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Our Agenda

—ollow up mistakes...even top salespeople make
ow to follow up ... when you get a trigger event
ow to follow up...after a meeting
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1.
Follow up mistakes...
even top salespeople make
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Have you ever walked out of a meeting where ...

The client is hanging on your every word.
They were finishing your sentences.

They didn't flinch at the price.
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Have you ever walked out of a meeting where ...

The client is hanging on your every word.
They were finishing your sentences.

They didn't flinch at the price.

You're already deciding how you’ll spend the commission
check.
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Fast forward three months ...

They aren't returning your calls.
They're not responding to your emails.

You feel like you're reaching out to an empty void.
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Fast forward three months ...

They aren't returning your calls.
They're not responding to your emails.
You feel like you're reaching out to an empty void.

That’'s because we made the biggest mistake when following up
— we didn’'t end the call scheduling our next conversation.
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There are many different types of follow ups.




There are multiple steps leading to a purchase.
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There are multiple steps leading to a purchase.
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There are multiple steps leading to a purchase.
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There are multiple steps leading to a purchase.
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There are multiple steps leading to a purchase.
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There are multiple steps leading to a purchase.

: They might ask for more |
~ details or for a case study or |
have a question. '
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There are multiple steps leading to a purchase.

Or neither of you may know
~ the next step so you have |
to follow up.
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There are multiple steps leading to a purchase.

Or they might ask for a
proposal, so you work on it
with them.
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What if there was no follow up?

=) ) =)
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What if there was no follow up?
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DON’T FOLLOW UP
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THIS IS THE KEY

You should not have to follow up after a meeting.
You should use each meeting to establish
all the next steps that are going to happen.
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Symptom vs. Problem

Following up is the symptom.

The problem is that you haven't established a

buying game plan or established all the next steps.

Take, for example, a headache.
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Symptom vs. Problem

A person has a headache so that A
person takes Advil. Problem G

solved. Right?
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Symptom vs. Problem

A person has a headache so that
person takes Advil. Problem
solved. Right?

No. The problem is that this person
went out the night before, had 4

glasses of wine, didn’t eat dinner, did
shots, and got home at 5 AM.
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THE FOLLOW UP IS NOT THE PROBLEM

We’re going to show you not only how to cure the
headache but how to avoid it all together.

The fo
yO

low up is not what you want to solve. What

U want to solve is how to save time and
not follow up at all.
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Start with the outcome.

Purchase
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When concluding a call, use the last 5-10 minutes to ...

ish if they're actually interested

ish if you're talking to a decision maker
ish if they have money

ish the game plan for the sale

iIsh what makes sense as the next step

)
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At the end of a meeting ...
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At the end of a meeting ...

Ask:
“What makes sense as

a next step?”
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If they want info ...

=) ) E25) =)
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If they want info ...

Ask:
“What kind of info do

you want to see?”
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If they ask for a proposal ...
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If they ask for a proposal ...

Ask:
“What do you want in your

proposal? Anything else?
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How to stop following up:

=) B )
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How to stop following up:

m m
o~ A N

Ask:
“When would you like to receive it by?”
2. “When would it make sense to review it
together?”
3. “How does your calendar look that week?
What's a good time?”

—
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What if someone else is involved?
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What if someone else is involved?

A

Ask:
1. “"When do you think you’ll be able to connect with
them?”
2. “When do you think you would be able to hear
back from them by?”
3. “When would it make sense to review together?”
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2.
How to follow up ...
when you get a trigger event \
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Too many people try following up like this.

Re: Appropriate person? -

Templates v (£ Save As Templat: Log in CRM
Hi Mark,
How are you?

Last time we chatted, you said | could check-in six months. So — here | am!
Wanted to touch base and see if there's anything | can help you with.

Do you have ten minutes to speak tomorrow? I'm available at 10am and 2
pm ET. Let me know what works.
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But it's making some major mistakes.

Re: Appropriate person? -

Templates v (£ Save As Templatt Log in CRM

Hi Mark,

Weak reason — if someone didn’t care 6
How are you? months ago, why would they nhow?

Last time we chatted, you said | could check-in six months. So — here | am!
Wanted to touch base and see if there's anything | can help you with.

Do you have ten minutes to speak tomorrow? I'm available SN TS -0el A=) sl=l= iAo 4

pm ET. Let me know what works.
Aggressive timetable.

vO 1
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We can't just arbitrarily check-in.

Activity Stream Search by email or company domainQ

=ALL & OPENED NOT OPENED % CLICKS  ® SALESFORCE % HUBSPOT |nStead’ usé qa tOOl (||ke Sld@lek) tO traCk
‘ Sam Madden has opened Re: Ask Me Anything About... Wheﬂ yOur prOSpeCt |S aCtua”y Openlng
M v and/or clicking your email.

4 Mute Thread v Expand

e e oy ™ That way, if you see a prospect you
evesaznneesia) | talKed 1O three weeks ago suddenly
T T clicking on the resources you sent ...
you can follow up with additional
information relevant to what they're

clicking on.

4 Mute Thread A Collapse
Opened by Alex Scott Today at 12:10 PM in Franklin, Tennessee &
Opened by Doug Struck Today at 9:59 AM in Daly City, California (]

Opened by Doug Struck Yesterday at 10:41 PM in Brockton, Massachusetts

Opened by Someone Yesterday at 7:52 PM G
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Once you see an email open alert, you can now send this.

Re: Appropriate person? - Y

Templates v (£ Save As Templat: Log in CRM

Hi John,

Last we chatted, you requested that | get in touch in November. | may be
a month early, but | figured it'd be worth checking-in.

