
“SEND ME INFORMATION”

• Sure, i’d be happy to. Would you prefer sending you info our 
would you be open to scheduling a brief 15 minute conversation
so you can get all the details fast so you can determine if this is 
the best fit for your business.

• Sure, i’d be happy to! However, the challenge is not knowing 
exactly what to send you based on your needs and unique 
challenges. How about this: would it make sense to have a brief 
phone call instead of a face to face meeting, so I know if we can 
even help you or not?

• ‘sure, i’d be glad to. Just to be sure i’m sending you over the right 
information, what would specifically would you like me to send 
you? (wait for reply).

“TOO EXPENSIVE”

• We’re in the business of helping you make more money.
My goal is to help you make more than what you’re investing
with me, so it doesn’t cost you anything. Does that sound good?

• “If you had the money would you go ahead and get started? 
(listen) ..The reason I ask is because my goal is to help you make 
more money than what your’e investing with me, so it costs you 
nothing. How about we give this a shot for X amount of days, and 
let’s gauge the ROI, and if I don’t help you make money, then we 
stop. That way it’s no risk to you and you’re not locked in a 
contract. How’s that sound?

“WE ALREADY HAVE A PERSON THAT DOES THAT”

• That’s great! Not a problem at all. I’d never want to take 
someone’s job. Instead, what if I show you how your team can 
enhance what you’re currently doing, so you can increase 
business. Any best time work for you next X or X day?

DIFFERENCE BETWEEN YOU AND EVERYONE ELSE?

• SMALL COMPANY: “I can offer you a more personal relationship
as i want to ensure we can devote the time and focus for your 
business.”

• LARGER/MORE EXPERIENCED: “I have the experience, knowledge 
and an entire team behind me that is working for you. 

“I’M BUSY”

• I’M BUSY: ‘I figured you would be, and i’m not here to take up
your time’. My main goal is to help {SOLVE CHALLENGE}, so you can 
make more money in your business, and i’m confident I can help 
you do that. How about we find a time to briefly talk next week at 
[INSERT TIME]. How does that sound?

• I’M BUSY: that’s exactly why I called. You’re running your business 
which is what you’re supposed to be doing, and i’m here to help 
you take it to the next level. How about we find a brief time that’s 
most convenient for you. Does Tuesday or Thursday work best
for you?

“NOT INTERESTED”

• “That’s exactly why I called. Typically, the owner is not interested 
in their marketing because they have to focus on the most 
important thing-running their business. But what if our 
conversation resulted in us helping you increase profits and 
driving more customers in the door. And we’d show you how to do 
it for free so there’s no risk for you. Would that be worth 15 minute 
conversation to at least investigate the possibilities?”

“WE DON’T NEED THOSE KIND OF SERVICES”

• Totally understand. But just to be fair, do you know exactly
what we provide and how we may be able to help your business?…
I ask because, what If our conversation resulted in us helping
you increase profits and driving more customers in the door,
with no obligation on your part, Would that be worth 15 minute 
conversation to at least investigate the possibilities?

[IF YOU DROP IN A BUSINESS]: I’M BUSY/DON’T
HAVE TIME NOW, CAN YOU COME BACK LATER?

YOU: I understand. I came unannounced. When is a better time
for us to talk? (wait for response, and then say) In the meantime,
I can send you information on what we do, if that’s ok.
What is your email address? 
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