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Client Conversion Template Kit 

Does simply the thought of a sales conversation make you feel uncomfortable, nervous, tongue-tied, pushy, 
salesy, or like-a-fraud? 

Sadly, those feelings won’t convert prospects into clients. 

But what if instead you could come to every sales conversation feeling confident and authentic because 
you understand what to do and you know what to say? 

The templates in this Client Conversion kit are based on tools I developed for my clients.  My goal was to 
help them stop scrambling for the right thing to say in their sales conversation, and instead use proven sales 
formulas that are simple to follow and authentic to deliver -- and get their prospects to YES much faster.   

You can start using these client conversion templates right away. They are designed to make it 
easier for you to get to YES, so that you can win more clients and grow a lucrative business. 

In this kit you get four done-for-you conversion templates. 

1. Elevator Pitch Template – so you can master one of the most important face-to-face
marketing tools in your conversion toolkit.

2. Presentation Template – so you can sell from the stage more easily and effectively with this
fill-in-the- blank script template.

3. Selling over the Phone Template – so you can confidently guide your prospects
through a proven Strategy Session formula designed to add new clients to your
business.

4. Online Sales Page Template – so you can bring in more clients 24 hours a day / 7 days a
week, without having to be everywhere to get more sales.

I look forward to helping you grow your business. 
Dedicated to Your Income Acceleration,  

Sheryl Wolowyk 
The Income Acceleration Coach   
Founder Expert Elevation  
Expert Elevation 1-855-923-5669 

May be shared with copyright, credit and contact information included.  

Produced by Sheryl Wolowyk www.expertelevation.com ©Expert Elevation. All Rights Reserved 

http://www.expertelevation.com/
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Elevator Pitch Template 

How to Craft a Concise, Compelling and Intriguing Elevator Pitch 

What if it takes only 7 seconds to make or break your success?  NYU studies show that in just 7 seconds 

people will make 11 major decisions about you. Unconsciously and automatically, they have decided 

whether they want to listen to you or not.  I don’t know about you but those are pretty grim odds. 

Would you love to know how to have a huge impact with a concise, compelling and intriguing intro that 

sells?   

Would you love to be excited for someone to ask you, “What do you do?” 

Believe it or not, how you answer this question can have a dramatic impact on your business. 

In fact, it can be the #1 stumbling block in building a business. 

Answer it well, and you could have a new prospect, customer, business partner, or advocate. 

Answer it by being confusing, boring and inconsistent, and you will lose the other person’s interest right 

away.  

If you want people to lean in and listen, then what you share must be concise, compelling, and 

intriguing.  You have got to be impactful and capture the listeners attention and have them sitting up and 

taking notice. 

Your elevator pitch is one of the most important marketing tools in your toolkit. 

Having a well-crafted and rehearsed response will improve your success and your bottom line dramatically. 

Do not underestimate the power of your elevator pitch.  

Let me show you how in just 7 seconds you can have a powerful impact on your listener.  

I want you to know why your elevator pitch is so important, how to craft one, and how you can start 

implementing it right away.   

Use the done-for-you template below to create your own elevator pitch that will help you to connect 

with potential customers and business partners.  

Copyright © 2016 Expert Elevation. All Rights Reserved. ExpertElevation.com 



Copyright © 2016 Expert Elevation. All Rights Reserved. ExpertElevation.com 

3 

Capturing People’s Interest 

At any given time, only 3% of people in any market are in “buying mode.” 

Beyond that, 7% are “open to buying,” 30% are interested but are “not thinking about it,” another 30% 

“don’t think they are interested,” and the final 30% of people know they “are not interested.”  

These numbers represent a buying pyramid that shows what percentage of people are actively ready to 

buy right now. Only 3% are actively searching with the intent to make a purchase.  However there is a 

whopping 67% that could be convinced to buy if the right approach is taken with them.   

This “Buyer’s Pyramid” was created by the late Chet Holmes, a master of marketing and the creator of “The 

Ultimate Sales Machine.” He identified these percentages as a way of explaining to business owners and 

entrepreneurs that their marketing efforts need to appeal to a greater audience, not just the 3% who are 

ready to buy.  

Unfortunately, most businesses only target and craft marketing to appeal to the current readytobuy 3%, 

alienating everyone else.  

This is significant for your elevator pitch, because it means that you need to craft a message that appeals to 

the entire 70 percent of people who could potentially buy from you at some point.  

If you only communicate with the intent to sell every time you connect, you will put-off most of the people 

you speak with because only 3% want to hear your offer. If what you say is not interesting to the remaining 

67% as well, they won’t care and they will probably forget about you as soon as the conversation is over.  

Then, when they are ready to buy sometime down the road, they will have forgotten about you and they 

will buy from the most recent person that made contact with them.   

However, when you get your elevator pitch right, it will intrigue both buyers and potential buyers alike. 

Your goal is to shatter the buying pyramid statistics every time.  

Guaranteed, they’ll all want to know more AND they’ll remember you when they’re ready to take action! 
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Honing Your Message   

To get noticed you must deliver an impactful and intriguing elevator pitch in a way that it is uniquely your 

own.   

Remember, you have only 7 seconds to create interest and captivate the listener. 

Impossible?  It may feel like it, but there’s a very specific technique to crafting the perfect, razor-sharp 

elevator pitch. And it has quite a bit in common with your unique selling proposition (USP).  

In many cases, your elevator pitch is your only chance to talk about your business with someone. So it is 

very important to have a good grasp of your USP before crafting it.   

Really think about what makes you stand out from other businesses that offer similar services.  Or what 

makes your signature solution™ (your core product, program or service) stand out from other similar 

solutions. 

You will certainly want your USP information in your pitch to: 

 Pique the interest of your listeners, and

 Give them another compelling reason to remember you.

