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Script Template to convert prospects into paid clients 

Phone call script (a suggested script). It will depend on individual 

circumstances – use only as a guide. 

Sam: client, rings up to enquire re quote  

You: copywriter 

Sam: How much do you charge? What’s your hourly rate?   

You: I am happy to answer that question. Normally I’d take a 

comprehensive brief, so the quote would be as accurate as possible, but I 

can give you a ballpark quote today.   

Would it be okay if I asked you a couple of questions before I did that? 

(Build rapport - get permission to lead, answer key query) 

Sam: Sure. 

You: Great. Okay. What’s your line of work? What do you sell? 

(Taking the brief, building rapport, demonstrating expertise and 

knowledge, collecting info so quote can be offered) 

Sam: I’m a financial planner. 

You: Okay. Great. Do you currently have a website? 

(Establishes how advanced they are in the marketing journey) 

Sam: Yes, but it’s not doing what it should do. 

(Unsolicited information but helpful – explore later) 

You: Ok. How long have you had the site up? What’s the URL? 

(Establishes how advanced they are in the marketing journey) 

Sam: About five years.   
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You: Do you have a web developer working with you at the moment? 

(Establishes who is in their marketing team, what suppliers they are 

engaged with, opens the door to suggest other suppliers) 

Sam: Yes, but he’s hopeless. 

(Unsolicited information but helpful – explore now) 

You: Why is that? 

Sam: (elaborates)  

(Acknowledge all that information has been heard by paraphrasing 

back eg so what I understand is that you think the web developer is 

hopeless because… –  build rapport) 

You: So currently you feel underwhelmed with your current developer 

because… What would you like the website to do for you? 

(Establish goals) 

Sam: Generate leads, convert traffic into customers, build my database. 

You: Okay. (repeat back his goals). Have you worked with a copywriter 

before? 

(Establishes who is in their marketing team, what suppliers they are 

engaged with, what experience they have with the process) 

Sam: Yes. She was hopeless. 

You: Oh, why was that? (listen closely)   

Explore with open questions: 

• What did they do for you  

• Do remember what they charged and if so, how much? 

Sam: (elaborates) 
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You: What’s your current budget for this copywriting work. 

(Establishes pricing expectations) 

Sam: Haven’t got a clue!   

You: What I do is a little bit different. Have you ever worked with an SEO 

Copywriter? 

(Establishes who is in their marketing team, what suppliers they are 

engaged with) 

Sam: Not really, what’s that?  

(Opens opportunity to educate, build rapport, demonstrate 

expertise) 

You: SEO copywriters help you … (insert the goals they specified earlier 

if relevant). Is that something you feel you could be interested in? (trial 

closing question) 

Sam: Yes. 

You: If I could help you do that and show you measurable changes via the 

data we collect, would that be of interest to you? 

Sam: Yes. 

You: To do that would take a minimum of 3-6 months of work and I would 

charge a flat fee per month based on the work I do for you. But I am not 

sure you can afford it based on what you’ve paid your last copywriter. 

Sam: How much would it be? 

You: I would charge more than what your last copywriter charged though.        

(Build up anticipation and demand, create exclusivity) 

Sam: How much would it be? 
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You: My packages start at $3000 per month and go up to $7000 per 

month depending on what you need. (wait) 

Sam: Oooh, that’s more than I thought. 

You: I understand. We are not cheap, but we get results. May I ask how 

much you have in mind per month, just approximately? 

Sam: Oooh, around $1000 a month I guess. 

You: Okay. I appreciate that’s a lot for a small business. If you liked what I 

offer but you can’t afford the premium package, I do have a Starter 

Package that might be of interest. It’s for clients who want what we offer 

but can’t afford the full-service version. They get everything in the full-

service package, but I show you how to do it and you do it yourself. Would 

that be of interest? 

Sam: That could be good. 

You: How does that $1000 per month fee sit within your budget? 

Sam: That’s okay. Yes, I think so. 

You: Great. Now, when would you like to start? Sooner or later? 

 (Closing question) 

Sam: Next week? 

You: Yes, that should be fine, but we’ll need to get started right away if 

we’re to start seeing some results. 

(Reinforcing decision) 

What I’ll do is send you some briefing questions for you to consider before 

I take a formal brief from you, and an invoice for a 50% deposit to secure 

the job and to activate it within our system. Could we set up a time now 

for a phone briefing? 

Sam: Yes. 
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You: How is 10am tomorrow? 

Sam: That’s fine. 

You: Now, I will need payment of the deposit within 48 hours as we don’t 

generally start work until that is received. Do you anticipate any problems 

with paying it by then? 

Sam: No that’s fine. 

You: Great Sam. I am really looking forward to getting started on this 

project. I’ll call you at 10am tomorrow on your mobile. Oh, we also have a 

web design and print service if you’d like us to help you with that too but 

we can discuss that at the briefing call. 

(cross sell, build rapport) 

Sam: Ok, sounds great! 

You: Talk to you then. 

For email queries, ask them to come in for a meeting, or do a ‘insert your 

website URL and contact details and we’ll do a free SEO audit for you’ 

session. 

See suggested offers in the video for how this works. 

 


