
Process Box.
Identifies a single

step in the process.
Decision.

Identifies when a
decision must be made.

Typically a yes or no
question.

Predefined
Process.

Identifies a named
process such as a

subroutine or
module.

Flag.
Provides additional

explanations, notes, and/
or questions, relevant to

the item to which it is
attached.

Connects the shapes and indicates
the direction of the flow.

No

Yes
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Offer A different
coach within the

network who has a
lower fee

Offer other options.
Products or other

opportunities such as
less expensive group

coaching

Offer an Outside
referral

Instant message the
referral coach  to set

up client sample
appointment on the

spot

Is IM sufficient?
Capture Lead’s

information in database
and Book appointment

Capture Lead’s
info and get 3
good meeting

times from lead

yes

no

Send lead info to
referral coach.  Incl

the 3 times and
essence of what

client is looking for.

Assistant to contact
referral coach,
ensure sample

appointment has
been set up

Assistant contacts
lead after the referral’s
sample appointment to
find out if there was a

good fit

Is there a good
fit

Go through
evaluation of
resources to
recommend

someone

Lead is handed off to
referral coachyes

no

Send link to Lead

Order taken over the
phone (collecting info and

automatically adding
customer to ezine)

Collect info to
send product or
group coaching

info

Product -  think about

Is conversation leading to
product selling opportunity

or straight to ezine?

Product  - order

Ezine only

Ask Lead if they
want to join ezine.

Is outside
referral  a joint

venture
partner?

Lead is sent to
website to view

appropriate
person’s info

Give lead a phone
number

yes

no

Before
conversation ends,

ask them if they
want to sign up for

ezine

If yes, capture information
and add Lead to ezine list

Offer to sign them up for ezine to
receive free stuff and product

notices

Billing goes through SBC,
Inc. and commissions are

taken directly

Sales objection is Money.  Lead is on the phone with the Coach.  The Coach offers the following 3 options. Desired result is to
provide a service that works for the lead and capture information for the ezine for future sales down the line.

Is lead interested
in talking to

someone else?
yes

no

(c) 2004 Process Prodigy www.processprodigy.com