With that in mind, let me share a quick and easy elevator pitch formula, so that you can create your own 

elevator pitch and ensure that every 7 seconds counts. 

When you apply this simple formula you will not only capture and connect with your listener, but you’ll 

also get them to buy from you, time and time again.   

Getting Clear On Your Purpose 

Pre Step: 

The very first thing I want you to do, before you start brainstorming your message, is to get clear on the 

goal of your pitch. 

• Is your goal to promote your overall business?

• Or is it to promote a specific product or service, such as your signature solution™?

The key is to understand that not only is your pitch ever evolving, it is beneficial to have more than one 

elevator pitch to use for different purposes and situations. 
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The examples I share with you below are designed to explain a business (i.e., your expertise, products, 

and services) to anyone who might ask, “What do you do?”  You can easily use the same formula to create 

an elevator pitch for a specific product or service. 

How To Build Your Elevator Pitch 

Step 1: Identify your target market niche.

 WHO is your ideal client?

 WHO is your intended audience?

 HOW do they refer to themselves?

It’s important to let your audience know that you are talking to them.  The easiest way to do that is 

to identify them right up front.  When I begin my pitch by saying “Coaches hire me to…” then every 

coach is going to lean in to listen. Why? Because they know that I’m talking about them, and 

people naturally listen when it’s about them.  As a bonus, anyone who knows a coach may lean in 

to listen as well, just in case they hear something valuable that they can pass on to their friend or 

colleague. 

Step 2: Next, identify the “holy grail” of what you offer your clients. 

• What exactly do you do for your clients?

• What is the top benefit of your business (or product or service)?

• What do you want people to remember most about you?

• And, just as importantly, what excites you?

It is very hard to talk about something that is boring. You must be excited and proud to share it 

with the world. Your passion will be infectious and the other person will be excited to hear about 

it. Especially if it promises them an outcome they desire. 

Step 3: Third, identify the pain or problem that your solution addresses.

 What top-of-mind problem do you solve?

 What pain do you help your clients get rid of?
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It’s important to connect to your audience’s top-of-mind problems because this will make them 

want to hear more. Your pitch becomes all about them when they realize that you have the answer 

to their problem or challenge. 

Step 4:  Fourth, identify the key outcomes/benefits they get from working with you.

 What will they be able to do that they couldn’t do before?

 What will they have that they didn’t have before?

 What will they achieve once they have your solution?

People buy outcomes.  That’s why it’s important to highlight the outcomes in your elevator pitch. 

This is all about positioning your promise.  The secret is to make your promises clear and concise, 

so that people can easily remember them when they are ready to buy.  

Putting It All Together   

Step 5: At this stage, you’re finally ready to craft your pitch.  

To help you with this, let me share some examples.  This first example is one of the elevator pitches 

I use to promote my business. 

“Entrepreneurs hire me to help them stand out in the marketplace and attract a steady 

stream of ideal clients because most unfortunately sell to everyone and anyone, which 

means they end up selling to no one.  With my guidance they learn how to showcase their 

genius and fill their sales funnel to create a steady stream of cash.  Bottom line, I help them 

to make more money doing what they love.” 

Let’s unpack my elevator pitch into the 4 components of the formula: 

First, WHO is my ideal client?  Entrepreneurs.

Second, what is the HOLY GRAIL I offer? To help them stand out in the marketplace and 

attract a steady stream of ideal clients. 

Third, what PAIN OR PROBLEM do I help them get rid of?  Because most unfortunately sell 

to everyone and anyone, which means they end up selling to no one.   
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Fourth, what OUTCOMES/BENEFITS will they get when they work with me?  To showcase 

their genius and fill their sales funnel to create a steady stream of cash 

Optional BOTTOM LINE Statement.  Bottom line, I help them to make more money doing what 

they love.” 

Here Are A Few More Great Examples 

“Dentists hire me to uncover the hidden revenue in their business because most are sitting on a 

gold mine and don’t even know it.  So I help dental practices get their best ROI, bring in new 

patients and capitalize on the team approach to the Revenue Contribution Model.  Bottom line, I 

help increase the level of service and money coming in.” 

“Leaders hire us to breakthrough performance barriers to build a solid performing team because 

most are stuck in “the way it has always been done” thinking, getting the same results, with a lack 

of true satisfaction and real results. So we help them to deconstruct the myths of red tape, 

budgets and old operating systems.  Bottom line, we help remove organizational limitations and 

fears using our Strength Based System that creates high performing teams and an organization of 

excellence.” 

Crafting Your Elevator Pitch 

Use the template below to create your own pitch that is concise, compelling, and intriguing. 

Who?    hire me to    What is the “holy grail” of what you 

offer, the top benefit? 

because most  What pain or problem do you solve? 

so I help them to  What key outcomes/benefits will they get as a result of working with 

you? (2 or 3 things, keep them short and sweet.)    . 

Bottom line, _______________________________________________________________ 
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Use this done-for-you template to create your elevator pitch: 

 hire me to 

 because most 

 so I help them to 

. 

Bottom line, 

. 

Elevator Pitch Bonus Tips: 

1. You want to make sure to use the content in this order because the key words, “hire me,” “because”
and “So I help” are vital to the successful delivery.

2. Provide a “bottom line” so that you give them the final easy to understand, direct description of what
you do.

3. Do not tell how you do what you do.  No one cares.  They only want the benefits.

4. Keep it short and sweet with some punchy words to get the listener’s attention and make it fun!
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Presentation Template 
Selling from the Stage  

Would you love to be successful from any stage with a talk that you love, presentations that sell, 
and the clarity and confidence that comes with having everything you need when you hit the 
platform? 

What if you could have a talk designed specifically for you with an authentic message and your 
unique style of speaking that draws people in and has them buying every time? 

