\ Nosnc SELLING....

S IXSo]\W'l) ( EPISODE 19

How to Selltoa 10
Person Committee

ESPECIALLY WHEN ADDED BY SURPRISE




AGENDA

WHAT YOU SHOULD NEVER DO:
WHEN SELLING TO A COMMITTEE.

WHAT YOUR ROLE ISN'T:
AKA. IT § T"TO FACILITATE”, TE”, OR GET THEM TO “AGREE ON THE PROBLEM TO SOLVE".
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AGENDA

?’WHAT YOU SHOULD ALWAYS DO:
-_W_HEN SELLING TQ A COMMITTEE

© 2025 Flip the Script fliptheSCIf._i:pt'.icsomz



! AGENDA
ACTVII

HOW TO STRUCTURE THE CALL:
-’WHEN SELI.ING TO A BIG COMMITTEE.

ACT VIII

‘THE PHRASES THAT YOU SHOULD USE:
'WHEN SELLING TO A COMMITTEE.

-.ACT IX

f"',?‘WHAT TO DO WHEN THE TIME IS LIMITED:
& THERE'S Too MANY PEOPLE, TO DO DISCOVERY FOR EACH PERSON.
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AGENDA

TI_-lE RISK OF NOT ADDRESSING EVERYONE:
& N_T DQING DISCOVERY, FOR EACH PERSON THAT'S ON THE COMMITTEE.
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- HOW TO ENSURE, YOUR BUYER

~ DOESN'T SURPRISE YOU:
__ WITH NEW BUYERS, ON A CALL.
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HOW TO WORK WITH YOUR POC.....
SO THEY DON'T SURPRISE YOU WITH NEW BUYERS .

URE YOU FIND MEGA UNKNOWN
“FOR THE FIRST POC, OR BUYER. o - '
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HOW TO WORK WITH YOUR POC.....
SO THEY DON'T SURPRISE YOU WITH NEW BUYERS .

?.',AKE'SURE YOU DEMONSTRATE EXPERTISE
IN THE AREA OF YOUR FIRST BUYER, IN SPECIFIC.
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HOW TO WORK WITH YOUR POC.....
SO THEY DON'T SURPRISE YOU WITH NEW BUYERS .
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HOW TO WORK WITH YOUR POC.....
SO THEY DON'T SURPRISE YOU WITH NEW BUYERS .

ff;MAKE SURE YOU GIVE STATS & DATA
..FQR ROLES THAT ARE DIFFERENT FROM THE FIRST BUYER.
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HOW TO WORK WITH YOUR POC.....
SO THEY DON'T SURPRISE YOU WITH NEW BUYERS .

L MAKE SURE YOU DOUBLE BACK
FOR THE DATA, THAT YOUR FIRST BUYER DIDN'T HAVE.
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HOW TO WORK WITH YOUR POC.....
SO THEY DON'T SURPRISE YOU WITH NEW BUYERS .

" MAKE SURE YOU DOUBLE DOWN
WHEN THE FIRST BUYER GIVES YOU A SUBJECTIVE ANSWER.
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HOW TO WORK WITH YOUR POC.....
SO THEY DON'T SURPRISE YOU WITH NEW BUYERS .

;_.i'-f?MAKE SURE YOU ASK QUESTIONS
AIOUT TEAMS & FUNCTIONS, THAT THE FIRST BUYER ISN'T IN.
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. NEVER DO:

WHAT YOU SHOULD

. WHEN SELLING TO A COMMITTEE.
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WHAT YOU SHOULD NEVER DO.....
WHILE SELLING TO A COMMITTEE.

] R PRODUCT..

NEWI;Y ADDED;

1 START “DEMO-ING”_ A
" OF THE LAST MEETING..

WLTHOUT DOING
)ISCOVERY, ONTHE

MEMBERS TOTHE R

THINK THE CONTEXT

“IS “GOOD ENOUGH”, &
- A COMPLETE AND

THOROUGH PICTURE-

AND ENOUGH TO
" START YOUR DEMO.

THINKIT'S OKAY, TO
NOT GET A BUYER....

THAT’'S ON THE CALL-
TO TALK, OR GIVE YOU
THE CONTEXT OF
THEIR SITUATION.

GO STRAIGHT INTO A
DEMO.....

