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Consultative Sales Script For Fitness Coaches 

By Big Chris McCombs 

Back around 2004, the following consultative sales script did wonders for my 
fitness training business and my peace of mind. 

You see, I was getting a ton of leads but most were a waste a time. It was an 
adventure in aggravation.  

I was so frustrated hearing the same objections over and over. So I hired a sales 
coach who was $650/hr, paid him around $900 for an hour-and-a-half of his time, 
and he helped me develop a script that qualified the heck out of prospects so I 
only spent my time with the best of the best. 

The ones who could afford my service and would make good clients.  

Over time, I made improvements here and there. 

This is a qualifying, semi-takeaway consultative sales script that begins on the 
phone and continues throughout the first workout  

Qualifying them in a way that almost feels more like I’m trying to talk them OUT 
of training with me, instead of trying to talk them into it. 

It’s suited more for semi-private, small group training and other higher-ticket than 
it is super-cheap boot camps, but I have clients in the US, Canada, Australia, the 
United Kingdom, New Zealand, Ireland, and Greece making it work in their boot 
camps.   

By the way, just to back my claims, you can see what many of my clients say 
about me here: https://kickbacklife.com/what-they-say-about-big-chris/  

Now, one of the reasons this script works so well is that most people can’t stand 
pushy salesman  

Personally, when I even get near one I feel my inner defensiveness immediately 
take over and I go into retreat “get away from me, FAR AWAY from me” mode...  

https://kickbacklife.com/what-they-say-about-big-chris/
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... Whether they’re trying to sell a gym membership, a car, on some multilevel 
marketing thing, or sell people on their religion... even if I’m into whatever they’re 
trying to sell me on  

We’re wired like this, they push, we either want to retreat or push-back  

When a trainer tries to push his services on someone it smells of desperation  

If you want to earn more money per client, then I recommend more of the 
“pulling back” approach, an approach that makes them WANT to train with you  

An approach that disqualifies anyone who isn’t a good fit for you services... like 
those who can’t afford you, and those who don’t want to train hard  

Personally I only liked training people who wanted to give me their all, in fact 
many of my clients were fit people who already worked out but just wanted to 
take things to the next level  

If you want to make good money per client, I HIGHLY recommend the consultative 
pre-qualify method like I’m about to lay out for you  

Consultative Selling as defined by About.com is a selling technique in which the 
salesperson acts as an expert consultant for his prospect, asking questions to 
determine the prospect’s needs and then using that information to select the best 
product or service for those needs.  

The following consultative sales script has transformed the sales process of 
countless fitness businesses all over the world, and it can do the same for you to  

What’s great about this script is that it gets rid of almost every objection you’ll 
come across...  

• I can’t afford it  
• I have to check my budget  
• I don’t have time  
• I’m going on a 4 week vacation next week  
• I’m moving out of the area in a few weeks  
• I have to check with my husband ( Or wife, or dad, or _____)  
• I have to think about it  
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• I don’t have my credit card on me  

In this script, you’re going to talk to everyone on the phone before they can even 
come in for a workout  

But like I said, the script isn’t nearly as much for cheap $100-per-month boot 
camps as it so for $300-$700+ per month group training or high-end PT  

The idea is to weed the weak and the broke, and the ones who are generally a 
pain in the rear to deal with, right there on the phone, and only make 
appointments with ones who are almost likely to sign up  

You DO NOT WANT TO TRY TO TALK THESE LEADS INTO COMING IN... the more 
you do, the less it will work  

You’re simply “qualifying” them over the phone to see if they’re a good fit for 
your program  

I’ll use my prices as examples, you can just plug your own prices into the script  

Now, when they call, there’s three things you want to get to...  

1. Pain - their REAL reason for calling  

2. Investment time, effort, financial  

3. Decision - you want to make sure before they come in they have their all ducks 
in a row and that you get a commitment from them to show in the form of their 
credit card numbers  

Now, on the phone ... 

Show them Gratitude for calling... by saying something as simple as “I appreciate 
you calling”  

And get their name and call them by out throughout the call...  

1. First we want to get to their PAIN (take notes if you need to so you can 
remember what they say)  
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“Why are you calling?”  

And get them to go deeper to get to the REAL reason they’re calling, their REAL 
pain, by asking questions like...  

