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Topic Overview
Week Three: The Art of the Approach
How was your Module 2? I hope you got a chance to describe your Ideal Client Avatars,
Ecosystems and Watering Holes.
This makes all the rest of your work so much easier!
In this module, we are talking about how to ask for business in a clear and confident
manner, as well as introduce yourself to ideal prospects.

The Value Mindset
Many new (and seasoned!) entrepreneurs I talk to say they feel awkward and insecure
when asking for a sale.
That is why it is so important to define the value in your products and services, so that
you know the specific benefits your clients get working with you.
Remember, when you are asking for a sale:
You are not asking people to be your best friend
You are not asking people to like you
You are not asking people to tell you if you are smart
You are not taking their hard-earned money in an elaborate scam
(although they may like and trust you a lot and think you are smart and want to be
your friend)
You ARE asking them to invest money in working with you so you can help them reach
their specific objectives.
And if for some reason it doesn’t work out, you can give them their money back.
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(Having a hassle-free refund policy is a very liberating thing! I use it all the time.)
Your thoughts about selling set the tone and vibe of the sales conversation.
Imagine how you would feel if you think:

•

This person doesn’t have the money to work with me

•

I am a fraud

•

I must get this sale or I will be living in a van down by the river

Try to replace these thoughts with ones that make you feel stronger and calmer, such
as:
• I would love to help this client solve her problem

•

I want to be of service to this person, regardless of the outcome of the
conversation

The Ask
When you get to the stage of the sales process where you are ready to present your
offer, the more clear you are about “the ask,” the more smoothly the conversation
goes.
I am comfortable with this kind of casual ask:
“From our conversation, it sounds like you want to create a marketing plan, build your
credibility with the press and obtain more speaking gigs. I love to do that work, and
you would be an ideal client for me.”
Then you can say something like:
“If you want to move forward, here are the steps:
• I will send you an email with the payment and scheduling link.
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•

You choose the service level that feels right, and make payment.

•

Once you have paid, use the online scheduler to set up an appointment.

•

I will send you a pre-call survey to fill out , and we can get started.“

You can give them lots of space to make a decision, but still be clear that you are
asking for a decision.
“You don’t have to make a decision right now. Take your time to make sure we are a
good fit for each other. I would love it if you could follow up with me in a week or so
and let me know what you decide. This is so I know whether or not to hold a spot for
you in my 1:1 coaching schedule.”
Even if you don’t have people banging down your doors, your time is still important.
Asking people to decide yes or no is a healthy way to ensure you are working with
likely clients, not maybe-landers.

Cold Pitches
Sometimes you want to introduce yourself to people or organizations that would be a
perfect fit for your skills. You don’t need to do a lengthy introduction, you just want to
express interest and show you are qualified for the gig in question.
Sample Email Pitch (a real one I sent about a month ago)
Hello WEF Organizing Committee:
I read the press release of the World Entrepreneurship Forum with great interest.
I am Pamela Slim, a business coach and author of Escape from Cubicle Nation: From
Corporate Prisoner to Thriving Entrepreneur. It was voted Best Small Business/
Entrepreneurship Book of 2009 by 800 CEO Read.
My niche is helping corporate employees transition to entrepreneurship. I also
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frequently talk about the profound shift in the world of work from lifetime corporate
employment to a combination of self-employment, independent contracting and
corporate employment.
Here is my bio and press background. I am frequently quoted in publications such as
BusinessWeek, Money Magazine and The New York Times.
http://www.escapefromcubiclenation.com/press/
I am an experienced and enthusiastic presenter and would love to learn more about
your process for speaker submissions for the World Entrepreneurship Forum.
Kindly send me a link with details.
All the best,
-Pamela Slim
(Complete Contact Information)
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Homework
1. Define the thoughts that will support you in the selling process.
This is important! I like what Oprah said on this topic: “You are who you think you are.
Who do you think you are?”

2. Create your ASK process, including a comfortable phrase to ask for the
business
• Craft a sample sentence for how you would ask for business

•

Define the steps your prospect would take to work with you

•

Bonus: Create all the things that need to be in place for this process to work
(sales page, payment link, questionnaire, etc)

3. Define your “A” prospect list.
This can be individuals, organizations or joint venture partners.

4. Draft an email or letter of introduction to someone on your “A” list.
Remember, you are not pitching a sale, you are introducing yourself so they are aware
of what you offer.
You don’t have to send the email, but it would sure be great if you did!
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