A Workflow for Worldclass Deal Follow-Up's

Boost replies, and book more follow-up meetings with stalled deals.
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Should | send
that follow-up?

Are you introducing
new information into
the conversation?

No, I'm just
checking in.

Did they specifically

ask for a reminder?

No, | just want Yep, they're
to know what's expecting me
happening. to check-in.

Proceed.

Yes, | reference
something specific
& personal to them.
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Yep, it's new
information.

Will your prospect get
better at their job as

a result of reading it?

Yep, I'm sharing a
resource, tool, or
idea to help them.

Would it be weird for

another prospect to
read this message?
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No, it's generic
enough I'll send it
to multiple people.
Q
Is your sales cycle
under 30 days?
( O
No, it's not

transactional.

)

No, it's not very
relevant to their
immediate job.

Do you want a reply?

No Yes, it's the only point
¢ to sending follow-up.

You sure? ¢

Write out their
to-do list, pick a
priority, speak to it.

Yes, it's fast &
transactional.

Are you asking for
a conversation?
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No, | must get

30 minutes set

on their calendar.

No, | haven't re-read
it to cut out the fluff.
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Yes, for feedback
in whatever way's
easiest for them.

Did you keep it
short & concise?

[ - )
Yep, it's
punchy.
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