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What is a discovery call? 
 
A discovery call is a friendlier term for a sales call. It’s a 15-20 minute call with a 
potential client to discover what they need so you can put together a proposal. It’s also 
a great way for you to determine if you want to work with a client. You can learn a lot 
about a potential client on a short call like this.  
 
Systems for clients to book a call 
 
There are lots of calendar systems out there for potential clients to book calls with you. 
Calendly and Acuity are two systems many people use. You can also set up your 
Facebook page to allow people to book calls with you. All of these systems are easy to 
set up and will sync with a Google calendar or iCalendar.  
 
Before the call 
 
In order for the call to stay within the 15-20 minute time frame, you need to collect 
some information from the client and allow them to get to know you better.  
 
I send all my potential clients a questionnaire before our call. You can send this as a 
Google Doc, a Google Form, a form within your Customer Relationship Management 
(CRM) software, or just a simple email. Keep it simple as you are first growing your 
business. See the sample questionnaire in this document. 
 
To allow clients to get to know you better, you can either direct them to your about 
page on your website or Facebook page or send a separate document. Tell them about 
your credentials, your niche or specialization, and a bit about you as a person. People 
want to do business with people they like and trust.  
 
When I send this information, I also confirm our meeting date/time and how I will be 
contacting them. I typically use Zoom, which is a video conference call system. There 
is a free version you can use for these short calls. You can also call the person. I would 



recommend using Google Voice so potential clients don’t have your cell phone number 
(This is another reason I love using Zoom for these calls). 
 
Make sure you have the completed questionnaire 24 hours before the call. I tell 
potential clients that we cannot have the call without it and I will cancel calls if it has not 
been received.  
 
Mastering the Call 
 
Most people believe that a discovery call needs to be all about pushing the sale. The 
best discovery calls lead potential clients on a journey. Bookkeeping is NOT sexy, but 
it’s something that most business owners absolutely dread. The key to a successful 
discovery call is getting the potential client to realize how much better their life would 
be if they hired a bookkeeper, specifically you. 
 
The most important thing you need to do on this call is to listen. You are going to want 
to prove yourself, sell yourself. Don’t. When you ask the right questions and let the 
potential client talk, most will sell themselves for you. See the sample questions in this 
document. 
 
After the call 
 
If you choose to put together a proposal, you should send it soon after the call. You 
can actually draft up the proposal before the call and then send it immediately after. 
You’ll have all the info you need from the pre-call questionnaire so unless there is a 
major surprise, you can save yourself time after the call and get the quote out while the 
potential client is still dreaming of how awesome it will be to work with you. 
 
It’s important to remember that you will not close every potential client. Set up a 
follow-up schedule and stick to it. A potential client who cannot make a decision will 
most likely be a pain to work with. If they do not make a decision, it is not a reflection 
on you, but a reflection on them. Follow up according to your schedule and then 



release. It’s better to spend your time on additional networking and discovery calls than 
to spend all your time on lots of follow-ups over and over again.  
 
I wish you lots of luck and good fortune! 
 
Best regards, 
Kristin Ingram, CPA, MSAT 
Founder, Bookkeeper Training School 
 
 
  



Sample Client Questionnaire 
 
Thank you for your interest in working with Ingram Bookkeeping! In order for us to have a productive 
call, it’s helpful for me to have some information about your business before the call.  
 
Full Business Name:_______________________________________ 
 
How long have you been in business? _________________________ 
 
What products/services do you sell? ___________________________ 
 
Average gross revenue? ________________________ monthly / annually (circle one) 
 
Which tax form does your business file? 
❏ 1040, Schedule C (sole proprietorship) 
❏ 1065 (partnership) 
❏ 1120S (S-Corporation) 
❏ 1120 (C-Corporation) 
❏ 990 (Nonprofit) 
❏ Unsure/Other 

 
Are you current on all of your tax filings? If not, what is the last year filed? ________ 
 
Do you have employees? If so, how many? _______________________________ 
 
How many active bank and credit card accounts does your business have? ______ 
 
Do you currently use accounting software like Quickbooks, Wave, or Xero? If so, which? Are your 
books up-to-date? If not, when is the last month completed? 
________________________________________________________________________________
________________________________________________________________________________ 
 
Do you accept credit cards? Which processor do you use? ___________________ 
 
Is there anything else we should know about your business? 
________________________________________________________________________________
________________________________________________________________________________ 
 



Sample Discovery Call Questions 
 

1. What are you hoping to achieve by hiring a bookkeeper? (If the answer is brief, 
try to pull more out of the client - How much time would that save you? How 
much frustration does your bookkeeping cause? etc.) 

2. If you could achieve this, what would this do for your life and your business? 
3. What questions do you have so we can get started? 

 
You can also ask any follow-up questions you have for the client, but you should have 
all of the information you need from the pre-call questionnaire. 
 
 
 


