


AGENDA
1. SALES PLAYBOOK

2. EA PLAYBOOK

3. CRM

4. SALESPERSON 

PROCEDURES

5. SALES FLOW CHART

6. OPERATIONS MINDMAP

7. THE 3 I’S

8. POST MEETING TO 

CLOSING DEALS



SALES PLAYBOOK

• START WITH WHY

• COMMON DOOR OPENERS

• COMMON TRIGGERS

• OBJECTION & REBUTTALS

• PRINCIPLES AND VALUES

• CLIENT STORIES

• KEY DIFFERENTIATORS

• ELEVATOR PITCH

• SERVICES

• SALES PROCESS





EA PLAYBOOK
• EMAILS

• CONFIRMATIONS

• CALENDARING & INVITES

• CRM

• CANNED RESPONSES

• DAILY TASKS

• INTRODUCTIONS

• FOLLOW UPS



CRM



EMAIL DRAFTS



SALESPERSON PROCEDURES

• INITIAL PHONE CALL OR MEETING

• NEEDS ASSESSMENT / PROJECT SCOPE

• RECOMMENDATIONS 

• INITIAL PROJECT OR IMPROVEMENTS 

• ONGOING SUPPORT

• NETWORKING

• TRACKING IN CRM

• FOLLOWING UP CONSISTENTLY

• BASIC INDUSTRY KNOWLEDGE

• PROPOSAL CREATION



SALES FLOW CHART



OPERATIONS MINDMAP





AFTER MEETING THE PERSON
“BFAST” ”FRIARS”

• IT WAS GREAT MEETING YOU!  I’D LOVE TO GET 

TOGETHER AND CHAT MORE.  ARE YOU FOR FREE 

FOR DRINKS ON WEDNESDAY 9/20 AT 4:30PM 

AT THE FRIAR’S CLUB? PLEASE LET ME KNOW IF 

THAT WORKS FOR YOU AND I'LL SEND INVITE.

• IT WAS GREAT MEETING YOU!  I’D LOVE TO GET 

TOGETHER AND CHAT MORE.  ARE YOU FOR 

BREAKFAST FREE ON WEDNESDAY 9/20 AT 8AM 

AT CUCINA ABOVE GRAND CENTRAL? PLEASE LET 

ME KNOW IF THAT WORKS FOR YOU AND I'LL 

SEND INVITE.



FOLLOWING UP

• NETWORKING CONTACT – TOUCH BASE, EVERY 6 MONTH

• PROSPECTS – EMAILS INCREASING BETWEEN EACH, 2 WEEKS, 1 MONTH, 3 MONTHS, 6 MONTHS

• CLIENTS – CHECKIN, EVERY 2-3 MONTHS

• ALL EMAILS AUTOMATICALLY DRAFTED

• ALL TRACKED IN CRM BY EA



WE GOT A LEAD, NOW WHAT?
“ADD MIKE”

”NAPS”



PROPOSALS
• FOLLOWING UP – INCREASING 2 DAYS, 3 DAYS, 5 DAYS

• IF NO ANSWER – ADDED TO MY CALL LIST

DEAL CLOSED
• ”ONBOARDING” CANNED RESPONSE




