
THE PERFECT 
NO-SLEAZE SALES
CALL

This is the Perfect No-Sleaze Sales Call framework, my 10-step process

for consistently closing sales calls without feeling pushy or salesy.

Each of the components works in conjunction with the other, so

success is truly about following the framework. I recommend having

the framework in front of you during your sales call as a reminder. So if

at any point you get off track, you can reference the framework and

get back on track.

To take someone through the entire call, I recommend booking at

least 45 minutes. My sales calls for high ticket offers ($5,000+) typically

last 45-60 minutes. For a lower investment offer, you may be able to

complete the call in 30-45 minutes.  

The most important factor in this entire process is to come from a

place of service. No matter what, if you’re there to serve people instead

of focusing on the money, you’ll always come out on top. 

INTRODUCTION

Copyright 2022 - The Well-Traveled Palate



THE PERFECT 
NO-SLEAZE SALES
CALL

The first step in the sales call is building rapport. You have to spend a little bit of

time building rapport and a connection. Without building rapport you can tank

the sales conversation before it even starts. 

This is simply time to talk about their day, what’s going on in their life, a current

event or things you have in common. You’ll spend about 3-5 minutes on building

rapport. 

You want to make sure you are matching their tone and rate of speech. If they are

showing up with a dull tone, more reserved, slower rate of speech, meet them

where they are. Pay attention to where they are to make some connection. You

can test to see if you are building rapport, after you’ve met them where they are,

by increasing your rate of speech or enthusiasm and seeing if they meet and

follow you.  

I always take notes on my sales calls, and I let my prospect know. We only write

things down that are important so when you tell them you are writing things

down it communicates to them that you think they are important. That creates

more connection.

Action: Build a connection with your prospect.

BUILD RAPPORT

PART 1
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How long is the meeting going to take - “In the next 45 minutes we’ll cover…”

Where you’re taking them - “ I hope to learn a little bit more about you and any

challenge you might be having. Based on our conversation I will give you some

recommendations.”

The goal of the meeting - “My intention is for us to become clear about

whether or not it would be a fit for us to work together.”

You establish agreement from them - “How does that sound?”

The goal of every sales conversation should always be clarity, not the sale. You’re

looking to have clarity on whether it’s a fit to do work together and what the next

step for your prospect should be. 

And it’s soooo helpful to let your potential prospect know that that’s the goal of

your conversation. This puts everyone at ease because it’s not about making a sale

or being sold to. Your potential client then relaxes into the conversation. 

By providing an agenda you can let them know that’s your goal, and I recommend

providing this at the top of the call.

Here are the components of an agenda: 

1.

2.

3.

4.

Action: Set the agenda.

SET THE AGENDA

PART 2
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What was it that made you say yes to this call? 

What do you really, really want? What’s your big goal? 

How would you like to feel? 

What made you decide to invest the time to speak with me today? 

Successful sales is all about the QUESTIONS. Great sales people ask better

questions. People aren’t buying the product or service. They are buying that you

understand their problem or challenge better than anyone else.

So after the agenda, you’re going to let your prospect do the bulk of the talking. Be

really focused on listening and not on talking. The ratio should be that you are

listening 80-90% of the time and talking 10-20% of the time.

The first thing you want to find out is what your potential client wants. You want

to find out where the person is and what makes them interested in talking to you

about what you do. 

What’s really key is that you start the call with their goal. The mistake most people

make is to focus on the problem. Instead, focus on what they WANT. Where do

they aspire to be?

Potential Questions: 

Action: Ask questions to find out their big goal and take notes.

ESTABLISH THE TARGET

PART 3
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You’ve indicated you want X, I know what that means to me, what does that

represent to you?

You’ve indicated that you want X, why do you want that?

You said that your goal is X, why is that important to you?

Once you know what they want, you want to go a layer deeper and ask questions

about why they want that. 

This part of the process is not only for you to hear their answers, but for them to

hear their own answers. As they tell you what they want and why they want it,

regularly repeat it back to them and summarize what you are hearing. This is

when it starts to really sink in for your prospect that achieving this goal is deeply

important to them. 

And, when you ask why it needs to come from a place of empathy and curiosity.

This person is sharing with you their dream, so honor that and give it some love. 

Potential Questions: 

Action: Ask questions to find out WHY they want to achieve their big goal.

UNDERSTAND WHY

PART 4
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I can’t do this because...

Everytime I try...

Always…

My biggest challenge is...

Next you want to spend a little bit of time understanding what they think is the

problem. It’s very key to listen carefully during this part of the call because this is

often where your client’s BIGGEST reason to buy is going to show up. 

At some point during your call you’re going to hear your potential client’s “stuck

story.” This is where they share something like: 

There’s always a stuck story and we have to get them to see the lack of truth in

their stuck story. If we sell to the truth we can get a sale. If we sell to the stuck story

you can’t move forward. They have a story about why there isn’t a solution. 

Don’t skip this! If you don’t address the untruth in their stuck story at this point in

the call, it will 100% show up as an objection (probably a price objection) at the

end of the call. 

Now, if someone believes something, you can’t just flat out tell them it’s wrong.

