
 
 

 
Vitality Living College™ - Empowering Transformation. 
 ©2022 Rangana Rupavi Choudhuri, www.vitalitylivingcollege.info. All Rights Reserved. Do not share, copy, reproduce or sell any part 
of this document, it is known as theft, unless you have written permission from www.vitalitylivingcollege.info. All infringements will 
be prosecuted. 1 

     

     SOUL TO SOUL WEEK 5 - Questions & Answers 

29th April 2022  

 

1. Does the ‘offer’ include different aspects of the offering? Or the price 

too? 

 

Initially, the offer includes the various aspects of the offering and not the 

price. After making sure that the client has understood everything and 

looks content with it, you can move towards price and value. Now you 

can talk about money.  

 

Make sure you don’t push too much information on the client if they 

don’t seem that interested. Always meet them where they’re at. If the 

client is more introverted and silent, don’t prompt them to talk too 

much.  

 

Price is part of the offer for you. However, for your client, keep it 

separate. First, try to understand their pain, prayer, and problem, then 

make your offer with the solution, and only after that mention the 

pricing. 

 

 

2. How can I clarify the real reason the client cannot heal/feel better on 

their own? 

 

This is where you can use ‘Secondary Gains’ questions. Some examples 

are: 

a. “What would it mean to you if you did transform?” 
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b. “What would it mean to you if you did heal?” 

c. “What would it mean to you if your relationship with your spouse 

got better?” 

d. “What would it mean to you if you were no longer grieving the loss 

of this person and felt in control and could move on in your life?” 

e. “What would it mean to you if you were to feel happy again? Are 

you worth feeling happy again?” 

f. “What would it cost you if your emotional state never changed 

and you continued to feel unhappy, sad, or anxious? What’s the 

worst that could happen if things never changed and never got 

better?” 

g. “What have you done so far in order to solve this problem or reach 

your goal? What worked and what didn’t work?” 

h. “What do you think was missing the last time you tackled this 

problem?” 

 

Whatever they share now is a massive clue for you because they’re 

telling you what didn’t work for them. So, you must explain to them on 

the call how your offer is going to work for them when others didn’t. 

Also, if your offer cannot fulfil their desire or solve their problem, you 

need to tell them honestly and directly. Make them understand the pain 

of staying the same and the pleasure of the transformation your offer 

will help them achieve. 

 

 

3. In the Sales Process steps, what does the term ‘value’ mean when we 

talk about price and value? 

 

By value, we mean the value of your offer in monetary terms. Here, you 

explain to the client that the value of your offer is way more than the 
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price at which you’re offering it. Because you’re offering a solution to a 

real and important pain or prayer in their life. Chances are, there will be  

other healers, coaches, or therapists who are charging more for the 

same thing you are providing them. That is how your offer has more 

value. So, you can base your value on the market range and settle where 

you feel right.  

 

 

4. Last week I had somebody call in from Google and I quickly jumped on 

a discovery call with them and closed them in. But I’m confused, do I 

still need to send them the intake form? 

 

If the information you received on the discovery call is sufficient in order 

to begin sessions with them as a therapist, you don’t need to do the 

intake form as part of the sales process.  

 

As a counsellor, I suggest you still get them to fill out the intake form 

before starting the sessions because it includes your disclaimer. This 

creates two contact points between the client and your disclaimer: 

a. When they pay. 

b. When they register. 

 

This becomes a contract for you. Understand that you’re taking the 

intake so you can avoid conflict and have clarity and alignment. You 

want to manage expectations and avoid any misunderstandings in the 

future.  

 

However, if you’re managing these 4 aspects in some other way with the 

client, it is totally okay not to do the intake form. You can also just do a 

verbal intake form with them on a call. 
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5. Is it okay to have the intake form and the consent form combined or 

do they have to be separate? 

 

Yes, it’s okay to combine the intake and the consent forms. Something 

extra you can do is put the consent form again in the appointment letter 

you’ll be sending them, or on the web link where they can see it every 

time they book a session with you. 

 

 

6. What can I do to automate my calls? 

 

To automate your client call appointments, you can use either of the 

two methods mentioned below: 

a. Paid software services: These are platforms your potential clients 

can use to book a discovery call, consultation call, or 

coaching/therapy call in your diary. For example, Calendly. 

b. Google Forms: It is a free Google service you can use to create 

forms for your potential clients to receive and fill in. 

