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Transcript:  Jama St John and Amy Walker 

Jama:  Hello, and welcome to your Strategic Business Building call.  I’m your host 

Jama St John of Strategic Virtual Solutions.  I started my business in 1996 and have 

grown it to a successful, multi-virtual assistant and Infusionsoft consulting and 

training business.  I know the challenges that online business owners face on a 

daily basis and started Strategic Business Building so you can get quick strategies 

from experts who have been there. 

The goal of these calls is to help you get strategies and tips that work.  We’re 

talking about a plan of attack that you can take action on immediately.  

Today we have with us Amy Walker.  I am excited to have Amy – we were just 

talking before we started the call – we lived in the same state, farming…that kind of 

stuff.  So, welcome Amy!   

Amy:  Thanks, I am so excited to be here! 

Jama:  Amy is the CEO and founder of Amy Walker Consulting Inc. and a 

Celebration of Real Beauty LLC.  Amy is a corporate trainer, national speaker, 

business family balance coach and wife and mother to five young sons.  Now, I 

don’t know how you do that!   

Amy:  It’s an art form! 

Jama:  Amy is passionate about assisting her clients to improve their sales so they 

can have more time and freedom for their personal lives.  Amy has trained for global 

and national organizations including Parker Hannifin, Lifetime Products, Keller 

Williams Realty, doTERRA Essential Oils, Utah State Office of  Education and more.  

Amy is a master at crafting your sales script so that you’re working with the 

psychology of the mind.  She has written scripts for billion dollar companies and 

organizations.  Amy will be training you on the psychology of sales.  You’ ll learn the 

modern sales and consumer cultures; how to write an effective script; and how to 

connect with your clients so closing the deal becomes easy and fun.  So, let’s get 

started!  For me, you hear the word sales and you go Ew! 
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Amy:  Yes, most people have that experience. 

Jama:  Why is sales an important part of our business? 

Amy:  As entrepreneurs I don’t think any of us start a business because we think 

we are so passionate about sales that I just need to start a business so that I can 

have something to sell because people who are really passionate about sales they 

sell for somebody else.  They don’t have to run the back end of the business, they 

don’t have to figure out their systems – they can just go out and sell and collect a 

commission check.  That’s great, but when we come into business most 

entrepreneurs start because they are passionate about something – their product, 

their message, their service.  They come in because there’s a love and there’s a 

draw there.  But any business owner who is struggling with sales knows it is the 

worst. It’s a killer and it makes business hard.  You wake up every day with stress 

and with worries and so I really view sales as being one of the most important 

things in your business.  You can have nothing else in place and sell and you will 

have money coming in.  Now, that would be illegal and it won’t last for very long, but 

you can have the best product and service in the world and not know how to sell it 

and you won’t have any cash flow coming in and your business will be very short 

lived.  We all get to learn that skill whether we are excited about it or not.  It is a part 

of business.   Sales is what opens the door for us to be able to help and serve our 

clients.  My personal passion is helping women entrepreneurs be able to create a 

family friendly business so that they can have as many kiddos as they want to and 

they can have as much income in their business as they want to.  That’s my 

passion, but if I can’t enroll anyone into my programs, it doesn’t make any 

difference that I have these awesome systems for women.  That’s why I would put 

that as a prime skill that everybody just really, really needs to learn.   

Jama:  I’m sure listeners just like me are thinking sales…I don’t want to sell, I just 

want to be of service.  So, how can we get rid of that mindset and become sales 

people? 

Amy: One of the things I think is important to know is that it really is in your mind 

and I think a lot of us as business owners we hide behind that – “I’m just not a sales 

person.”  My analogy for that is I’m not really a cook.  I’m not a great chef.  I’m not 

somebody who is going to go into the kitchen and pull things out and magically 

throw them together and it is going to taste good.  However, I really wanted to have 
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children and I’m passionate about motherhood, but what if I had said, “Gosh, I really 

want to be a mother, but I’m just not a cook so I better not have those kids , you 

know, because I have to feed them every day.”  It doesn’t make any sense over 

there but we do it in business.  We say, “I’m a really great writer and I want to be 

able to write books,” but if you have a ton of books and nobody is buying them then 

