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Dear Insider,

This month we’re going to do something a little different.

I’m giving you a template. A sales script template for you to 
use as a FRAMEWORK.

I’m giving you the raw material for you to adapt and make your 
own. You must make it your own in order to benefit from it - 
however, this framework will help you masterfully craft your 
sales presentation quickly.

Whether you’re selling a new client, investor, or JV partner 
- sales is one of the most important skills any business owner 
can have in their toolbox.

The problem?

Most people don’t have a clue how to sell.

Those who do “sell” are doing so on a wing and a prayer.

Now, as tempting as it will be to follow a script word-
for-word, and read directly from the document - the best 
sales people aren’t “scripted.” They merely have a sales 
conversation that flows within a guideline. 

Perhaps the best example I can give you is with a story:

A soldier will be given precise instructions and training for 
accomplishing a mission. They’re told exactly where the drop 
off point is, how to enter the enemy camp, and how remove the 
problem.

However, the military knows this strategy is an “ideal 
situation.” Most likely, it must be adjusted based on 
circumstances on the field.

Your sales script follows similar principles.



4   ©2018 Predictable Profits. All Rights Reserved.

INSIDERS ONLYFrom the Desk of Charles E. Gaudet II

Scripts are for an “ideal situation,” but you WILL be presented 
with questions and objections that aren’t in your script.  
=Your sales team must be prepared to listen and react.

** KEEP ALL QUESTIONS AND OBJECTIONS IN A RUNNING DOCUMENT TO 
BE USED AS A SALES AND TRAINING DEVELOPMENT TOOL SO YOUR SALES 
TEAM IS PREPARED TO ANSWER AND ADDRESS THEM AS PRESENTED **

Everyone starts with the script, and uses it until they’re 
comfortable enough to move away from it...

Sort of like training wheels.

And it doesn’t matter how experienced you are... 

Scripts will help you test, tweak, and improve your “pitch” 
until you’re happy with your conversion numbers.

It’ll help you:

• Set a stronger upfront contract

• Ask better questions

• Present your credibility statement with more authority

• Create a stronger offer presentation and close

If you don’t have a script, it’s more difficult to see where 
to improve. 

Again, use this framework and make it your own!  

The script is broken down into CRITICAL sections. Each section 
MUST be part of your framework. You can rework the questioning 
- just don’t skip over a section1. 

1 I’m not too proud to acknowledge my inspiration and the shoulders I stand upon - so 
it’s only fair to say this script was inspired by Kevin Hallenbeck of Sandler Sales 
Training (a man with whom I invested thousands of dollars in my own sales training 
and mentoring… Proof that even the best coaches hire coaches).
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A couple points worth noting... This script assumes:

• You prequalified your prospect ahead of time
• They are a warm lead
• They are prepared to purchase during this call

^ If any of those assumptions are false, it only means you 
may need to expand your line of questioning, and instead of a 
55-minute “Strategy Session,” you may want to test:

Step 1: 15-minute prequalification call
Step 2: 30-minute strategy session
Step 3: 30-55 minute sales presentation & closing call

In future issues, we’ll touch upon this in more detail. For 
now, let’s go right into the 55-minute strategy session:

Step 1: Rapport

Before your call, take 2-3 minutes 
to visit their LinkedIn or Twitter 
profiles (these are public facing 
pages - so it won’t appear creepy if 
you reference something from those 
pages).

Find something you have in common 
(sports, kids, pets, travel, geo).

You want to spend 2-3 minutes 
establishing rapport.

Rather than the typical salesperson’s 
approach of “How’s the weather in New 
Hampshire?” you could say: “Charlie, 
I saw on your Twitter profile you 
fight in BJJ, there’s a Renzo Gracie gym near me and was 
actually thinking about doing that myself.”

^ This works great if it’s sincere.
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Step 2: Take Control and Establish an Upfront Contract

YOU MUST LEAD AND ASSUME THE ALPHA ROLE.

Awesome, {NAME}, just so we’re on the same page - I have 55 
minutes scheduled for this call. It might not take the entire 
time, but to be sure, do you have 55-minutes blocked off on 
your calendar as well?

{YES}

So look, the point of today’s call is to dive a bit deeper 
from our last call and really understand what needs to happen 
to {INSERT PROSPECT’S GOAL}. Sound good?

Naturally, I’ll have some questions for you - and I want you 
to feel free to ask me some questions. 

At the end of this hour long session - we’ll typically be 
at one of two places. Either one, or both of us, may come 
to the conclusion that we don’t see a fit and we’ll part as 
friends... Or we might find out there’s something here.