Have you given any additional thought to my proposal? I'd be happy to

do a quick review of it on the phone and answer any pending questions.

What does your calendar look like to talk?
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Although a generic-looking opening, you know that the email
has been opened 2-3 times RECENTLY.

Re: Appropriate person? -

Templates v (£ Save As Temp Log in CRM

Hi John,

Last we chatted, you requested that | get in touch in November. | may be
a month early, but | figured it'd be worth checking-in.

Have you given any additional thought to my proposal? I'd be happy to

You’re catching
them when you
know your What does your calendar look like to talk?
business is top-
of-mind.

do a quick review of it on the phone and answer any pending questions. The next step

isn’t to force
more info, but to
have a quick
catch up.
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We could also try following up with website activity.

Activity Stream Search by email or company domainQ

= ALL % OPENED NOT OPENED % CLICKS & SALESFORCE ‘% HUBSPOT W|th Sld@lek for BUS'H@SS, you Can
track website visit alerts.

Brian Halligan has opened Review and Sign attached contract

2 views (2 in the last 10 minutes)

= Today at 3:59 PM in Cambridge, Massachusetts ke Gettlﬂg |nSta nt nOtlﬂcathnS Uﬂvelllﬂg
« Mute Thread v epans | WHICHh pages the prospects are viewing
on your website can strengthen your
David Cancel from HubSpot became a new lead in Salesforce .
R follow up in many ways.

Dharmesh Shah is viewing Enterprise Pricing
Today at 3:58 PM
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These notifications can be used like so -

Update? -

Templates v (£ Save As Templat: Log in CRM O

Hunter, three teammates of yours were looking at our product page
this week. I've included an example of one below.

The product page they're all viewing is focused on helping reps
close deals at an accelerated rate.

Do you have 10 minutes to discuss what tools your team has been
researching? Would they liked to join the call? If so, how does your
calendar look?

(O SendNow () v W @O B
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The email immediately opens with activity or
information from the prospect.

Update? -

Templates v 1 : Log in CRM Sending the
email when their
team is curious
IEEERERRUE
likelihood they’ll

Hunter, three teammates of yours were looking at our product page
this week. I've included an example of one below.

respond.
There’s visual The product page they're all viewing is focused on helping reps
SCIRUEIRSERIE  ¢[ose deals at an accelerated rate.
from their The next step is
company are Do you have 10 minutes to discuss what tools your team has been relevant to what
interested. researching? Would they liked to join the call? If so, how does your they're

calendar look? researching.

(O SendNow () v W @O B
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3.
How to follow up ...
after a meeting
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Following up can risk the sale.

Acceptable Range
Interested but not responsive

Money Zone
Least effort and
motivated customer

7 2 v_/

. Sales Process
Initial Customer

Contact Purchase

FOLLOW-UP ATTEMPTS BY SALESPERSON




Buyer motivation plays a huge role.

@

Sales Person

LEVEL OF MOTIVATION

©,

S

\I/



If we don't set the next call, recover with a “confused” email.

Next step? -

Templates v (£ Save As Templat: Log in CRM O

[Name], I'm writing to follow up. I'm not sure what our next step
IS.

Let me know what makes sense as a next step, if any?

Thanks for your input.

[Signature]

O SendNow O ~ I
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You don’t have to hide the fact that you're following up.
The objective

of this email is
to find the next
step.

Next step? -

Templates v (£ Save As Te Log in CRM

[Name], I'm writing to follow up. I'm not sure what our next step
IS.

Let me know what makes sense as a next step, if any?

This is a clear

; This is a key
request. We're . .
o Thanks for your input. phrase. Since you
asking if it makes
gently push back,
SENSE 10 [Signature] the person is
continue. And if it J ,
more likely to
does, how.
O SendNow (@ v [ . respond.
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Sometimes, you may need a more aggressive approach.

Update? 7

Templates v (£ Save As Templat: Log in CRM O

[Name], I'm writing to follow up on our last conversation. My
boss asked me for an update on your account. | told him | didn't
have one.

I'm not sure if it makes sense to continue the conversation. What
makes sense as a next step, if any?

[Signature]

O SendNow O ~ I
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| often substitute "Quick question” or "Next step."

Update? -

Templates v (£ Save As Templat: Log in CRM O

[Name], I'm writing to follow up on our last conversation. My
boss asked me for an update on your account. | told him | didn't

have one.
This creates Rather than sell
urgency. People I'm not sure if it makes sense to continue the conversation. What them on what
ClEICREREVRRERN makes sense as a next step, if any? y they should do,
boss and needing I've found that
o provide answers ERelaEYIe=] gently pushing
to their questions. back to get their
input works
O SendNow (© v | ' better.

FROM HUBSPOT & BREAKTHROUGH EMAIL



Get Qualified Leads With Buyers

Outsource your lead generation. We send the emails,
you take the meetings

We send the emails for free, and
schedule meetings for you, on vou cosr I

your calendar. uv\/

New customer #

54

Start getting leads BreakthroughEmail
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http://coldemailing.com/pay-per-lead-application/

% CRM Contacts Companles Deals Tasks Settings

All contacts
e Default View

Filter contacts by...

i

" First Name

Create New Contact Prope

¥ Last Name

Label

Email
> Name
Job Title

Description

' Con scription

© Group Company

' Street Address Judith

Number Carlos Field type Single Line Text

Virginit Use in forms? @:}

Twitte

J Last Email

£ Options
Create

THdES~EdRADIENE

Clone

Rename

Delete



http://www.hubspot.com/crm?utm_source=salesoffers_cm&utm_medium=social&utm_campaign=breakthrough_webinar_121515