Do you ever wonder why is it that some people can build a lucrative business by speaking, whereas 

other people get mixed results at best?  

Here’s the deal….it all boils down to a few significant, yet subtle, differences. 

I mean two people can deliver the exact same concepts, but HOW they deliver them makes all the 
difference between a talk that connects, captures and closes…. and one that doesn’t. 

My goal in designing this done-for-you speaking template was to create a step-by-step process you 
can use to craft a talk that will move your audience to take action, while at the same time teaching 
them what they came to hear you talk about. 

Before you begin, it’s helpful to understand four things your talk must do for your audience in 
order to move them to buy in an authentic way. 

1. Heighten emotions.  It’s a fact that successful talks are designed to heighten the emotions of
the audience, no matter if you’re speaking to 1 or 1000. People buy based on emotion. That’s why
a good speaker takes their audience on an emotional journey.   From the frustration and pain
caused by their problems and challenges to the excitement and satisfaction they feel when they
reach their goal or aspiration.  Emotion motivates people to want to change in order to overcome
their challenges and to go after the outcomes and goals they desire to achieve.

2. Arouse intrigue.  The most impactful talks arouse interest and pique curiosity. Unfortunately,
many speakers don’t take the time to build intrigue into their talk.  Yet it’s relatively simple. An
easy way to do it is by weaving in relevant success stories, powerful stats, interesting facts, and
meaningful testimonials.  An intriguing talk will inspire your audience to engage, stay present, and
take action.  As a bonus, your audience will be more likely to remember you when they are ready
to buy (if they don’t buy right away), and they’ll be more likely to share your stories, stats and facts
with friends and colleagues.
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3. Be of service.  The primary objective of a successful talk is to be of service to yourself as well
as to your audience. The secret to a great talk is to never stop serving your audience. From start to
finish, even while making your offer, continue to teach them valuable tips and strategies that will
make a difference in their life or business.

4. Make an offer.  It goes without saying that in order to speak to sell, your talk must include an
offer.  Yet, some speakers let their discomfort around making an offer keep them from making one
altogether.   Or they down play their offer and lack confidence in their presentation.   If you find it
awkward to make an offer, try shifting how you think about it.  Making an offer is all about
empowering your audience.  You are giving them the opportunity to solve their problem or reach
their goal much faster and easier.  Your offer puts the power in their hands to decide whether or
not they want to fast-forward their progress by working with you.

Presentations that fail to heighten emotions fall flat. 

Presentations that fail to arouse intrigue give their audience no compelling reason to listen, let 
alone buy.   

Presentations that fail to serve break trust because your audience came to hear what you had to 
say, not what you had to sell.   

Presentations that fail to make an offer won’t deliver bottom line results, no matter how good your 
content is.  

So to help you with this I want you to use the done-for-you speaking template below to craft your 
talk.   Keep in mind that your talk must express your own style, comfort and personality, so tailor 
each section in keeping with your authentic self.  

There are many tiny tweaks you can make to perfect your talk and customize it for your unique 
audience.  By getting out and giving your talk often, you’ll find ways to refine your talk to best 
connect, capture and close more of your ideal clients.   

If you would like help fine-tuning your talk, contact me at Sheryl@expertelevation.com . 

Let’s take a look at how to craft your presentation…. 

mailto:Sheryl@expertelevation.com
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Crafting Your Presentation 

STEP ONE:  WOW them right out of the gate! 

 You have approximately 30 seconds to win your audience over.

 Uniquely capture their attention by using a story / quote / statistic.

 Make your Wow statement relevant and different.

 Connect it to your talk by summing up the key point that leads into your talk.

Instead of starting with your name or “thank you for having me” try starting with an anecdote or 
quote that will WOW your audience and lead them into the main theme of your talk. 

Fill in the first section of the template. 

Your WOW Story/Quote/Statistic: 

Your Point: 



Copyright © 2016 Expert Elevation. All Rights Reserved. ExpertElevation.com 

12 

STEP TWO:  Position yourself 

Part A: As the expert 

• Introduce yourself with 3 quick points to build credibility (why you are uniquely qualified to
be giving this talk).

• This positioning will get them to perceive you as an expert worth listening to.

My “Position Me” Section:  

“Entrepreneurs hire me to help them stand out in the marketplace and attract a steady 
stream of ideal clients, because most of them are selling to everyone and anyone, which 
means they are selling to no one, so I help them to showcase their genius and fill their sales 
funnel to create a steady stream of cash.  Bottom line, I help them to make more money 
doing what they love. 

I have created four million dollar businesses.  I am a best selling author, award winning 
speaker, and have appeared on ABC, NBC, CBS, FOX affiliate station and been published in 
Forbes magazine. 

As the founder of Expert Elevation I have been coaching executives, managers and experts 
for over 20 years to implement proven strategies, both online and off with highly effective 
marketing and sales techniques.  My genius is to help you increase visibility, attract more 
clients, and easily position your value to get paid top dollar.” 

Your Success: (Stats, income, numbers served, relevant experience) 

1. 
2. 
3. 
4. 
5. 

Pick your Top 3: 

1. 

2. 

3.
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Your “Position Me” 

Part B: Hero’s Journey 

 Hero’s Journey or your Hi / Low / Hi Path to where you are today. E.g. “It’s great to
be where I am today, but it wasn’t always this way for me…”

 Take them on your journey down to the LOW of your crash/pivotal moment, and
then back up to where you are now. Share what you learned on your journey and
how you can help them because of your own experiences.

 Share your WHY story. Show them that you understand where they are and what it takes to
get them to where they want to be.

 Be vulnerable and relatable when sharing.

Your Hero’s Journey: 
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STEP THREE:  Position them 

 Positioning them is vital to opening them up to what you are teaching and offering.

 Help your audience become more aware of their pain, problem or questions they
want answered.