If that’s the case - and everything I tell you looks good, we 
fit within your budget, and you think I can help you - what 
do you see happening at the end of the call? 

{ANSWER}

Excellent. You seem like a nice person, and nice people tend 
to say “maybe” when they really mean “no.” Can we agree that 
we’ll be at only one of two places at the end of the call? 
Either ”yes” you’d like to {ANSWER}, or “no”? The only thing 
I want to avoid is a “maybe.” 

Sound good?

{YES}
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Step 3: Figure Out What Motivated Them to Get On the Call

Awesome. So, {NAME}, I realize you’re busy. To make sure I 
give you the most out of our time together, what’s the biggest 
thing you hope you get out of today’s call?

{ANSWER}

Why did you choose that?

{ANSWER}

Okay. What’s the hardest thing when it comes to {WHAT THEY’RE 
LOOKING FOR}?  

Look for an emotional answer filled with their problems/
issues. Continue to ask probing questions like: 

• Huh, interesting, tell me more about that...

• Can you be more specific? Maybe give me an example?

• This may be a dumb question, but how long have you been 
trying to fix this?

• What have you tried to do about that?

• How’d that work out for you?

• Wow... Out of curiosity, how much do you think this has 
cost you?

• Probably a stupid question, but how is this impacting you 
personally?

• Do you mind me asking, how does that make you feel right now?

• What sort of stress has this problem caused you?

=== DO NOT MOVE TO STEP 4 UNTIL  
YOU RECEIVE AN EMOTIONAL RESPONSE ===
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Step 4: Understand Their Current Situation

Get them talking about their current situation - how they’re 
doing, what they’re doing, as it relates to your product 
or service. Ask probing questions to find out exactly what 
they’re doing as it relates to your solution.

Step 5: Quantify Their Pain

You want them to put a number to their pain and attach it to a 
problem they’re solving... $$ of opportunity lost, # of days, 
# of pounds, etc.

Here’s an example:

Let’s dig into your sales process a little bit more to see 
exactly what we’re up against. So {LAST MONTH}, ballpark, how 
many leads did you receive?  

{ANSWER}

And where did those leads come from?

{ANSWER}

Interesting. And ballpark it for me, how many of those people 
purchased?   

{ANSWER}

So, help me out here... What did that mean in terms of revenue 
last month?

{ANSWER}

Okay, so you brought in $_______ last month. Is that pretty 
typical each month, or are sales pretty erratic from month-
to-month?

{ANSWER}
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IF ERRATIC: Huh, why do you think that is?

IF TYPICAL:  Wow. That’s great that, at minimum, you can at 
least count on $______ every month. That’s awesome. (MANY 
TIMES, THEY’LL PUSH BACK - “I didn’t mean every month” - then 
you say, “Okay, I’m confused, what do you mean by that?” Most 
businesses have erratic sales.)

{ANSWER}

And what happens to all the people who say ”no” or “not now” 
- what process do you have in place to convert those people 
into buyers?  

{ANSWER}

And once they become buyers? How often are they buying from you?

{ANSWER}

In an ideal world, how often should they be buying from you?

{ANSWER}

Step 6: Why Is This Important to Fix Right Now?

Cool. Alright, so let me ask you... Let’s say you had all the 
{ANSWER: FEATURES OF YOUR PRODUCT/SERVICE} you needed to help 
you {SOLUTION} - what’s your ultimate goal?  

{ANSWER}

Great! I’m curious, where did you come up with that number? 
Why not more?

{ANSWER}

And I have to ask you, what’s your motivation for getting to 
________ / month? 

{ANSWER}
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Now, how would things be different for your life/business if 
you got to ____________ / month?

{ANSWER}

Maybe a dumb question... But what happens if you don’t reach 
those goals?

{ANSWER}

Step 7: The “Ask” for Help

In order to get the sale, it’s important that your prospect 
asks for help, needs direction, and/or admits they can’t do 
it on their own.

Can I put my coaching hat on for a second? 

{ANSWER}

{NAME}, it sounds like you’ve got a lot of potential here... 
So, I’ve got to ask - why aren’t you at ________ / month yet? 
What do you think is really holding you back? 

{ANSWER}

Listen for these 3 magic statements before moving forward: 

1) Inability to do it on their own 
2) Unsure of what to do next 
3) Overwhelmed and needs help 

SOME POSSIBLE QUESTIONS TO GET A DEEPER UNDERSTANDING:

• “What do you mean by ___?”

