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Belief: I'm
not good at
this
RESULT: |
confirm my
belief that...

Outcome: |
receive a
“no thanks”

Behaviour: |
ruin my
chances of
selling

Behaviour: |
don’t make

a7 Gl Behaviour: |

stumble
through my
conversation

Belief: I'm
going to

be
successful
at this

RESULT: |
confirm

my belief
that...

Outcome:
| receive a
“Yes
please”

Behaviour:
| optimise
%
chances of
selling

Behaviour:
| make a

compellin
g offer

Behaviour: |

excel at my

conversatio
n
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Thought:
No one will
buy this

How we
sabotage our
offers

Feeling:
Hopeless
and
frustrated

Behaviour: |
don’t
bother to
prepare

Behaviour: |
put off
having

conversatio

ns

How high
performance
becomes self-

Thought:
Somebody

will buy

e fulfilling?

Feeling:
Optimistic
and
confident

Behaviour:
I plan,
practice
and
rehearse

| plan my
time and
listen for

opportunit Abbie Widin, Director
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Permission Based Follow-Up
At the end of every meeting, know what comes next, and who is going to do it. For example as you
wrap up the meeting:
“Today is Thursday. I'll call you back on Monday.” | make sure that | understand that they’re going to
call me on Monday
Then, very simply say, “If | don’t hear from you by the end of the day on Monday, as a courtesy can |
follow up with a call to you on Tuesday?”
When You Call on the Phone
i When they answer the phone say, “Hi, this is [my name from my firm]. As promised, this is the R
courtesy phone call | said | would have when we spoke last week.”
[PAUSE]
I’'m calling to see if you have any questions about the proposal.
[PAUSE — answer any questions they have]
Would you like to go ahead?
1. Shows them that you are true to your word. When you say you're going to follow up, you will
follow up. It’s professional.
2. Demonstrates that you really do care about them and what their decision is. When they
spoke with you, they probably told you it was important to do this work
N\ Y,
When You Need to Leave a Voicemail
4 \
“This is [your name] from [your firm]. This is the courtesy follow-up call that | promised you. |
assume you’ve got a lot going on. I’ll send a quick email just in case you don’t get this. | do hope you'll
be able to give me a call back on [your number]. | hope you don’t mind that if | don’t hear from you by
Thursday, I'll call you again on Friday.”
This is just setting expectations that if you've put in the effort to sit down and have a decent
conversation about their needs and provide a proposal, the least they can do is tell you their decision.
. J/
How Often to Follow Up
At Least three times
Past Clients
“Dear [client name],
I was thinking of you recently, and wanted to reach out and see how you are.
[write what the trigger was - seeing media around their industry or PR] Abbie Widin, Director
“How did you go with [whatever their last goal was]” Go To Market Co
“Let me know |if it’s easier to meet up over a call. Look forward to hearing.” abbie@gtmco.com.au
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