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This is one of my favorite lessons inside ASU because 
of the immediate impact it can have on your business. 

In this lesson, you begin to learn the importance of 
empathy and how to use it to establish trust with your 
customers. 

BOY BAND STYLE
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A discovery call is a sales call. 

In order to be considered a discovery call, the 
other person must have an interest in learning 
more about your offer. 

A discovery call is NOT a free session. In fact, 
NOTHING free should be exchanged during a 
discovery call. 

Money
Security
Being liked
Status and prestige
Health and fitness
Praise and recognition

Power, influence, and popularity
Leading the field
Love and companionship
Personal growth
Personal transformation

Definition of a Discovery Call.  

Sales Conversations that Convert  
Much of this lesson is rooted in Sales Science and Sales Psychology, which makes every 
step in the formula important. 

Authentic Selling® Pro Tip 
The Authentic Selling® formulas are not mix-and-match friendly because they are 
rooted in sales Psychology. 

According to Brian Tracey, who wrote the Psychology of Selling, the primary needs of 
most customers fall into the following categories. 

Think about this as you go through this lesson and which one of the listed needs your 
offer meets for your clients.



Definition of a Discovery Call  

The problem with most discovery calls is there is confusion about the purpose of the 
call. 

Is it a free call? 
Is there going to be a bait and switch? 
Who’s the boss? 
What are the expectations? 

In contrast, a mini session is free information with NO pitch at the end. NONE! 

What’s the purpose of a mini session? 
ENGAGEMENT and selling them on YOU, not the product. 

What is a sales call? 

It is NOT a free session. All people are aware this is a sales conversation. No bait and 
switch allowed. 

Step 1
START WITH A GENUINE THANK YOU
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Thanks for hopping on with me today. I genuinely appreciate the time to chat with you 
about (insert product name).

Step 1 contributes to putting the buyer at ease as they are looking for the bait and switch or are 
worried about being sold in an icky, sleazy, slimy, sales bully way. 

I WANT10 WAYSThe

SALES CALL FRAMEWORK

Next, �’s dive 
�to �e 



|  SALES CALL FRAMEWORK Copyright 2023 

Step 2
SET EXPECTATIONS

GET TO THE POINT
 Authentic Selling® Verbatim 
What prompted you to schedule this call?

It’s important to have the potential client articulate the 
reasons this call was scheduled. What we do not want to 
do is pounce on them and leave them stuck in their pain. 

This is NOT a coaching call. You need to get to the reasons 
the prospect is reaching out. 

Step 3

Before we jump in, I like to set expectations. (I do this with my clients as well, and it 
ensures everyone gets what they expect!) 

In this step, you will “plant a seed” about how you do business differently and set 
clear expectations.

Set Expectations Prompt 

Before we jump in, I like to set expectations. (I do this with my clients as well, and it 
ensures everyone gets what they expect!) 

Feel free to ask me anything. I’m clearly southern and you will not hurt my feelings if 
you can’t understand me. Just ask. I will keep the call to 20 minutes to respect your 
time, but this is for you to get what you need. 

I have no attachment to the outcome here and no hard sales push. 

My goal is to get your questions answered so you can feel comfortable making the 
best choice for you, whatever that is. 



GET TO THE POINT

Step 3A 
Write down their exact words. 

This is where you use a sales tool called mirror-
ing. Repeat the exact words the prospect uses to 
describe the reasons they reached out to you.

1. Create trust.
2. Lessen the likelihood of a misunderstanding.

Step 3 (co��ued)

TACTICAL EMPATHY

Steps 4&5
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 Authentic Selling® Verbatim 
Thanks for sharing with me.

This is where Authentic Seling® begins to set itself apart from other sales systems. 
Many sales systems teach you to use guilt to make the prospect more inclined to 
purchase. 

Guilt is an amateur’s sales tool. Authentic Selling® uses empathy instead of guilt.

Questions To Avoid 

What is it costing you not to have this problem solved?
What would be different if you had this problem solved?
On a scale of 1–10 how important is it for you to solve this problem now or sooner rather 
than later? 

