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BASKET 1 — THE PROBLEM

Restate their pain in their own words — better than they could say it themselves. If they read this and think 'how did
you know that?' — you've nailed it.

THEIR SITUATION RIGHT NOW

THE COST OF DOING NOTHING

¢ TIP: Use their exact words from your discovery call. Quote them back. Quantify the leak — put a dollar figure
on the problem. That number makes everything else land.

BASKET 2 — THE PRIZE

Paint the after-picture in dollar terms, not feature terms. Anchor to a specific, believable outcome — not hype.

THE DOLLAR OUTCOME (SPECIFIC & BELIEVABLE)



e.g. Based on your current call volume, recovering even half of those missed calls represents around
$IX, XXX1/month in revenue you're already earning — you're just not capturing it yet.

PROOF ANCHOR (A REAL RESULT FROM A REAL BUSINESS)

e.g. One [niche] client recovered $INI in annual revenue within 9o days of deploying an Al Voice
Receptionist — answering every call, booking every job.

THE TRANSFORMATION SENTENCE

e.g. You go from losing a job every time your phone rings unanswered, to having an Al employee who
never misses a call, never takes a break, and never asks for a raise.

& TIP: Price goes AFTER the problem and the prize. By the time they reach Basket 3, your solution should feel
inevitable — not impressive,

BASKET 3 — THE PRESENT SITUATION

Now — and only now — introduce what you're actually deploying. Frame it as the vehicle to the prize, not the product
itself.

INTRODUCE YOUR Al EMPLOYEE IN PLAIN ENGLISH

e.g. Meet your new Al employee. Their job is simple: answer every call, qualify every lead, and book
every appointment — so you don't have to.

\WHAT IT HANDLES VS. WHAT IT HANDS OFF

Handles automatically ¥ Hands off to you
e.g. Answer every inbound call 24/7 e.g. Calls requiring judgment



YOUR CREDIBILITY ANCHOR

INVESTMENT & ROI

Price based on the problem size, not the tool cost. Always show the ROl math next to the price.

PACKAGE WHAT'S INCLUDED INVESTMENT PROJECTED ROI
Entry Offer (Starter Al 1 Al employee, 1 bl Covekrs C?St n q
Employee) core problem week ol misse
leads recovered
g/lnl:l]ttg[eeéls wl $SIX,XXX]/mo Typically 5-10x
Full Build (Al Operations Suite) pLoyees, ROl within 9o
workflow
days
coverage

¢ TIP: ROI framing line: 'This Al employee costs less per month than what you're currently losing in a single
week of missed calls. Place this directly below the pricing table.

YOUR ROI FRAMING LINE (CUSTOMISE FOR THIS CLIENT)

NEXT STEPS

Give them three clear, specific actions. Specificity = confidence.

Reply to confirm
Let us know you're ready to move forward — we'll send a simple onboarding form.

15-minute kickoff call
We align on your business, configure your Al employee, and set it up to represent you perfectly.

Your Al employee goes live
Within [X] business days, your Al is answering calls, qualifying leads, and booking appointments.
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