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Tool Bag 3 CONVERT.  36 Min Sales Funnel 

This final section ‘The Sales Call’, takes on a whole new appearance and feel now that the 

prospect has been ‘cultivated’ ready for the conversation that they have sought.  

I talk about cultivation not qualification.   

A Qualified lead is someone you have chosen and determined that they are right to sell to.   

A Cultivated person is someone who has made the initial decision to connect or follow you. 

They have been given information to further inform them about what you do, and who you 

work with. They have also been given tasks that they must do to connect with you. 

A cultivated person is educated and motivated to talk to you.  

The Cultivation Sequence to date: 
 

 

By the time the person is on the call they have: 

 Seen some social media videos or posts that informed them that I was someone to 

follow, connect with or talk to. Or; 

 Have been referred to me, informing them that I may be able to help them in some 

way. Or; 

 Seen my ‘meet Steve video’ outlining who I work with and how I can help them. 
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 Read 3 Chapters of my book including training videos. This gives great details on who I 

work with, my processes and case studies.  

 Made a conscious and informed decision to book a call to talk to me.  

 Have then received a personal Video Email heightening the anticipation of the call. Or;  

 Received a blueprint to create positioning and curiosity.  

In most initial sales calls, the first 15 minutes is all about building rapport then moving on to 

who you are and what you do. Many people get on a call with this process saying, “thanks for 

the videos and book I feel as if I already know you”.  

STOP: If you haven’t watched the Videos in The Authority Client Attraction System Book 

watch them NOW! Click here to get access to all of them. 

In particular, watch The Emotive Sales Pendulum and Selling with the Blueprint. As I will be 

using specific sales techniques from those videos in the sales call video.  

Sales Call Framework: 

When you start a call with an informed and motivated person the flow of the call can be: 

Time  
minutes 

Item 

1 Greeting and outline purpose of the call.  

1-5  Where are you at? Main issues. Why Me Why Now.  Swing the pendulum to 
identify real why behind their issues. The goal is to identify 2-3 key areas that 
when you show them that you have a solution, they will immediately buy. 

5-20  Use the Blueprint to demonstrate that you have a system to deliver results. Use it 
to collaborate on agreed solutions.  

Create 2-3 ‘Value Pitstops’ (see the video), identifying tangible outcomes and 
value from working with you. Write the valued outcomes on the blueprint so the 
prospect can see the value adding up.  

20-25 Total up the ‘value pitstops’ to demonstrate ‘VALUE GREATER THAN 
INVESTMENT’.  

25-30  Confirm that your System/Blueprint delivers on their WHY, to get them emotively 
sold.  

Present 0ffer and agree to the next steps.  

 

https://stevebrossman.com/the-authority-client-attraction-system-resources/
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Note: I personally have three key objectives to this call.  

1. Most importantly have them emotively sold, that your system will deliver the key 

results that they are looking for.  

2. Demonstrate value significantly in excess of their potential investment. And;  

3. Agree to the next steps that we need to take to get them started.  

Using the Blueprint  
 

Below you will see a ‘used Blueprint’ exactly how I use it. You will see: 

 A collection of Value Pitstops where I have quantified the dollar value of the solution we 

created. 

 I have also noted some emotive values e.g. less stress, save time.  

 Finally, I have totalled the full value of “Implementing the System”. Initially a 1 month @ 

$13,000 then I put 3 months to show a much larger figure and show how fast they could 

get a ROI.  
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Your Next Steps? 

You will see from the book and blueprint The Authority Client Attraction System that this a 

small but crucial cog in the whole process of creating a constant stream of high value clients.  

I personally work with people just like you to: 

 Create your Unique Authority Positioning, 

 Design and help build high value outcome-based programs, 

 Assist in the design of your Client Conversion Blueprint, 

 Design strategies around Videos, Books and Speaking together with  

 Coaching and scripting advanced sales techniques.  

If you would like to get a jump on your competition and see how I can help accelerate it click 

here to schedule a call and we will see how we can take the next steps.  

If due to time zones there are no suitable times email me direct steve@stevebrossman.com 

with Name, website and time zone and I will see what we can organise for you. 

 

Conclusion 

For the 36 min Sales Funnel to work effectively, there are several moving pieces that need to 

be in play. However, you will be able to take parts of this and dramatically improve your 

conversion rates.  

Having a book like my ‘The Authority Client Attraction System’ is a key component to this 

process. It has been written and constructed as not only a positioning tool but, a sales 

weapon.  

If you want to know more about how to write a book and also become a Best-Selling author, 

have a look at the resources below as my wife Pam is totally responsible for the success of my 

books and has courses and programs available. See Additional Resources below.   

All the best please come and join us in The Entrepreneurs Locker Room Facebook group 

where I continue to post my Livestream videos and other relevant posts. 

https://www.facebook.com/groups/EntrepreneursLockerroom/ 

 

 
 

http://bit.ly/SteveCall
http://bit.ly/SteveCall
mailto:steve@stevebrossman.com
https://www.facebook.com/groups/EntrepreneursLockerroom/
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Additional Resources.  
 

Personal Performance and a new look at goals. My latest book EXCEED take you through the 

6 Principles “How to EXCEED your own personal and professional goals expectations. 

https://Exceedthebook.com  

Expertise Publishing with Pam Brossman 13 Times #1 Best Selling Author 

Save $497 as part of Steve’s 36 Min Sales Funnel Special Bonus 

| Be Quick Before It Expires 

 

 

 

Steve Brossman 

CEO & Co-Founder of Expertise Empire 

International Speaker & Award-Winning Business Consultant 

Multiple #1 International Best-Selling Author 

https://stevebrossman.com   steve@stevebrossman.com  
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