 Review the challenges they are facing and the pain, and then talk about their desire
to solve the problem or get rid of the pain.

Their pain, problem, challenge or questions they want answered: 
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STEP FOUR:  Position the talk by promising them relief and results 

 Show them they are in the right place. “This is for you if…..” 

 Your promise is the outline of your talk and your commitment to deliver solutions and steps
they can take to get results.

 Your objective is to connect, engage and get them excited.

 Let them know up front that you will be making an offer. “I’ll teach you as much as I can in
the allotted time and then I promise to show you how you can take it further if you want to.”

Promise Template for your business: 

Today I am going to show you some proven and simple but highly effective strategies to help you 

so that you can 

You will learn steps that will help you 

We are going to 

so that you can      

I am going to give you everything I possibly can in the time allotted.  You are going to walk away 

with      

to ensure      

I am also going to give you an opportunity to connect to a few additional resources and how I 

might support you from here…Sound good? 
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Your Promise in your words: 

STEP FIVE:  Deliver on your Promises with content that sells. 

 This is the main body of your talk.

 Give content with big impact. Approach it with the intent to serve.

 Teach what you know and love. Let your passion be infectious.

 Earn the trust of your audience by giving valuable and actionable tips and insights. People
are more likely to buy from people they trust.

 The amount of content needs to be balanced with statistics, stories and facts. The ratio is
vital to the success of your talk.

 Rule of Thumb: Keep your talk to 3 key points.

 Write your content and then cut it in half!  If you give too much they will be overwhelmed
and won’t take action. Or they will think they got enough to do it themselves.

 For each key point, talk about:
o WHAT it is.
o WHY it is important (plus the consequences of not understanding or doing something

about it).
o Give some examples of HOW they can apply the information to get results.
o Provide testimonials or quick case studies of what others have accomplished with it.
o Boost desire by telling them what they will be able to do, have or get once they master

this concept.

 Key point ideas:
o Talk about the first 3 steps of your 7-step solution system.
o “The 3 Mistakes Workshop Leaders Make that Keep their Events Empty”
o “The 3 Easy Secrets to Create Consistent Income and Never Struggle Again!”
o “Top 3 Game Changers For Your Coaching Business”
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Your 3 talking points: 

1. 

2. 

3. 

Talking Point #1 

1. Briefly define what it is.

2. Why is it so important? What are the consequences of not understanding or doing something
about it?

3. How can your audience use this concept in a practical way?

4. Provide some examples, testimonials or case studies. Add stats for a bigger impact.

5. What will they be able to do, have or get once they master this concept?
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Talking Point #2 

1. Briefly define what it is.

2. Why is it so important? What are the consequences of not understanding or doing something
about it?

3. How can your audience use this concept in a practical way?

4. Provide some examples, testimonials or case studies. Add stats for a bigger impact.

5. What will they be able to do, have or get once they master this concept?
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Talking Point #3 

1. Briefly define what it is.

2. Why is it so important? What are the consequences of not understanding or doing something
about it?

3. How can your audience use this concept in a practical way?

4. Provide some examples, testimonials or case studies. Add stats for a bigger impact.

5. What will they be able to do, have or get once they master this concept?
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STEP SIX:  Transition to Your Offer 

 It’s important to continue to deliver value while you transition to your offer.

 WHY? When you stay in the mindset of serving, you won’t lose trust by switching to a sales
pitch.

 Where is the best place for your offer?
o Transition to your offer right before the final HOW in your third talking point.
o Your offer should be for a resource (your product or service) that will help them apply

the final HOW so they can get the results they want.

 Lead the transition by identifying the problem people face with taking point #3.
(Turn up the pain and heighten their desire to solve it.)

 Re-engage your audience by asking a brief relevant question that requires a simple
response such as raising their hand, saying YES, or high fiving their neighbor – anything
quick and easy to wake them up.
e.g. “Do you want to know the number one way to fill your events?”

 Your question naturally leads-up to your offer.  It hooks the interest of your audience and
gets them to lean in to listen.

 Now you’re ready to move onto the HOW portion of the 3rd point where you’ll want to
offer a few tips the audience can use to overcome the pain you positioned.  One of those
tips will be your solution that will get them the results they want.

Your Transition to Offer: 

What pain/problem do people face in your Talking Point #3?  What are the consequences of not 
solving the problem and staying stuck? 
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Your Question to re-engage the audience. (YES questions are best because they induce a YES 
frame of mind.) 

Tips to overcome the pain you positioned 
1. 

2. 

3. Your Solution

STEP SEVEN: Make An Offer 

Tips for Making your Offer: 

 Position the solution
o “Get the help you need.”
o Outline the outcomes they will get from working with you.
o Reinforce WHY you created your solution “…because I’ve been there myself and

know what it feels like. I want to share my step-by-step process with others so
they can experience the same success that I have.”
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 Permission
o You can significantly improve the results of your offer by asking your audience

for their “okay” to talk about your solution while still sharing some valuable
content.

o If you start your offer without getting their permission, most people will stop
listening because they will think the value is over and the selling has begun.

o Instead, I suggest you ask just a simple question such as “Is it okay if I share a
little more about my solution while giving you a few more valuable tips?”

o This will help to gently keep your audience listening and open to what you have
to say.

 Walk them through the features and benefits of your solution
o Focus on the benefits they will receive, not the features of your product or service

(Spend 80% on benefits. Only 20% on features.)
o Emphasize USP (unique selling points) about the product/service.
o Use phrases like ‘easy to use’ and ‘done-for-you’.
o Summarize what customers get and reiterate key benefits.

 Bundle components of your program/service and give it value laden titles
e.g., Rapid Referral Quick Start Guide.

 Offer social proof
o Give them testimonials and case studies to show how well your solution has worked for

others just like them. Endorsements from respected authorities in your market work
too.

o Provide stats and quantify your results.