You have to get them to inquire about it. So once you identify the belief you know

is false, focus on asking questions about the belief to help them see they are

carrying around a belief that isn’t helping them get what they want. 

CONTINUED ON NEXT PAGE

OPEN THE GAP

PART 5
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Why do you think you don’t have that already?

Is that belief serving you? How is that belief keeping you where you are?

When you believe “X,” how do you behave?

Potential Questions: 

Action: Listen for their stuck story and when you hear it, dig in with questions to
help them see why it’s holding them back. 

OPEN THE GAP

PART 5
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What’s at risk if you don’t get what you want? What’s going to happen? 

Why does that bother you? 

If you continue the way you’re going, what is likely to happen? 

If you continue this way for 5 years is [their goal] going to happen? 

What would it be like for you if that didn’t change? 

What does that feel like from day to day?

Urgency is your prospect's heightened need to either move toward pleasure or

away from pain. When we want to avoid something (pain), or obtain something

(pleasure) badly enough, that's when we take action and move. 

We already started to create some urgency earlier in the call when we asked

about why they want what they want. Now it’s time to elevate the urgency even

higher. Remember, URGENCY is what creates sales.

You create the urgency by bringing the person into a state where they see the

problem needs to be addressed now and that they need to take action. You’ll use

pleasure state questions and pain state questions to move their state of mind.

The thing that will stop sales is not taking a person deep enough - you have to be

willing to do deeper by asking the follow up question. If you’re ever uncomfortable

at any point in the call with asking a question, simply ask for permission first. Ask

them by saying: “Can I ask you a deep question?” 

Potential Pain Questions

CONTINUED ON NEXT PAGE

ELEVATE URGENCY

PART 6
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If that (transformation) were there, what would that be like? 

If you could achieve (goal) what would that feel like? How would it feel to

achieve this? 

What will it be like when you have the (goal)

How would you feel about yourself knowing you accomplished (goal)?

Do you think I could help you with that? 

Potential Pleasure Questions

Action: Ask questions to explore the pain of not getting what they want and then
bring them up into a state of possibility. 

ELEVATE URGENCY

PART 6
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If we were to work together for the next [length of time], what do you think

would happen in your life/business?

Do you think it would make sense for us to do some work together in this area? 

You’ve said that you struggle with [challenges], based on this call do you think

I’d be able to help you with these things?

Once you’ve helped them see the untruth in their stuck story and you raised the

urgency now you can transition into closing the sale. But, before you make an offer

it’s crucial that you hear out of their mouth that they think you will be able to help

them with these things.

This is truly them making the choice instead of you trying to persuade or convince

them. They will also be able to establish the value of working with you in their own

mind, instead of you trying to sell them on why they should buy. 

Potential Questions

Action: Get confirmation that your prospect believes you can help them.

GET CONFIRMATION

PART 7
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After you get confirmation, now you can make an offer. 

Start by asking for permission to tell them what you think would help them, or to

share your recommendations. Once they say yes, don’t go straight into the offer.

First, repeat back their biggest fear, so they can remember it and when they think

of the price they will now be comparing it to this outcome. Remember, a price is

only expensive based on what you’re comparing it to.

Then tell them, very briefly, the name and high level bullets of your product or

service. And then end with the investment, and BE QUIET. 

Again, it’s important to make the offer thinking about why this matters to them.

Prescribe with power and confidence. And keep it brief.

Action: Repeat their problem and the untruth in their stuck story to elevate
urgency, present the offer with confidence then be quiet.

MAKE AN OFFER

PART 8
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Now sales objections are something that people fear. People feel like they did

something wrong if they are getting sales objections, but these are just a normal

part of the sales process. We naturally have a negative reaction to money going

out, so don’t take objections personally. 

The best way to handle objections is to either prevent them (which this framework

is designed to help you do) or to address them by looking at the thinking that’s

causing the objection, instead of the objection itself. 

Let me repeat that: You want to stay curious about the thinking that’s causing the

objection, not the objection itself. 

Look not only at the problem but also the thinking pattern that’s underneath the

problem or objection. There will be an untruth or another stuck story that’s

causing the objection. If you talked about their stuck story earlier in the call, it’s

likely that it will pop up again as an objection. That’s when you can remind them

that this thinking pattern is showing up again. 

You’ll reveal the thinking pattern earlier and then have them realize that they are

using that thinking pattern in the decision to hire you and that that is holding

them back. Having them become aware of that will make the enrollment

conversations easier and more successful.

Action: Focus on the thinking that’s causing the objection, not the objection
itself. 

HANDLE OBJECTIONS

PART 9
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Finally, you’ve got a yes! You’re ready to close the sale. All you need to do now is

collect payment. It is very, VERY important that you collect payment or a deposit

on the call. A sale isn’t truly closed until payment is collected. 

You can take the credit card information there and then, or send a link to the

invoice and have your new client complete it while you’re on the phone with

them.

After you complete payment, set up the first meeting or delivery of the product as

quickly as possible. Closing the gap between when they make their first payment

and when they start using the product or service prevents fallout and refunds. As

soon as someone makes an investment, start to provide them value. 

Action: Collect payment and set a start date.

Congratulations!! You’ve closed a sale, time to go celebrate!!! 

CLOSE THE SALE

PART 10
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