
 

 

Sales Calls Timeline & Guidelines 

 

Timeline 

 

WHEN A CALL IS SCHEDULED 

 

-CELEBRATE!!!!!! This is someone who wants to hear from YOU. Nicely done Ѳ It’s great at 

this point to reflect on how this prospective client got to you. From a friend? A networking 

event? A free call you did? This is worthy of note so you can replicate it in the future. More sales 

calls ---> more potential clients. ɳɳɳ  (You can also write down the call in your worksheet in 

Week 5 to track your conversion rate) 

 

-If it feels aligned, create a potential client file. I do a bit of light social media research (partly to 

satisfy my left brain, partly to see if there is any intuitive information that leaps out).  

 

-Make sure you block off time after the call. You don’t want to rush a sales call. Plan to be in a 

quiet place. For the love of all that is holy, don’t require yourself to multi-task (pick up the kids, 

unload the dishwasher, field a maintenance technician, etc). 

 

THE DAY BEFORE THE CALL 

 

-Mindset check - the goal is to determine if you can be of service to this person. Stay in that 

Knowing. Nothing that is meant for you can miss you, so don’t fuss about outcome too much. 

You want to be fluent in your offers. Know your boundaries as it relates to your work. What’s 

your pricing? Are you doing payment plans? Is there an incentive for someone to pay in full? 

You don’t want to have to pull out a calculator and wait for your sales page to load (and yes, I’m 

speaking from experience π). If you feel antsy reflect on the kickass way you’ve supported 

others.  

 



-If you don’t have a lot of experience (or comfort) stating your fees, stand in front of a mirror 

(you can use the power pose, hands on hips like Wonder Woman) and state the price of your 

program. Do that until its fluid and easy, just like saying ‘Pass the butter’. You can repeat it three 

times, or twenty. Just get comfortable.  

 

-If you have not made a lot of sales you can reflect on the people you’ve served, the results and 

their similarities. What was their energy like? What did you love about them? Refreshing your 

memory can help you filter out folks who aren’t a good fit for you. (And yes, that can happen) 

 

THE DAY OF THE CALL 

 

Consider having a routine prior - set down with a cup of tea, light some incense, ask to be a 

conduit for the words that need to be spoken. Feel free to play with confident body language 

(including my fav, the superhero pose).  

 

I have a structure to the call which I outline below. Note → Trust me, your prospective clients 

want your leadership on this call. Otherwise it’s just two people on a call dancing around one 

another. That’s awkward-making. It doesn’t have to be. Come into the call leading the way, 

respectfully guiding the energy.  

 

These calls are about information-gathering. Not for coaching. Sometimes I’ll share a resource. 

If you focus on coaching you won’t get laser-locked-in on what this person needs, their history of 

trying to address their problem and what has blocked them from success.  

 

I do generate a sense of urgency around the time together (although I do not rush calls, see 

above). This is because I want to hear the story that the person has to share without letting them 

go into long monologues (and I don’t coach on these calls). Saying, we have x amount of time 

(30 minutes works well) is a great way to set the context for the call. You are letting them know 

you may redirect the conversation due to time.  

 

Every once in a while I’ll have someone who doesn’t pick up their phone. I have a canned email 

to send that says, “We’re supposed to have a call now at this date/time to talk about your 

interest in (this outcome). I wasn’t able to reach your phone and I’m checking in on you.” I 

might get a note back that says they goofed the date/time. Be thoughtful about how far you are 

willing to go/how many times you are open to reschedule. Sometimes this is self-sabotage, 

sometimes it’s a lack of commitment/personal responsibility, sometimes it’s a lack of grounding. 

Use your spidey-sense.  

 

Speaking of canned emails, I also have templates at the ready which say “I’m so excited we got to 

talk. Here are the details where you can register for the program/put down your deposit/pay and 

schedule your first call, etc.” You want to assume  you are going to make the sale and be 

prepared.  

 

http://blog.ted.com/10-examples-of-how-power-posing-can-work-to-boost-your-confidence/


Script 

 

For sales conversations I call the prospective client.  

