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Listen
Let your potential client tell their own story, helping
you understand them better. 

PITCH
You've heard everything your client had to say, now
it's time to tailor your message for them.

Share your recent success stories & relevant
examples to encourage & show expertise. 

GIVE BEFORE YOU GET
No one pays to watch a movie before liking the
trailer. Give them an idea of what you know. 

TWO ROADS AHEAD 
Maybe you have a client, & maybe you don't, so now
what?

real life references 
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In today’s challenging & competitive
business climate, growing your
business requires a well-defined
process to ensure...

STABILITY 
& SCALABILITY 
HENCE, 

An IMPORTANT
Aspect of Business 

Art of Sales Meetings 
is Mastering the



WHY 
IS THIS
IMPORTANT
FOR
BUSINESS?

1
2
3
4

It’s the first opportunity to make a positive
impression on a potential customer. 

It’s a chance to gather important information
about customers' needs, wants & pain points.

It helps build strong relationships for 
the future.

It’s a way to generate more revenue for 
your business.



YOUR 8-STEP GUIDE 
FOR SALES MEETING 
MASTERY 
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TIME TO GET
STARTED



0101
BUILD RAPPORT ON 
COMMON GROUNDS

Share thoughts on a topic of common
interest. 

Start by common places you visited,
events you both went to, or even a
common gym, outing spot etc...

Talk about a similar hobby.



0202
BE HUMAN. 
BE A FRIEND.

Ask what they’ve been up to. If you know
them personally, ask about family,
friends or their children. Next, talk about
work!

Instead of jumping straight into the work,
break the ice.

Show genuine interest in their life & and
career. Hear what they have to say.



0303
ALL EARS, 
LESS MOUTH

Value their input & and opinions before
discussing any objectives.

Hear them out, let them talk, express
their thoughts & and do not interrupt.

Actively listen to understand their
desires, wants, needs, fears, and
challenges.



0404
TAILOR YOUR 
PITCH 

Talk about what you do, but tailor it to
what they say.

Consider their needs & orient your pitch
to suit it.

Magic Formula: "I help/empower/support
X (your prospect persona) to achieve Y
(their dream picture) through my Z (your
offering)."



0505
SELLING
STORYTELLING 

Use real stories as proof to showcase
your own abilities.

Highlights cases you worked on with
similarly desired outcomes.

Share the end results of success stories.



0707
IT’S GIVE 
& TAKE 

Focus on being a trusted advisor & not a
salesperson. Remember, people prefer
to "buy" something they can understand  
& relate to. 

Limit talk about your product & services.

Instead, offer your best advice,
knowledge & resources. Give them a
glimpse of your mind so they can
evaluate if it's a match for them.



0808
SILENCE WHEN 
NOT SOLICITED

Mention that you are happy to talk more
whenever they might like.

If they don’t ask for more, don’t pitch
because otherwise it will come off as too
forceful.

Instead, give them a last piece of
valuable advice.

SITUATION 1



0808
FROM CONVO TO
CURATION 

Don’t make any discounts this early. 

If they do ask, be bold, human & helpful.

Explain clearly what their “status” will be
after working with you!

Explain the structure of your service &
offers. 

Share the potential end result. 

Mention your price & payment methods. 

Add more value at the same price as a
way of negotiation, if needed. 

SITUATION 2



Show appreciation.

PRO (HUMAN TIP)
Always send a voice note at the end of that
day to thank them for their time & discussion. 

Be an authentic human advisor.

Keep the conversation going.



For Example: You can send them a brief email
summarizing the key points discussed during the
meeting, outlining the next steps.

Set clear expectations for what will happen in a
timeline with a detailed project plan that outlines  
milestones & deadlines.

Follow up with the client: 

Set expectations: 

 CONGRATULATIONS!
🎊 YOU NOW HAVE A NEW CLIENT ONBOARD! 🎊

NEXT STEPS....
To Ensure a Smooth 

 Transition  Transition 

Continued....



Make sure that everyone involved in the project
knows their role & and responsibilities. 

Establish clear communication channels with the
client, including email, phone, a work updates
platform (Ex: slack)  & video conference/ meeting
timings.

It's time to get started on the work. Ensure you keep
the client updated on progress & and any issues that
may arise.

Assign roles & and responsibilities for execution: 

Establish communication channels: 

Get started on the work: 



WAS
THIS HELPFUL?

Be sure to save this guide & 
come back for later.