WITHOUT ASKING ANY -
ADDITIONAL
QUESTIONS.
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WHAT YOU SHOULD NEVER DO.....
WHILE SELLING TO A COMMITTEE.

A ;‘SUME THAT YOU'VE * AIMTO GET EVERYONE
OUND. EVERYTHING " THAT'S ON THE CALL....

QN THE FIRST CAI.L— vian . TO “AGREE ON THE
I} H}'ONI‘.Y THE. FIRST PROBLEM THAT THEY
SE OF BUYERS "~ - . SHOULD SOLVE"-
“.-. " INCLUDING NEW
- BUYERS, THAT YOU'VE
NEVER MET BEFORE.

© 2025 Flip the Script flipi_:h_escr'ipt".édm




- WHAT YOUR ROLE ISN'T:

. AKA. IT ISN'T TO “FACILITATE ”, OR TO GET
" THEM TO “AGREE ON THE PROBLEM TO SOLVE".

flipthes'cr_iv_p,_t.'
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WHY YOURROLE: ISN'T FACILITATING .....
OR GETTING THEM, TO AGREE ON THE PROBLEM .

' guI_NE’VER o " THEY WILL NEVER YOU'RE AN OUTSIDER, FROM A PSYCHOLO
TUALLY GET BUY.IN. - ACTUALLY AGREE. WITH NO CREDIBILITY...  VIEW.....

" EVEN IF THEY DO AND THEY NEVER THEY’LL NATURALLY
.. "AGREE OUT LOUD" - ASKED FOR A DISAGREE ON WHAT
“THEY STILL VALUE FACILITATOR-NORDO  WAS SAID BEFORE, ON

" THEIR SPECIFIC THEY WANT ONE. THE PREVIOUS CALL:
PROBLEMS & METRICS.
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WHY YOURROLE: ISN'T FACILITATING .....
OR GETTING THEM, TO AGREE ON THE PROBLEM .

FROM A svc1-|0|.oev " YOU'REBANKINGON& YOU'REBANKINGON  YOU'RE ASSUMING T

"< COMPLETELY RELYING.. THEFACT.... EVERYONE....
IEY’LL NATURALLY - ONTHE CREDIBILITY OF  THAT THE FIRST THAT’S ON THE CALL-
AGREE_ON THE © . . . THEFIRST BUYER- BUYER, WAS ALREADY KNOWS ONE
PROBLEM TO SO].VE 'IF - THAT THEY'RE ACTUALLY CORRECT ANOTHER.
OU“TELLTHEM” . .- -~ RESPECTED AT THE IN WHAT THEY KNEW-
ATITIS. EVEN IF IT S - ORG. AND HAD A FULL &

BASEDONWHAT WAS o ACCURATE PICTURE.
REVIOUSI.Y,,_: ol -
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WHY YOURROLE: ISN'T FACILITATING .....
OR GETTING THEM, TO AGREE ON THE PROBLEM .

YOU'RE ‘,_.SSUMING ‘; - YOU'RE ASSUMING YOU'RE ASSUMING
EVERYONE " THATEVERYONE.... THAT EVERYONE....

ONTHE éA"Lté ~ "THAT'SONTHECALL-  THAT’S ON THE CALL-

WtTH'EACHOTHER ' “OTHER.

UALLY: AGREES ... 'RESPECTSEACH TRUSTS ONE ANOTHER.

IF YOU DON'T FIND |
SOMETHING UNIQUE....

FOR EACH BUYER-IT
MAKES THEM FEEL LIKE
YOU DON'T CARE ABOUT -
THEM IN SPECIFIC- &
YOU'RE JUST AFTER
GETTING THE GROUP
MOBILIZED TO BUY.
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WHY YOURROLE: ISN'T FACILITATING .....
OR GETTING THEM, TO AGREE ON THE PROBLEM .

WHEN MEETING WITH
'COMMITTEE... 3

"?-DEFINITION THERE’S

THERE’S NO NEED TO
_ ’-_‘. '_ TRY TO GIVE EVERYONE..

AN EXTENSIVE

.. SUMMARY- OF

- EVERYTHING THAT WAS

: COVERED, ON THE FIRST

CALL. THEY DON'T

: REALLY CARE, & THE
- POC LIKELY TOLD THEM.

THERE’S ALSO NO NEED
TO GIVE EVERYONE..

