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Invitation 

Many people will not decide to _______ you until you _______ them.

Common Mis-Steps:
1. Forgetting to build _________ before issuing an invitation. 
2. Sending someone to a ________ or _________ link to schedule.
3. Most people hear the word consultation and they think “_______ _____.”

What To Do: (In-person)

You have to ______ the ________.

Do it ____________, in the moment. 

Possible Language Suggestion:
“What do you think about us setting up a time to chat more about (insert your context)? I offer a 30 minute 
(insert name of offer). Let’s get something scheduled. Do you have your calendar available?”

Pull out your calendar, look at it, and wait.

What To Do: (email)

Possible Language Suggestion: 
Would you be interested in setting up a time to chat on the phone? You’re invited to a 30 minute (insert name 
of offer). 

Here are 3 possible times, please let me know which works best for you.

Time 1: i.e.Thursday anytime between 8:30 am and 10:30 am
Time 2
Time 3

You’re also welcome to click the link and pick a time that works best for you: http://www.meetme.so/
SalesMaven.
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Pre-Framing 

Pre-framing is worth a ton of ___________.

Things to pre-frame at the start of a call:

What’s going to ________.

The amount of ______ it will take.

How to get ______.

Common Mis-Steps:
1. Launching into your _______.
2. Letting the prospect _______ the meeting.
3. Not having an __________ in mind at the start of the call

Possible Pre-framing Language:
“Thank you for taking the time to chat with me today.”

“The purpose of this meeting is (insert purpose).  We’re scheduled to chat for about 20 to 30 minutes. With 
your permission, we’ll start with a few quick questions to ensure we focus on what will be most meaningful for 
you.” 

“You’ll also have the opportunity to ask questions and learn more about how we might work together going 
forward.“ 

“Before we get started, is there anything you’d like to say or ask?”

If the answer is no, say, “Shall we begin then with a few quick questions?”
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All Roads 

All roads should lead to __________ _____ _____. Your questions should be related to 
the work you do with clients. 

You’re the expert and clients want/need you to uncover and kindly help them realize what 
they _____ ____ ______. 

It’s your job to be the ______ is helping them understand:

• where they are currently

• what’s possible for them

• And how working with you will get them there

Common Mis-Steps:
1. _________ during the call.
2. ________ ______ on the call.  (This is your time to stand in your power and shine)
3. Downplay your ____________ for earning their business.
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Selling Strength Assessment/Discovery

1. What’s important to you this year regarding your sales goals?

2.  Where are you in relation to reaching your goals?

3.  What’s your ASP?

4.  Biggest Challenge today?

1.  Before each meeting/presentation, you set goals.

2. Before launching into your sales pitch, you ask your client questions.

3. You’re able to tailor your presentation to what’s most interesting to the client.                          

4. You know how to create curiosity when talking about your product/service.

5. You can easily uncover and overcome objections. 

6. You confidently ask for the sale.  

7. You are comfortable asking for payment.

8. You maintain your pricing (you don’t randomly discount your product/service).

9. You consistently ask your existing client for referrals.

10. You don’t take it personally when you’re told no from a prospective client.

11.  You know when to stop talking.

What do you already know about my services?
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No

Almost Never

I have no idea

Sometimes

For the most part

I think I do

Yes!

Almost Always

Absolutely

Name:

Date:

Email:

Phone:

Notes:
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__________________ Assessment/Discovery

1. What’s important to you this year regarding your _______________?

2.  Where are you in relation to reaching your goals?

3. Biggest Challenge today?

1. 

2.

3.                           

4.

5.  

6.   

7.

8.

9.

10.

11.

What do you already know about my services?

nikki@yoursalesmaven.com          360-509-6399            www.yoursalesmaven.com           All Rights Reserved © Sales Maven 2017

No

Almost Never

I have no idea

Sometimes

For the most part

I think I do

Yes!

Almost Always

Absolutely

Name:

Date:

Email:

Phone:

Notes:
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Making An Offer 

Common Mis-Steps: 
1. End the ______ without ________.

(When a client doesn’t ask about working with you, say, “Before we bring the call to a close, are you 
interested to know how we might work together?”)

2.  Offer is _______________ or ________.  To many options given. 

3.  Hold back because you don’t think they can _________ to hire you.

What To Do:
Step 1: You’re the ________. Recommend what you know they _______.