When they pick up I say, Hi this is _______ calling for _________.  

I’m trying to reduce/eliminate the tension of ‘is this person a telemarketer?!’.  

 

I’m really excited to connect with you today. I appreciate your time and interest 

in my work. We have about thirty minutes which isn’t a ton of time but if we stay 

on track we’ll get everything we need.  

 

The way I like to structure these calls is to hear more about you, tell you a bit 

about my background, then tell you about the way I work. My only goal is giving 

you the information that you need in order to make the best decision for you. 

Does that sound good to you?  

 

Pause for positive response. 

 

Question #1  

Great. Can you tell me more about what prompted you to schedule a call with 

me?  

 

Listen. Deeply listen.  

 

Write down the exact words they use to describe their problems. You want to be able to refer 

back to the language they use to describe their challenges.  

 

Your intuitive sensors should be EN FUEGO at this point - what is their true “problem”? You 

need to ensure that this is a problem you can help them address! 

 

Question #2 → What’s stopping you from achieving (what they want) right now? 

Or What have you tried to achieve (what they want)? 

 

Ok - (repeat your understanding of their challenge back to them & ask if you’ve heard them 

correctly - this shows your ability to listen, builds your credibility and increases trust). Use your 

intuition too. If they give you something that doesn’t quite feel like you’ve hit ground level, ask 

additional questions. I find one round or two of clarifying questions is necessary to get to the 

heart of the matter.  

 

Optional - share your background (helpful if you have a story that has shaped your passion for 

your work that you don’t share extensively online) 

Would it be ok if I talked with you about my background? 

Pause for positive response. 

 



(Identify what is most relevant about your story that will support your prospect to know. Share 

that.) I share a broad background I am overt about sharing on social media but some stories are 

more of a share that I offer 1:1.  

 

Would it be ok if I tell you about the way I work? 

Pause for positive response. 

 

If applicable, you can reference the words they used to describe their pain point and say, this 

problem you referred to is why I created my ____ program.  

 

Describe the work that you do and the outcomes clients achieve. Focus on the benefits 

(transformation) available from working with you, not the features.  

 

What questions do you have? 

 

If they have questions, answer them.  

 

Based on our conversation I think the best fit for you would be (insert your 

assessment - work with me through X program, pursue another type of practitioner, etc).  

 

Key Point → Your prospects need to see how THEY can accomplish the results your clients 

experience, and why you are the person to help them. Taking time to describe how much email 

access they get to you or the various modules you provide is far less important than describing 

the potential transformation they can experience.  

 

Do you have any questions about that?  

 

Now get them to see themselves in this work, and understand what’s possible by asking the next 

Q.  

 

Where do you think you could be in a few months with this support? Or 

What do you think will change for you if you start xyz program? 

 

Then move on to the investment, usually at this point I get questions about the 

investment to work with me. I have payment plans available. The investment to 

work with me is ___________ 

 

I read a quote from another practitioner who said, when someone says they can't afford your 

program, that's when the conversation really begins. It’s worth noting when we talk about 

money there is a difference between not having money and not having money for coaching.  

 

If you are authentically you in your marketing and clear about the purpose of your sales 

conversations it should be a given that the folks who schedule calls with you are ready and able 



to invest, more than that, delighted with you!  Your extraordinary clients are hungry and ready 

for what you have to offer.  

 

Note: If you have money blocks and challenges, don’t assume your prospective clients share that. 

I’ve heard every story out there from people deciding to offer discounts to folks who were flying 

private planes to see them to people who were using trust funds to buy services from people who 

were living paycheck to paycheck. Don’t project your money issues on potential clients.  There 

are lots of ways to have money and there is lots of money in the world. Assume the sale. 

 

Optional → If you choose to reward people who make a fast decision, share that. (Sign up in the 

next 24 hours is a common one) 

As a bonus I'm also going to add a fast action incentive because I really love 

sharing and overdelivering with clients who are decisive - they are the clients 

who get the best results.  The details of the incentive are ______________. 

