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SOULFUL
SALES

7-step simple sales script to convert prospects to  
paying coaching clients with confidence, heart + soul

How to convert
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1. CONNECT

Create connection with your prospective client and a sense of joint purpose for the call. 

“It’s so lovely to connect with you today ____________. Thank you for taking the time out of your 
busy schedule to explore working together.” 
 
 2. DISCOVER

Take time to discover what they really desire for their health and why they are reaching 
out to you for Health Coaching. Get clear on why they’re seeking your support. 

Questions to consider:

• How can I help you today? 

• What inspired you to book this call?

• What seems to be your biggest health challenge at the moment? 

• What are you doing right now to address these health challenges?

• What would ultimate health look like to you? 

• What are your bigger dreams in life? Does your current health impact on them coming true?

• What’s the reason behind your big vision and goals for the future?

I don’t think any of us became Health Coaches to get into ‘sales’. But the truth of the 
matter is that without a sale there is no client and therefore no business.

I believe that every conversation between a Health Coach and her prospective client is 
sacred and unique and therefore there is not one magical script that will convert every 
person you talk to into a paying client.

I do however understand that when first starting out, worrying about what to say can be 
one of the biggest stressors for a Health Coach when having a sales conversation.
In light of this, I have pulled together a basic structure to follow on your calls. 

Over time, I encourage you to follow the essence of each step rather than worry about 
saying the exact right words or phrases. I have included example questions but you don’t 
need to read every one verbatim - follow the overall structure and stay connected to the 
conversation to see where it leads you.

The prime purpose of a Discovery Call (or Sales Call) is exactly that, to ‘discover’ if 
someone would truly benefit from your Health Coaching program. An ideal client should 
never need ‘convincing’ or ‘selling’ to. Instead they should leave the conversation clear on 
their desire to solve a problem in their life with your solution.
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3. UNCOVER
Explore together what might be keeping them from the results they desire with 
their health. Getting clear on the obstacles can be a healing experience in itself.

• What seems to have brought on this health challenge?

• What do you think is keeping you from reaching your health goals?

• Is there anything preventing you taking action towards your health goals? 

• What has slowed you down from getting your health how you’d like it?

• What have you tried already that isn’t working for you?

4. WHY NOW?

It’s important to explore if now is truly the right time for them to take action and 
create a change in their health. When you are both clear on the sense of urgency, a 
clear decision can be made about whether you program is the best fit. 

• What will happen if you don’t fix this health problem now? 

• Where will you be 3 months from now if this problem isn’t addressed? 

• How will that feel? 

• What will it mean to you? 

• What would your life look like having achieved your health goals?

• Why are you ready now to do what it takes to overcome this obstacle?

• Are you ready now to do what it takes to change this situation? 

5. MIRROR & REFLECT

Celebrate how far they’ve come and the great actions they have taken so far.

Mirror back what you have heard during the session from your notes.

“Firstly I just want to stop and congratulate you on _______________________________________”

“From our conversation I can hear that ______________________________________________________”

 • What are their health goals and desires? 

• What did they say is stopping them from achieving these? 

• Why did they decide that now is the time to turn their health around?
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6. SHARE
By sharing how your program meets their pain points you can help them get clear on 
how your program would be of support so that they can make a decision that is right 
for them.

“Based on what you’re telling me your obstacle is_________and if you learnt how to 
__________________ you can achieve ______________________”

“Would you like to hear more about what it would look like to work together?”

• Share your program details and benefits

• Refer to your package price as an investment (instead of a cost or price)

• Share the investment once they ask

• Provide them with payment options if they ask

• Keep them connected to their desires and the pain points you can support them through

• Ask them for their ‘thoughts’ and ‘feelings’ 

7. CONFIRM THEIR INVESTMENT
“Great! Let’s get you started.”
“ I will take you now to my booking system to set up your contract, get your first session 
booked in and payment processed.”

• How would you like to pay for your program? I take PayPal, or direct bank transfer.

8. CELEBRATE THEIR NEXT STEPS
Be excited and positive about the next steps. Use affirming words like ‘getting started’, 
‘moving forward’ and ‘taking action’.

Follow up within 24 hours to confirm their coaching is booked in and is ready to go.

ADDITIONAL NOTES
• Take notes on important points of the discussion to reflect back to them.

• Use humor to get the client to laugh; it helps them to feel relaxed and builds trust.

• Stay positive and reassuring.

• Use active listening skills to hear what the client is saying. 

• Remember to allow the conversation to flow and let go of focusing on the sale.
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Always have a blank sheet of paper with you on your call to take good notes as you listen 
closely to your potential client and explore honestly if you are a good fit for each other.



With a background of 17 years in online marketing, Amanda 
Jane Daley has earned recognition by the world’s top 
advertising awards. In just a few years, she’s built a high 
6-figure coaching practice of her own.  

Now, she combines her health + business savvy to mentor 
other Health Coaches to achieve the same goals focused on 
money mindset work and current online marketing strategies. 

Do you need support growing your Health Coaching business? 
 
I have now trained 1000’s of new Health Coaches to kickstart their confidence, clients  
and cashflow with my signature ‘$5k months for Health Coaches’ system and I would love 
to give you access to the best-of-the-best of my trainings.

 
For complimentary trainings and resources to build your own thriving 
Health Coaching business - visit:  
 
amandajanedaley.com/5kmonths/ 

For regular support from me and a like-minded community of driven Health 
Coaches, I invite you to hangout in my free facebook group ‘Healthy 
Wealthy Society, where I offer feedback, support and inspiration on a daily 
basis:  
 
facebook.com/groups/healthywealthysociety/

 
To work with me directly in building your Health Coaching business, check 
out my products and programs at: 
 
amandajanedaley.com
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HUNGRY FOR MORE?


