym

ents, w
hile in school, could be $0 to $150


Em

otional Investm
ent –

M
any of our students need to m

ake sacrifices 
for college success. Step Tw

o
Set Expectations
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Alta Colleges, Inc. 


U

se the Profile to ask questions in a conversational m
anner


As the prospect reveals his/her interests and needs you w

ill be able 
to identify their career field and program

 selection


Asking second and third level questions w

ill help you to identify the 
prospects needs that can be m

et through Step Six: The W
estw

ood 
D

ifference (Benefits).


The profile w

ill assist you in accurately identifying any objections 
and/or concerns that need to be overcom

e


Through careful listening and paying attention to detail you can 
identify your prospects m

otivations (drivers) and com
m

itm
ent level

Step Three
Profile
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Alta Colleges, Inc. 

Step Four
Career Fields and Program

s


D
iscuss the advantages of a Career Focused Education.


Trial C

lose #
1:

“D
o Y

ou See the B
enefits of a “C

areer-Focused Education”?  
W

hy is that?


Click on the proper Institute icon then click on the program

 the prospect is 
interested in. D

escribe the three areas of the program
.


Briefly describe the characteristics of the program

, w
hat they can learn and 

w
hat they can becom

e.


U

se a com
bination of the presentation slides and the course catalog to 

review
 “Program

 Specifics”.


H

ighlight the prospects opportunity for a higher incom
e w

ith an education 
using the “The Value of an Education” graph. D

on’t m
ake guarantees, but 

objectively review
 the graph outlining the national average salaries w

ith and 
w

ithout a college diplom
a.


Trial C

lose #
2:

“D
oes this C

areer Field P
rovide you w

ith w
hat you are 

looking for?”  “W
hy?”

H
E
L
P-A

L
T
A
-000281

Document 12, Page 9



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Alta Colleges, Inc. 

Step Five
Financing


Review

 the Financial Aid slides using disclaim
ers such as; “I’m

 not a Student Finance 
Advisor” and “Financial Aid is available to those w

ho qualify.”


Review

 Tuition per Term
, books, softw

are and toolkit as listed on the Investm
ent Sheets


O

utline options to afford a college education using the Presentation and the Financing 
Your Education video. 


This section should be covered in an upbeat, confident m

anner using positive language 
show

ing there are options.  Its also key to focus on m
aking them

 feel com
fortable by 

educating them
 of their various financing options.


Trial C

lose #
3:

“D
o you

 see h
ow

 you
 can

 afford you
r edu

cation
 on

 a 
m

onthly basis?


Read through Co-Borrow

er inform
ation.D

iscuss w
hy a Co-Borrow

er is needed and w
ho 

could be a Co-Borrow
er

for your prospect. U
se nam

es they m
entioned in the Profile, 

brainstorm
 using the Presentation Slide suggestions. 


Review

 the “Return on Investm
ent” graph. Be sure the prospect understands the sm

all 
cost of an education vs. their lifetim

e gain.


Trial C

lose #
4:

“D
o you

 see th
e valu

e of in
vestin

g in
 you

r edu
cation

?”  
“W

hy?”
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Alta Colleges, Inc. 

Step Six
The W

estw
ood D

ifference


Effectively benefits sell on all bulleted item

s by m
atching the prospects 

needs (from
 Profile) to the features of W

estw
ood. H

ighlight benefits that 
m

atter m
ost by relating them

 to their specific interests and goals. The 
W

estw
ood/Redstone D

ifference, Faculty, Alum
ni Retraining, and The 

Success Team
. 


Skillfully ask open-ended questions achieving tw

o im
portant objectives:

1.
Allow

s the Representative to verify the prospect’s level of understanding
before continuing the interview

2.
It allow

s the prospect to sell them
selves

and they w
ill know

 how
 to 

justify their decision
to attend our college after the interview

 is over
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Alta Colleges, Inc. 

Step Seven
Finalization


Sum

m
ary Close:  This is a review

 of the prospect’s answ
ers from

 the first 
four trial closes.


Ask Trial Close #

5:  “(Prospect), do you see how
 W

estw
ood is the place 

w
here you can succeed?  H

ow
 w

ill W
estw

ood provide you the 
__________________ (review

 the prospect’s drivers) you are looking for?


Slide Review

: Com
m

itm
ent Takes an Investm

ent from
 You


U

tilize one valid takeaw
ay (tim

e investm
ent, financial investm

ent, em
otional 

investm
ent)


Assum

e the Close: “H
ow

 w
ould you like to take care of the $100 application 

fee today?  W
e accept debit, credit card, check and savings.
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Alta Colleges, Inc. 

Interview
 Tim

eline


Step 1 –
5 m

inutes


Step 2 –
5 m

inutes


Step 3 –
20 m

inutes


Step 4 –
10 m

inutes


Step 5 –
10 m

inutes


Step 6 –
5 m

inutes


Step 7 –
10-20 m

inutes


E-Signature/Student Finance Checklist Portal –
10 m

inutes
Total Tim

e =
  75 m

in
u

tes +
 10 m

inutes for Enrollm
ent C

om
pletion

N
o m

ore than 85 m
inutes total
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Alta Colleges, Inc. 

The Seven-Steps
1.

Establish Rapport

2.
Set Expectations

3.
Profile

4.
Career Fields &

 Program
s 


Trial Close #

1 –
D

o You See the Benefits of Career Focused Education? 


Trial Close #
2  D

oes This Career Field Provide You W
ith W

hat You are 
Looking For?

5.
Financing


Trial Close #
3  D

o You see H
ow

 You Can Afford an Education on a 
M

onthly Basis?


Trial Close #
4  D

o You See the Value of Investing in Your Education?

6.
The W

estw
ood D

ifference

7.
Finalization
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Alta Colleges, Inc. 

The Seven Steps


Be consistent


Stay on track


Ask open-ended probing questions


U

se the prospect’s nam
e


Involve the Buying Com

m
ittee


Follow

 the process –
it w

orks!
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