 “Well how do you mean?”  

... and “How so?”  

... and “What do you mean by that?”  

At first they’re likely to say they’re calling because they want to get healthy, but 
when you ask these questions, and continue dig a little deeper...  

You need to find out the real reason they’re calling, which is most likely 
something more like they’re 30 pounds overweight and haven’t been on a date in 
5 years, or they’re so fat their spouse is ignoring them, or they have a pool party 
coming up and they’re scared to wear anything less than three layers of clothes... 
or some other deep emotional reason  

Remember, it’s about finding their pain  

It’s RARELY the reason they give you when they first call  

Go a little bit negative on them so you can get THEM to convince YOU why they 
need to get into shape... instead of doing what most trainers do by trying to talk 
them into the training  

So say they say that they need to lose 30 pounds ... you can do this by saying 
things like...  

“Lots of people are 30 pounds overweight, that’s no big deal... Why does that 
bother you?”  

When they tell you why they need to lose the weight, you can say things like “Oh 
Ok, I get it, well how does that feel?”  

And... “What’ will be the consequences if you don’t lose those 30 pounds?” 
“Where do you see yourself in a year if you don’t do something about it now?”  



All Rights Reserved Chris McCombs Inc. 
 
5 

“How about in 5 years, if you kept on living this exact same way?”  

“On a Pain Scale... Is this just a paper cut, second degree burn, or did your hand 
get stuck in lawn mower?”  

People with paper cuts aren’t much good to you, you want people way up on that 
pain scale, those are the ones who are going to commit to your program, won’t 
have issues coming up with the money for it, and will do what it takes to get 
results  

2. Investment - It’s time to find out if they’re willing to make the investment in 
your program in terms of time, energy and money that it takes to get the results 
they want  

You want the ones in the most pain, the ones who don’t want what they have and 
willing to make the investment to end the suffering  

They’ve had enough and can’t take it anymore... THOSE are the ones you want  

Those are the “stick” people, the people who want to move in the opposite 
direction of what they don’t want...  

The Stick... and that stick has been beating the living hell out of them emotionally  

The other people who will be willing to make the investment are people who’s 
carrot is big enough  

The Carrot... that thing they really want... the body, the attention, the self-
esteem, the sex, the relationship, the self-confidence, the admiration for their 
friends  

People on the other end of the spectrum of the stick people, the carrot people... 
who’s carrot is big enough and has a strong enough pull on them and are willing 
to make the investment you require  

Now, this is where you qualify the living daylights outta them, sandwiching in the 
stuff you really need to know, like whether or not they can afford it, between 
other qualification questions that are important to you  



All Rights Reserved Chris McCombs Inc. 
 
6 

You don’t want to come across like it’s all about the money, which it shouldn’t be, 
but it’s info you need, so it’s important you ask questions related to working out 
and eating right, as well as the financial stuff  

So you’re going to ask them the following questions... and if the answer is a 
strong “Noes” to any of them, you politely terminate the call, they simply aren’t a 
good fit  

You’re only looking people who can give you “Yeses” across the board... I’m going 
to use my prices and time commitment, feel free to plug in your own  

“It’s going to take working out with us 2-4 days per week, is that something your 
willing to do?”  

“You’ll probably need to stick with it for at least 4- 12 months to get to your goals, 
I mean fitness is life brushing your teeth, it’s not something you can just do for a 
month or two and quit... to hit you’re goals I would need you to be able to commit 
to your new habits for a minimum of 4-12 months, is that something you’d be 
willing to do?”  

“Will you be in the area for at least the next 4-12 months Are you planning on 
moving out of the area soon or going on any extended vacations or anything like 
that?”  

“And doing cardio for another 30 min.+ 3-5 days per week. Is that something your 
willing to do?”  

“Eating healthy foods. Not like some hardcore diet, but like 90% good, lean 
healthy foods and make some serious improvements in what you’re eating... Is 
that something you are willing to do?”  

“Cost is an average of between $338 and $424 per month. Is that something you 
can afford? Is it within your monthly budget?”  

“Now if you came in and we felt you were a good fit for the program, and you 
liked our training, is there anyone else you would need to talk to like 
Wife/Husband/Parents if you were going to get going with the program... or is the 
decision all up to you?”  
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(If they need to talk to somebody, please ask them to speak with that person first 
before making the appointment or to bring that person in with them.)  