AN EXTENSIVE
SUMMARY- OF “WHAT
YOU FOUND"”, FOR EACH
PERSON ALONG THE
WAY IN DISCOVERY-
THEY ONLY CARE ABOUT
THEIR PROBLEM.

THE MEMBERS WH
DIDN'T REALLY TALK....

MAY SILENTLY
DISAGREE WITH YOU
(& THE GROUP)- AND
BECOME A DETRACTOR
LATER DOWN THE LINE
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HOW YOU
.~ WINA COMMITTEE-

~_AS A GROUP, BUT INDIVIDUALLY.
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HOW YOU WIN: A COMMITTEE.....
INDIVIDUALLY, BUT AS A GROUP.

IFF: ERENCES
BET‘WEEN YOUR
DIF FERENT KIDS

bIFT ERENT MEMBERS;..‘-,.' '

"‘IKE.THE AMOUNT or e

Fag G

THINK OF EACH THE MORE OF THE
INDIVIDUAL MEMBER.... MEMBERS (ROCKS)....
AS COMPLETELY THAT YOU WIN, THE

" INDEPENDENT GREATER THE SCALE

“ROCKS"”— SOME ARE “TILTS".

- BIG, HEAVY, LITE,
- SMALL- &EACHONEIS

“WON" SEPERATELY.

THE “TICKET TO PLAY"”
(OR MINIMUM BAR)....

FOR “WINNING"” OVER
A MEMBER OF THE
GROUP (ROCK)-IS
THAT YOU INCLUDE
THEM IN THE CONVO, &
GET THEM TO TALK.
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HOW YOU WIN: A COMMITTEE.....
INDIVIDUALLY, BUT AS A GROUP.

‘EMEDIUM BAR FOR THE HIGHEST BAR, FOR IT'S AMUTUALLY YOUDON'TWINAS A
'lNNING THEM OVER... _ WINNING ONE OVER.... EXCLUSIVE PRINCIPLE: WHOLE GROUP.

S‘GETTING AMEMBER " iS FINDING UNKNOWNS IFYOUDON'T“WIN”" A  YOU WIN PIECES OF THE
)F THE GROUP. - " FOR AGROUP MEMBER  BUYER—> ASSUME GROUP INDIVIDUALLY-
(ROCK)-TO GIVE You (ROCK)- MISSED OR THAT THEY'RE A THAT ADD UP ENOUGH
WHAT THEY’REAFTER, . - MISDIAGNOSIS- & THE ~ DETRACTOR. THEY'RE TO TIP THE GROUP
EVERYTHING THEY. - .~ WIN GROWS, AS THE ALWAYSONONESIDE  TOWARDS GOING WITH
KNow, &ALLOF THEIR UNKNOWNS THATYOU  OF THE FENCE- & YOU, OR NOT. BUT IT’S
% .-+ FINDFORTHEMGROW. NEVERJUSTNEUTRAL. NOT WON, AS A WHOLE.
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HOW YOU WIN: A COMMITTEE.....
INDIVIDUALLY, BUT AS A GROUP.

[ Esownon MIGHT

-~

E’§AME,;."-..;_-:. i

BUT;HGW THEY’LL USE
HOW MUCH THEY'LL - -
USEIT, WHAT PARTS
THEY’LLUSE, & WHAT .. -
THEVLLUSEITTODO- .
S DIFFERENT, FROM
PERSONA TO PERSONA.,
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' HOW EACH COMMITTEE
- MEMBER, IS DIFFERENT:

DIFFERENT METRICS, DIFFERENT PRIORITIES,
& DIFFERENT PROBLEMS TO SOLVE.
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HOW MEMBERS OF ACOMMITTEE: DIFFER.....
DIFFERENCE1 : THEIR METRICS .

EVERY PERSONA (OR TEAM)
IS MEASURED WITH DIFFERENT METRICS. - &
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HOW MEMBERS OF ACOMMITTEE: DIFFER.....
DIFFERENCE 2 : THE PROBLEMS THEY WANT TO SOLVE .

EVERY PERSONA (OR TEAM)
?HAS DIF FERENT PROBLEMS, THAT THEY'LL WANT TO SOL¥E
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HOW MEMBERS OF ACOMMITTEE: DIFFER.....
DIFFERENCE 3 : WHAT PRODUCTS THEY’LL USE .