your message is dying with your pen.  For us to be able to say, “You know I’m just 

not a sales person so I will just keep my business smaller or hope for the best.”  It 

makes no more sense than me saying, “I’m not going to have kids because I can’t 

cook.”  I can learn.  My kids get fed every day, it’s functional.  It may not be perfect 

every moment of every day, but it works and it functions.  That’s where we get to 

shift our thinking in our business.  To say, “Okay, maybe it’s not me, but it’s a skill 

and I can learn how to do.”  One of the mistakes I see people make is that they want 

to hire out their sales from the very get go, but they don’t even understand their 

sales system so then they bring somebody else in who maybe is a talented sales 

person, but can’t ever figure out why they can’t keep them or why they’re not 

converting.  It’s because you haven’t figured out your system well enough to be able 

to even hire that out to someone else.  So, we get to put on our big girl pants or our 

big boy pants and say, “Okay, here I go!  I am going to learn to be functional in 

sales.  Then once I’m functional, I can bring other people in.  I don’t have to be the 

only one selling forever, but I do need to learn to be functional with that.”  The part 

of it when you are shifting your mindset is to recognize that most entrepreneurs are 

not born sales people and I think sometimes we look around and go “They are doing 

great.  They must be a salesperson.” And that’s not the case.  My first experience 

selling was in direct sales and I was selling cosmetic products and I felt nauseous 

and got sweaty armpits every time I had to talk about selling.  I didn’t start out as a 

natural, but I was willing to learn and that’s the big thing.  Are you willing to learn?  

Are you willing to go through the awkward phase to get really systematized and 

really good and solid in what you do? 

Jama:  I love the analogy about cooking and kids.  It is so true.   

Amy:  The kids have to eat every day and our business needs to have sales coming 

in every day.  It just works that way. 

Jama:  Exactly!  So you mentioned the sales system.  Why is having a sales system 

important? 
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Amy:  The way that most entrepreneurs that come to me – because I work with a lot 

of small business owners and when they come to me I’ll ask them “What are your 

income producing things that you do every day?”  They respond, “Well, I’ll follow up 

with anyone that I’ve met.”  “Okay, so how are you doing the follow-up calls?”  “Well, 

I try to do a few every day.”  They are looking at every sale as a unique experience.  

I’ll ask them “how are your numbers going?” and they’ll say “well, I talked to this 

person and they didn’t say yes, so I talked to this person and they did say yes.”  

Every sale is a unique experience and when you’re running your business that way 

it requires your brain to remember all of that information.  How many people can you 

really manage and handle?  For me, if I have to rely on my own brain, I can handle 

about 20 people and that’s about it.  So, my sales are going to be small because I 

can’t handle a thousand.  I love that you work with Infusionsoft.  I use Infusionsoft 

as well and it allows you to be able to build a system out where you can handle 

thousands of people coming through.  I always test my clients with their systems by 

asking, “Okay, first of all we make sure everything is working smoothly within the 

system, first” and then the second thing that we do is I ask them, “now what if we 

doubled the lead flow, does the sales system still work?”  Then they will  get this look 

of panic like “No, it doesn’t.”   

Jama:  No Post-It notes all over the computer screen isn’t a good system?   

Amy:  Yeah, not a good system!  I lived that for a long time.  I always had a stack of 

business cards and I would have people ask me, “Well how many times do you call 

and follow-up with them?”  My guilty answer inside of my brain was, “well, I lose my 

cards every few months so I totally lose the stack so I have to go out and do some 

more networking and find a new stack” because I wouldn’t keep track of my stack, 

you know?  We have to be able to create a system so people can start at point A 

and they can move through.  The first step is to just get that potential person, then 

you need to nurture that relationship, and then you have to qualify them to see if 

they are a fit for you and are you a fit for them.  Then we locate and analyze their 

needs.  What is that that they need?  Then we offer our product or service.  Then 

we get to overcoming objections and then we close the sale.  It’s like seven different 

steps leading up to us getting to close the sale.  We all wish that we could just meet 

somebody and they would look into our eyes and say, “I want to work with you.  

Let’s do this thing.” 
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Jama:  That would be awesome.   

Amy:  Not very realistic, but it would be awesome.   