What’s great is, these questions overcome almost every single objection you’ll 
ever get, so when the actually come into the gym, they’re super pre-qualified and 
ready to sign up  

3. Decision – Now that we’ve gotten to their pain and found out if they’re 
willing to invest in themselves in steps one and two, it’s time for them to make 
a DECISION  

Keep in mind, do not “attach” yourself to the outcome (the outcome being their 
decision)  

The less you care, the better the chances are that they’ll schedule the 
appointment...  

If you’re needy, insecure and really need them to make the appointment, and 
your attached to that outcome, it will show and defeat the entire purpose of this 
script  

This script helps establish you as the go-to “in-demand” authority you are. And 
trainers who are in-demand don’t “need” clients or money. In fact, they can pick 
and choose who they work with, with is what the script helps get across  

So don’t give two hoots whether they schedule an appointment, cuz if you care, it 
will drastically lower the effectiveness of this script  

For about the first 20 times I used notes to help me get through this part until I 
had it memorized  

And don’t read this out word for word, say these in your own words but still say 
the same thing  

Ok, so continuing with the script...  

“Now what we can do is schedule a trial workout. Basically we do the trial 
workout for two reasons....  
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One is for you to see if you feel we can help you, and two is for us to see if you’re 
willing to do what it takes to be one of our clients.  

Because we train a few people at a time it’s important everybody gives us their 
best. So I need to make sure you’re will to give us your best  

Our clients are like our walking talking billboards and represent us, if someone 
isn’t willing to work hard they probably won’t get results and that can make us 
look bad, so we just want to make sure you’re willing to put a lot of heart into the 
workout.  

You don’t need to be an athlete or be able to do anything impressive; we just want 
to make sure you’re able to give it your all. Does that sound like something you’d 
like to do?  

Ok good...  

Now we’re really busy and we like to make sure that before we book a slot for 
anybody that they have all their ducks in a row.  

Now let me see if I have this right: you said you can see yourself doing the 2-4 
workouts per week, the cardio, the healthy eating, that your schedule allows time 
for it, that the $338-$424 per month is within your budget, and that the decision is 
up to you....  

Is that correct? Ok, good...  

Now to hold a spot for you I will need to get your credit card numbers, but there’s 
no charge for the first workout as long as you show up. We only charge you if you 
DON’T show up, and in that case it’s a 39 dollar fee.  

Let me tell you why we do this...  

Basically we used to have around a 50% ‘no show’ rate for first time workouts, but 
by securing peoples credit card info to hold the workout we now have almost 
100% ‘show up’ rate.  
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We’re just really busy and need to make sure that if somebody commits to a 
workout with us they’re going to show up. Plus, as your trainer, it’s my job to 
make sure you show up.  

But we will not charge you as long as you show up, only if you don’t. Is that okay 
with you? 
Ok, good...  

Now when you come in we are going to review everything we went over with you 
on the phone and at the end of the session, if you have demonstrated to me that 
you’re willing to do what it takes and we think you’d make a good client, you’re 
going to have a choice of giving me a yes or no answer.  

Either YES you like our workouts and you feel we can help you, or NO you don’t 
don’t like what we have to offer and feel that we are not the service for you.  

If that’s the case are you ok with telling us no?  

Ok, great let me go ahead and get your credit card #  

Using that script changed my business  

From dealing with a bunch of flakes, no shows and people who just were not a 
good fit for my program  

To having an extremely high close rate and workouts full of high-quality clients  

And remember... If you come from a needy, insecure place or lack confidence, 
then this script won’t work for you  

Because it’ll be incongruent with your internal beliefs about what your worth  

If you say it with confidence, you’ll be blown away by what this one little script 
can do for you  

When they come in for the workout  

Greet them like a dog... meaning you’re excited to see them... so a nice happy 
dog, not a mean guard dog ok?  



All Rights Reserved Chris McCombs Inc. 
 
10 

Get them to fill out your liability waiver and ask about injuries and medical 
conditions and all that good stuff  

Then review with them what you went over on the phone...  

