
	No.
	CONTENT/SCRIPT STEPS

	1
	[bookmark: _qwcsapr44h6s]INTRODUCTORY GREETING
· Greetings: “Hello, Mr./Ms. ... this is ... from [Company name]...”
· Purpose of the call/meeting: “I'm calling to introduce ... / check your needs regarding …”

	2
	[bookmark: _p31gqez822wd]CONFIRMING CUSTOMER NEEDS/INFORMATION
· Ask questions: “Are you currently facing any challenges with ...?”
· When do you plan to purchase/use? What is your budget/priority?
· Take quick notes in the Lead Form.

	3
	[bookmark: _1jh2fpxawxwz]PRESENTING SOLUTION/PRODUCT
· State the benefits of the product/service: “Product A helps you ..., saves you ..., speeds up the process …”
· Avoid going into specific features; focus on the value (solving the customer's pain point).

	4
	[bookmark: _6slg41f21r79]HANDLING OBJECTIONS/QUESTIONS
· The customer may be concerned about high prices, comparison with competitors, etc.
· Script to handle:
· “I understand that price is important to you, so what is the price range you're expecting?”
· Mention promotions or success stories from other customers.

	5
	[bookmark: _cns0z398smb6]CLOSING/CALL TO ACTION
· Suggest closing the deal: “If this fits your needs, shall we finalize the order today?”
· If not ready: Schedule a follow-up time, send a quote, materials, etc.

	6
	[bookmark: _59bpmli9h8t4]ENDING THE CALL/ MEETING
· Summarize commitments: “I'll send the brochure to your email and follow up with you on Thursday.”
· Set a clear follow-up schedule, thank the customer.

	7
	[bookmark: _7cwg70232hfx]NOTES/OTHER COMMENTS
· Quickly note the customer's attitude, level of interest (high/medium/low), etc.
· Update the Lead Tracking Sheet after the call/meeting.