 

I can register you right now, or I can send you the registration link and you can 

register yourself now.  If you register now over the phone I can get your first 

session scheduled with you immediately.  

 

I'm excited to be the first to welcome you into the program. When would you like 

to get started? 

 

Pause for feedback. Discuss. Prepare to close out. 

 

Thanks for your time _____!  

I’ll be in touch with you by email with additional information.  

I’ll check in with you either way on ______. Lots of love, bye.  

 

“End scene” π 

 

I don’t take credit cards over the phone or require people pay me while we’re talking. That 

doesn’t feel like freedom so I don’t press this. I do ask people to check in with themselves and if 

it feels like a hell yes (I use this exact language) to step up to work with me. Sometimes people 

are ready to say yes immediately and they want to sign up on the phone. If they do, I send them 

my email with the next steps/payment link so they can sign up.  

 

Additional Notes 

 

I am not desperate. Desperate does not work in online dating, client acquisition, or dinner 

parties. Really, it doesn’t work anywhere (except zombie films? No. I don’t think it works there 

either). 

 



Your prospective client may want to delve into pricing more deeply. They may have money 

mindset issues that they need to work through and it may surface through the call. Three 

essential steps to support yourself in navigating this are: 

 

1) Be confident in your pricing. Make sure the numbers you are charging feel good in your 

body. Remember, there is no requirement for you to keep your pricing at a particular 

point for any span of point. They can shift (up or down) as often as you like. You may 

find that a short list of specific client case studies (rockstar results!) helps keep you in 

tune with your pricing. You can always say, my business is evolving, this rate is good for 

the next 30 days.  

2) Practice mirror work. As you shift prices or first get going, it helps to be able to calmly 

state your fees. It should be as simple as, “pass the butter.” No added energetic charge, 

no spike of anxiety. Remember, you charge this money all day, every day. And you get 

results for the work you do. Let other people pay you for your Gifts. I used to hate the 

phrase “The transformation is in the transaction” but it’s true. People pay for what they 

value and that includes their evolution. My best clients, the ones that do all their 

homework, focus intent on implementation and show up like champs - are also my top 

paying clients.  

3) Do your money mindset work. If you have had financial woes in the past or any kind of 

money challenges it’s easy to pass that on to potential clients. The truth is, there is lots of 

money in the world. There are heaps of people willing to pay to step into the next best 

version of themselves. Connect the dots between what you do and what you offer with 

positive impact in the world. Clear any resentment, shame, and struggle you have had in 

your life as it comes up. There may still be challenges around money that shows up. 

Every situation is an opening to grow.  

 

Research shows that people have an elevated stress response to sales conversations. Which 

means you want to understand that they are likely nervous like you - and worried that you might 

put them into some kind of high pressure situation. Be high intention and low attachment, it’s 

best for both of you.  

 

IMMEDIATELY AFTER THE CALL 

 

After the call is done write down your intuitive impressions. Check in with your body compass - 

is this person your people? Does working with them feel a hell yes? If not, why do you want them 

to say yes?  

 

Do a full download (voice memos on your phone work great for this) - gather all your intuitive 

impressions after the call. What’s essential to remember? What do you think this person needs? 

Did they share personal parts of their story?  

 

ALWAYS ALWAYS ALWAYS ASK YOURSELF -  

1) Would I love to work with this person?* 



2) Do I assess (and do they indicate) they are coachable? 

3) Do I believe I can be of service to them?  

*Do I have any reservations** about how they showed up? Like… They were late. They 

didn’t listen. X, Y, or Z made them not exactly my ideal client, they rescheduled and it took 

forever, they asked about your refund policy before understanding your work and that sent your 

instincts buzzing, etc. 

 

**DO NOT OFFER YOUR SERVICES TO SHITTY-SOUNDING CLIENTS. I know the struggle 

when you want money and a prospect shows up to your door. Avoid this. Shitty clients start 

and end the same. They are jerks. They treat you like shit. You spend the entire time 

wondering why you did it and it’s an enormous drain on your energy. Your alignment is too 

precious to mess around with that.  