“So we talked about you being able to commit 2 to 4 days per week in terms of 
resistance training workouts to your new lifestyle, doing cardio a few days a week, 
eating 90% healthy foods, that you can afford between $338 and $424 per month, 
that you’re the decision maker... meaning if you decide to move forward today 
there’s no one else you need to run it buy to get their approval and that for the 
most part you’ll be in the area for the next 4-12 months... correct?”  

Now, at this point, if they answer no... Meaning they don’t have all their ducks in 
a row, which is rare, but if this were to happen, say “Well, I’m uncomfortable 
training anyone unless they have all of their affairs in order, we only workout with 
people who do, so lets reschedule”  

And only reschedule one time, any more than this is attracting the kind of clients 
you DON’T WANT  

I’ve I only had to do this once, because generally everyone shows up with all their 
ducks in a row  

Now, if A LOT of people come in without all their ducks in a row, you need to 
improve how your communicating the phone script  

However, most everyone should answer “yes” when you ask them if all that stuff 
is correct, because that’s what they answered “yes” to all the phone already, 
you’re just confirming it all when they come in  

So, after they agree that all that stuff is correct... you say...  

“Now when we get done with the workout I’m gong to ask you if you’re willing to 
get started, your answer will be yes I am, lets go ahead and do the paperwork, or 
no I am not, and at that point I will thank you for coming in and we’ll part as 
friends”  

Then take them through their trial workout  
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At the end of the workout...  

Compliment them on their hard work, by saying something like...  

“Hey, awesome job today, I know the first time is tough, so I really appreciate it 
the fact that you gave it your all”  

“So tell me, how did you like it?”  

Which they should say they liked it or loved it or whatever...  

“Oh yeah, so what did you like about it?”  

Let THEM sell YOU on the training by telling you what they liked about it, instead 
of the other way around, which is what most trainers do  

“Is this something you can see yourself committing yourself to a few times a 
week?”  

“Ok, good, so which program do you want to commit to?  

I have a 4 month program and a 12 month program ... The 12 month is our most 
popular choice... And one thing for you to consider... you say you want to lose X 
amount of pounds...  

... Well, the average person can lose about a pound a week, so I definitely 
recommend the 12 month program for you”  

And remember on the phone how they agreed it’s a yes or no decision and that 
you don’t allow “think about it’s”  

So if you’re getting “Think about it’s” then you most likely didn’t cover that part 
on the call clearly enough  

If they say they want to think about it, which should be RARE if you’re doin the 
script right, say...  

“Look, I just gave you the best I have, so I’ll just take that as a NO okay. If that 
workout wasn’t enough to make a decision I must not have demonstrated our 
services properly and I want to apologize for that, thanks for coming in!”  
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At this point, the rare person who says they want to think about will most likely 
switch to a yes, because they want to control the outcome  

And remember, you have their credit card number in case they say they don’t 
have it... that was one of the reasons you got it on the phone (=  

And always send a thank you note!  

This script made my life and business so much easier, and thousands of trainers 
and coaches across the world have used it with similar success. Many tweak it to 
make it work for their model. 

Enjoy. 

Big Chris McCombs 

About my wild ride from administrative segregation to building a cult of 
superfans: https://chrismccombs.net/about-chrismccombs-net/  

See dozens of 7-, 8-, and 9-figure entrepreneurs have to say about me:  
https://chrismccombs.net/what-they-say-about-big-chris/  

How to build a cult of superfans: https://chrismccombs.net/superfans/  

https://chrismccombs.net/ - My main blog, chock-full all sorts of information for 
coaches and entrepreneurs on how to get more clients and customers, make 
more money, and kick more ass in life and business. 

https://kickbacklife.com/ - My website for gym owners, personal trainers, 
strength coaches, and fitness entrepreneurs who want to attract more clients and 
members and generate more fitness profits. 

Follow me on Facebook: 

Personal profile: https://www.facebook.com/chris.mccombs  

Page: https://www.facebook.com/bigchrismccombs/  

 

https://chrismccombs.net/about-chrismccombs-net/
https://chrismccombs.net/what-they-say-about-big-chris/
https://chrismccombs.net/superfans/
https://chrismccombs.net/
https://kickbacklife.com/
https://www.facebook.com/chris.mccombs
https://www.facebook.com/bigchrismccombs/
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