Jama:  So, where should our listeners start if their system is currently a stack of 

business cards or Post-It notes all over the place? 

Amy:  Okay, the first place that they need to start is that they need to start by doing 

all of the steps.  I love for my clients to have a really strong solid system and tools 

like Infusionsoft.  We have some specific tools we create for our client.  I love it if 

they have the actual technology system to support it.  It is just to start doing every 

single step.  They need to figure out how are they getting leads in, then they need to 

nurture them, and then they qualify.  A lot of people don’t quality.  They try to offer 

their services to everyone.  I have people telling me all of the time, “Oh, you would 

be so great at doing my business, you should come join my business.”  I think they 

have no idea about me and they haven’t qualified me at all.  They know nothing 

about me.  Why are we even having this conversation?  You don’t know if you need 

me or not.  So we need to qualify.  Then we are going to locate needs and figure out 

do we have what they are looking for because if we don’t have what they’re looking 

for, we should not be talking about our service, or our product, or an opportunity.  

We need to understand what it is that they need.  Then once we analyze those 

needs, the next thing we are going to do is offer whatever product or services.  

That’s where scripts really come into place during the offer.  And then we are going 

to find out what has been stopping them from moving forward.  What are those 

objections and then overcome those objections.  Then we get to close the deal.  So 

even just making sure that you are doing all of the steps will create some cash flow 

coming in which now you can invest into building the systems that it takes to really 

manage that on a large scale.  Because, you know, I get it, I say on average most 

people call their leads on average two or three times before they give up and it is 

because we don’t have a system in place to manage all of those things.  So, my first 

step is start paying attention to them and then pretty quickly you will go, “Okay, I 

need an actual system to help me manage this.” 

Jama:  Okay, so let’s go into a little, a quick snippet detail, of each of those steps.  

So how you get leads.  I mean, that’s obviously networking?   
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Amy:  Well it’s marketing and there is so many different ways you can market.  I 

think I have 30 different opportunities that I teach to my clients.  I do a lot of partner 

marketing and a lot of online marketing because I am a mom to five boys so I don’t 

like to drive the hour that it takes to get into town and go to the networking meetings 

and I think one of the important things with marketing is that there are ways to do it 

that you will like.  You just have to find them.  You have to learn about them and you 

have to jump in and you have to be really super consistent.  So you always have 

leads coming in. 

Jama:  Then, nurturing, can you give us a quick…of what nurturing would look like?  

Amy:  What I do with my leads whenever I have someone new who comes in, I give 

them a month’s work – well I have a 5 week training video course that I give to them 

for free so they get to know me and they get to understand who I am, the way that I 

think and the way that I teach so that they are more prepared and more engaged 

and they feel like one of my clients before they have every purchased from me.  So 

it’s about giving value and really getting to connect and in my business model that 

works very well.  In your business model you might need to think of something that’s 

a little bit different or hands on.  Maybe you send cards.  Maybe you remember 

details and take notes really well and then you email them and say, “Happy 

Birthday!”  Our auto mechanic in Utah used to send us a Christmas card every year 

and this was an opportunity to say I value you and you matter to me. 

Jama:  Okay, then how do you qualify? 

Amy:  Qualify you need to know what you are looking for and you need to be very 

clear that your product and service is not for everybody.  Now, maybe your product 

and service could benefit everybody, but you are not looking to work with everybody 

– you are looking to work with a certain type of person.  So, for example, we qualify 

based on dedication.  We do not work with people who are dabblers in business.  It 

drives me crazy.  So we look for people who are really serious and they really want 

to grow their business and they really want to do the work.  We also qualify based 

on finances.  It doesn’t make sense – we have coaching programs ranging from 

$27.00 per month to $25,000 and it does not make sense to have a $25,000 

conversation with a $27.00 person, so we need to understand where they are at so 

we are talking to them about the right types of programs and at the right time.  I also 

talk to my team regularly, “Hey you know if someone is having a baby next week, 
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really are we going to try and sign them up for a program that’s going to make them 

work super hard?  Let’s call when the timings right.”  We need to make sure that we 

are being responsible with having the right conversations with the right people so 

getting clear on what it takes for people to come in.  My dad owns an auto mechanic 

shop and they are new; they are only two years in business and when they first 

started they really struggled because they would fix people’s cars and then people 

would be like, “I can’t pay.”  My dad is so nice, he would just give them the car and 

that disqualifying thing has been huge for their business.  To actually have those 

conversations beforehand about making sure that they do have financing in place to 

pay for the car before they get up there, take the car apart and rebuild the 

transmission.  That’s an expensive cost and we need to make sure that persons 

really qualified for the service. 

