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How to sign up 90% of enquiries by asking one little question. 
Transcription 
 
If a parent has actually taken the time to call you about your holiday camps they 
usually just need one little push to get them over the line and signed up.  Hey, 
and it means your advertising is working which is fantastic!   
But listen very carefully to this: when they do call you, your job is to not sell your 
program.  That’s right.  Don’t sell your program.  By that I mean, don’t sell the 
brilliant showcase or the phenomenal activities or fun leaders.  Through my 
testing, I have discovered that this is not as effective as what I am about to 
teach you.  Question: What do parents love talking about more than anything?  
Their own children, right?  This is an endlessly fascinating topic for parents, and 
one that can really be very useful for boosting your sales. 
   
So when you receive an enquiry phone call from a parent, this is how I have 
found (and myself included in the past) most people handle the call.    
    
“Hi I’m calling to enquire about the holiday camp you are running.”   
“Sure, great, we still have places available, that’s perfect.” 
“Oh, ok.  Um and how much is the camp please?” 
“It’s $70 a day.” 
“Whoa, that is heaps more expensive than this other camp.” 
“Sure but we have a performance on the last day and we have a disco.  Our 
leaders are incredible performers and we always have heaps of fun….”  
Blah blah blah blah. 
 
The customer in this example, they were the one directing the conversation and 
you have been forced into the corner to do the hard sell.  This is what we want 
to avoid at all costs.  So you tell the features of the camp.  It isn’t really 
interesting and they could get this information off the website, they’re probably 
already got the information off the website to be honest.  Selling the features is 
what we want to avoid at all costs.  
Here’s something to try next time you have a new enquiry.  Instead of the parent 
asking the questions, I want you to get in first.  You call the shots and ask them 
about the issues closest to their heart - their child.  Let’s try it now.   
 
“Hi, I’m calling to enquire about the holiday camp you are running?” 
“Wonderful!  So is your child a little star in the making?”   
“Absolutely, she is, she won’t stop singing and dancing around the house!”  
“How gorgeous.  And how long has she been doing that for?”   
“Forever!  My goodness, since she could walk.”  
“May I ask, how old is your daughter please?”   
“She’s 7.”  
“That’s such a perfect age for them to be getting experience in singing, acting 
and dancing.  They’re at the age where they still have such natural confidence in 
themselves and with some good tuition, they just blossom before your eyes.   
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What I will say is that it is very important to have really teachers who are 
nurturing, know how to develop their skills, what’s appropriate for their age….”    
Etc etc etc 
 
And did you notice something?  We aren’t talking about the camp at all.  We are 
talking about what this camp can do for their child, the confidence they will gain, 
the skills they will learn.  You are detailing the benefits the child will gain 
personally, not the details of your business.  This is so important as it shifts the 
focus from what you do, to what you give to your customers.   
 
Try that one sentence “So is your child a little star in the making?”  And in my 
experience it works every time.  Give it a try and see what results you get.   
 
 
  
 
 
  
 
 
 


