
Phone Call Script for Freelancers to Win More Clients 

Use the script below to win more clients and increase your prices. As with any 
script do your best to learn it, practice it, and throw it away as soon as possible. 
Reading a script on any call will lack authenticity and the client will feel it.  
 
Remember: They have come to the conversation for the purpose of making a 
decision one way or another. It serves them to decide, so either way, yes or no is OK. 

I. Start the Call 
 
They are feeling they want information.  
Be aware they must make a decision.  
 
“What was it that made you decide to invest your time on this call today?  
 
“Great, I just want to ask you some questions to find out if or how I can help you 
here. I’ll tell you what I can help with. You can ask me anything you want about what 
we’re doing, and the only thing I’d like to know is you just tell me when we’re done if 
this makes sense to you or not. Is that ok with you?”  

II. Ask Questions 

This is where you ask them questions related to your service. Make sure to focus on 
their needs and not yours. The goal here is to uncover WHY they want to hire 
someone beyond just the service. This could be to feel prettier, save their business, or 
anything that means much more to them than just the service. 

Some questions you can ask: 
“Why do you want to hire someone for X?”  
“What results are you expecting if we work together?”  
“What is the urgency of the project or what dates we’re you looking to do X?”  
“If you could wave a magic wand and have the perfect outcome, what would that look 
like?” 
 
If they resist questions, just kindly let them know you are asking only to find out how 
you can help them. When they are confronted by that, people buy the understanding 
of what they are missing by not having it. They haven’t closed the gap because they 
haven't faced it down.  
Go deeper and wider to fully discover and broaden their pain  
Family, fitness, finances, faith/being  
Remember that your service is their vehicle to drive away from their pain. 
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III. Repeat THEIR needs  
 
“So Mr. Smith you’ve just shared that you really want to <restate everything they said 
they want>. I really respect that. So tell me what does that mean to you to get all of 
that? What will it mean to you to have <the results they want>?  
 
Now identify a timeline:  
 
You mentioned you wanted to start by X. Are you willing to wait to have all those 
things in place for yourself or are you looking to get started soon?  
 
Most of the time they say they want it “right away” (if they say a long time, ask what 
is motivating them to put it off. Say “I was under the impression you wanted to do 
something sooner”)  
 
“Okay, cool. I’d love to make this happen for you as quickly as possible too.”  
 
IV. Decide 
 
In this step we get to acknowledge whether they really want to move forward, or if 
they really want to stay where they are and this has all just been a conversation.  
 
So I’ve got an idea for you. I’ve got a service where I <restate what they said they 
wanted> and I would absolutely love for you to benefit from it. 

I can tell you about it if you’d like…  
 
If you want to have those results, here is what we’d do <state specific logistics of 
what you do>.  
 
Then propose a price, shut up and listen. If incentive is required, use this: 

The full investment for my services is $X,XXX.00. Do you think it makes sense for us 
to proceed?  
 
If they say yes… 

Great, I will send you an invoice to get started. What is another day and time for us to 
chat about the next steps for the project? 

Set a follow up call and end the call and send the invoice to get paid. 
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POSSIBLE OBJECTIONS 

Customer: Your prices are too high or I don’t have the money right now 
I understand my prices may be higher than most, but it’s because I am dedicated to making 
sure my clients get <restate what they wanted>. Going with a cheaper or mediocre option 
could risk you not getting <restate what they wanted>. Are you sure you want to take that 
risk? 

Customer: Can I talk to your previous customers? 
Absolutely…I get asked that from time to time and I don’t really like asking my clients to serve 
me as my free sales staff. Is that the only thing keeping you from moving forward? 

Customer: Can I take my time? Can I decide later? Can I talk to my wife? Can I talk to 
my business partner? Can I go pray about it? Can I go do any of those things? 
Sure, you can talk to whomever. Take your time. Get back to me whenever you’d like. Just 
email me if you like when your ready. Would you like to do a call with all 3 of us so that I can 
answer any questions you both have?  
 
If they say no 
No problem, keep in mind, I do bookings in advance, so if you’d like to secure a spot please 
get back to me sooner than later. Thanks and look forward to hearing back. 

Customer: I can’t move forward with you because I feel like I can’t make this work.  
This might not be a good fit, I fully understand. Is there something particular that is keeping 
you from moving forward? If not, and you change your mind please feel free to reach back out 
again. 

Customer: What do you suggest that I do?  
What do you want to do?(Let them tell you)  
Perfect. Let’s make that happen. Let’s talk about how. 

Customer: What kind of money-back guarantee do you offer?  
I always deliver what I promise. Due to the nature of my business and my time involved once 
we begin it is impossible to get that time back. It never happens but if you truly feel that my 
services did not deliver what you expected we can discuss money-back or solving any issues 
that arose. 

IF they keep pushing for a guarantee 
If it’s a guarantee that you’re wanting, perhaps I’m not the best fit for you. I’m looking for 
clients who are committed also. If this isn’t something that you see as good fit right now and 
you’re already looking for how to get out of it, let me let you out right now before we get 
started. This will save us both a lot of trouble later. 

Customer: How long do I have to make up my mind?  
Take as long as you want. I don’t have any calls scheduled after this.  
If they want to get off the phone and decide… 
Sure no problem, please keep in mind I do bookings in advance, so if you’d like to secure a 
spot please get back to me sooner than later. Thanks and look forward to hearing back from 
you.
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