
 
SALES CALL SCRIPT 

 
Build a little rapport at the start, don’t just dive straight 
into business, but keep this opening short. Lead the 
conversation, tell them how it is going to go so they know 
what to expect and so it’s less likely to wander off track. 
What you don’t want is for the call to end up being taken 
over and controlled by the potential client. If that happens, 
you can end up spending ages listening to them give you 
their life story or end up turning it into a free coaching 
session. You are not there to waste your time giving free 
sessions or having a casual chat. This call is purely to find 
out if they are a good match as quickly as possible, to 
qualify them.  Then you can talk more about the offer and 
answer their questions, before finally closing the sale. 
 
Get information by letting them talk, don’t interrupt them 
too often unless they’re going way off track or rambling. 
You shouldn’t actually be saying that much at all outside of 
this script. Restate what they say and tie them down to it, 
so you confirm you know exactly what they want and 
where they are in life. Don’t move on to the next question 
until you have the answer you are looking for. 
 
 

 



Introduction 
 
 
Hello, is that…………? 
 
This is…………………..calling you for the discovery call you 
booked. How are you today? 
 
 
Whereabouts are you? 
 
 
Where did you find out about me? 
 
 
What I want to do on this call is to start off by finding out a 
little about you to see if can help you, then if it seems like 
we’re a good fit, you can ask me any questions about (insert 
your lightworker offer)  and we’ll take it from there. Does 
that sound OK? 
 
 
 
What made you want to have the conversation with me 
specifically?  
 
 
What made you want to have the conversation right now? 
 
 
 
 

 



Paradise - Pain - Obstacles 
 
In (insert whatever time frame your offer runs for) time, 
where would you ideally like to be in your life? 
 
Ask further questions if they don’t give you much detail, to 
discover what they want and how they would feel if they 
had it. 

 
 

How do you feel I can help you achieve that? 
 
 
100% honestly now, what are things like right now for you?  
 
  
How do you feel, emotionally? 
 
 
If nothing changes, how will this affect you (health, business 
etc)? 
 
 
What do you feel is getting in your way, slowing you down or 
stopping you getting what you want? 
 
 
Do you think I can help you overcome those obstacles? 
 
 
So let me recap everything you’ve told me: 
 
Right now you are……. 
 



In (insert whatever time frame your offer runs for) you 
want to be……. 
 
If nothing changes you will…….. 
 
 
 
I’m clear on where you are now and where you want to be. I 
know I can support you in getting there. If we were to work 
together I would start by……… 
 
Here you tell them how you would bridge the gap between 
their paradise and their pain. Don’t go into too much detail 
or you will overwhelm them. Just relate key steps to what 
they have told you about their paradise and pains. If you 
don’t think you can help them, or you don’t feel you are a 
good fit, now is the time to be honest and politely tell them 
that. 
 
 
Does that sound like something you’d be interested in? 
 
 

 
Qualifying 

 
 
I just have a couple of questions to ask of you before we go 
any further, just to make sure we’d be the right fit: 
 
Are you willing to invest in yourself and put the time, energy 
and money in to achieve your goals? 
 



If you work with me will you ask for help when you need it 
and then do what is asked of you when you are guided? 
 
Make sure you get a yes or they are not the right fit. 
 

 
Price 

 
Do you have any questions about (insert your lightworker 
offer)? 
 
They will probably bring up the price at this point. If not, 
you can introduce the subject with: 
 
OK, I know I can 100% get you where you want to be, you’re 
exactly the kind of person I’m looking to work with, so let’s 
talk about the investment which is….. (tell them the price 
with absolute conviction!) 
 
 
How does that sound to you? 
 

 
 

Price Objections 
 
Remember: pretty much everyone has the money or the 
ability to get it. They either aren’t willing, aren’t sold on the 
idea or it isn’t important enough to them to buy. Money is 
never the real issue but if they have a price objection, you 
should start by asking: 
 



If money was no issue, would you like to work with me?  
 
If they say “yes”: 
 
 
My biggest intention is to find a way to make this work 
financially for you. Would you be open to discussing 
options? 
 
If yes, run through the following: 
 
Do you have someone who can lend you the money? 
 
Do you have a line of credit, like a credit card? 
 
Could you apply for a loan? 
 
Have you considered Paypal Credit? 
 
Offer a payment plan if that feels good to you but I 
recommend not doing more than 3 payments. Split it into 
two first, see if that works for them. But if paying over 2 or 
3 instalments, the price should be at least 10% more 
expensive than paying in one lump sum, otherwise there is 
no incentive to pay up front, which is always what you want 
ideally.  
 
Get payment on the call or immediately after it, or at least 
get a deposit (around 10%) to hold the spot. 
 

 
 

 



Closing 
 
Congratulations! You have just changed your life! How do 
you feel? 
 
If you feel nervous or anxious now or when we get off the 
call, that’s perfectly normal. Please remember that the ego 
is probably going to try to get you to back out because it 
doesn’t like change. Just know that this is normal and you 
have to ignore that voice and everything will be fine once 
you get started. 
 
Any questions or concerns before we start? 
 
Is there anything coming up for you in your life? 
 
 
Finally, I would also set them a small task related to the 
training or service, before you actually begin the training 
with them. Schedule the first session asap. 
 


