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Copy Companion for Health Coaches 

Marketing Scripts To Use When You’re not Sure What to Say 
 
Ever feel gun shy about what to say and how to say it when it comes to “putting yourself 
out there”?     

 
It can be scary! 
 
But knowing that you have a game-plan for what to say (or write) can be a game-changer 
when it comes to easing fears (and getting comfortable taking action).  
 
Here’s some “starter” scripts and templates you can use in a variety of situations... 

 
 

Introducing Yourself to Strangers When Networking 
It can be tough to know what to say when approaching people you’ve never met.  
 
An easy way to get started is to simply say “Hi, I don’t think we’ve met.”  Then focus on 
asking them questions.  That takes the pressure off and will ultimately lead them to also 
want to know more about you. 

 
 
Describing What You Do When Networking 
Introduce yourself I can be a bit anxiety producing, but I have an easy fix.  
 
Write a short one sentence description of what you do prepared ahead of time and 
practice it. This will allow you to feel more at ease when meeting people.  
 
 
 
 

http://marketingforhealthcoaches.com/
http://marketingforhealthcoaches.com/


 

 

 

Here’s a simple template:  
I help [insert who you serve] with [insert the main thing you help them with].  
 
Example:  
I help parents of children with ADHD help their children perform better in school.  
 
Be as specific as possible. This makes it easy for someone to know who they could refer to 
you -- or if they might be a good client for you.  
 
The more specific you can make your description the better. If you’re not totally sure what 
you want to focus on, this is a great way to “try on” a particular area of focus - focus on the 
results you deliver.  
 
Don’t be surprised if you even get EXCITED about introducing yourself! And keeping it to 
one sentence means you won’t have a long speech to memorize.  
 

 
Asking for Referrals From Friends, Family, and Colleagues   
People you know want you to be successful. They want to support you, but they probably 
don’t know exactly how. That’s why it’s important to ask for referrals.  
 
You can do this by work something like this into the conversation... 
 
“My client base is growing steadily, mostly through referrals.  If you come across any 
friends or colleagues who want support around [insert what you specialize in], I’d love to 
speak with them.   I work with people all over the country, by phone, so there is no travel  
time and geography is not a concern (That friend you may have in San Francisco is as much 
a prospect as someone down the street from you.)” 
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Emailing Venues to Get Booked to Speak 
Want to give talks but not sure how to approach potential venues? With these pre-written 
emails, you can literally copy and paste as you start pitching your talk. 
   
Email Option #1: 
Warm Reachout  
 
Subject:  Would this be of service to your members?  
 
Hi there (Their Name),  
 
I’m a huge fan of your organization [research them a bit and insert the reason why you are 
and adjust the email template accordingly], and I love all that you are doing to help 
women advance their careers.  I also noticed how you provide your members with high-
value trainings and events to help them continue their growth. 
 
One of the things that many women entrepreneurs struggle with is [insert the are main 
pain point your talk is focused on].  I’ve got a training called “[insert title of your talk]”.   
 
In this quick 60-minute training, your members will learn: 

● [insert 4-5 bullets of what they will get out of the talk] 
 
Plus, I’ve got a few fun resources for your group to help them seal in the learning and get 
quick results.   
 
I’ve taken care of everything so this is really easy for you.  I even have a flyer and email 
copy you can send your members to invite and remind them so all you have to do is think 
about a day and time that would work and I’ll do the rest.  
 
Would a training like this be of service to your members?   
 
Let me know, 
 
Sincerely, 
 
(Your name)   
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Email Option #2  
 
Cold Reachout 

Subject:  Would this be of service to your members?  
 
Hi there (Their Name)  
 
I’m hoping you can point me in the right direction.   
 
Would you happen to know who is responsible for booking speakers for your meetings and 
events?  
 
I’ve got a training called “[insert title of your talk]”.   
 
I see that your organization holds regular meetings and I’m wondering if an informative 
and inspirational training like this would be a good fit for your organization.  From what I 
know about your company I think it might be and I’d love to connect with the person in 
charge of booking speakers to find out.  
 
Any help you can provide would be greatly appreciated. 
 
Here’s to your continued success,  
 
Sincerely, 
 
(Your name)   

 
 

Asking for a Connection 
Let’s say you know the type of person or business you want to form a relationship with, 
but don’t have a personal connection to them. 
 
Ask people you know to connect you. 
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This means tapping into the connections of your friends, family, and colleagues - as well as 
reaching out in any online groups you’re a part of (such as Facebook groups or other online 
networking groups). 
 
Looking for someone local? 
 
Use this: “Do you know any [insert the type of person you’re looking for - example 
“personal trainers”] in the area?”  
 
If you’re more focused online use that qualifier.   
 
For example: “Do you know any online fitness gurus?”   
 
 
Introducing Yourself to Potential Promotional Partner 
Once you’ve identified or been introduced to potential promotional partners, how should 
you approach them (without sounding selfish or overeager)? 
 
The goal is send them an email that gets them to reply. 
 
I often find that people send introductory emails that are too long – including all the 
details about their offerings and their lengthy story. People don’t have the attention span 
to read through a long email, so make it easy for them by sending short and sweet email 
with a simple request. 
 
In the email, be sure to focus on them — what you admire or like about them and your 
desire to support them. 
 
 
Sample email template: 
 
Hi  ____________, 
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I’ve been following your work for a while and I love what you’re up to. I love how you 
[insert something you love about what they do/their approach, etc.]. 
 
It looks like we serve a similar audience. I’m a [insert what you do] and I specialize in [insert 
your specialty].  
 
 
My clients are often looking for support with [insert their profession or what they 
specialize in – example “My clients are often looking for a chiropractor they can trust”] so 
I’m excited to have found you! 
 
I’d love to find a time to connect for a few minutes about how we can support each other.  
 
Do you have any time in the next couple of weeks? 
 
Warmly, 
[your name] 
[Your name] 
[Your title] 
[Your website] 
[Your email] 
[Your phone #] 
 
 
Offering Potential Referral Partners to Sample Your Work 
I’m not usually a fan of offering your services for free, but it can be a powerful relationship-
builder. 
 
It doesn’t have to be the referral partner that samples your services. It certainly can be, but 
if they don’t have time or don’t feel like they need your help, it can be someone who works 
in their office, a significant other, or one of their customers or patients.  
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Here’s how you can make the offer: 
 
“I’d love to demonstrate my skills and earn your respect by working with you or someone 
in your circle gratis and help them achieve some goals. Here’s what it would look like…” 
 
And then explain what it would look like.  
 
 
Hopefully these starter scripts help you feel more comfortable -  knowing you have a 
game-plan for what to say (or write)! 
 
These tips and resources are the kinds of things I share in The Health Coach Collective, my 
Private Facebook Group. Join us here for more resources to grow your health coaching 
business. 
 
 
 
Additional Resources:  
Speaking: 3 Big Mistakes Coaches Make When Speaking  
 
Form Referral Relationships: 4 Critical Steps to Getting Referrals 
 
Use Promotional Partners: Use Promotional Partners to Quickly Reach a Wider Audience 
 
Traditional Networking: How to Use Traditional Networking to Grow Your Health Coaching 
Business 
 
Organic Networking: A Different Way to Network 
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