 Authentic Selling® Verbatim 
I understand how it feels to (insert their exact words).
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TACTICAL EMPATHY

Steps 4&5 (co��ued)

Authentic Selling® Pro Tip 
Always check for impact before you share the investment. You want to make sure the 
potential customer is sold on your offer before you share investment.

Closed-ended questions are questions which can be answered with one-word answers:

 Yes. 
 No.
 Maybe

Open-ended questions require more than one word to answer. 

In this case, you want to ask an open-ended question.

Rather than asking, “Do you have any questions,” you say:

Step 8 Authentic Selling® Verbatim 
What questions can I answer for you about (insert product name)?

The important factors here are you are not agreeing with the person but under-
standing how they feel. 

Example: Your prospect says, “I am fat and ugly.” 

You would not say, “Thank you for sharing that with me. I understand you’re fat and 
ugly.” 

Instead, you would say,

“Thank you for sharing with me that you feel fat and ugly.”

 OR 

“Thank you for sharing that with me. I understand you’re feeling fat  
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Steps 4&5 (co��ued)

If it’s not a fit, you can use the suggestion below to end the call. 

I’ve been doing this long enough to know my area of expertise. Based on  
what you’ve shared, I’m not the best fit for you to get what you desire. It  
would feel out of integrity for me to sell you something I’m unsure will  
work for you right now. 

What I would be happy to do is email you some recommendations of  
some colleagues who could better help you work through (insert pain  

 points). 

If you discern you can help them, then you can proceed to Step 7.

TACTICAL EMPATHY

Step 6
START SELLING
 Authentic Selling® Verbatim 
That’s exactly why I created (insert program or product name).

OR

That’s why I became a life coach to give people like you the skills to work through 
(insert what they said they wanted to work on).

Step 7
GO OBAMA

Remember features do not sell, benefits do. Your offers are either a pleasure filler 
or a pain killer. 

Too many people try to “justify” the investment by listing long, boring features. 
This virtually puts your potential customer to sleep and does NOT make them 
want to buy from you. 
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GO OBAMA

Step 7 (co��ued)

To be a salesperson of integrity, you must share the features and what people are 
going to get as a result of their investment, but we must do this in a way that holds 
their attention rather than getting lost in the features. 

We hold the prospective buyer’s attention by using the Authentic Selling® Obama 
tool. 

The origination of the Authentic Selling® Obama tool happened when I was watch-
ing the presidential debates. 

A reporter would say to the Republican candidate, “How are you going to solve the 
national debt?”

The Republican candidate would answer, “We’re going to blah blah blah 
blah blah blah blah blah blah blah blah blah blah blah blah blah blah blah 
blah blah blah blah blah blah blah blah blah .”

Next, the reporter would ask the Democratic candidate 
(Barack Obama), “How are you going to solve the national 
debt?”

Barack Obama would answer “We’re going to 

1. blah blah blah blah blah blah blah
2. blah blah blah blah blah blah blah
3. blah blah blah blah blah blah blah.”

Every single time, I would remember more of what Barack 
Obama said than the Republican. Then I realized he was using 
a communication tool that we learn in selling. 

That tool is called a pattern interrupt. 

This means that, as your potential buyer’s mind may begin to 
wander, you will bring them back on topic with this step.
blah blah.”



|  SALES CALL FRAMEWORK Copyright 2023 

Step 7 (co��ued)
GO OBAMA

Now, the pattern interrupt has a long history in selling and some even use NLP as 
part of a pattern interrupt, but for now, we’re going to start with Going Obama! 

Anytime you discuss features, use the Authentic Selling®  Obama to hold your 
potential buyer’s attention

Insert feature 
Insert feature
Insert feature 

FROM ______ TO ________

We never leave features hanging without benefits, so we need to remind your 
prospective customer of the real benefit to investing in your offer. 

People buy with emotion and justify with logic.

Remember to mirror the exact words your customer used in Step 4 when you 
uncovered the reason for scheduling the call. 

It looks like this. 

