
 

Introduction Script 

Hi NAME, 

YOUR NAME, I am excited to connect with you today. Is this still a good time for 

you?  

Great! Generally what I do on these conversations is hear a bit more from you 

about your business, 12 month goals and what you hope to accomplish in the 

next 90 days.   

I have done a bit of homework on your company and here is what I understand 

from what I have seen: 

You offer X services and your target market is Y.  This is exciting to me because 

like you I also have a passion to serve this community because….. your words. 

Did I leave anything out that you feel I should know before we talk about your 

vision for the next 12 months and then your plan for the next 90 days? 

(they share) 

Great… that is really exciting!  So in an ideal situation what your business or life 

look like in 12 months when we are successful in our work together? 

(they share) 

I love that!  Now let’s talk about what it will look like to make that happen for 

you.  Currently what do you feel are your top 3 obstacles in creating this 

experience in your business. 

(they share) 

Share your solutions to their 3 obstacles.  Keep them focused on 3… this isn’t a 

tackle the whole business moment it is a moment for you to show them how easily 

you can minimize their current obstacles to getting the experience they want from 

their business. 

Answer Starters: 



 

I partner with clients to ensure experience X is resolved through Y 

With current clients I alleviate this obstacle by doing X 

That is a very common issue with business at the phase of the journey you 

are in.  Here is my best process for ensuring we overcome this obstacle. 

Now that I have a clear picture of your business and what you want let’s talk 

about the next 90 days and how I can immediately get on board and start clearing 

your plate.  

(Go over top projects) 

(Ask if they have any questions for you.) 

  



 

The Interview 

(Inevitably they will want to interview you at some level.  Be ready for this: 

• Answer every question with no more than 3 sentences.  Then ask a 

question for further discovery. 

• Be honest and upfront.  If you don’t know how to do something just say so, 

but quickly revert attention to what you are great at.) 

Examples of how to revert a lack of experience: 

Question:  Have you ever managed a launch before and what type of results did 

you get? 

Response:  Share your experience with project management either with corp or 

volunteer experiences if you have them.  If not then share the experience in 

Certification Week of laying out a telesummit and all the tasks needed to 

successfully run a launch.  Then go straight to I am confident I can manage your 

launch, the reality is a launch is nothing more than a solid strategy and then 

ensuring all the pieces are being done and that is where I excel. What do you feel 

is the measure of success for your OBM around this launch? 

Question: My systems are set up in infusionsoft and it’s really important to me to 

have someone who know IFS. 

Response: I haven’t had a client that worked in Infusionsoft yet but I am sure I will 

be able to master it without any issue.  In my OBM Certification Tina covers 

automated marketing from the perspective of using Infusionsoft so I have a great 

working understanding of what the system can do and very deep resources in our 

OBM community to get any ‘how to’ questions answered.  Tell me what is your 

biggest hesitation about hiring someone that doesn’t know infusionsoft? 

 

(they will say something to the effect of learning curve… or messing things up) 



 

Answer:  I can’t promise there won’t be a learning curve, but I am confident I can 

work within the scope of their training / knowledgebase as well as my resources 

to support you with this system until I have full experience in it.  

Questions: I have a VA that I am not that happy with and will want to replace her 

soon, how would you handle this sensitive situation? 

Answer:  My goal in the first 90 days is to make a few process people changes as 

possible.  This give me time to really learn your business, your needs and your 

teams strengths and weaknesses.  There is a possibility that my style of leading 

this team member might get a different result.  But if it does not rest assured I am 

comfortable replacing team members to ensure the vision of the business is fully 

supported. What do you feel are the top 3 must haves for a VA and I will ensure 

we have that from our team members?  



 

The Instructions  

When starting with clients, I will send a contract, new client questionnaire and 

invoice, upon payment we set up a 90 min brain-dump in which everything you 

are thinking can be passed over to me and I will get it scheduled and time-lined in 

my (or their) project management too so we can successfully alleviate these 

issues. 

Weekly I will submit hourly reports and completion of tasks/projects 

We will want to schedule a weekly or twice weekly connect call.  I suggest on 

Mondays then again on Friday’s if needed.  

You can expect after each call that I will upload all notes of the call to the project 

management too and task out all assignments given as a result of the call. 

Within 2 days of us getting started together I will need all login details as well as 

give you access to my virtual office / get access to their virtual office or set up a 

virtual office.  

Here is how I know we will be successful together.  Based on what you have said 

here today I would like to measure my success by these standards: 

List 3-5 statements of accountability 

Do you have any questions or anything you would like to add that would ensure 

our successful partnership? 

 

  



 

The Invitation: Ask for the Sale 

“I think we sound like a great fit.  I am really excited to partner with you on 

ensuring you get the experience you desire in your business and life.  When would 

you like to get started?” 

Objection: I am currently interviewing other folks and feel like I need to fulfill 

those interviews before making a decision:   

Response:  Let me ask you this, because I work with a very select and limited 

clientele, if I were to email you this afternoon that I no longer have availability, 

based on our conversation here today what would your initial reaction be?  

Objection: I am not sure I am ready to invest at that level on a team member?  

Response:  What is your hourly rate?  If I freed you of 10 hours a week at (hrly 

rate) that would equate to X $$$$$, my goal is to always be an asset not an 

expense 

Objection: I have been burnt in the past hiring team and paying a lot of money 

and honestly I don’t that I am ready to go down that road again.  

Response:  I totally get that!  I think we have all had those experiences where 

someone over sold what they could deliver.  But let me ask you this:  Why did you 

reach out?  My guess it’s because you recognize you can’t grow without getting 

the support you need not just for you but for the vision of the business.  So with 

that in mind, let’s just do a dating project…  

Objection: I am not sure how I will actually let go of what I have been doing?  I 

know I need to but really I am not sure I can. 

Response:  I love this particular hesitation because it shows me how much you 

truly love and value your community that you want to give them the absolute 

best.  I totally get that you feel YOU are that best… but it might be that I have 

strengths that will support your community even more than you do.  Specifically 

in the areas that are not your strengths, so you can focus on them and truly serve 

your community even great.  Plus, my mindset is your brand is always our highest 



 

priority.  So ensuring we keep that front of thought with everything we execute is 

a top priority of mine.  

 

 

 

 