 

THAT SAME DAY (NO LATER THAN THE DAY AFTER THE CALL) 

 

Think of this as a spark that has started - you want to tend the fire. Send the note quickly to keep 

that spark hot. I recommend within 30 minutes of talking with them.  

 

Send them an email. Thank them for their time. Use their language to discuss the problem. 

Clearly identify the next steps to work with you. (Sign up here, pay here, etc) 

 

Note that you’ll check in with them after a certain timeframe. Keep your word.  

Don’t make it mean anything in particular that they haven’t gotten back to you. Just follow 

up. The ability to serve them is in the follow up. I am telling you three times. The follow up is 

critical. 

 

If the person doesn’t get back to you (it happens) or decides not to work with you, don’t energize 

it. Choose not to make it mean anything about your services or yourself. Remember, you do this 

all day every day. Just by being you in the world you are inviting others to partake of your 

services. Sometimes it looks like a ‘more formal’ conversation. Stay with high intention and low 

attachment. Don’t make any one person your source for your needs. Stay open to the intuitive 

whispers and the miracles. It can all flow with ease. 

 

 

Guidelines 

 

NAMING & FRAMING DISCOVERY CALLS 

 

I believe that people can be transformed by the existence of your work. Whether or not any 

money energy is exchanged people can be the better off for having talked with you. One of the 

ways you can tune into this is by being very clear on the value that people receive from having a 



discovery call with you. As a baseline, in this call you should be able to help understand where 

they are blocked from what they want.  

 

Now, at a distance that may not sound like a lot. But what I would tell you from working with 

hundreds of people in the past few years is that most people do not understand what is keeping 

them from moving forward. In fact in my entire practice I’ve only ever had one person show up 

who described the problem they were encountering and it was the problem I saw them having 

too (mentally and energetically). 

 

So the discovery call is a two part process, you help them understand clearly where they are 

blocked from moving forward, and you give them the information that they need so you both 

know whether working together is a great fit for you both. 

 

It’s really important that it’s clear that the discovery call is a sales call. Don’t hide this. If you 

want to do coaching for people gratis you can always do free mini sessions. Don’t confuse the 

two however. If you do a mini session and it turns to sales your potential customer may feel like 

they have been bait-and-switched. If it is a sales call and they get coaching they may not connect 

with the support they need on a deeper level. Neither of these outcomes is in highest service.  

 

 

FEATURES VS BENEFITS 

 

One of the places entrepreneurs can get stuck is on relying on the description of features of their 

program versus benefits. 

 

Features of a program include the number of sessions, the length of calls, if they get a recording, 

the method that you use, the type of support in between session and so on. 

 

Benefits help a potential client understand how what you do will improve their lives. Benefits 

connect to a client’s desires. If you are having trouble finding the benefits of your work ask the 

question, So what? 

 

For example, I coach business owners. So what? 

 

I help them understand sales, marketing, and systems so they know what to do in their business. 

So what? 

 

I help them reduce their stress level and enjoy being in business. 

 

AHHHHHH. Yes.  

 



Features can be useful for differentiating what you do from other practitioners. For instance, I 

use Voxer (non-Facebook support) and that is one way to distinguish my program from other 

practitioners.  

 

Now, why does this matter in sales? Because when you feel stressed out your brain is going to 

want to fall back on the things it can easily pump out. Like features. So help yourself succeed by 

having a list of benefits from working with you at the ready before you head into a sales 

conversation. 

 

Over time you will develop language that feels good that you repeat about your work. Key 

phrases that resonate with the energy of what you do, including the transformation. To start out 

consider the before and after state of your clients. A la fashion makeover show, you take them 

from Ow to WOW! But using your work, and the start and finish for your people. This isn’t a 

space to hedge around your gifts and say, well if they work hard they can have X. Presume 

diligent clients that show up and do the work. Highlight the delicious transformation that comes 

from that.  

 

 

 

 

Treat people like the humans they are. Focus on being of service and relationships. And your 

heart and intuition will steer you right. 

 

Have fun dear ones! 

ϗ 


