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When you finally realize that the online world of selling is taking over, you need to
figure out how to compete. In our sales workshops we have always talked about the
importance of body language in selling. We have been told that in sales, 38% is about tone of
voice, 7% is our choice of words and 55% is about how we represent ourselves with our body
language. So what happens when you spend most of your time on the phone and responding
to email inquiries and RFP’s online? Body language is out of the question.

So here is my answer – take it or leave it! Leads will never go away and the only thing
that will change is how aggressive you are in capturing those leads. Your response time, your
messages and your follow up are the things that will set you apart from the competition. Let’s
start with response time: Time is money and you better think of it that way. Within minutes of
getting an online inquiry (whether it is from your website, an RFP tool, LinkedIn, Facebook
Messenger, the phone, Twitter or any other type of communication process) you need to
jump ALL over it. Make sure someone has the responsibility of checking your channels
consistently (yes all the time). The minute they receive the call or online lead, they must get
right back to the potential client. This person should thank the client, ask a few questions and
try and set up a phone appointment with the appropriate person in the company. This phone
appointment process buys you time. If you ask the potential client what time TODAY would
work for an initial call, they may say, “I am leaving the office, can we do it tomorrow?” Now
we can calmly connect with the prospect tomorrow and hopefully close the business on the
spot.

Words will change your world. Everyone hears the same message ‘Content is King.’
We know that how we speak, how we project our message makes a difference. Make sure
your website, Facebook page and all other media reflects your desire for business. Arrogance
is out of style. Your website should tell your story, build trust and give an authentic picture of
who you are, what you do and how you can help people. There are so many simple ways
beyond your website to drive traffic and leads to your company:

• Email direct marketing (yes it is still relevant if done right)
• YouTube Messages
• Twitter
• Instagram
• Blogging
• Pod/video casting
• Webinars
Regardless of what you do online, you still need solid appointments. So, don’t forget

the basics mentioned earlier about setting those phone appointments and remember - your
tone of voice and words will make a difference.

Next and finally is follow up. Make sure you send a note immediately after you speak
with the client and recap what you learned from your initial call. If an assistant took the initial
call make sure they send the same email. Clients are sick and tired of having to tell several
people the same story over again. Your follow up will seal the deal as most sales people suffer
from the ‘overwhelmed with no help’ syndrome. Don’t be that person and I promise you
success!

Mastering the Internet and phone to grow your 
business! By Cindy Novotny
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— Clayton 

Christensen

Travel Tip of the 
Month: 

Be loyal to 
businesses and 
they'll treat you 

well - the key 
thing for 

business travel is 
frequent flier 

programs.
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