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Reiterating the Objective of the Call:

Rubric Attribute — Objective

As | stated a moment ago, our objective today is to become better acquainted. First, | want to know more about of the call

you - your hopes, dreams, goals and perhaps even fears. Does that sound fair?

v

TRANSITION: The best way for me to assist you today is to find out a bit more about you and your goals,
together we’ll determine the right next steps.

UNCOVERING THE PAIN AND THE FEAR — CREATING URGENCY

Affected Rubric Attributes —

1. Asks probing
questions to explore
student motivation

*How long has this been a goal of yours? When did you first realize this is the direction you wanted to move in?

*\What has stopped you in the past? What s different today?

*Whose life would this impact, besides you? Whatwould it mean for them to see you finally take this step to a 2. Empower the student
better life? (SLIENCE.. THIS STIRS UP EMOTION) to respond/ Advisor
— Call Control

*Who will be the most of you for making this change? In addition to your biggest supporter, who else would you

invite to graduation? (PDL opportunity) | am assuming your friends and family have been thinking about Active Listening

making a positive change as well correct? GREAT! Once we get you started on this path to success, | will 4. Advisor picks up on
reach out to them and see if we can help make a positive change in their life just like you. Sound like a buying signals
? !
plan? Awesome! 5. Build/ Maintain
Rapport w/Prospect

Lastly, what are something’s you would LOVE to provide for your family but unfortunately due to your
current situation you are unable to? Tell me more about that. (Keep digging until you get to their REAL
DREAM- a house, taking family to Disney World. DO NOT ANSWER FOR THEM. LET THEM PAINT THEIR
OWN PICTURE

IF YOU CAN HELP THEM UNCOVER THEIR TRUE PAIN AND FEAR. IF YOU GET THE PROSPECT TO THINK ABOUT HOW
TOUGH THEIR SITUATION IS RIGHT NOW, IF YOU TALK ABOUT THE LIFE THEY CAN’T GIVE THEIR FAMILY RIGHT NOW
BECAUSE THEY DON’T HAVE A DEGREE...YOU DRAMATICALLY INCREASE YOUR CHANCES OF ENROLLING THIS
PROSPECTIVE STUDENT. GET TO THEIR EMOTIONS, AND YOU WILL CREATE THE URGENCY!
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