
www.AtlantaMarketingCenter.com 
Phone: 770-531-9500  |    Cell# 770-330-9595 

Brad@AtlantaMarketingCenter.com 

 

 

 

 

 

THE IMPORTANCE OF SALES SCRIPTS 

One of the best ways to increase your sales results is to create a 

powerful sales script. When I talk about the concept of scripting most 

salespeople frown upon the idea. The truth is, we all use scripts, even 

you. In this article you will discover how this often-misunderstood idea 

can dramatically increase your sales results. 

 

What is a script? 

 

A script is simply a sequence of words that makes sense. For 

example the sentence you just read is a script. What isn’t a script is 

glossolalia. Glossolalia is how schizophrenics speak. They speak in word 

salad. They say things like chair, book, car, dog, computer. These words 

when spoken in that sequence mean nothing to the listener. So you are 

either using a script or you are using glossolia. Now that we agree you 

are using scripts the real question is how powerful are your scripts? 

The following statistic, from a study done by Albert Mehrabiam, 
Professor Emeritus of Psychology at UCLA, is among the first 
things I tell a client. 

Known as the “7% — 38% — 55% Rule” it states that there are 
three elements to face-to-face communication: words, tone of 
voice, and body language, and we are influenced by these as follows:

* 7 percent of our influence comes from the words they say
* 38 percent from our Tonal Quality while saying it
* 55 percent by what our body is doing while we’re saying it

What does this mean? So often we think Presentation and 
communication are about the words we say.  In fact, it’s often far 
more about how we say them, and what our body is doing while 
we are saying them.
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Why do powerful scripts work? 

 

Powerful scripts work because human beings respond in predictable 

ways. Here is one of the first scripts I learned. 

 

“If you do what a millionaire does you will get what a millionaire has. If 

you invest your money where millionaires currently have their money 

invested, what will you become?” 

 

I have asked this question of over 1,000 people. Every single one of 

them has always answered a millionaire. Isn’t that powerful? If you 

didn’t fully grasp the power of the example above let me restate my 

point. You can create PREDICTABILITY in your sales presentation. That 

is what the sales superstars do. They use the same scripts over and 

over again because they work. Would you like to learn a script that 

generates quality referrals over 95% of the time? I knew you were going 

to say, “Yes.” How did I know? I knew because human beings respond in 

predictable ways. Here is the script. 

 

“As you probably know, I work with referrals. A good referral for me 

is _____ (share with them what a good referral is, for example I say, “a 

sales manager with six or more people on their sales team). When you 

think of a good referral think of _______ (jog their memory, for example I 

say, “other offices in your company, where you have worked in the 

past). Of everyone you know, who would be the best referral for me?” 

This script produces a quality referral almost every time. 


