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Introduction
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Sales is a high-contact sport and a 

game of probability. What we’ve 

discovered over the years is that 

motivated buyers will use the first 

person that calls them back 80%

of the time. Why can’t this be you? 

It’s not rocket science, and we can 

show you how to be a master at 

following up!



Are you wasting money 
by not following up?

We can help you!
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It’s an important question to ask. In this

 presentation, you’ll learn our 10-touch

follow-up system that drastically increases 

close ratios.

Get a Fight
Club Mindset

Why Poor
Follow-Up?

10-Touch
System

The
Challenger



Get a Fight
Club Mindset
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Once you know
someone fits your filter and is 

a good match for your ser-

vices, you now have to fight to 

earn the business. We will 

show you how to get tough in

sales to close the deal.



Why Poor 
Follow-Up?
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Do you say things
like, “I’m just checking in with you” or 

“Can I answer anymore questions” 

during your follow-up process? Learn 

a “touch with value” system to gain 

confidence.



Did you know

10-Touch System
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it takes 7+ touches 80% of the 

time to close a deal? Most people

only go a few weak attempts

during their follow-up approach. 

Come learn a consistent, disiplined

follow-up process to increase 

probability of closing.



The #1 trait

The
Challenger
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of top salespeople is they are challeng-

ers. They aren’t afraid of confrontation. 

They know how to overcome 

objections. They know they are the 

expert and provide value. There are 

salespeople and then there are closers.



Interested in 
Coaching?

Free Download:
PowerPoint PLUS QuickRead Book w/ Companion Videos.

www.90daysales.com

bruce@90daysales.com

Scan QR Code to learn more
about 90-Day Sales Manager

for teams or individuals.


