
HOW TO MAKE SALES CHEAT SHEET

note for introverts       

When it comes to sales calls (aka consultations), you have an 
advantage because you naturally seek the deeper meaning of what 
people desire.

Your gi� of intimate conversation puts people at ease.

You’re a deep thinker, so your well of knowledge will reassure and  
demonstrate you have what it takes to help.

on your website
Make sure your copy communicates who you adore working with.  
You can a�ord to be selective.

don’t waste time with the wrong people
A short application on your website will screen out the “tire-kickers.” 
A few good questions will give people a taste of working with you and 
will get them excited about their consultation.

have clear systems for ease & flow
Minimize the steps it takes to get on the phone with you for a 
consultation. Use a scheduling tool for e�iciency. It makes you look 
like a pro. Investing in your services can feel risky for a new client. 
You will minimize this risk by being organized and having your act 
together with simple systems.



don’t be a flake 
Show up for client consultations on time.

calm your nerves 
Breathe before you get on a consultation call. Remind yourself that 
this is HER/HIS time. It’s not about you. It’s about the person on the 
other end of the line. Slow down. Relax. Do not ramble.

listen first       
The person you’re meeting with feels a little vulnerable. Give them 
space to unravel and talk about what’s on their mind. Do more 
listening than talking. When people know they’re being listened to, 
they tell you things. This forms a connection. This builds trust.

ask questions when it feels right    

“If you could wave a magic wand, what would you like to see 
happen?” 
(You’ll get a precise vision of the outcome they want).

“What have you tried before?”
(This helps to reveal many things: their motivation, personality, 
professionalism, etc.)

“Why didn’t that work for you?”
(This helps you understand how you can approach the problem 
di�erently and truly help them).
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share
Share the benefits of working with you. Share client success stories. 
Share resources they’ll find useful right now.

lead the way
As you wrap up the consulation call, tell the person exactly what will 
happen next. Will you send a quote via email? Will you forward an 
invoice? Tell them the exact steps that are about to unfold.

be concise & proof your correspondence
Long emails drain people. DO NOT send a huge follow up email a�er 
the consultation. Brevity is key. And always proof-read anything you 
send to prospective clients.

follow up
Don’t be afraid to check-in when you don’t hear back. People are busy. 
A�er three follow-ups (spaced a few days apart), if you get no 
response...let it go. Sometimes you don’t get closure. Instead, you just 
move on.

a ‘no’ is not the end of the world
Remind yourself that their decision is about them, not you.
Your services may not be a good fit, but if your consultation experience 
was a positive one, they may refer a friend. (This has happened to me 
several times).

IF  NOT  T HIS ,  T HE N  S OMETHI NG BETTER.

REMEMBER...the more sales calls you make (consultations), the more 
opportunities you have to sell your services. Get on the phone o�en:)
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ABOUT SIMPLE & SOULFUL CREATIVE

I’m a designer, writer, and business consultant for 
inspired people building soulful businesses online.

I create websites, e-books, logos, and copy that get this 
kind of feedback:

“I was blown away by the logo you created that was so specific to the 
one I described to you. BUT! I was legitimately speechless when the 
other logo you created (the one I ended up selecting) was the EXACT 
symbol I visualized during a meditation retreat.”  

- Kael Klassen  |  Liminal Roots Botanica

“The design went so quickly. I was in shock. It flowed. You just get it. 
You have an amazing gift.”

- Noelle Cellini  |  The Style Academy

“I’ve worked with other designers. In the past, I’ve explained my 
vision for a brand and have always felt disappointed that the end 
result was not in line with my goals. You nailed it in the first round!”

- Scott Capelin  | Growth Club

Would some expert help with your website, brand, 
marketing copy or business direction feel real good right 
about now?

I’m here for you...

Nice to meet you... I’m Deana.

C L I C K  H E R E  T O  B O O K  A  C O N S U LT A T I O N