• “Why’d you pick that?”

• “Tell me more about that...”

• “Can you talk a little more about ___?”
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• “Why do you think this problem exists?”

• “What else have you tried to do to fix this? How long have 
you been dealing with this?”

• “You seem to have it figured out - so why do you need my 
help then?”

• “Oh, so why do you need my help then?” 

=== DO NOT MOVE TO STEP 8 UNTIL 
THEY ADMIT THEY NEED HELP ===

Step 8: Get Commitment

Got it. Interesting. Okay, let’s go back to where you’re 
currently at. That’s __________ / month, right? 

So, I know this might sound crazy, but why not just stay where 
you are? 

{ANSWER}

And is this something you want to fix someday, or is this a 
“now” sort of thing?

{ANSWER}

Okay. I get it. I know that you want to fix this now, but on 
a scale of 1-10, how committed are you to making this happen?

(Unless they say: “10,” follow up with “but not a 10?” ...And 
if they argue anything less than an 8, say: “Oh, so it’s not 
that important to you.”}

=== DO NOT MOVE TO STEP 9 UNTIL 
YOU RECEIVE A SCORE OF >8 ===
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Step 9: Permission to Pitch

Do NOT skip any sections to get to this part or rush the pitch. 
If you don’t have enough time to do a complete presentation, 
schedule another call.

Okay {NAME}, awesome! There’s obviously a lot of opportunity 
here - I mean, on this 45 minute call so far, we already found 
__________ so, look... Where do you want to go from here? 

{IDEAL ANSWER: “Can you tell me about about what you do?”}

Step 10: Establish Credibility

Absolutely.

First, the people we work with {DEFINE TARGET MARKET} who are 
typically looking to {GOAL}.

And some of our best results include: {EXAMPLES}

But, {NAME}, I’ve got to be brutally honest with you right 
now because this is where some {TARGET MARKET} get tripped up 
(and I don’t believe this is you)... But some {TARGET MARKET} 
hope we’ve got a magic pill and can sprinkle some pixie dust 
to instantly {GET RESULTS} overnight - and I need to tell you, 
that’s absolutely not the case. If it were that easy, everyone 
would be {RESULTS}.

The truth is, those {TARGET MARKET} who achieved those 
results did so because they {SOLUTION} - that’s how you get 
to _____________ a month.

Does that make sense?

{YES}

Okay, {NAME}, so, would it make sense if I told you more about 
how we can help you? 

{YES}
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Step 11: State Your Offer

Explain your product/service at a high level without getting 
deep into features or mentioning price. Discuss HOW you get 
the result they want and what it would be like to work with 
you in 2 minutes. 

{EXPLAIN YOUR CORE OFFER IN 2 MINUTES}

Are you following me so far? 

{YES}

Great, so we only have a few minutes left, so now it’s your 
turn to ask me a question...

{MOST LIKELY THE ANSWER IS: “How much does this cost?}

Step 12: Closing

I’m glad you asked.

The investment is $________________. {PAUSE} Is that a number 
that scares you? 

IF YES: Is it a matter of not wanting {Product/Service}, or 
is it just out of your budget?

{BUDGET}

Pretend I can make it work within your budget, then what would 
you say?

{YOU’VE GOT A DEAL} 

So, let’s make this work for you.

{OFFER A PAYMENT PLAN OR ADJUST DELIVERABLES AS NECESSARY - 
DO NOT DISCOUNT}

{And what exactly do I get for this?}
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{EXPLAIN FEATURES AND BENEFITS IN 3 MINUTES - THEN REMAIN 
QUIET.}

{OKAY, SO WHAT’S NEXT?} 

We can do credit card over the phone if you want.

{WAIT}

So is that AMERICAN EXPRESS, VISA, or MASTERCARD?

{COLLECT DETAILS}

And congratulations, you have the sale!

But remember, the sale doesn’t stop once you collect payment... 
It’s now up to you to deliver an exceptional backend experience 
to:

a) Eliminate any post-purpose dissonance 
b) Create a raving fan so they keep coming back to you with 

repeat purchases

So, those are the guidelines for a powerful and persuasive 
conversation.

Now make it your own and enjoy :)

With gratitude,

Charles E Gaudet II 
CEO of Predictable Profits

P.S. In our next newsletter, we’ll dive deeper into the 
prequalification part of the sales process - a simple (yet 
incredibly powerful) process that takes under 15 minutes. The 
15-minute, “pre-qual” sale will save you from wasting time 
with an unqualified prospect - and allow you to spend more 
time with people ready to buy.
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