Pet Professional Network, 2022
Discovery call - frequently asked questions 

· Do I have to call it a discovery call? 

No, call it what suits you. Fact finding call, consultation, even informal chat. 
I always ask if they've read my website prior to my discovery call. That way you can see if know about you/invested. 

· I don't like the fact it's a sales call, how do I get over this? 

Although it is a sales call, I don't think of it like that anymore. In fact it's more of a fact-finding call. Have a few set questions, but make sure it flows naturally. 

· How do I keep to 15 minutes? 

Have a rough script and note pad ready. Remind them of the time before the appointment. If it goes over, don't stress too much but politely say you've another session to go to and we can cover more in our in-person session or even book another call prior to it. 

· How do I stop them asking for too much free advice? 

Due to welfare implications say you are unable to give in-depth advice unless you know more about the case. I often give one management and control tip. 

· I'd like to know if you do them on all enquiries or just select ones - how do you know if they are serious or not about booking? (From the context of a lot of "oh I'll speak to my partner about it" type enquiries that you never hear from again). 

I often go off based on the first email they send me and the type of info they give me. I also sometime check prior to the call where they heard about me and if looked at website. I also try to get both them and their partner on the phone. 

· I feel nervous doing these calls, what helps stop this? 

Firstly, remember the pet parent is often more nervous than you. Think of it as a general chat, a fact-finding call, informal. Secondly, practice. With friends, family, even me! As above a pen, pad paper helps and knowing a little more about the issue. Try to book these calls at an official time, rather than answering a call when in a rush or just before you are going out to a session. Just politely explain that you need to call them back later. 

· I don't do discovery calls, is this ok? 

If you get a good sign-up rate without a call it often means they are already invested in you so well done! Whilst this is more unusual it's likely that you have built the relationship in other ways/have a long-standing reputation. In these cases I would still recommend a general fact-finding call built into your programmes or more in-depth questionnaire. 

· How do I book people in? 

Having a professional system is easier, saves time and ensures you can see which slots are available without potential overlap. Acuity or Calandly are my favourites. You can have a simple button that sends them to Calandly link to book.

