[bookmark: _pjtfycvfk4te]Sales Call Script Template: The High-Impact Discovery Call
Goal: To establish an Up Front Contract, uncover the Financial Impact of the prospect's pain, and position the solution as an essential investment.
[bookmark: _rri09myecpn]How to Use This Template: A Guide for Sales Leaders
	Section
	Guidance for Team Enablement

	Key Mindset
	Advisor, Not Pitcher: Train your team to treat this as a fact-finding mission. The goal is to qualify the opportunity and gather data to customise the solution.

	Practice Focus
	Role-Play the Up Front Contract and Discovery Questions. Consistency in these areas drives deal velocity.

	Customisation
	Mandatory Field: Reps must pre-fill the Context Setter in the Introduction before every call with a relevant insight.

	Post-Call Action
	Reps must document the Cost of Inaction and the Decision Process immediately.


[bookmark: _7p335d5yj7xn]I. Banter & Hook (The Opener)
	Guidance & Benefit
	Template Script

	Why: To cut through the transaction and establish a professional yet human connection.
	Opener: "Hi [Prospect Name], my name is [Your Name] with [Your Company]. How are you?"

	Benefit: Quickly disarms the prospect and moves to a collaborative tone.
	The Hook (8-Second Pitch): Your 1-sentence value proposition. "We help [Target Audience] by [Solving Key Pain Point] so they can [Achieve Key Outcome]."

	Brush-off/Objection: Handle initial resistance by referring to your research.
	Handling: "I appreciate you're busy. That's exactly why I called. I'm hoping to grab just 60 seconds to explain why I thought it was worth connecting about [Specific topic]."


[bookmark: _9dxziumprc57]II. Introduction (The Up Front Contract)
	Guidance & Benefit
	Template Script

	Why: To manage expectations and define a clear, non-threatening path for the call. This eliminates the "when is this person going to pitch me?" anxiety.
	Context Setter: "I understand you recently [Action they took, e.g., downloaded our guide, spoke to my colleague, posted on LinkedIn]. They mentioned [1-2 key pieces of insight about their situation]."

	Benefit: Gives the rep control of the call agenda. If the prospect agrees to the contract, they've committed to the process.
	The Contract: "What I want to use the next 20 minutes for is to better understand your specific challenges and goals to ensure we are truly a fit. If it makes sense, in the last five minutes of the call, I can walk you through our solution, pricing, and next steps. Is that a good use of your time?"


[bookmark: _txwxa75i55tp]III. Discovery (FIND - Financial Impact, Need, Decision)
Goal: Uncover the pain and link it to a quantifiable business consequence. Use the prospect's own words to articulate their pain.
	Focus Area
	Template Questions (Select 3-5 high-impact questions)

	The Monologue Trigger
	"Can you tell me a little more about your business and what prompted you to look into a solution for [Stated Pain/Goal]?"

	Growth & Vision
	"What does the ideal 6-12 months look like? Where does this challenge fit into that vision?" "What are your key revenue or efficiency targets for the next year?"

	Immediate Need & The Cost of Inaction (NEW FOCUS)
	The Consequence Question: "If [Pain Point] isn't addressed in the next six months, what's the direct impact on the business (e.g., lost revenue, compliance risk, wasted resources)?" The Prioritisation Question: "What have you tried in the past to fix this, and why didn't that work?"

	Metrics (Measure of Success)
	"What tangible result would you be able to achieve if this challenge was completely off your plate?" "How would you personally measure success for this project?"

	Economic Buyer & Decision Process
	"Who else would be involved in the decision to move forward?" "What does the process look like if you decided this was the right path?" "Could we aim to have a decision by [Date]?"

	Specific Industry/Product Questions
	Insert specific, deep questions related to your domain (e.g., Legal, IT, HR, Finance). Keep these focused on their pain, not your features.


[bookmark: _3uimcjfp01ia]IV. Confirmation & Solution Summary (SOLVE)
	Guidance & Benefit
	Template Script

	Why: Validate the pain and confirm alignment. The prospect should feel heard.
	Playback & Confirm: "Okay, it sounds like the primary focus is [XYZ immediate need], and the long-term goal is to ensure you can achieve [XYZ future goal]. Have I missed anything?"

	Benefit: Transition smoothly from the problem (which they own) to the solution (which you own).
	The Value Statement: "Fantastic. The good news is we are purpose-built to solve [The Pain Point]. Unlike [Competitor/Current State], we provide [Unique Feature 1] and [Unique Feature 2]."

	Pre-Emptive Talk Tracks (NEW FOCUS): Address the most common objections now to inoculate the prospect.
	Pre-Emptive on Pricing/Value: "I should mention, our approach is definitely a different investment than [A cheaper alternative/The status quo]. That's because we're not just selling [Product], we’re delivering [High-Value Outcome]. Based on the [Stated ROI] we discussed, clients find this investment pays for itself within [Timeframe]."

	The Benefit Bridge: Clearly tie your solution to their desired outcome.
	The Close: "Our model means [Predictable result]—just confident decisions and space for you to focus on growing your business."


[bookmark: _fjfdqqjb20ki]V. Pricing & Final Objections
	Guidance & Benefit
	Template Script

	Why: Present the price confidently, linking it back to the value and consequences discussed in Discovery.
	Presenting Price: "Based on our conversation and your goal to achieve [Stated Goal/Metric], the investment for our solution would be [Price/Structure]."

	Benefit: Forces a decision or uncovers the true objection.
	Check for Buy-In: "I know that's a lot of information, but based on what we've discussed, does this sound like a solution that you feel would benefit your business?"