 Position your price/value
o Sell on value e.g., “If all this product/service did was……., then …. But it does so 

much more.” Then position how it does so much more. 
o Position Value by using a comparator

 Use a comparator of 7 - 10 times what you are offering your product/service at.
“To privately coach with me is $20,000 per year however, the investment in this
program is only $2,000 and you get all the business strategies and key concepts that I
teach my private clients.”

 Compare the price of your service/program to the money they’ll save (or the
money they’ll earn) when they have your solution.

 Position a discount
o Provide your rationale for giving a discount.

“This program is usually $2,000 when sold from my website. However today it’s only 
$1,000 because I want to reward you for taking the time and investment to be here 
today.” Or  
“……the host asked me to do something special for his/her audience today, so 
I’ve got a special price just for you.” 
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 Position scarcity
o People don’t like to miss out on a good deal.  By authentically limiting the time

for your special offer or limiting the quantity of your offer, you will move people
to buy.

“This offer is only available during this live event.” 
“I only have room to take on ______ private clients. Once my time is booked, it will 
be another ___ months before I will be accepting new one-on-one clients again.” 

 Call to action
o Tell the audience what they need to do to accept your offer.

“To take advantage of this opportunity go to the back of the room to fill in the order 
form.” 

 Position Guarantee
o Reduce any fear or reluctance by offering a trial period or money back guarantee

period.

 Position any fast action bonuses to overcome any final resistance
o Additional bonuses to sweeten the deal – tie back to the seeding you did earlier.
o Rationale for additional bonuses.

 Help them justify the investment
o Remind them how they will benefit in terms of money, time, energy, health, happiness,

peace of mind, fulfillment, etc.

o Remind them again of limiters – time / quantity to justify why they need to buy now

o Handle objections that you know might come up
E.g. “Let me provide some answers to some questions I typically get…”

o Second call to action
o Invite audience to go to the back of the room to fill in the order form

o Position how they can get It for free
o Refer ‘x’ people and get the product or service for free.
o Scholarship options.

o Third call to action
o Invite audience to go to the back of the room to fill in order forms or get any

remaining questions answered.
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Your Offer: 

STEP EIGHT: Close

End your talk with a close that leaves a great impression. 
1. Bookend Close: Refer back to the opening of your speech and repeat the key points you want

them to remember. In other words, bring them full circle by following this outline:  Tell ‘em
what you are going to tell ‘em; tell ‘em; then tell ‘em what you just told ‘em.’

2. Challenge Close: Challenge your audience to apply the concepts you shared in your speech.
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3. Title Close:  Start at the very beginning with the title. Repeat the title and the points that
you have covered to sum up the gems of your talk, bringing it full circle. Hint: Try writing the
ending of your talk first to better construct the title.

4. Callback Close: Refer back to a story you told at the beginning of your speech.  Pick it up where
you left off and bring it to a close around your theme.   “Remember how excited that 12 year
old was to give her first speech as class president.  That’s how excited I still feel when ever I’m in
front of an audience.  And that’s how excited I want you to feel every time you get up on stage.”

5. Echo Close: Use a word over and over to emphasize your point. “We shall fight on the beaches.
We shall fight on the landing grounds. We shall fight in the fields and in the streets. We shall
fight in the hills. We shall never surrender.  (Winston Churchill)

6. Quotation Close: Use a well-known quote to emphasize a key point and hold your audience’s
attention. “You don’t have to be great to start. You have to start to be great.” Zig Ziglar

Tips: 

 Ensure your open and close are strong.

 Open with a first impression, or WOW factor. Close with a lasting impression.

 Never conclude with a Q&A or a simple Thank you!

 Make your close memorable, impressionable and impactful, so they remember you and how
you made them feel.

Your Close: 
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Selling Over the Phone Template 

 Over-‐the-‐Phone Strategy Calls 

For people who earn a living sharing their knowledge and expertise, sales isn’t about selling people stuff.  
Sales is about helping people.  

 Every time you make a sale you’re helping a new person experience the transformation they are
looking for.

 Whether it’s overcoming their challenges and problems or realizing their hopes and aspirations,
you’re making a meaningful impact in their lives.

 Helping them get from where they are to where they want to be. All while creating the business
you’ve always hoped for.

So tell me this: If sales is all about helping others, why do so many entrepreneurs feel awkward and 
uncomfortable selling?  

For most people, when they think of selling it conjures up the vision of a sleazy salesman in a 
polyester suit trying to pull a fast one on them.    

No wonder selling makes them uncomfortable. 

Today I want to reframe the role of sales and its place within your business and help you get excited 
about offering your gifts to the world.  

I will introduce you to an effective way to sell over the phone called Strategy Calls or Strategy Sessions. 
More importantly, I’ll share a done for you template that you can use to create your own Strategy Session 
so you can confidently guide people to their ideal buyer moment. By the end of the call with you, they’ll be 
ready to buy from you and experience the transformation they’re looking for.  

Strategy Call 

A Strategy  Call is  an over-the-phone  sales  technique  that  allows  you  to  sell  from  a  place  of authenticity 
and respect for your clients.  

It’s a conversation between you and a potential client designed to explore where they are now, where 
they want to be, how to get there, and how you can help.  
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“We can change the world, one curious conversation at a time,” according to Kathy Taberner and 
Kirsten Taberner Siggins, co-founders of the Institute of Curiosity.    

Kathy and Kirsten go on to say that, “Understanding others is the sweet spot in life where we learn, 
connect, inspire, innovate, and collaborate. Our relationships are strengthened, our self-confidence 
is boosted, and anything becomes possible.” 

It will come as no surprise that the conversations people experience in Strategy Calls are all about 
understanding, inspiring, innovating and collaborating. 

