10 Minute Clarity Call Script


1. Welcome 
a. Hey, it’s _____ here. I’ve got a note in my calendar that we have a quick call now... is that right? Great, thanks for being on time. We only have 10 minutes, and I have another call right after you, so we’ll need to keep to time — is that ok? My job today is really simple. I’m going to ask you a few questions to work out IF or HOW we can help you. If we can’t, I’ll let you know politely, and I’ll try and point you in the right direction. If I feel I can help, we’ll book another time to talk about HOW. Is that OK? OK, let’s get started … 
 
1. Where are you calling from right now? Home, work?
      
  2. Questions – 	Comment by Chris A: record how much time each question takes to answer to track how long each question takes to answer
 
a. Tell me what is going on in the business right now that makes this the perfect time for us to be talking? 
i. If they are from the funnel: “Out of all the people in the world, why did you decide to work with us?” 
b. So, tell me about your business… Who do you help and how do you deliver your coaching? 
c. What’s the gap between where you’re at now in your business and where you would like to be?  
d. What do you feel is missing in your business right now that you need the most help with?  
e. Is this a “now” thing or a “later” thing 
i. If they answer, “sometime soon”, ask priority 1-10 
 	
3. End:  

I said at the start my job today was to ask you a bunch of questions to see IF or HOW we can help. I promised if we couldn’t, I’d let you know politely and try to point you in the right direction. And I said, if we could, we’d book in another appointment to talk about how. So the good news is, after hearing a bit more about your story and where you are trying to go, a lot of what you are telling me is what we hear from some of our most successful clients/these are the exact type of problems that we solve.  
 
I would love to schedule another call with you so we can dig a little deeper into what needs to be fixed in your business and accelerate your growth to get where you are seeking. Is that something you would like to do? 
 
So, the next step for us is to book in another conversation for us to talk about HOW. Let’s open up the calendar and find a time that works for both of us. When we talk, I want to focus on 3 things: 
 
1.  How you want your business to look in a year’s 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  
2. Then we’ll talk about how it is right now, what’s working, and what’s not — so I know what we have to work with  
3. 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.  
 
*****Schedule appointment  (NOTE: Set up and use a CALENDLY or Appointment Setting App/account)

 
We take this seriously as I am sure you do with your business so you are going to want to do the mental work before the call. Sit and meditate, do what you need to do. Think about your business and what you want it to be, throughout this call we are going to give you a lot of information and whether or not you decide to go with our program or not, you need to be prepared to take action in your business to get to where you want to be. 	Comment by Chris A: Peacebuilder Academy= 10 weeks Train the trainer concept. 
 Self Mastery and Fear work
 Project Management Planning
Operations planning and support
 Lean business planning
Planning for new revenue streams
Setting up new entities to support your organization (LLC, S-corp, etc)
 Marketing plan and strategy
 Sales funnels
Business infrastructure 
 Fundraising, 
New revenue streams
 Scaling and growth strategy
Team management
Leadership and Professional Development
Nonprofit support
Volunteer management and engagment
 
 
· Validation to what they are responding with  
· “We hear that ALOT.” 
· That is a very common problem that a lot of consultants we work with are having  
· A lot of our consultants are in that situation and are just getting off the ground  

Lessons Learned:
1) Time Management
a) 10 mins goes by fast
i) Set timers
ii) Start meeting with an agenda
b) Give yourself time to prep before the call
c) Allow a few extra minutes for small talk (5 mins or less)
2) Objection/rejection  handling
a) 2% conversion is good
i) 2% out of 100 people = 2 people closed
b) Consultative selling
i) The goal is to create impact by helping first
(1) No call is wasted time if you are helping someone by pointing them in the right direction every time (even if it’s not your product or service) 


