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Al igned  Sales  Process

to  Mult iplesix figures
A beautiful, aligned sales process so you can feel 
good about selling out your offers and never have 

to push or “convince” people.
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Shopping vs being sold to

I don’t know about you but I love to shop: online, offline, if you have a good offer, I’m up for 

it. What I don’t love is pushy sales assistants.      I sometimes don’t even wanna buy any-

more because the way they sell doesn’t feel good to me. I just want to shop around, make 

my own decision based on the information that’s available and then I’m ready to buy. 

Simple Sales Conversation

It doesn’t matter whether you have a sales conversation as a sales call, in your DMs, via 

voices message - you can do it any way you want. But you need to know a couple of 

things for yourself so you can figure out whether this person is your ideal client. Once you 

have these answers, selling becomes very easy.

People love to buy, they just hate being sold to.

You don’t need a sales script, you just need to have

a conversation with another human being.

Here is what I wanna know:

What do they want? Where do they want to go in their business?

Why don’t they have it yet? What are they doing right now and what have they tried 

in the past (team, offers, product suite, sales activities, mindset…)? What are they 

struggling with? 

Can I help them to get there?

1.

2. 

 

3.
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How to say goodbye to sales calls

I personally got rid of sales calls because I realised we don’t need them. When I used to do 

sales calls, I got on the phone with either one of these people: 

People who were unsure at the beginning and (still) at the end of the sales call and 

People who already knew they wanted to sign up. 

1.

2.

Share with people what you have

A requirement to skip sales calls is to answer all of the questions your client usually has 

about you and your offer in your content. 

What you need to share: 

You - Your energy, what you teach, what you don’t stand for, what you stand for…

Your offer - What they get, how much it is, what’s included, how you can pay 

A call-to-action - give them a direct link to the offer or say “Message me for details.”

1.

2.

3.

Overcoming objections and following up
I don’t believe in convincing people but in talking things through if there are still any 

unanswered questions or concerns. 

“How can you guarantee me results?”
I say “I can’t guarantee results” and I send them testimonials from previous clients.

“I have to think about it.”
I make sure they have all the information they need to make a decision and then I let 

them think about it. 

“I don’t have the money.”
I offer a payment plan or extended payment plan. If that’s still not an option, I say “Maybe 

next time.” and I guide them to another low-priced offer.

I don’t usually follow up with people except sometimes I remind people who I’ve already 

sent a link, a day or two before the program starts (just in case they’ve forgotten). Often, 

when people don’t get back to you it’s because they actually don’t want it and are just 

scared to say “no”. So just let them be. More clients are coming. 
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Homework: 

How do you like being sold to? How can you bring this into your aligned sales process?

What questions do your clients have that you’d normally answer on a sales call? How can 

you include them in your content? 

SUMMARY of my aligned sales process

I let you shop

I show you what there is (= Opening the shop doors and letting you in) 

I let you be

1.

2.

3.

I don’t convince you, push you, pressure you.

I trust that my clients are capable and powerful human beings that can make decisions on 

their own. 