 

 

7. There is a client who mentioned that he’s not very committed in his 

intake form. I’m nervous that if he signs up with me, he might not be 

that motivated in the entire journey which might not lead to a good 

ending for either of us. I am worried as I’m currently focusing on 

building my brand and credibility. What should I do? 

 

Firstly, have faith and confidence in your abilities. You’re good at what 

you do. If you still think you might not be able to fulfil your client’s 

needs, just let him know honestly. You need to reset expectations with 

him and see if he’s willing to come on board. Have clarity about your 

limitations as a therapist and tell him where he’ll need to step up.  
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It's okay for clients to have low confidence if they’re suffering from 

trauma. You need to understand and make them understand that it is 

not about motivation, it’s about, 

 

“Will they be willing to do what it takes during therapy?” 

 

That is the true meaning of commitment. 

 

 

8. When laying out the offer and the 6 steps, sometimes the sessions may 

not go exactly like that. Do we add that in the disclaimer? 

 

It’s not a hardcore rule that sessions must go as planned. It’s not 

necessary to put that in the disclaimer but you can always let them know 

verbally that the sequence or style of sessions may change based on 

what happens during the course of your time together. 

 

 

9. I understood last time that it’s better to not use stock images like the 

ones on Canva. Should we not use them at all or only use them 

sometimes? 

 

You can use the images from Canva sometimes. But something of your 

own will achieve the best results, be it a personal picture or something 

you’ve created, sketched, drawn, or painted yourself.  

 

For stock images, I suggest websites ‘www.pixelbay.com’ and 

‘www.pexels.com’ where you can get high-quality and royalty-free 

images.  

 

One thing to avoid is getting images directly from Google as many of 

them are copyrighted. 
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10.  I have a client, who calls whenever she is distressed. She has done 6 

sessions with me and paid. I have had two more sessions with her and 

she hasn’t asked about payment and I haven’t either. Three days ago, I 

called her and sent her the intake form but she hasn’t filled it out or 

even seen the message yet. How to handle this situation? 

 

I suggest you do a fresh consultation call with her. It’s okay to take little 

distress calls from her but ask her to fill in the intake form, at least 

verbally.  

 

After that, mention your charges and ask if you can offer her the 

payment link. Be upfront and firm about it. Tell her that you’d love to 

work with her but would prefer not to have to chase her for the 

payment.  

 

Next, get whatever conversations happened between the two of you in 

professional writing like an appointment letter, and send it to her along 

with the payment link. Offer the verbal intake too. 

 

 

11.  What is the difference between surface-level work and deep work? 

 

Deep work involves using interventional and penetrating processes to 

get to the root cause of an issue or belief and finishing it for good.  

 

For example, in EFT, when we’re going into the memory and clearing it, 

that’s deep work. In contrast, an example of surface-level work is 

working on physical tension. 
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12.  I have two clients from the same family. The first is a proper client and 

the other has just shown up. How can I focus on their individual needs 

without getting mixed up?  How can I be more mindful about it in 

terms of confidentiality, holding space, and not triggering anyone since 

they’re all coming from a very vulnerable space? 

 

Firstly, understand that your loyalty lies with your first client right now 

as they are your paid client. Make sure to ask the second person 

whether there will be a conflict of interest. If you feel there will be a 

conflict of interest that can cause problems for you, consider that when 

deciding whether to take the second person as a client or not.  

 

Secondly, if you take the second person as a client, you’ll have to be very 

mindful so as to not mix up, share, or use the information that you 

receive with one person in the sessions of the other person. Keep both 

of them separate, meet them where they’re at, and work on them as 

unconnected cases. You cannot use the information from sessions of the 

first person in the second person’s sessions or vice versa. 

 

 

13.  How can I balance therapy sessions as I have a program coming up? I 

need some tips on time management. Also, how do I inform my clients 

about it and balance everything? 

 

For new clients, have the conversation at the time of filling out the 

intake form. For existing clients, you can have a casual talk with them 

that you’re learning a few new things and would love to share your 

integrated learnings with them. Get their approval before starting 

anything.  

 

Another thing to note is that some people are only comfortable with a 

particular form of therapy. In that case, agree to do only that process  
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with them and nothing else, even if you think that something else could 

help them better. Doing otherwise will break your agreement with them 

and harm your rapport. 
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