
 
1 THE STREET LEVEL SCRIPT 
 

2 RESEARCH THE REPORT 
 

● Read the Report 
● Identify the “POINTS OF PAIN” 
● Decide what portion you will lead with 
● Google search the business 
● Magic Seven search for the product the business is best known for 
● Spend a few minutes on their website 

○ About us page 
○ Recent press releases  
○ Company mission statement 
○ Team page 
○ Company site searches 

 
Choose a script template that matches the Opportunity Identified in the SnapShot 
Report 
 

3 SCRIPT LEGEND 
 

● Account manager text = Green 
● Prospect anticipated text = Blue 
● Coaching text = Grey Italics 
● Things to always remember = BOLD ALL CAPS BLACK 
● Text appearing in [red and yellow] must be customized with your 

name, the prospect’s name, prospect’s business name etc 

 
 
 



4 THE STRUCTURE OF SNAPSHOT REPORT 
I like to call it the Report of Pain. 
 
4.1 MEDIA COMPANY AND SALESPERSON BRANDING 

● make sure your avatar and data is correct 
 
4.2 QUALIFY THE ANCHOR DATA  

● Make sure the report has the correct Anchor Data, this data is how the information on 
the report was compiled 

 
4.3 LISTINGS  
Blue text is the clients score, Orange text is the competitor’s score 

● PRESENCE 
● ACCURACY 
● LISTING DATA PROVIDERS 

 
4.4 REVIEWS  

NO REVIEWS 
NEGATIVE REVIEW SCORES 
HEALTHY PIPELINE 

 
4.5 SOCIAL MEDIA 

● Facebook 
● Twitter 
● Foursquare 

 
4.6 WEBSITE 

● Overall Grade on the clients website 
● We use GOOGLE’s grading system for websites 
● How it looks on a Mobile Device 
● Is the address, city and phone number on the home page 
● Are social profiles on the home page 

 
5 WHO DO WE WANT TO PRESENT TO: 
Keep in mind that Reputation Management is a management solution.  Not solely a marketing 
solution, so the director of marketing may be involved, especially from a social media stand 
point but the CEO or GM should always be involved because the data we gather and report 
will help the business manage themselves better. 



SCRIPT-  
You Have Emailed the Snapshot -  

How to get the call! 
 

Partner sales 

“Good [Morning/Afternoon]!  [How are you today?]  Did I catch you at a bad time? 

My name is [Rockstar Salesperson], I am calling from [Rockstar Partner] I was hoping to 

get a few minutes of your time to discuss an email I sent regarding your business’ 

 Virtual Doorway.  I have examined your report and notice the majority of your listings 

across the sources we track have accuracy issues.  ((Mostly your website is listed wrong 

and a few have missing phone numbers and address problems.))  ((PUT SOME DATA IN HERE 

FROM YOUR CLIENTS ACTUAL REPORT, YOU WILL HAVE TO DO SOME RESEARCH HERE))  We 

[Rockstar Partner] have solutions that can address these issues and make sure they stay 

accurate.  Can we make some time next Tuesday at 2pm to discuss?“  

 

Prospect Answer 1 

I don’t recall such an email. 

 

Partner sales Repond 1  

“We emailed to [Prospect X from Snapshot report], I have a copy of this report with me 

and can re email to your attention right now and walk you through it.  At [Rockstar 

Partner] we offer a suite of solutions that can address these issues immediately.  Can we 

spend a few minutes and walk through the report right now, or would I be able to 

schedule 20 minutes tomorrow afternoon at 2pm to come by and introduce myself and I 

will walk you through the seven page report we have prepared in regards to your 

listings, online reviews, and social media performance?” 

 



 

If yes to presentation now - Move to presentation portion of Script 

 

If Schedule a time - Setup a time - Ask for contact information and tell them you will email 

them report and then they can look through pre call  

 

Prospect Answer 2  

“I am not sure I understand what it is you do or are offering me?” 

 

Partner sales Repond 2 

“We provide a online reputation and social media suite of solutions for small and 

medium business.  Our industry leading reputation and presence management 

solutions help hundreds of thousands of businesses throughout North America manage 

their online reputation.  I would love to show you the FREE report we have generated for 

your business that hilights some things ((Now go to your research in the snapshot report 

and use a NUGGET)) you need to address these things because it is hurting your 

inbound lead pipeline.  I can email the report now and walk you through it, it will only 

take ten minutes or can I come by tomorrow at 2pm to speak to you about the report we 

have created and the solutions we offer? 

 

If yes to presentation now - Email Snapshot and associated collateral and move to 

presentation portion of Script 

 

If Schedule a time - Setup a time - Ask for contact information and tell them you will email 

them report and then they can look through pre call  

  



 

8 SENDING COLLATERAL 
What do you do when the screener, assistant, gatekeeper asks you to send more information? 

Here are links to the approved collateral to send to a prospective partner….. 