EVERY PERSONA (OR TEAM)
WILL USE DIFFERENT PRODUCTS. - “
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HOW MEMBERS OF ACOMMITTEE: DIFFER.....
DIFFERENCE 4 : HOW THEY'D USE A PRODUCT .

EVERY PERSONA (OR TEAM)
WILL USE PRODUCTS, IN A DIFFERENT WAY. >

B IR P \"_'/.r'.' ‘_'-:" ,'4 g Vit
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HOW MEMBERS OF ACOMMITTEE: DIFFER.....
DIFFERENCE 5 : HOW AGGRESSIVELY THEY’LL USE PRODUCTS .

EVERY PERSONA (OR TEAM)
WII.L'_USE PRODUCTS AT DIFFERENT LEVELS OF AGGRESSION.
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HOW MEMBERS OF ACOMMITTEE: DIFFER.....
DIFFERENCE 6 : WHAT USE CASES THEY'LL USE PRODUCTS .

EVERY PERSONA (OR TEAM)
WILL USE PRODUCTS FOR A DIFFERENT USE CASE. -

w:
o #
W
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HOW MEMBERS OF ACOMMITTEE: DIFFER.....
DIFFERENCE 7 : WHAT THEY’LL USE PRODUCTS TO ACCOMPLISH

EVERY PERSONA (OR TEAM)

WlLL USE PRODUCTS TO ACCOMPLISH DIFFERENT THINQS

& >, ‘\"_".r'.' '_'-:-- '-4 . 4%
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- WHAT YOU SHOULD
- ALWAYS DO:

~_ WHEN SELLING TO A COMMITTEE.
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WHAT YOU SHOULD ALWAYS DO.....

WHILE SELLING TO A COMMITTEE.

FOR THE NEW.BUYERS,
~ 'YOUDIDN'T KNOW....

: LQOK UP THE ROI.ES 0|=
HI NEW BUYERS

4 A'BOUT THEM COMING
BEFOREHAND- LOOK
- . THEM UP AT THE START
. -~ OF THE CALL, DURING
- THE CASUAL CONVO.

BEFQRE YOU COME TO
,HE" "AI..l., IF POSSIBI.E

WHATEVER YOU

FOUND ABOUT THEM...

YOU CAN CASUALLY
MENTION DURING THE
CALL. (EX. LOOKS LIKE
YOU'REIN __.DIDI
GET THAT RIGHT?)

ASK THE NEW BUYER A
RELEVANT QUESTION...

ABOUT THEIR ROLE, OR -
INTERLOCK WITH YOUR
POC-DON'T BRINGIT
UP, FOR NO REASON-
KNOWING THEIR ROLE
ISN'T “GOOD ENOUGH".

© 2025 Flip the Script
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WHAT YOU SHOULD ALWAYS DO.....
WHILE SELLING TO A COMMITTEE.

. STARTBY ASKING THE-

AB_QUT THEIR LEVEL OF
-,NDERSTANDING OF
WHATTHE CALI. IS
ABOUT- BEFORE

) EWI;‘Y;AI:SDED' BquR..;. %

- ASK THE NEWLY
ADDED BUYER ABOUT...

" THE'METRICS THEY'RE
' MEASURED ON (WITH

POTENTIAL ANSWERS)

, g & IF THEY'VE GOT ANY
. METRICS, THAT THEY
COMING TO THE CALL '

WANT TO ADDRESS.

(THAT ARE APROPOS TO THE CHAT)

ASK QUESTIONS TO
THE NEW BUYER...

TO UNCOVER ANY OF
THE KNOWNS- THAT
ARE RELEVANT TO THE
CONVERSATION THAT
YOU'RE HAVING.

TRYTO UNCOVE_R AT
LEAST. ONE UNKNOWN....

FOR EVERY
“DEPARTMENT"” OR
“TEAM”, DURING THE
COURSE OF THE
DISCOVERY CALL.
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WHAT YOU SHOULD ALWAYS DO.....
WHILE SELLING TO A COMMITTEE.

" FOLLOW UP WITH. 'ﬁEw  NEVER EVER BREAK ALWAYS MAKEEACH  NEVER EVER BREAK
RE PEGTIVE BUYERS.... ' CONFIDENTIALITY... INDEPENDENT BUYER...  CONFIDENTIALITY.....