They are all about asking the right questions from a place of genuine interest and curiosity in order 
to help others get to a place where they feel ready to take action to overcome a problem or 
achieve a desire. 

In order to do this, a Strategy Call follows a very specific formula designed, tested and proven to 
help people take action to go after what they really want in life. Because sometimes people need 
encouragement to pursue their dreams and need advice on how to get to the destination they are 
striving to reach. 

People naturally resist change. 

For example, many people know they would be much healthier if they lost weight and got in shape, but 
they are reluctant to make changes to their lifestyle. 

Others know they should get a handle on their debt before it gets out of control, but they keep putting off 
changing their spending habits. 

Strategy Calls are designed to help people make difficult decisions and take action with clarity, confidence, 
and excitement. 

And when your potential client decides to take action that gives you the opportunity to step forward and 
make an offer to help them solve their problem or fulfill their desire. 

Everybody wins. 

Below you’ll find a done-for-you template for creating your own Strategy Call outline, so you know exactly 
what to say and how to guide the conversation. 

I’ve included some pieces of sample script to give you some ideas and help you tailor the template 
to your own business. 
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Three keys to a successful Strategy Call: 

1. Provide value.

Many entrepreneurs try to short-cut the Strategy Call and skip right to the offer without
providing any benefits or value to their potential client.  A prospect once said to me,
“I’ve experienced many Strategy Sessions calls, Sheryl, and you are one of the first
people to offer me some insights into my business instead of skipping straight to a sales
pitch.  Thank you.”

2. Don’t give away the farm.

When I first started using Strategy Calls in my business I was so intent on demonstrating
my expertise that I tried to solve all my prospect’s problems on the call. That was a bad
idea. First, because there’s no way I could do a good job of solving all their problems on
one 45 minute call. And, second, when I solved all their problems they didn’t need to
hire me. They felt satisfied with the knowledge I shared.  So, remember to give value,
but don’t give away the farm.

3. Make an offer.

Once you’ve done the work to inspire them to take action, follow through and offer to
help them (IF you honestly believe your solution can help them). Don’t deny your
potential client the opportunity to work with you now that they’ve sampled your
expertise and come to trust you as an authority in your industry.

As with any new strategy or technique, the more you practice the more success you’ll have. So get 
started today. 

I promise if you tailor the Strategy Call template to your own business and implement it in your 
sales process, you’ll have more authentic conversations with your potential clients and have more 
success converting them to paying clients. 

You’ll help them in a meaningful way and isn’t that what it’s all about as an Expertpreneur®? 

So, take a look at your business and see how you can incorporate this template today. Find ways to 
provide more value to your prospects, and start generating the quality, loyal clients you deserve. 
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Over-‐‐the-‐Phone Strategy Call 
Template Instructions 

1. Open the Call

Welcome them to the call . .      Make a connection 

Chat very briefly to connect (Where you met, How they found you, or Follow-up on a prior conversation). 

Set the agenda 

Put them at ease and let them relax while you guide the call. 

“Before we get started let me give you an overview of the format I’ve found to be really effective for 
Strategy conversations.  Does that sound good to you? Great, here’s what I find works really well: 

First we’re going to take a look at where you want to go. We’re going to discuss some of your goals 
and aspirations -- and what you really want to accomplish. I want to really understand them so I can 
help you get there. 

Next, we’re going to explore where you are right now. I want to have an understanding of what 
prompted you to decide to talk with me today. 

Then I’ll help you identify some of the challenges that you’re facing. Before I offer you some clarity 
on what you need to do to achieve your goals, I need to understand what you’re up against and 
what’s holding you back. 

At the end of our discussion, if I think there is a match between what you need and the solutions I 
offer then we’ll have a discussion about the possibility of working together.” 

“If -- and only if --there’s a match between what you need and the solutions I provide, we’ll talk about 
how we might work together.” 

“I found this format works really well.  Does it sound alright to you?” 
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2. Establish the Gap

Explore the Promised Land 

 Encourage them to imagine how great they will feel once they achieve their dreams and aspirations.

 Heighten their desire to achieve their goals.

“What are your dreams and aspirations?  What made you want to talk with me today?” 

“If you could instantly change things to be exactly the way you want them, what would that look 
like? How would that feel?” 

“If things were going really well, what would things look like for you/your business in 6 months? In 1 
year?” 

“What would be different for you once you (name the results they really want)?” 

“How would that change your daily life?” 

“Why does that matter? Why is it important to you?”  

“How would it make you feel if you reached those goals?” 

“How will you feel once you have (insert their goals and dreams here)?” 

Reveal the Naked Truth 

Bring them back to the reality of their current situation. 

 Explore the reasons they are stuck.

 Reveal the impact of their current situation on their life, business, or relationships.

 Help them to see the importance of making a change.

 Determine their level of motivation to solve things.

“Tell me about your current situation. What are you struggling with?”  

“Can you tell me some of the reasons you haven’t got it solved?” 

“What have you tried already? How far did that get you? How did that work for you?” 

“That must be disappointing for you. I understand your frustration.”

“What do you think is holding you back from (list some of the goals they talked about 

earlier)?  What else?” 
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“How much have you invested already in terms of time, energy and money?”  

“Tell me how these challenges are impacting your (business, clients, relationships, etc.)?” 

“By leaving things as they currently are, what is it costing you in terms of (choose the thing most applicable 
to your ideal clients such as money, lost opportunities, lost clients, time, energy, relationships)?” 

“So how much would you estimate this translates into in terms of dollars?” (Run through the calculations 
with them of how many clients they could get if they solved their problem times how much each new client 
is worth to them.)  “How does that feel?” 

“On a scale of 1 to 10, how important is it for you to move forward right now?” 

3. Close the Gap

Deliver Benefits 

Now it’s time to close the gap between what they have and what they want. Deliver on the benefits you 
promised in the invitation to your Strategy Call. 

