10X Ten Min Call Script

Start Strong.   (As if you are a serious expert, calling to diagnose their pain)

Hey _____ it’s coach (name) here from (name of your business)

We only have a few minutes, and I have another call right after you, so we’ll need to keep to time, is that okay?

My intention today is really simple. I’m going to ask you some questions to work out IF or HOW I can help you.

It’s going to feel a little bit like a friendly interrogation, and we don’t have much time, so keep your answers nice and short and let’s stay on track…

[bookmark: _GoBack](YOU ARE IN CONTROL! BE SURE TO TAKE NOTES FOR THE SECOND SALES CALL)

If it turns out I can’t help you, I’ll let you know politely and I’ll point you in the right direction.

If I can help you, we’ll book in another time to talk about HOW. 

Is that okay?

OK, let’s get started.

Why now and why me?

(What is it that made you fill out the application to work with me)

Tell me a little bit about your weight loss/fitness goals?

What are you struggling with? [Widen the GAP]

What have you tried?

What type of results would make you happy?

Problem Check In

From what you’ve said, it sounds like your 3 biggest problems are:

1. You really want [GOAL] but [OBSTACLE] is in the way.
2. You need a way to [RESULT].
3. And you’ve tried [ACTION] but [FAILURE].

Is that right?

Ok, Great. I said at the start my intention today was to ask you a bunch of questions to see IF or HOW I can help. 

I promised if I couldn’t, I’d let you know politely and try to point you in the right direction.

[If they are a good fit open the door]

Open the door.

So the good news is, I eat problems like this for breakfast. 

So, the next step for us is to book another conversation for us to talk about HOW I can help.

Let’s look at our schedules and set up a time/date.

It’ll be sometime in the next few days. I will send you some info about my program.

(SET THEM UP WITH THE WARM UP PROCESS)

When we talk, I want to focus on three things.

How you want your fitness to look in 6 months’ time. 

The clearer we are about how you want it to be, the easier it is for us to make a plan to get you there.

Then we’ll talk about how things are right now, what’s working, and what’s not… 

So I know what we have to work with.

And finally, once I know where you are, and where you want to go, it’s just a question of what are the obstacles that are holding you back, so we can create a plan.

So it’s been great chatting today and getting to know you and your health goals. 

When we talk again we can just pick up where we left off. 

Is that cool with you? Ok, great.

I look forward to our next convo.  

Sent them the warm up videos and set them up for the Super Sales Call 