 

Let’s look at some Collateral plans we have developed based upon the research of the 

Snapshot and what NUGGETS we have found 

 

  



9 SCRIPTS FOR PLANTING SEEDS  

- BUSINESS CENTER and FREEMIUM LEAVE BEHIND 

If the prospect has said that they feel that your product is not a fit for their company, this is 

the opportunity to plant seeds that may bear fruit down the road.  Here are a couple of 

“planting seeds” scripts that you can use if the prospect is adamant that we are not a fit for 

the organization. 

 

Partner Sales 

 

“[Mr. Prospect], even though there is not a fit today, if you find that your traffic in 

store or phone call volume is low it may be that you have old or incorrect listing 

data online.  Please keep us in mind.  Online reputation management is never 

going to be less important than it is today.  We offer a solution that will make sure 

you are found, and when your prospects find you they will trust you.  I will send 

any relevant information I come across when it comes to future developments of 

our technology.  Maybe you will find a need for our solutions at a future time. 

 

"[Mr. Prospect] I just want to remind you that in 2015 advertising leads to an 

online search.  Customers have so many options when it comes to investigating a 

business they are interested in.  That is where your online reputation comes in.  Is 

your reputation better online than your competition?  We have the answer to this 

question and the solutions to help you stand out from the crowd when it comes to 

online word of mouth.  Keep me in mind in the future if you are interested in 

OWNING this world of online reputation.” 

 

 

 



"[Mr. Prospect] Even though we are not a fit for you today, I thank you for your 

time today.  We are giving all of our customers a FREE login to our business center 

and a few goodies.  You receive a FREE location page for your business with the 

correct data online, also our profile sync that can update your data on facebook, 

twitter and foursquare with the push of a button.  Our Business Center is yours to 

keep at no charge, and we will send you offers from time to time through this 

login.  Keep us in mind in the future, you may see a need for Online Reputation 

Management, Social Marketing or Listing Distribution.  Thanks again for your time 

today.” 

 

 

These seeds ensure you will never be rejected again, and you plant a seed that may bear fruit 

in the future. 

 

  



10 VOICEMAIL SCRIPTS 
 

10.1 VOICE MAIL 
 

10.1.1 To get appointment for further discussion 

 

Client Sales 

 

“Hello [Mr Prospect], My name is [Your Name] with 

[Partner Company].  We have prepared a seven page 

report for your business with our cutting edge 

software solutions.  We have investigated your 

businesses Virtual Doorway, and I have the verdict to 

share with you.  We monitor LISTINGS, REVIEWS, 

SOCIAL PROFILE and A GRADE FOR YOUR WEBSITE. 

Please call me back and we can discuss this report at 

your convenience.  My Number is [306-955-5512]. 

Look forward to speaking to you soon, my name 

once again is [Your Name] and my company is 

[Partner Company]. 

 

 

 

 

 

 

 

 
   



11 THE PRESENTATION 
Following is the presentation for a new client using the intel 

gathered in the SNAPSHOT report. 

“Thanks for your time, I am pleased to present 

this report we have prepared with our 

technology, for your business.  I am sure you 

are going to find the information in this report 

very valuable.  Our goal is to help your 

business be more visible to people online, and 

trusted.  I would like first off to confirm that the 

information we used to create this report is 

correct.  

(Please point to the ANCHOR DATA in Snapshot report for 

the business)  

Is this how your business wants to be seen 

online?” 

If they reply that this data is incomplete, or incorrect, you 

have to explain that the entire report will be skewed.  We 

created the report based upon this Anchor Data.  Thus the 

entire report is based upon this.  You may have to re-create 

the report with the correct anchor data. 

 

If the anchor data is CORRECT we can proceed.  First up in 

the Snapshot is LISTINGS...let’s help our client. 

 



“Let’s look at the Online listing information we 

have found in our Snapshot.  Studies have 

shown that over 80% of all buying decisions are 

made before a customer ever enters a store. 

Consumers are going online in a wide array of 

places to find you.  Maps, listing sites and social 

sites.  We have looked at your online presence 

and graded your visibility as a XX.  

(you will have to quote the numbers in the report, if the 

business trails the industry (blue versus orange scores) we 

will need to pivot our talk track based upon these scores) 

 

IF CLIENT SCORE IS AHEAD OF COMPETITION 

“Your business is doing well in presence, you 

have some sites to improve, but right now you 

are ahead of your competition in Listing 

Presence.” 

 

IF CLIENT SCORE TRAILS THE COMPETITION 

“Well we have some catching up to do, your 

competition has better scores in listing 

presence than you do.  We have a solution that 

will help improve this number.  I will show you 

our listing distribution in a few moments and 

we can start improving these numbers.  We 



want to make sure your potential customers 

are able to find you.” 

 

(Next up is LISTING ACCURACY, while many businesses may 

do well with their presence score, they usually have some 

serious issues with Accuracy.  We will look at how to speak 

to Accuracy thats good, and bad.)  

