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+	  	  
Why	  is	  this	  important?	  



We	  work	  all	  year…	  



TONS	  of	  conversations…	  



Forging	  new	  paths…	  



Start	  from	  scratch…	  



Leverage	  



Start	  FAST!	  



Full	  calendar	  



New	  customers	  &	  revenue	  



5	  Key	  Principles	  



#1:	  Quick	  to	  implement	  



#2:	  Quick	  results	  (or	  not…)	  



#3:	  Leverage	  previous	  work	  



#4:	  Build	  on	  relationships	  



#5:	  Low	  friction	  



Model	  
	  



Dead	  OR	  Dark	  Leads	  



9-‐Word	  Email	  
	  
	  
	  
	  

Subject:	  Person’s	  Name	  

Body:	  

Are	  you	  still	  looking	  for	  help	  with	  [insert	  
result]?	  

-‐Your	  name	  
	  









No	  Decision	  or	  “Not	  Right	  Now”	  



#2:	  The	  Update	  Email	  



Hi	  [INSERT	  NAME]	  -‐	  Was	  thinking	  about	  
your	  company	  this	  week...	  

We've	  made	  some	  changes	  to	  how	  we’re	  
working	  with	  clients	  like	  you,	  and	  I	  think	  
it'd	  make	  sense	  for	  us	  to	  have	  a	  quick	  call	  
over	  the	  next	  week	  or	  so.	  

Would	  you	  be	  up	  for	  that?	  

-‐Your	  Name	  







Referrals	  &	  Introductions	  



#3:	  The	  Referral	  Recipe	  



Step	  1:	  Make	  a	  list	  
	  



Step	  2:	  Reach	  out	  by	  phone	  
or	  text	  
	   TEXT:  
“Hey Shelby - Could I grab 5 
minutes for a quick question?” 

PHONE:  

“Hey Shelby. It’s Scott. I’ve 
got a quick question. Do you 
have 5 minutes right now?" 



Step	  3:	  Talk	  on	  the	  phone	  



"First, is there anything I can help 
you with?" 

“As you probably remember, we 
[INSERT WHAT YOUR COMPANY DOES]." 

“In the past we got XYZ specific 
result for our clients." 

“Do you know 2-3 people that that 
would benefit from this?" 

“I’d love you to introduce me using 
a particular template… It works 
great with text, email, or Facebook 
message. Can I send it over?" 



Step	  4:	  Use	  this	  Email	  Template	  

“Bob meet Scott" 

“Scott is the guy who helped XYZ 
Company [INSERT SUBERB RESULT]" 

“You guys should talk.“ 

“Bye.” or “See you later." 



+	  	  Now	  what?	  



+
1.	  Choose	  a	  Prospect	  Group:	  
	  
Group	  A:	  No	  Decision	  or	  ”Call	  me	  
later…”	  
	  
Group	  B:	  Dark	  or	  Dead	  
	  
Group	  C:	  Referrals/Introductions	  



2.	  Identify	  TEN	  (10)	  contacts	  



3.	  Send	  



+	  	  Tools	  &	  Resources	  



Startup	  Selling	  Member	  Site:	  
	  

www.salesqualia.com/member-‐page-‐
prospecting-‐tips-‐tools/	  

	  
	  


