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3C Sales System: Field Guide

1. Clarify their situation, desires, and obstacles 

2. Connect what they want to what you have

3. Close the sale by helping them make a decision

Introduce yourself: "Hey, this is ______. How's it going?"

Find a commonality: "Where are you from?" / "How have you been since ____?"

Frame the call: "Here's what I think would be the best use of our time today...."

Situation: "What led you to book a call with me today?" / "What's on your mind?"

Vision: "What do you want to achieve in the next 6-12 months?" + "What else?"

Obstacles: "What do you think is standing in the way of making that vision real?"

Recap: "What I'd like to do is reflect back what I'm hearing so far..."

Most valuable: "What's been the most valuable part of our conversation so far?"

Game plan: "Whether you work with me or someone else, here's what I'd suggest"

Yes Test: "What are your thoughts at this point?"

Confidence: "I'm confident that the shortest distance between where you are and 

where you want to go is working with me. And here's why..."

Permission: "Would you like to hear a bit about what that would look like?"

Logistics: "So here's how it works...(insert timing and structure). Any questions?"

Investment: "Would you like to hear what the investment is?"

Concerns: "What could be the cost of not moving forward in this area of your life?"

If "yes": "Great, let's get you into the system and get started?"

If "no": "No worries. Do you know anyone else who might benefit from this?"

If "maybe": "Let's schedule a follow up call so that we can close the loop..."

Note: The most important thing is not following this system. And it's not even closing the sale. It's 

understanding where the other person is at, having them feel understood, and helping them decide 

whether or not your offer is what they need right now. This will become more natural over time.
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