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Why conversion 

fails

No one likes rejection. Even the most 

successful business owners and sales people 

don't enjoy being told "No".  So it's no surprise 

that when we receive a series of "nos", we lose 

motivation and momentum. We may not 

realize it, but that often leads to lackluster 

follow up. And since the gold is in the follow 

up, lackluster won't cut it for converting 

to leads to customers. 

Failure to convert leads to sales occurs for two 

primary reasons:  Giving up on follow up too 

soon and not engaging the lead enough to 

stay in the conversation.  This book contains 

17 sales secres to keep the conversation 

going and mine for follow up gold.

FAIL



Text a brief message with a question. People 

respond to texts more than email or voice 

mail. This will likely change over time, so 

seize the opportunity now. It's important to 

remain respectful. – you don’t want people 

feeling like their privacy is being intruded. Ask 

an open ended question that compels the 

prospect to respond.  "Yes" or "no" questions 

are not compelling.

1. 

Text a question



Send an email with a super compelling subject 

line. Subject lines determine whether someone 

opens the email or not, so if the subject line 

doesn't grab them, they won’t see your 

amazing content. Use the subject line like an 

attention-grabbing headline. Motivate your 

prospect to open the email. One example is, 

"These won't last long! Beautiful new cars just 

came"

2. 

Compelling 

subject line



Leave a voice mail that gets a call back. Use a 

call-to-action with a sense of urgency to 

motivate your contact to pick up the phone. 

Keep it brief. No one wants to listen to a long 

winded voice mail ending with, "So, when you 

get a chance, please give me a call back." 

But, "I just learned of a special offer available 

for only 2 days" is much more likely to get a 

reponse.

3. 

Call-to-action 

voice mail



Convert a cold prospect to a warm referring 

partner. Even if your contact isn't ready or 

interested in buying what you’re selling, they 

know someone who is. Every contact knows at 

least 250 contacts – so tap into them! Ask, 

“Who do you know who is considering a new 

car purchase?” People love to help and they 

love being the friend who has a connection. 

So don't deny them the opportunity to help!

4. 

Cold lead to 

warm referral



People love being asked their opinion. It 

makes us feel valued and valuing people isthe 

perfect way to build the know, like and trust 

factors. Make the most of this opportunity to 

build rapport and nurture that relationship to a 

warm lead 

5. 

Ask their opinion



Follow the contact on Twitter and direct 

message them. People are more likely to 

respond to a Twitter direct than email or voice 

mail. You’ll be surprised who will reply back!

6. 

Connect on 

Twitter

Loved your post 
about new finance 

options. What do you 
think about....



LInkedIn allows you to follow people who are 

not connected to. And that gives you an 

opportunity to learn about them, read their 

posts and discover what's important to them.

7. 

Follow on 

LinkedIn



Find out what groups your prospects joined 

and ask to join them. Once you share 

membership in a group with someone, 

LinkedIn allows you to invite them to connect. 

If you can't view a prospects groups, look at a 

contact with the same job title as that prospect 

to find what groups they like and join those.

8. 

Join LinkedIn 

groups



Comment on their posts on Twitter, Facebook 

or LinkedIn. Read a blog they posted and 

comment on it. Not just “Awesome article” 

comment but a real observation of value from 

the piece.

9. 

Comment!

#3 tip is my favorite. 

I just used it to 

close a sale today!



It may sound silly, but it works. Smiling does 

actually come through in your voice on the 

phone. Plus, it tells your brain that you feel 

happy and you want that positivity on a call 

with a prospect.

10. 

Smile on the 

phone



Direct message them on Facebook with 

compliment about a post or something you 

observed. Relationship nurturing starts with 

making a connection over something 

unrelated to your product or service. 

12. 

Message on 

Facebook



Everyone loves free stuff and good marketers 

know freebies can be amazing lead magnets.

So why not offer the freebie to a lead you want 

to nurture? Examples are: white papers, cheat 

sheets, templates, ebooks, guides, video 

tutorials. Get creative and deliver value up 

front and you'll warm up the relationship 

faster.

13. 

Make a free offer



The gold is in the follow up, so after you've 

sent the free gift to your prospect, put a note in 

your CRM or calendar to follow up in 3-5 days. 

Give them time to read it, but no so much that 

they forget about it.

14. 

Follow up 

after freebie



Did you know that on average, it takes 7 follow 

up attempts before we connect with our 

prospect?  In some industries, it's even more. 

Every time you send an email (with a great

subject line) or a text (with an open ended 

question) or leave a voice mail (with a call to 

action), remember you are one more follow up 

closer to the conversation!

15. 

Follow up 

7X or more!



This may seem obvious, but you'd be shocked 

how many sales people intend to do this but 

forget to do it! Make it priority, put a task in 

your CRM, calendar or whatever you use to 

remind yourself to do things. Since you have 

happy customers, it makes sense to ask them 

who they know who would also be interested 

in enjoying the same benefits they do. This is 

very low hanging, easy to pick fruit. Grab it!

16. 

Ask customers 

 for referrals



There's something almost magical about the 

impact sharing food has on people. Take a 

plate of cookies or have some brownies sent 

to your prospect and the response is crazy 

good! If you dropped off the cash equivalent, 

the impact would be undetectable. Sweeten 

the pot with a treat and keep that conversation 

going until they buy!  Of course, check to 

make sure there are no allergies to consider 

first:-)

17. 

Provide sweet 

treats



Now that you have 17 of my best sales secrets 

for warming up leads so you can convert them 

to customers, how do you keep the 

momentum going and increase sales?  It's 

always motivating to get some new ideas to 

try, so I'm sure you'll go forth with enthusiasm. 

At least at first:-) It's human nature to get 

pulled into other activities as time goes on. 

Like with so many goals, converting more 

leads to sales takes planning and consistency. 

Without them, your efforts are subject the 

direction of the winds each day. Having 

accountability partners is immensely helpful 

for maintaining consistency.

Planning to use 

the secrets



For solopreneurs and other small business 

owners, creating, using  and reviewing an 

effective sales plan can take a back seat to 

the "real business". Unless you are a sales 

and marketing expert, deciding where to 

spend your time for business development can 

be confusing and stressful. 

With 25 + years selling and managing sales 

and marketing efforts across most industries, 

I've discovered that having sales plans and 

accountability are the common denominators 

for successful businesses. If you're interested 

in exploring tools I offer to help you with these, 

visit margowickersham.com. My upcoming 

workshops and latest tools for increasing sales 

are there. I also invite you to join my Facebook 

group for free: Sales Professionals Success 

Group. You can email me at 

margowickersham@gmail.com 

 

Ready to go from 

cold to sold?

http://www.margowickersham.com/products
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