 Summarize where they are now and provide clarity on the biggest thing you see holding them back.

 Provide clarity on what they really want and what you see as the next step(s) they need to take.

 Re-build their excitement and motivation by transforming their challenge into possibility.

 Help them to imagine the potential for success. Offer your insights.

Let them experience a bit of your expertise by outlining what you see as the next steps they need to take. 
However, don’t solve everything on the Strategy Call. 

“If it’s okay with you, I’d like to sum up what I’ve heard you say about where you want to be, where you 
are now, and the challenges that are holding you back. Then I’d like to share the 3 most important steps 
that I think can help you get to where you want to be.” 

“What I believe would work for you is (briefly outline the 2-4 next steps that will help them get the result 
they want – not the HOW, just the WHAT.)” 

“Now, how do you think you’ll feel when you’ve accomplished those things?” 
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4. Offer your Solution

Make your Offer 

IF and only IF your solution matches what they need (and you honestly believe you can help them), make 
them an offer. 

“Thanks for sharing your goals with me. I can hear how important they are to you and I would love to help 
you achieve them.“ 

“What would help you?” 

“What do you feel has been the most valuable part of our conversation today?” 

“I have worked with many clients in situations just like yours and I’ve been there myself. That’s why I’ve 
designed my (name your program, service or event). It’s worked for me and for so many others. If it’s okay 
with you, I’d like to tell you more about it.” 

Briefly describe your program, service, or event. Emphasize the outcomes (not the process). 

“Now that you know about my (name your program, service, or event) how do you think you could 
benefit from it?” 

“How else do you think you might benefit? Anything else?”  

“Do you have any questions?” 

Position the price of your product or service as an investment, not the price or cost. 

“Is this something you think you’re ready for? If it’s okay with you I’ll briefly go over the investment 
options.” 

“You know, I find that the people who take action and commit to reaching their goals are typically the   
most successful.” 

“To work with me is $1,997 a month for 6 months. Or if you prefer I have a full pay option that allows you 
to save $2,000.” 

Be patient. Hold the silent space to give them time to think. 

Mention guarantees and testimonials to assure them that they’re making a good decision. 
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5. Seal the Deal

Seal the Deal 

Your prospect isn’t a client until they give you a non-refundable deposit.  A deposit helps them commit to 
the purchase and think of themself as your client. 

“Great, this is how to get started. The first step is to process your deposit and then let’s schedule our (first 
session, next call, the program start date). How would you like to pay? I offer PayPal, Visa or MasterCard.” 

6. Welcome your New Client

Welcome 

Reassure them that they made a great decision by summarizing the benefits they will get working with you. 
Outline what they can expect next.  And get them started right away. 

Let them know who to contact if they have questions. 

“You’ve made a great investment in yourself (and in your business). Thank you for putting your trust in me. 
You’re going to find that (name the benefits they’ll get from working with you).” 

“Here’s what you can expect.” 

“You have so much potential. I’m really looking forward to working together. I know you’re excited to get 
started so let’s get our first session scheduled and into our calendars now.  OR  I know you’re excited to get 
started. The program will start on XXXX.  Before that, I’m going to send you some materials to work on right 
now so you can get a head start on things. Let’s make it our goal to maintain the momentum I can feel from 
you right now.”
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Over-‐‐the-‐‐Phone Strategy Call Template 

1. Open the Call

2. Establish the  Gap

3. Close the Gap
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4. Offer your  Solution

5. Seal the Deal

6. Welcome your New  Client



36 

How to Write an Online Sales Page 

Done-‐for-‐You Template 

At the end of this article you’ll find a fill-in-the-blank template you can use to quickly create a powerful 
online sales page designed to compel your ideal client to take action and buy from you. When you master 
the art of a sales page, you’ll bring in more clients 24 hours a day / 7 days a week without having to be 
everywhere to get more sales.  

Make Dreams Come True 

Every time you make a sale you’re helping a new person experience the transformation of their dreams. 

Whether it’s overcoming their deepest fears and problems or realizing their hopes and aspirations, you’re 
making a meaningful impact on their lives. Helping them get from where they are to where they want to 
be. All while creating the business you’ve always hoped for.  

Sales Letters Work 24/7 

Effective sales letters can dramatically improve your bottom line. By implementing sales letters in your 
marketing and sales systems, you can bring in more clients and customers than ever before without having 
to be everywhere at once.  

Sales letters are tried-and-true ways to consistently and effectively convert potential customers into 
clients.  They’ve been around for ages and still work wonders.  I don’t know about you, but I receive sales 
letters all the time asking me to donate to causes, sign up for credit cards, or subscribe to magazines.  You 
receive so many because they work.  The online sales page you see for information products, live events, 
coaching and courses use the same basic principles to get similar great results. 

Because of the value of online sales pages in your overall strategy, I want to share the fundamentals of 
crafting them so they grab your audience and they become customers. Generating more sales for your 
business than ever before.  

I’m giving you an intro look at sales letters and sharing a fill-in-the-blank template so you can easily 
create a powerful sales page for any of your products or services.  

Before we get to the template, you’ll find it valuable to understand the true objective of a sales letter… And 
how they tip your prospects over the edge into paying clients.  
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What is a Sales Letter? 

This may sound like a silly question, but there are enough bad sales letters out there, it begs discussion. 

As Herschell Gordon-Lewis says, you want your reader “to perform a specific positive act as the direct 
result of exposure to that message.” Essentially, you’re asking them to do something. 

Obviously, it’s not that simple, or else everyone would be great at it! We wouldn’t have a need for 
copywriters who create sales letters for a living. 

There’s a very specific structure that goes into effectively inspiring your reader to take action. Of course, 
action can mean pretty much anything – giving a donation, signing up for a free trial class, or purchasing a 
$5,000 product. 

