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3 Simple Tips for Effective Sales Follow up

“In 2007 it took an average of 3.68 cold call attempts to reach a prospect. Today it takes 8 attempts” The Ma rketl “g speCIa I 1 St

Source: TeleNet and Ovation Sales Group
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Tip 1: Prepare for the Call - Map the
Conversation

“The average salesperson only makes 2 attempts to reach a prospect which is ineffective” The Ma I"ketl I'Ig Speaa I | St

Source: Sirius Decisions
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Tip 2: Be Tenacious, Not Annoying

“70% of people make purchasing decisions to solve problems. 30% make decisions to gain something” The Marketing SPecialist

Source: Impact Communications
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Tip 3: Be Respectful and Knowledgeable

“In a typical firm with 100-500 employees, an average of 7 people are involved in most buying decisions” The Ma I"ketl I'Ig Speaa I | St

Source: Gartner Group
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Contact Mission Control

Telephone: 0191486 2524
Email: team@themarketingspecialist.co.uk
Website: www.themarketingspecialist.co.uk
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