WI,TH_COI.LATERAL—' . WITH THE SEPARATE LOOK LIKE THE “HERO”, @ ON THE

“OR: THEUNKNOWNS - BUYERS- ON THE WHEN YOU'RE IN “WEAKNESSES” OF THE
THAT YOU FOUND, FOR - . PROBLEM THEY'RE FRONT OF THE GROUP. SEPARATE BUYERS— OR
THEM IN SPECIFIC . - “HAVING-OR MENTION EXPOSE THEM IN

(NONEEDTO CC THE OTHERS... " THAT PROBLEMS, TO FRONT OF THE GROUP.
ONLY-ON THE RECAP OF WHAT®

vou RE.GOING 7O SEND. ) .. . THE GROUP.
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WHAT YOU SHOULD ALWAYS DO.....
WHILE SELLING TO A COMMITTEE.

NEVEREVEREXPOSE . -  NEVEREVER SAYWHAT  ALWAYS TREAT ALL NEW
EW B“UYER:METRICS .- THE NEW BUYER SAID... BUYERS (& PRIOR)...

‘DATA: “orR PROBLEMS 'ABOUT THE OTHER AS SEPARATE CLIENTS-
HAT THEY'RE HAVING ' © TEAM MEMBERS, OF & PROTECT THEIR

VITH THE OTHER TEAM - THE GROUP. ANONYMITY, FROM ONE
_EMBBRS 0|= THE 00 2 2 ANOTHER.
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- HOW TO STRUCTURE
- THE CALL:

~_ WHEN SELLING TO A COMMITTEE.
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #1

- STEP]
 THEINTRODUCTION
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #2

. 7 Woe

- PICK THE DEPARTMENT
THAT YOU WANT TO TALK TO FIRST

.

. » o .
B 0= ¢
o .
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #3

. STEP3

- CALL THEM OFF-MUTE
v'&_CO’NFIRM WHO'S IN THAT GROUP

flipthes'cr'_ilp,_t" co
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #4

. " GET THE KNOWNS
OR THE PERSONA'S SELF-DIAGNOSIS

. ! .
»e N .
0= P
"t ‘e
.. < N
. .
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #5

“ FIND AT LEAST ONE UNKNOWN
FOR THE PERSONA, AS A GROUP

@ © 2025 Flip the Script
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #6

- STEP6

'

~ PIVOT TO THE 2ND TEAM
&BRING THEM OFF-MUTE AS A GROUP

2% -

v A .
0 .
. iesis 4
o T <
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #7

o SWEP 7
. 'GET THEIR KNOWNS
| ORTHE2ND TEAM'S SELF-DIAGNOSIS
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #8

.
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #9
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #10

ONCE YOU'VE FINISHED
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #10.1

7§f~5TEP10J
" AS YOU'RE TALKING

INCLUDE AS MANY PERSONA-SPECIFIC
RECOMMENDATIONS AS YOU CAN
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #10.2

STEP10.2

PER FEATURE OR PRODUCT

GIVE PERSONA-SPECIFIC RECOMMENDATIONS
AS TO WHICH PRODUCTS THEIR TEAM COULD USE.
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #10.3

STEP10.3

 PER FEATURE OR PRODUCT
_;;-,-;j.;'}f;’{;ﬁ_f—GIVE PERSONA-SPECIFIC RECOMMENDATIONS
OF HOW THEY & THEIR TEAM COULD USEIT.

LSt e :-‘;;- J;\,:;j."',. .
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HOW TO STRUCTURE A COMMITTEE CALL
STEP #10.4

STEP10.4

 PER FEATURE OR PRODUCT
_;;,-,-,j.j}f.';;i_fGIVE PERSONA-SPECIFIC RECOMMENDATIONS
ON WHAT THEY COULD USE IT TO ACCOMPLISH.

LSt e :-‘;;- J;\,:;j."',. .
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. THE PHRASES TO USE:

" WHEN SELLING TO A COMMITTEE.
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THE PHRASES TO USE .....
WHILE SELLING TO A COMMITTEE.

3 COMMITTEE

THE TtME ALI.OTMENT—

.-,.RTQBY TELLING THE_‘-'_
“ . CONTEXT, BY SAYING:

YOUHAVEFOR
ECALL THAT DAY j

THEN GIVE THEM SOME

“ #"VVE HEARD FROM

PART OF THE GROUP

- (NAME THE MEMBERS),
" AND | THINK | HAVE AN

OK UNDERSTANDING

S50 OF THEIR GOALS.....”

