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Hi!
Knowing what to say and when is the difference between making a sale or sounding
like a pushy bi-atch. It all comes down to the chitty chat you have at the beginning. 
 

Think about when you go to a networking event or a MeetUp group. You talk with
people about your business, their business, their hobbies and yours. You find
common ground and build rapport.  
 

You don’t rock up to someone and say ‘yo, I sell this and you should buy it’. And then
the next time you go to the meeting you say ‘hey, did you buy that thing I spoke
about last week’. And so on. You wouldn’t be invited back! 
 

So don’t do it when you are talking with people on-line. You need to give value and
genuine interest in the other person. 
 

The formula is simple.
 

GIVE-GIVE-GIVE-GET
 

So you need to give to the other person 3 times before you ask for something for you. 
 

Capish?
 

Sales is all about them not you and your need to hit a target, bring in money to buy
your Prada shoes or pay rent. It is about them and what you can do for them. Service
sista!
 

So now you have the formula to be a sales superhero here are the templates to use.
 

Make sure your put your feel, look and language into these. If you copy and paste
them directly you won’t be representing your brand authentically. Being authentic
and putting your magic sauce on these templates will ensure people are engaged
with you and want to work with you! 
 

What you have is unique and attracts the most amazing clients to you. And you only.
So embrace that and put your spin on these communications. 
 

You’ve got this!

Pe�y x
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Call them Discovery Calls, 

Strategy Calls, Clarity Calls, you can call them what you 
like. The sole aim is to get know the potential client, see if 
they are a great fit and then how your services fit to them.

Here is the elements that make a great sales call. Follow this 
and you’re looking at 80-90% conversion rate.

Format
The easiest way to remember
how to structure a sales call or in
person meeting is to use the
SUPER format.
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SSet the Scene
S is for setting the scene. Make them feel welcome
with a big HELLO. You know the kind of hello that
makes them feel like they are the only person in the
room (and so they should be - turn off all things that
ding!).

Be present and devoted to this potential client. Ask
them about their day, or pick something light from
their application form that you can soften the
conversation with.
 
Set the time frame of the call and what is to be
expected in the next 30 minutes (or however long
your call is).

Most important - SMILE!
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U - Understand them
U is all about really understanding them. Remember
- it is about them and not you. Invite them to tell you
a bit about their story and where they are at. 

Record down their points, take notes and let them
speak. People love to be listened to. Show your
understanding by repeating back to them (in their
words) what you have heard.
 
You need to be present and not thinking about how
you can solve their problem. By thinking ‘ooo I have
the answer’ and jumping in to that mode is where a
successful sale unravels itself.

S
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P - Prompt for more clarity
Here is where you prompt to get real clarity - for you
and them. Ask open ended questions. There is
usually three questions needed to get the real why.
It also gets them to see and feel their own vision.
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E - Explain
E is where you get to do the talking (yay!). Here you
explain your services. ONLY IF THEY ARE A GOOD
FIT. Now you have a clear understanding of the
potential clients needs you can tailor your response
in your services to them. You are being bespoke and
authentic as you know how to help them and add
value to their lives.
 
Know your numbers! Be confident in saying your
values and don’t drop your tone or energy.

No Little Girl Voices.
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R - Recall and Reassure 
R is about bringing it all together. Here is where you
recap the emotional points and reassure them that
what you have to offer solves their pain.
 
You are the leader of the call so it is your job to make
the potential client feel comfortable in the decision
to work with you.
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Bonus! - Discovery Call Checklist

Be in a distraction free environment

Read your statement to the Universe

Do 5 mins research on the person

Set the scene

Understand them

Prompt for more clarity

Explain your services

Recall, reflect and reassure

Take payment

Arrange next steps

Laugh and have fun with the other person



Ca� Format
Bonus! - Call Questions

What are your reasons for wanting to receive [insert your offer]?

What is your business in? Or what do you want it to be in?

What is your situation right now?

How long have you been in [their pain]?

Describe the journey you have had. What is your vision?
 
What sort of results do you want?

What is your biggest frustration, concern or obstacle?

What do you want to accomplish from the [insert your offer]?

Any other comments or questions you have for me?



BE YOURSELF &
AUTHENTIC, THE

RIGHT CLIENTS WILL
APPRECIATE THAT.

THE ONES THAT
DON’T WEREN’T
RIGHT FOR YOU

ANYWAY.

- Pe�y E�io�
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