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Sales Script  

Our Sales script for ____ product: 

Sales Script Example/Template to pull from 

Connection & Rapport 

 

The goal is to find as many “threads” or connection points as possible. If this is in 
person, you can see things in their office or you can bring up prior threads. If you were 
introduced by someone, ask how you they met your mutual connection, etc. Search for 
sincere ways to connect with them and ask open ended questions.  

 

 Oh you know (mutual connection) from ______ event? That’s awesome. How did you 
get involved with that event? What has been some of the most valuable takeaways from 
attending those kinds of events?  

 

Begin Identifying Pain Points 

asking questions and quantify their pain in time or money. By doing so, you will make it 
easier to close the client if they are a good fit for you. Questions you can ask: 

 

1.    What are you struggling with right now?   

2.    How do you think I could help you?   
3.    What have you tried in the past that hasn’t worked?  
4.    What do you think would be an ideal solution? 
5.    What are your priorities? 
6.    How much time has that cost you?   
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7.    What about money?   
 

Money Talk 

 

When you are new at sales it can be hard to bring up the subject of money, but in order 
to make a sale you need to talk about it. Don’t hesitate. Use these tips: 

 

- Do you have a budget for this? 
- If no, “I understand completely. So do you have any idea on how 

much “my service/product etc” might cost? 
- If yes, “Great! If you don’t mind sharing a general idea that would 

help me understand where you are at.” 
- If they ask outright how much you cost, tell them! Don’t dodge the 

question. 
 

Expectations 

 

You both know why you are there. So set the stage by outlining what you will be going 
over. Explain that you would only want it to be a win win working together. (I always say 
that at the end I will ask for a yes or no answer too! That way they know exactly what is 
coming up)  

   

Open up for questions: do you have any questions for me?  • Explain Deliverables then 
discuss the price.   

 
- You only tell them the highest priced offer first.   
- Heart attack joke - “Did that give you a heart attack over there? Oh no,   
- You’re still with me? Good.” If they say yes give alternative options for 

lower  priced offers if you provide different packages. (i.e. If you were a 
coach you would only tell them about your full time rates. If they clearly 
react that it’s out of their budget, then offer part time options).   

    

Ask for the sale 

Ask: So, do you think it makes sense to work together? Yes/No 
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- One a scale of 1-10 - where do you think you are at?? 
- If they need to talk to someone else or are unsure, if they say, “Can I get 

back to you tomorrow or after I talk to my business partner,” say sure... I’ll 
go ahead and count that as a no but if something changes just email me.  

- Or you can alternatively say, “Sure, that’s fine. I’ll hold the spot open until 
tomorrow at noon. If it’s a yes, great email me. If not, that’s alright totally 
fine too just email me either way so I know and can open it back up. Does 

that make sense?” 
 

Delivery/Next Steps 

 

If they say yes, discuss what the next steps are and what to expect. Any paperwork they 
will need to sign or return or when they can expect to hear from you (or someone on 
your team) about the next steps in the process.  

 

- If they seem interested yet cannot afford you, ask about following up in a 
few months. 

- How do you think I could help you?   
- If they do say yes, make sure you tell them how they pay you and what 

needs to happen from them.  
 

Write Out Your Sales Script Here 
 

 