All of this means you have what you 
need to go from ______ (the exact words 
potential customer shared in Step 4 
when you uncovered the reason for 
scheduling the call) to ______________ 
(biggest benefit you can truthfully 
claim about your offer).

All of this means you will have what you 
need to go from (insert pain point) to (de-
sired outcome/benefit).
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QUESTIONS/CHECK FOR IMPACT (AND ANSWER)

Step 8

Authentic Selling® Pro Tip 
Always check for impact before you share the investment. You want to make sure the 
potential customer is sold on your offer before you share investment. Closed-ended 
questions are questions which can be answered with one-word answers:

 Yes. 
 No.
 Maybe

Open-ended questions require more than one word to answer.  In this case, you want 
to ask an open-ended question. Rather than asking, “Do you have any questions,” 
you say:

Step 8 Authentic Selling® Verbatim 
What questions can I answer for you about (insert product name)?

If your prospect doesn’t ask questions, it’s your responsibility to bring up the invest-
ment.

Step 8A  Most people ask about the investment at this point.

Step 8B  If your prospect has a question, you need to use Tactical Empathy  
which you learned in Lessons 5 and 6.

Authentic Selling® Verbatim 
Thank you taking the time to get your questions answered. 

I understand the desire to ______ (insert the prospect’s words).

It says a lot about you that you’re taking the time to make sure you have  
every thing you need to make the best choice for you at this time. 

To answer your question, ____ (answer the question).

What other questions can I answer for you?
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Step 9
THE INVESTMENT

The investment is (insert cost).

If there are payment plan options, you can mention them here.

Step 10
CLOSE THE CALL

 Authentic Selling® Verbatim 
Thank you for your time today. Please let me know if you have any  
questions as you think through what you need right now. 



YOUR SALES CALL 
SCRIPT

I�roduc�:

BOY BAND STYLE

SALES CALL SCRIPT

I WANT10 WAYSThe

Th� Convert

The �eps to 
SALES CONVERATIONS 
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I WANT10 WAYSThe

THE STEPS TO SALES CONVERSATIONS THAT CONVERT

SALES CALL SCRIPT

Step 1
START WITH A GENUINE THANK YOU

Thanks for hopping on with me today. I genuinely appreciate the time to chat with 
you about (insert product name).

Step 2
SET EXPECTATIONS

Before we jump in, I like to set expectations. (I do this with my clients as well, and it 
ensures everyone gets what they expect!) 

GET TO THE POINT

What prompted you to reach out today? 

Step 3

TACTICAL EMPATHY

TACTICAL EMPATHY I UNDERSTAND HOW IT FEELS TO (TACTICAL EMPATHY) 
[WRITE DOWN THEIR EXACT WORDS] 

Thanks for sharing with me. 

Steps 4&5

I understand how it feels to (insert their exact words).
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Step 6
DECIDE IF YOU CAN HELP THEM AND START SELLING 

That’s exactly why I created (insert program or product name).

OR

That’s why I became a life coach to give people like you the skills to work through 
(insert what they said they wanted to work on).

Step 7
GO OBAMA

What’s included in (product name) is: 
*Feature
*Feature
*Feature

FROM ________ TO ________

All of this means you will have what you need to go from (insert pain point) to 
(desired outcome/benefit).

CHECK FOR IMPACT
FRAMING THE INVESTMENT QUESTIONS/CHECK FOR 
IMPACT [AND ANSWER)

What questions can I answer for you about (insert prod-
uct name)?

IF THEY DO NOT ASK QUESTIONS

Most people ask about the investment at this point.

Step 8
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Step 9
THE INVESTMENT

The investment is (insert cost) and this will give you what you need to (insert big 
benefit). 

Step 10
OVERCOME OBJECTIONS AND CLOSE THE CALL

Thank you for your time today. Please let me know if you have any questions as you 
think through what you need right now. 

SIT BACK AND CUE YOUR INNER BOY BAND CRUSH...

W�� �e Video

I b�ieve � you. A� I b�ieve � yo� bu�n�. 

...AND CRUSH ALL YOUR SALES CALLS! 

https://kendrickshope.com/thank-you-boy-band/