Believe it or not, almost anything can be sold through a sales letter. Joe Sugarman sold his airplane through 
a magazine that way – the buyer never even came to look at it! 

So, How Can You Master a Sales Letter? 

By understanding your prospect inside and out, and crafting the sales letter in such a way that by the time 
they finish reading it, they are ready to buy. 

This of course requires ample research to get started. As I’ve talked about multiple times, you have to 
understand your prospects’ hopes, dreams, and aspirations, as well as fears, frustrations and problems. 
What keeps them up at night? 

You then have to grab their attention with a headline that addresses one of those points. Perhaps they’re 
dying to get six-pack abs or they are fearful of a stock market crash. 

The objective is to tie that point in with whatever it is you want them to do. Getting them to invest in your 
financial coaching or becoming a personal training client, etc… 

Now, the rest of the letter needs to bring them from your first point to finally taking action. It should flow 
smoothly and keep them nodding their head along with you. 

The purpose of each sentence in a sales letter is to get your prospect to read the following 
sentence.  

The headline leads into the deck copy (the paragraph directly under the headline), the deck copy leads 
them to the first sentence, and so on. 
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The Key Is Focus 

The reason I emphasize these seemingly obvious points is because all too often sales letters lose their focus. 
Either the writer tries to make too many points, tries too hard to be “clever,” or talks about themselves 
more than anything. 

Your prospect is taking time out of their day to read something you wrote; it has to be worth their time. If 
it isn’t immediately relevant, they’ll check out and you’ll lose them forever. 

However, no matter how good you think your sales letter might be, it’s worthless if no one reads it. And in 
this day and age, getting people to do that can be very challenging. 

The fact of the matter is your prospects are busy. 

They will most likely be coming across your sales message while in the middle of doing another task – 
errands, working, or checking email. And they won’t think they have the time to read it. 

However, if your sales page is engaging, you can grab their attention and get them to read all the way 
through no matter what else is going on in their life. All it takes is using a few tried-and-true techniques from 
legendary copywriters. 

That’s why I designed this easy-to-follow online sales page template.  To help you easily create sales pages 
your prospects won’t want to leave right away. So you start generating more sales than ever before. 

(See template below) 
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 Online Sales Page 
         Done-for-You Template 

1. Why should I pay attention to you? (Hook)

Give them a compelling reason to stop what they’re doing and read your message. Grab 
their attention by offering a benefit they want that your product/service will provide. 

Earn More. Work Less. FREE Income Acceleration Blueprint Fill Your Events Faster and 
Easier 
Work with me. Reinvent Yourself. Dare to be Bold. Live Authentically. 

2. How can you help me? (Your Solution)

Address their problem by offering your solution. 

Looking for a mastermind group that will finally help you to accelerate your success and 
build the momentum you’ve been looking for in your business and your life? 

3. Why should I listen to you? (Credibility)

Let them know that they are buying from an expert on the topic. Basically people want to 
know why they should trust you and your products and services. What makes you qualified 
to help them? What makes you different from everyone else? What’s your story? Add an 
image of yourself to make yourself more familiar and establish a more personal connection. 
Consider telling them a bit about yourself and how you once faced the same challenges 
they’re facing. 

4. What’s in it for me? (Benefits)

Use easy-to-read bullet points to list the key benefits they will enjoy when they buy from 
you. 

5. Does it work? (Proof)

Share testimonials and success stories from real people to build trust and demonstrate 
that your solution worked for other people. To boost the trust factor even more, add full 
names and photos of your satisfied customers. 
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6. How does it work? (Your Product/Service)

Clearly summarize how your solution works. People will want to know what to expect in 
terms of format, delivery, timing, availability, etc. 

7. How do I know if this is for me? (Target Audience)

Give them confidence that they are in the right place by spelling out who your product or 
service is designed for. 

8. Is it good value? (Price or Investment)

Clearly spell out the value of your product or service using comparisons. Compare the 
investment in your product or service to the cost of doing nothing at all. Or compare it to a 
more expensive alternative. Or compare it to the value they get from each component. 
Point out how the investment in your product or service will pay for itself. People don’t 
always think in these terms, so you’ll want to make it clear. 

9. What’s my risk? (Your Guarantee)

Calm their fears by explaining your money back guarantee or your free trial period. People 
hold themselves back from buying when they think the risk is too great. So put them at 
ease with your guarantee and remove that barrier to buying. 

10. How do I get it? (Your Call to Action)

Make it very clear what steps to take to make a purchase. It might seem obvious to you, but 
if they can’t easily figure out how to give you their money you could lose the sale. 

Use these ten questions to create an effective message for your online sales page.                                         You’ll 

find that when you answer these key questions directly in your sales page, your potential 

customers will come to a purchasing decision much quicker. 
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Online Sales Page 

Done-‐‐for-‐You Template 

1. Hook:   “Why should I pay attention to you?”

2. Your Solution:  “How can you help me?”

3. Credibility:  “Why should I listen to you?”

4. Benefits:  “What’s in it for me?”
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5. Proof:   “Does it work?”

6. Your Product/Service:   “How does it work?”

7. Target Audience:  “How do I know if this is for  me?”

8. Price/Investment:   “Is it good value?”
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9. Guarantee:   “What’s my risk?”

10. Call to Action:  “How do I get it?”

For help crafting complete sales scripts that convert or to learn sales and marketing 
strategies that will attract more clients, contact me at Sheryl@expertelevation.com  
Or visit my website www.expertelevation.com to take a find out more about my programs 
and services. Book a call with me anytime to discuss your challenges and how I can help.   

mailto:Sheryl@expertelevation.com
http://www.expertelevation.com/
https://expertelevation.acuityscheduling.com/schedule.php?appointmentType=846762
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