Jama:  Then does that go and tie into locating their needs? 

Amy:  No, locating their needs is…so qualifying is do you want them?  Are they a fit 

for you?  Locating their needs is figuring out do they need us?  So, for example 

when clients come into our system we do a reach out.  We will reach out and  we 

will do a quick 10 minute call to see if they are qualified.  If they are, we’ll put them 

on a one hour free consultation with one of our coaches and our coaches go 

through and really give high value information, but they also help them identify what 

does their business need and at the end of it, if we can fill those needs.  If we see 

the holes in the business and we can fill it then we will talk to them about our 

service.  If we see the hole in the business and it’s not us, we will refer them to 

someone who can help them.  I am never going to be a lawyer and an accountant 

and if we get in and we realize that is what their needs are, we have a great 

attorney we can refer them to and we have a great accountant we can refer them to, 

but we are not going to fill those needs.  So look to fill what the needs are and then 

having the integrity to walk away if you cannot do it.  I have had a couple of people 

whose business is so specific that I am like “You know, I know who you need to talk 

to, but I don’t think it’s me so let me send you in the right direction.”  I love doing 

business that way because I don’t want to get in with a client and have them be 

dissatisfied that I can’t deliver and have me be stressed and overwhelmed that I 

don’t know what to do for them.  We need to make sure that we’re really filling their 

needs. 
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Jama: Yeah, I had a conversation just the other day with somebody that uses 

Infusionsoft and they were looking for something very specific and it was going to 

need expertise that we don’t have.  It was going to need some custom programing 

and API connections.  I could have struggled and tried to figure it out, but that’s not 

what I want to do and that wasn’t going to serve this client as well as they needed to 

be served so I gladly referred them out.  You need  to know when to hold and when 

to fold. 

Amy:  Absolutely.  And then they may come back to you later.  I have had people 

come back to me later because you have the integrity to say I’m not your girl, but 

then later you have what they need.  So they may come back.  You never know. 

Jama:  You have talked about scripting.  Tell us why having written scripts is so 

important and how our listeners can go about writing them. 

Amy:  Scripts reading is a big topic and I will tell you there are three key reasons 

why you need to be well scripted.  One of them is because it creates consistency in 

your business and your numbers…I’m a very big fan of tracking your numbers in 

your business to show you what is going on and if you are not scripted, you don’t 

have that consistency.  It’s like trying to run a science experiment but everything is 

different every time so you don’t know when the experiment is working and when it’s 

not.  So it is going to create consistency.  You know you are saying the same thing 

to everybody.  If they buy or don’t buy, you at least have one constant.  The second 

reason is because it is going to help you feel confident and comfortable in the 

process and the third reason is because it helps them to feel like there is order and 

that you’re not just winging it and going off the cuff every time.  So, your clients 

appreciate you being well scripted.  They feel more comfortable during the 

experience.  How you write scripts…I would tell you this would be a great place 

where you plug in with us because we do offer free trainings that go over the basics 

on how to write scripts.  How can I go into it without going into too much and we 

don’t have enough time?  It’s very, very fun asking questions at the right point and 

it’s very based on making sure they are in a place where they are open before you 

give your information.  A lot of people in sales just jump right in and they want to 

give you their information and the persons not even open or receptive yet.  You 

don’t have trust and rapport built.  You haven’t identified their needs and so they are 

sitting here frustrated and wanting to end the conversation, but you are just trying 
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so hard to just get your info in.  So you need to revamp your script so it starts out 

with building trust and rapport and then it goes into need analysis and figure out 

what it is that they need, and then it goes into helping them understand how when 

they fix those needs it’s going to benefit their business and then committing them to 

making the changes before we ever even talk about our product.  Then we can 

introduce our product as a potential solution for them and then they are open to 

hearing it because they can clearly see why they need it.  Most of us in sales are 

