
Samples Sales Script for a First and Second Call with a Lead 

This is an example script written by Lucille from the French community.  

 

First call 

“Hi, I’m Lucille from Nevy’s Language, and I’m calling regarding English classes online. Do you have a few 
minutes right now to talk about it or would you prefer that I call you back at a certain time?” 

- If they ask who you are, present Nevy’s and remind them that they entered their information 
into a form to inquire about us.  

“I’m calling you to talk to you about who we are, so don’t hesitate to stop me when I talk to ask me any 
questions.” 

“We are a company based in Toronto, and our mission is to connect you directly with a teacher that is a 
fluent English speaker and has the ability to help you improve.“ 

“We’re going to use Zoom to connect you directly face-to-face with your teacher. Are you familiar with 
Zoom?” 

- If they yes, go with that and explain how it works.  
o “The teacher shares their screen and puts up materials for you to follow along. It’s one 

on one, so you can ask your teacher questions right away.”  
 Most of your students would have learned in a group setting, so sell the concept 

of a one-on-one learning 
- If they say no, say “Don’t’ worry I’ll explain what it is, and I’ll help you to learn how to use it. Do 

you have a laptop and a camera? You’re going see your teacher face to face.?”  

“We work with different kinds of levels. What is your level?”  

- Ask them questions to get to know their level. Use the Speaking Assessment in the Sales Portal.  

“How does it sound so far? Were you looking for this kind of service when you called us?” 

- Yes, I like it. If this is the answer, go into the different packages. Use language such as “we 
recommend for someone like you to do X number of hours per month…”   

- Yes, I like it but what is your price. Is it free or not? If this is the question, go into the packages 
and the prices.  

Recommend the right package for them. Mention that they pick their days and hours. Say something like 
“You pick your hours, we adapt to your schedule, you choose.” We have teachers across the world, so we 
can cover the full day, some people do their classes at 8am and some people do their classes at 
midnight.”  

When they don’t say anything, I ask “how does it sound? Do you think that 5 hours in your schedule is 
doable?”  



- If they say, “ah I don’t’ know”. Explain to them why the five hours is important and the progress 
that 5 hours per week can make compared to 2 hours per week. 

“We can lower to two or three hours if you’d like, for x and x price, but we don’t recommend that. It 
depends on where you want to reach with your English. We work towards the goal.” 

Then they ask how long it takes me to get fluent in English, this is where we explain how long it takes to 
move up a level. Remind them that it’s also about what happens outside the class. For those that are in 
Quebec where they are surrounded by French speakers, it’s harder than for those in an English-speaking 
environment where they can talk to their neighbours and use what they learned in class. This is an 
opportunity to get to know their lives and backgrounds. 

“The teacher will have time to send you homework and exercises between sessions, vocab to look for, 
things to read, the session notes, etc. all of this is sent via email.”  

Then we talk about payment methods, and how they can pay. We get into the different payment 
methods. As soon as they sign up, it’s going to be super quick. “We need 72 hours to match them with a 
teacher.”  

You can ask them, “I know it’s a lot of information, do you need to think about it and check with your 
schedule or do you want to sign up now?”  

If you’re on the call and you feel that you are losing them due to the high price or package, either drop 
down to the lower package or offer the trial package. This depends on the case at hand. If they choose 
the trial, explain what it is, it’s benefits and what happens after it.  

At the end of the call, some will say that they are ready to sign up now and they do. We can ask them for 
all the information that’s on the signup form and sign them up.   

For those that say that they want to think about it, ask them if they want you to call them back in a day. 
Some will say yes, and some will say no, they will reach out to you. There might not be a chance that 
these people sign up. Give them three days max otherwise they will get cold. The best thing to do is to 
call the following day. Setup a reminder in your calendar to call the lead. Let the lead know that you will 
send them an email with the notes of what you talked about. 

End the call with a warm goodbye, wishing them a wonderful day or evening and that you hope to 
contact them soon. Say it with genuine warmth, so that the lead feels that you really care about their 
wellbeing. 

 

Follow up after the first call 

Following the call, head to the Leads tab in Salesforce and start making some notes.  

Make some notes about what took place during the call and the plan of action. These notes help you 
later on when you want to check up on the status of this lead and where you are in the sales process. 
You will be working with a lot of leads, so these notes will help you remember who they are and what 
took place.  



Send a follow up email or message including a summary of what was discussed and agreed with them on 
the call. This lets them know that you are committed to their education and active in your approach. 
They know have your information if they need to contact you.  

Update the status of the lead depending on the result of the call.  

If the person signs up, fill out the signup form with all the information you gathered on the call. This will 
trigger a welcome email which will include the payment links.  

 

Second call  

Present yourself again and let them know that you are checking in on them, “I’m just checking up on you 
to see if you’re interested. Do you have time right now?  

If they say now that they don’t have time for you right now, figure out a new time to call them and make 
a note of it.   

“Do you have any more questions for me?” If they say no, listen to the objection and provide a 
resolution. If they are ready to sign up, fill out the form.  

In general, if they ask you to sign up and pick up your second call then they are definitely interested and 
will sign up either now or later.  

If they don’t pick up, leave a voicemail saying that you are reaching out regarding the ESL services and 
then put them on the newsletter list. Interested people will usually call or text you right back.  

If they are interested in signing up later on, offer to call them later and sign them up.  

 