 

IF CLIENT SCORE IS AHEAD OF COMPETITION 

“Your business has a pretty good listing 

accuracy score, but there is room for 

improvement.  Our goal is to get you as close 

to a 100% listing score as possible.  We can 

employ premium listing claiming and our listing 

distribution to get some lift in your scores.” 

 

IF CLIENT SCORE IS BEHIND THE COMPETITION 

“Your competitors in your industry are smiling 

all the way to the bank.  Studies have shown 

that customers are more likely to shop at a 

competitor if they can’t find accurate listing 

data about a business. 

 

 

  



(Mention an example from the Snapshot of a missing 

listing)  

 

We have noticed that you do not have a google 

plus page and that is hurting your search 

results and potential customers from finding 

you.” 

 

Now let’s look at Reviews and remember that every 

business falls into one of three buckets when it comes to 

reviews.  

 

IF CLIENT SCORE SHOWS THEY HAVE LITTLE OR NO 

REVIEWS 

“We have noticed in our Snapshot report that 

your business has no reviews.  In a recent 

Nielsen survey 90% of US consumers say they 

have used reviews to make buying decisions. 

You business needs to get some reviews to 

help your search engine rank.  First thing we 

can do is claim the various review sites that are 

applicable for your business.  Then we suggest 

you use a coupon system to ask every 

customer that shops at your business to leave 

a positive review if they have a great 

experience.” 



 

IF CLIENT SCORE SHOWS THEY HAVE A NEGATIVE 

REVIEW SCORE 

“Your business has a negative score on Google 

plus, when consumers use Google plus to 

search for the product or service you sell and 

see your negative review score they are 5 times 

more likely to shop with your competitor. 

Meaning any promotion or advertising you are 

doing for your business and the products or 

services you are selling is driving traffic for the 

competition.  We need to help you respond to 

these reviews and more importantly we need 

to get some positive reviews to bury the 

negative score, it’s just a numbers game.” 

 

IF CLIENT SCORE SHOWS THEY HAVE LOTS OF 

REVIEWS FROM MULTIPLE SOURCES 

“Knowing what is being said in reviews is such a 

massive competitive advantage for your 

business.  Timely delivery of these reviews to 

the key decision makers at your store will help 

you run your business better.  We can just 

automatically deliver any reviews or Very 

positive or Very Negative mentions about your 

business right to your email the very next day 



after they appear online.  This way you can take 

action on the things that surface in the review. 

Positive reviews can be shared on social media 

as great word of mouth, and negative reviews 

can be responded to in a timely manner to help 

you conduct customer service online in 2015. ” 

 

Now let’s look the prospects Social Profiles  the data we find 

about these profiles and industry benchmarks will help us 

to identify opportunity. 

 

IF CLIENT SCORE SHOWS THEY DON’T HAVE SOCIAL 

PROFILES, OR ARE MISSING SOME SOCIAL PROFILES 

“Businesses need to have social profiles, mostly 

to compete with their biggest foes in their 

verticals.  We have graded your social profiles 

and find that you have some missing social 

channels.  First off we have to get a FACEBOOK 

page claimed for your business and every 

location of your business as well.  If you don’t 

have a FACEBOOK page for your business, 

FACEBOOK is just going to “give” you one, and 

usually they surface a few competitors on that 

page that sell the exact same thing only a few 

blocks away.”  

 



IF CLIENT SCORE IS LAGGING BEHIND THE 

COMPETITION IN SOME PROFILES 

“We noticed in the Twitter category your profile 

doesn’t have very many, (ANY) followers.  We 

can help you establish a following on Twitter by 

making sure we post engaging content from 

our Social Marketing software solution, we can 

use the content generator and get some 

awesome posts on your Twitter feed twice a 

week, and the people will follow and re-tweet 

these great posts and expand your audience.”  

 

IF CLIENT IS NOT POSTING ON GOOGLE PLUS 

“By posting on Google Plus you are able to help 

your search rank, Google scores your google 

plus posts higher and even will surface these 

posts in search results online.  Posting to 

Facebook, Twitter and Google plus should be 

practiced by every business to improve your 

online social presence.”  

 

 

 

IF CLIENT DOES NOT HAVE A MOBILE FRIENDLY 

WEBSITE 



“Mobile searches outnumbered desktop 

searches in 2014.  If a business does not have a 

mobile friendly website consumers are five 

times more likely to leave it for a competitors 

site that is mobile friendly.  We have a solution 

that is mobile friendly and we can get it up and 

running very quickly for your business.” 

 

IF WEBSITE SCORE IS LOW…. 

“You only have eight seconds to influence the 

person landing on your website.  They need to 

land on a responsive design website 

experience that loads fast, has the data of 

interest for the viewer….like the phone 

number and address of your business on the 

home page, oh and you should have your 

social profile links as well.  Facebook, Twitter 

and Google plus right on the home page.  Also 

don’t forget about having a Foursquare profile 

for your business as well.  We can help you 

with getting all of this right for your store.” 
 