Step 2: Give up to ___ options.

Step 3: Start at the most ________________ and work your way ______. (Top Down Selling)

Possible Language:
“There are 2 main ways we could work together. First, there’s the VIP program which starts with a 5 hour 
intensive where we dig into your business and focus on the areas calling for the most attention.” 

“The intention is for you to leave this day with an action plan that you can immediately start implementing into 
your business. After your VIP intensive day, you have 3 more 1 Hr coaching sessions usually done over zoom 
every 2 weeks. All of the top tier VIP clients are bonused into my 5 week Savvy Selling course so you have 
access to a ton of content to enhance your selling skills. You also have pretty liberal access to me during the 
3 month period via email, text message and a few short phone calls.”

“The second option is Savvy Selling, the on-line course.  It’s taught over zoom, it’s 1 hr a week for 5 weeks 
and will be starting again on June 5.”

“Based on those two options, which feels like the best fit for your right now?”
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Circle Back 

Common Mis-Steps:
1. End the conversation without the next ______ ______________.
2. Not asking a ____________ __________ question. (“Would you be interested in talking about options 

available so we could possibly move forward with working together?”)

What To Do: 
Step 1: Check in and ask, “What concerns (if any) do you have regarding 

moving forward?

Step 2: Offer a _________.

Step 3: Schedule a circle back call when they say they want to “think about it.”

Possible Language:
“Yes, please do take some time to think about it. About how much time do you think you’ll need? (pause) Let’s 
go ahead and get a circle back call scheduled now. This way we’ll know, we’re either working together or 
we’re not.” Then suggest a time/day for the circle back call.

 

Ending A Conversation Gracefully 

What To Do:

Possible Language:
“So as we bring our session to a close, what I haven’t I covered yet that you’d like more information on?”

“Then I want to thank you for your time today and I look forward to our next call on (insert date).”

3 Take-Aways from the training you’ll use right away 

1. ______________________________________________
2. ______________________________________________
3. ______________________________________________
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Schedule A Discovery Session with Nikki: 

http://www.meetme.so/SalesMaven
• Have questions or are you interested in working together?

• Please pick a time that works best in your schedule using the link above. 

• It would be a pleasure to learn more about your business and how I might be a resource to you.

Nikki’s Bio: Sales Maven founder and best selling author, Nikki Rausch, is an award-winning sales 

executive with 23+ years of sales experience selling to organizations such as Bill & 
Melinda Gates Foundation, Johnson & Johnson, Hewlett Packard, Seattle Public 
Schools, & NASA. By combining her sales experience with her master certification in 
Neuro-Linguistic Programming, Nikki teaches simple, yet powerful techniques anyone 
can use. Entrepreneurs hire Nikki to learn how to sell in an authentic way without being 
pushy so they build relationships and close more deals.

Her two books, Six-Word Lessons on Influencing with Grace: 100 Lessons to 
Genuinely Connect with Colleagues, Friends, Family, and Lovers and Buying Signals, 
How To Spot The Green Light & Increase Your Sales are both available on Amazon.

Nikki holds a B.A. in Business Administration from the University of Washington and a Master Certification in 
Neuro-Linguistic Programming with over 1200 classroom hours as a student, assistant and teacher of NLP.

What is NLP (Neuro-Linguistic Programming) 

Neuro-Linguistic Programming (NLP) is defined by the Encyclopedia of NLP as a behavioral model, and set of 
explicit skills and techniques, founded by Richard Bandler and John Grinder in early 1976. Defined as the 
study of the structure of subjective experience, NLP studies the pattern or “programming” created by the 
interaction between the brain (“neuro”), language (“linguistic”) and the body. From the NLP perspective it is 
this interaction that produces both effective and ineffective behavior, and is responsible for the processes 
behind both human excellence and pathology. Many of the skills and techniques of NLP were derived by 
observing the patterns of excellence in experts from diverse fields of professional communication including: 
psychotherapy, business, hypnosis, law and education.

Thank you from Nikki 

Thank you for taking the Converting Consultations Into Paying Clients Course. Your participation and 
commitment to your own growth is admirable. It’s an honor to work with integrity minded business 
professionals like yourself.  

Wishing you continued success in all areas of your business and in your live.

Kind regards
Nikki Rausch
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