going about our scripts backwards.  They are going to lead with the product and 

then find out if they need it.  It’s totally backwards.  In terms of how to get started 

with your scripts, script reading is one thing that I really recommend that you either 

hire out – hire someone to write your script for you who is a script writer or invest in 

learning the process that it takes to write scripts.  On average most businesses 

have 5 to 8 scripts that they need.  I believe my business has about 12 that we use 

and I want for my clients to have every single one of those written out and working 

well for them so that no matter who in the company is out there talking, it’s going to 

be consistent and you now have the confidence that everything is running smoothly. 

Jama:  Awesome.  Great information and I know you have heard several times over 

the years when you are in sales conversations to ask the questions.  You want to be 

the person asking the questions. 

Amy:  Absolutely, and the great thing about having well written scripts is that you 

are not talking your clients into buying from you.  They are talking themselves into 

purchasing from you.  I was on a sales call from a client once and she goes, “Oh my 

gosh!  I just saw what you’re doing!”  I was like, “What’s that?”  And she goes “I am 

talking myself into doing this.  You haven’t even said once you need to do this. I am 

talking myself into it because of the questions you are asking!”  I said, “That is so 

great that you’ve noticed that.  Is that something that you’d like to learn to do too?” 

And she was like, “Yes! And you are doing it again!”  It really is powerful when you 

have a good script because I am not about to sell something…I am not going to sell 

anyone on anything that they don’t need and that I don’t believe will not value them, 

but if I know that my service is going to help them and that their business is going to 

run better and they are going to have more balance in their family, they are going to 

be able to sleep well at night because things are taken care of and they’re not killing 

themselves to make it work, then I absolutely have an obligation to help them see 

how it would fit them.  Now they are the ones that get to choose, but my job is to 
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deliver the information in a way that they can see it really clearly and then they can 

decide.  Are they in or are they out.  Either way, it is fine with me because now I 

know they can see where they need to go and whether they choose to learn that 

from me or whether they choose to learn that from someone else, or there’s the 

slow way of trying to figure it out on their own that’s up to them but at least they 

have clarity now and they can see it.  

Jama:  Awesome.  So just to wrap up what would be…if our listeners didn’t get 

anything else from this call today, what would be one strategy or tip that you would 

want them to take away? 

Amy:  My strategy or tip, the very first one would be that you can change your 

mindset and really take ownership of sales.  You are the business owner and you 

are there to sell.  That’s what we do in business so that would be my number one if 

you don’t take anything else away I want you to go and say, “I’m the business owner 

and I take ownership of my sales.”  From there you can learn the skills.  Anybody 

can learn the skills, it’s just a matter of figuring out the process.  

Jama:  Awesome!  And you have a free give for your listeners.  Can you tell us what 

that is and how they can get that. 

Amy:  I do.  I love presents and so I like to always give presents.  I imagine some of 

you are probably listening on your phones right now and have downloaded the 

podcast.  So I am actually going to give you a text opt-in number.  What you need to 

do is put in your name and your phone number – no, name and email – name and 

email and what I will do is that I would love to send you my free 5 week video 

course on the balancing act.  It teaches you how to get your business and family life 

in more balance.  We work on balancing your business, things like your income 

producing activities, your time management, but we also work on things like creating 

more structure in your home so it’s not so chaotic and making sure your 

relationships are solid as you go about building this business.  So it’s a fantastic 

program and it’s not fluffy training.  You can probably tell by listening to me here 

that I am not here necessarily to motivate and inspire you, I am here to tell you what 

to do so that it will actually work.  And the number if you want to text in and get that 

is:  770-990-0883.  Again, 770-990-0883.  If you leave your first and last name and 

your email address and we will start sending you those videos right away.   
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Jama:  Cool, thank you Amy for that gift and thank you for being on the call today!   

Amy: You are so welcome!  Thank you for having me and for putting together such 

an amazing resource for your clients.  

Jama:  Thank you.  And for our listeners if you didn’t get that number or you want to 

get the transcript of our call today, you can go to 

www.strageticbusinessbuilding.com/amywalker.  Thank you again Amy and 

everybody have a great day! 
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