**FOR THE THINGS YOU
FOUND PREVIOUSLY....

THERE'S NO NEED, TO
DO AN EXTENSIVE
SUMMARY (OR REALLY
ONE AT ALL), FOR THE
NEWLY ADDED BUYERS,
OF WHAT YOU FOUND.*

THEN CALL ON THE
NEW BUYERS, BY
SAYING:

“BUT | HAVEN'T HEARD
FROM __ & _ .
OBVIOUSLY, AND
WHAT THEY'RE

LOOKING TO DO.”

© 2025 Flip the Script
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THE PHRASES TO USE .....
WHILE SELLING TO A COMMITTEE.

HENASK TO DO SOME.‘ " THEN REASSURE THE ALSO REASSURE THE
' ;BV SAYING, - _’._‘_ -+ GROUP, BY SAYING.... GROUP, BY SAYING...

fol .,AI.L WOUI.DN'T, . “THEN AFTERTHOSE15  “I PROMISE- I'VE GOT
ADLIKETO .. MIN. OF QUESTIONS, | A FULL DECK

"BURNY THE FIRST 15 . PROMISE I'LL GO INTO PREPARED, OPTIONS,
fiN. TO ASK'AFEW.. .- - THE GUILLOTINE, & RESULTS, & PRICING-
UESTIONS=SO | CAN "~ SHOW YOU WHATI'VE  SOIDIDN'T COME
ETA FUI.L PICTURE . GOT & OPTIONS....” EMPTY HANDED....”

THEN ASK FOR GROUP
BUY IN, BY SAYING.....

“DOES THAT SOUND LIKE
A DEAL, TO EVERYONE?”

© 2025 Flip the Script
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THE PHRASES TO USE .....
WHILE SELLING TO A COMMITTEE.

' “HEN c:Au. our THE IST
DUP, BY SAYING:

ANKAYOU— SO,

ROM YOUFIRST IF -

YOU DON'T MIND= -

AN YOU WALK ME
ROUGH - :2"

(AsSK'QS SPECIFIC To THEM )

WANT TOHEAR

“THEN TRANSITION TO
’._‘_ '_ - GROUP 2, BY SAYING:

“OK GOT IT- THANKS

~ FOR ALL OF THE

- .CONTEXT.I'LLLET YOU
." OFF THE HOOK NOW-

AND __ CANYOU TELL

" MEABIT ABOUT__..."

PIVOT THE CONVO, &
FOCUS, TO GROUP 2.

AND ONCE YOU'RE
FINISHED... PIVOT THE
CHAT TO GROUP 3.

RINSE & REPEAT, TO
ALL NEW BUYERS.

& FINISH BY THANKI
ALL OF THEM....

FOR GIVING YOU ALL
OF THE INFORMATION- -
AND FORGIVINGYOU =
MORE CONTEXT ON-
EACH OF THEM.

© 2025 Flip the Script
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~ WHATTO DO,
* WHEN TIME IS LIMITED:

- & THERE’S TOO MANY PEOPLE,
- TODO DISCOVERY FOR EACH PERSON.
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #1
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #2

D THEIR SELF-DIAGNOSIS
_OR THE KNOWNS, FOR THEM AS A TEAM.
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #3

> THEIR MISSED & MISDIAGNOSES
OR THE UNKNOWNS FORTHEM AS A TEAM.
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #4
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #5

YOUR QUESTIONS TO THE FRONTLINES

'IT..DRAWSTHEM & MAKES THEM FEEL VALUED.
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #6

._ R ‘QUESTIONS TO THE FRONTLINES
* IT SHOWS THAT YOU VALUE THEIR INPUT.
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #7
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #8
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #9

UR QUESTIONS TO THE FRONTLINES

THE LEADERS DON'T KNOW THE DATA, IT COVERS THEM.
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME
TIP #10
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WHAT TO DO WHEN THERE'S NOT ENOUGH TIME

TIP #11

JUR QUESTIONS TO THE FRONTLINES
' THE DMs WILL KNOW WHAT YOU'RE DOING,
- &APPRECIATE THE BEDSIDE MANNER

@ © 2025 Flip the Script
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HOW TO FOLLOW-UP:

AFTER A CALL, WITH A COMMITTEE.
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HOW TO FOLLOW=-UP .....
AFTER A CALL, WITH A COMMITTEE.

