
Sales Conversations - Quality vs. Quantity 

Copyright © Cat LeBlanc 2018

Lead Quality

The more contact a person has had with you the “warmer” they will be. This means they 
are likely to be a higher quality lead and they are more likely to be ready to sign up.  

A person that has watched a whole webinar is warmer and therefore will be easier to 
turn into a customer in a sales conversation, than someone who hasn’t opened his or 
her freebie yet but signed up to a call on the thank you page.

A person that has heard about you from someone they trust will be warmer still be-
cause you have been given the seal of approval from a trusted person.

This shouldn’t deter you from any method of getting conversations, it’s just to help you 
understand the experience from the client side. 

Screening Leads

In the very early days of your business you want to have as many sales conversations as 
possible because you want the maximum number of sales, even if it means speaking 
with some time wasters.

As you start to fill up your programs and have more ease getting conversations you will 
want to be more discerning with the people you spend time speaking with in sales con-
versations.
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Screening Levers

In order to check how serious a lead is you can use various levers to make it easier or 
more difficult to get into a sales conversation with you.

Here are some of the ways you can do this:

• Framing the conversation to be more of a free session (less screening) or framing it to 
be more of a conversation about working with you (more screening).

• Putting multiple calls to action to a sales conversation within easy reach (less scree-
ning) or just having them in more select places where you know a client has already 
taken certain steps e.g. watched a whole webinar (more screening).

• Making people answer no questions (no screening), some questions (some screening) 
or many questions (more screening) in the sales conversation booking form.

• Making people apply for a session, which is more screening still.
• Making people pay for the session, which is even more screening.
• Eventually you may only do sales conversations for your very high end programs as 

everything else will be sold using online methods.

The more screening you have, the less sales calls you will get but the leads will be war-
mer.

If you have zero screening you’ll get the maximum number of calls. You’ll likely speak 
to several time wasters but you’ll know you got the maximum number of sales, even if 
you did waste some of your time.

The more successful you become the more screening you want to put into your stuff so 
that your time isn’t wasted.

My recommendations for initial screening:

• Have multiple calls to action to different types of sessions in different places.
• Frame the majority of the sessions as a free session rather than a session to talk 

about working together.
• Have a minimal number of questions in your booking form so that you have some 

context about what they are looking to achieve. That way you know it makes sense to 
run the session.

Questions to ask yourself:

• Am I using the appropriate amount of screening given the number of sales conversa-
tions I am able to book at the moment?

• Do I need to open it up or make it more difficult for people to speak with me?
• Are there any changes I should make?