	Objection Handling (The Pivot): Never accept a surface-level objection. Pivot to the root cause.
	Handling "Too Expensive": "I understand. To clarify, is the investment too high, or do you feel the value to achieve [Stated ROI] isn't clearly there yet?" Handling "Need to Think": "Of course. When someone says that, it usually means I haven't clearly explained one of three things: value, fit, or timing. Which of those is the biggest question mark for you right now?"


[bookmark: _2jciapxs3ce9]VI. Follow Up & Next Steps
	Guidance & Benefit
	Template Script

	Why: Successful calls end with defined next steps. Never leave without a confirmed day/time for the next interaction.
	Action Summary: "Great, I'll send over the quote and an outline of the conversation so you have everything in writing."

	Benefit: Forces a commitment from the prospect and drastically reduces the chances of deals stalling in the pipeline.
	Confirming Next Step: "You mentioned you need to do [XYZ internal task] before you can move forward. When do you think is a reasonable day for you to complete that?"

	Booking the Meeting: Secure the next meeting immediately.
	The Close: "Fantastic. I'll give you a call on [XYZ date] at [XYZ Time]. I'll send a calendar invite now. Have a great day!"


[bookmark: _o9w60mcf9v4t]Example Script: Project Management SaaS Platform
Company: TaskFlow (A SaaS platform that centralises project tracking, resource management, and client collaboration for mid-sized marketing agencies).
[bookmark: _4lkg4ej64jgb]I. Banter & Hook (The Opener)
	Focus
	Example Script

	Opener
	"Hi Sarah, my name is Liam with TaskFlow. How are you?"

	The Hook
	"We help marketing agencies like yours centralise their project workload so their teams spend less time updating spreadsheets and more time on client work."

	Handling Brush-off
	"I appreciate you're busy. I'm hoping to grab just 60 seconds because I saw your recent post about hiring a new Head of Delivery—we specialise in making that transition smoother. Is that a good use of your time?"


[bookmark: _rq4ug4vsrdbk]II. Introduction (The Up Front Contract)
	Focus
	Example Script

	Context Setter
	"I understand you recently downloaded our guide on 'Scaling Creative Teams.' That usually means you're struggling with project visibility and keeping your senior team informed."

	The Value Statement
	"For context, TaskFlow provides a single source of truth for all projects, cutting down on missed deadlines and preventing budget overruns."

	The Contract
	"What I want to use the next 20 minutes for is to better understand your current challenges and goals. If it makes sense, in the last five minutes, I can briefly show you how we solve those problems, our pricing, and next steps. Is that a good use of your time?"


[bookmark: _70as7sfu3dic]III. Discovery (FIND - Financial Impact, Need, Decision)
	Focus Area
	Example Script

	The Monologue Trigger
	"Can you tell me a little more about your business and what prompted you to look into a better project visibility solution right now?"

	Growth & Vision
	"What are your key revenue targets for the next 12 months, and how does project delivery need to change to support that growth?"

	Immediate Need & The Cost of Inaction
	The Consequence Question: "You mentioned the team is using three different tools—Asana, Slack, and Google Sheets. If that isn't addressed in the next quarter, what's the direct impact on client retention or team burnout?" The Prioritisation Question: "What have you tried in the past to centralise things, and why did those solutions fail to get buy-in from the team?"

	Metrics (Measure of Success)
	"What tangible result would you achieve if your project managers had real-time visibility on every task? What would that free them up to do?"

	Economic Buyer & Decision Process
	"Who else on the leadership team would need to sign off on a new platform? What's their main priority for a tool like this?"

	Specific Industry/Product Questions
	"How are you currently managing resource allocation? Are you able to quickly see which designers are overbooked?" "On average, how many hours do your Project Managers spend each week just compiling status updates for the leadership team?"


[bookmark: _eo89cxam3snn]IV. Confirmation & Solution Summary (SOLVE)
	Focus
	Example Script

	Playback & Confirm
	"Okay, so it sounds like the primary focus is eliminating the 8-10 hours a week spent compiling reports, and the long-term goal is ensuring resource conflicts don't stall your Q4 campaigns. Have I missed anything?"

	The Value Statement
	"Fantastic. TaskFlow is purpose-built for that. Unlike platforms that only track tasks, we provide built-in resource forecasting and automated reporting tailored for agency owners."

	Pre-Emptive on Pricing/Value
	"I should mention, our pricing reflects the value of reclaiming hundreds of hours from your Project Managers. Based on the $20,000 in sunk costs you identified from those overruns last year, our clients find this investment pays for itself within the first three months just on efficiency gains."

	The Benefit Bridge
	"All of this means no more guessing on capacity—just confident deadlines and space for your team to focus on what matters: delivering great creative work."


[bookmark: _inysq3h0rlth]V. Pricing & Final Objections
	Focus
	Example Script

	Presenting Price
	"Based on our conversation and the need for unlimited users and the resource module, the annual investment for TaskFlow would be $15,000."

	Check for Buy-In
	"I know that's a lot of information, but based on the visibility gains and efficiency improvements we discussed, does this sound like a solution that your team would benefit from?"

	Handling "Need to Think"
	"I appreciate you need to process this. When you say you need time to think, is that more about the implementation process, or the value versus the $15,000 investment?"


[bookmark: _kdro6ef9wc1y]VI. Follow Up & Next Steps
	Focus
	Example Script

	Action Summary
	"Great. I’ll send over the quote and an executive summary of the ROI we just discussed—showing the 8-10 hours saved per PM."

	Confirming Next Step
	"You mentioned needing to review this with David, your CFO. When do you think is a reasonable day for you to present this to him?"

	Booking the Meeting
	"Perfect. I’ll give you a call on Thursday at 2 PM to answer any questions David or your team might have. I'll send an invite now. Have a great day!"