: FFRST lMM EDIATELY
(o] Lowme THE CALL

SEND THE GROUP A
E‘RIEF SUMMARY- e &

YOU. SALD YOU'D SEND,
&WH YOU‘RE GOING -
TO SEND TO EACH 3

MAINI.Y ABOUTWHAT "~

- WHEN YOU'RE LISTING
~ THEIR EMAIL ADDYS....

" PUT THE LEAST HEAVY
- HITTERON THE

GROUP- OR SPREAD IT

: g OUT.BUT DON'T RANK
- BASED ON SENIORITY,

OR DM POWER.

IN EVERY FOLLOW-UP
EMAIL YOU SEND....

ALWAYS MAKE SURE,
THAT YOU HIGHLIGHT
THE ORIGINAL BUYER-
& MAKE THEM LOOK
GOOD ON THE CHAIN.

IN THE INTROIOUTRO,
SAY THINGS SPECIFIC...

TOEACHPERSONON
THE CALL, & SPECIFIC
TO THEIR CONTEXT
WITH YOU. (EX. _ NICE
TO MEET YOU, _ GREAT
TO SEE YOU AGAIN.
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HOW TO FOLLOW=-UP .....
AFTER A CALL, WITH A COMMITTEE.

: FOR THE ACTION - - PLUG FOR AS MANY ON YOUR CALLS WITH ALSO IN THE FIRST
TEMS AFTERWARDS.... " INDIVIDUAL CALLS.... NEWLY ADDED BUYERS: FOLLOW-UP EMAIL....

"AKE lT OFFLINE ! ‘B WITH SEPARATE MAKE IT FUNCTIONAL- MENTION WHAT YOU'LL
-'DGN TINCLUDE ALL)- '~ BUYERS 1:1AS YOU INTENTIONAL- & WITH SEND (FOR UNKNOWNS
BUT INCLUDE ABRIEF " . CAN GET- SO YOU A PURPOSE. EX. LOOK THAT YOU FOUND) TO _
QNE-LINER ‘ON'WHAT .  CANBUILD RAPPORT & FORDATA WITH THEM. THE GROUP- BUT SEND
YOU'RE: GOING TO- .- °." ADD VALUE WITH (IT EMPOWERS & INCLUDES THEM) IT SEPARATELY.
CGVER ON THAT CALL EACH SEPARATELY.
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HOW TO FOLLOW=-UP .....
AFTER A CALL, WITH A COMMITTEE.

| ‘GVINAL BUYER

tEAR ANY STEPS. -

THEM-- & ASK FOR
THEIR PERMISSION

‘A 'wAvs ASK YOUR o

F THE'PLAN Is OKAY—

YQU’RE TAKING WITH !

: ’_‘MPOWERING FOR THEM‘)'

FOR THE ADDITIONAL

"~ CALLS YOUHAVE.....

“DON'T WORRY THAT
" THE MAIN DM, IS NOT

THERE. THEY'LL HEAR

.~ ABOUT IT- & ADD
." VALUE, AS IF IT WAS
THE DM, ON THE CALL.

WHEN YOU DO THIS

ON THE ADDED CALLS:

THE MAIN DM WILL BE
THANKFUL, THAT YOU
WON THAT PERSON
OVER- & DIDN'T
INVOLVE THEM TO DO
IT.

WHEN YOU DO WELL,
WITH OTHER BUYERS:

IT'S APREVIEW FOR
THE FUNCTIONAL
BUYER, AND THE MAIN
DM, OF WHAT IT'S LIKE,
TO WORK WITH YOU.
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GOOD SIGNS,
THAT YOU DID WELL:

WHEN SELLING TO A COMMITTEE.
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SIGNS YOU DID WELL: WITHA COMMITTEE
GOOD SIGN #1

‘i?‘f'fff?;f!:THEY LET YOU ASK THEM QUESTIONS
FOR.T_HE WHOLE CALL, & SPEND ALL OF THE TIME, ON DISCOVERY.

P

B

o, SR T
e W :
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SIGNS YOU DID WELL: WITHA COMMITTEE
GOOD SIGN #2

£ THEY EXTEND THE CALL
&GO PAST TIME- OREVEN ASK IF YOU CANSTAY. . .

