
Sales C
all Script


A little background story about this 
sim

ple script: 
 A couple of years ago w

e cam
e up w

ith 
the idea for a Sales-as-a-Service 
com

pany for startups. W
ithin 60 

m
inutes, w

e had this script and started 
hitting the phones, calling venture-
funded startups in the Bay area. W

e had 
no w

ebsite, no logo, no references or 
netw

ork at the tim
e. In 14 days, w

e had 
seven custom

ers w
ho w

ere all paying us 
A LO

T of m
oney to sell for them

. 
 Yes, this script is sim

ple. But it can m
ake 

you A LO
T of m

oney too.

H
i, m

y nam
e is [nam

e]. I’m
 calling som

e startups 
in the area to find out if they are a good fit for 
our product/service/beta program

.


W
hat w

e do in a sentence is w
e provide 

com
panies w

ith xyz.


D
oes this in general sound interesting to you?

O
pening

1

W
hat is your current xyz process?


W
ho are your custom

ers?


H
ow

 do you currently solve xyz?


Etc.

Q
ualifying

2

W
e w

ould w
ant to start in X w

eeks - does this 
w

ork for you?


The beta program
 is heavily discounted. It’s 

going to be $X/day per.


W
hat is the decision m

aking process in your 
com

pany? Etc.

Test C
losing

3

G
reat. Sounds like this could be a good fit. Let 

m
e send you our brochure and schedule a tim

e 
next w

eek to discuss all your questions etc. 


W
hat’s the best em

ail to send you inform
ation 

and the calendar invite? W
hat’s a good tim

e to 
chat next w

eek? 

N
ext Steps

4