’ »
W, i
. A
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SIGNS YOU DID WELL: WITHA COMMITTEE
GOOD SIGN #3

THEY ASK ON THE GROUP CALL |
“IF THEY CAN HAVE A 1:1 CALL WITH YOU. P

’ »
W, i
. A
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SIGNS YOU DID WELL: WITHA COMMITTEE
GOOD SIGN #4

YOU CAN PIVOT FROM GROUP TO GROUP

_','ND CAN COVER SPECIFIC PROBLEMS & UNKNOWNS, FOR EACﬂ‘
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SIGNS YOU DID WELL: WITHA COMMITTEE
GOOD SIGN #5

YOU CAN PIVOT FROM BUYER TO BUYER

'.TAND CAN COVER SPECIFIC PROBLEMS & UNKNOWNS, FOR EACﬂ‘
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THE RISK OF NOT
ADDRESSING EVERYONE:

& NOT DOING DISCOVERY,
FOR EACH PERSON ON THE COMMITTEE.
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THE RISK OF NOT DOING DISCOVERY .....
FOR EACH MEMBER, ON A COMMITTEE.

'HOPEISNOTA *." .- ' IF YOUDON'TEVEN EVEN IF YOU'RE NOT

ATEGY. "~ :* . ' TALKTONEWBUYERS:  MEANING TO...
"YOU HAVENO WAY OF  IT SHOWS THAT YOU
' KNOWING, WHAT DIDN'T EVEN CARE
- THEY'RE EVEN ENOUGH, TO TRY TO
“SOLVING FOR- OR GET TO KNOW WHAT

- WHAT’S IMPORTANT THEY'RE TRYING TO
FOR THEMIN SPECIFIC.  SOLVE, WITH YOU.

IF YOU LET NEW BUYERS
STAY ON MUTE....
THEY’LL ASSUME, THAT .
IT'SBECAUSEYOU
DON’'T CARE ENOUGH
TO LEARN ABOUT
THEM- SO IT'S FINE IF
THEY'RE ON MUTE.

© 2025 Flip the Script
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THE RISK OF NOT DOING DISCOVERY .....
FOR EACH MEMBER, ON A COMMITTEE.

: EVERYONE THAT YOU  EVERYONE THAT YOU EVERYONE THAT YOU FOR ANY NEW BUYERS ’

" LET STAY ON MUTE.... LET STAY ON MUTE.... THAT STAY ON MUTE....
"l-uqu_l. START TO' | ASSUMES THAT WILL MENTALLY THINK, YOUGIVETHEMTHE
,SYCHOI.OGICAI.LY " YOU'RENOTTHELEAST THATTHECALLWASA  “EXCUSE”, THATTHEY
REBEL— BECAUSE “YOU - . BIT CONCERNED, WITH  WASTE OF THEIR TIME-  ALREADY MET WITH YOU
DON'T.CARE ABOUT . -~ SOLVING THEIR WHICHTOBEFAIR,IT & GAVE YOU A SHOT—
THEM, OR THEY'RE.NOT PROBLEMS. WAS. (IF THEYDIDN'T  AND THAT THEY DON'T

MPORTANT TO YOU e EVEN SAY ANYTHING.) WANT TO GO WITH YOU.
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THE RISK OF NOT DOING DISCOVERY .....
FOR EACH MEMBER, ON A COMMITTEE.

YOU'RENOTEVEN . - IF YOU'RENOT EVEN ANYONE THAT YOU ASSUME ANYONE YOU
K[NQ’TQA BUN(ER...-._. " TALKING TOABUYER:  DON'T HEAR FROM... DIDN'T HEAR FROM: -

'OUAS.* - THEY CAN (& WILL) YOULEAVE WIDEOPEN  ISNOTONLYNOTA
,OMEONE WHO’S ON ' ° ASSUME-THATIT'S TO (FAIRLY) FIGHT TO CHAMPION-BUTISAN
THEOTHER- TEAM".1T - . BECAUSE YOU HAVE WORK WITH YOUR ACTIVE DETRACTOR TO
MIGHT BE THE OTHER . - NOEXPERTISEINTHEIR = COMPETITORS.... WHO HIRING YOU—- BECAUSE
BUYER’S TEAM BUT .- °." AREA. DID WIN THEM OVER. PEOPLE LAND ON ONE

'S STILI. | THEIRS, : SIDE OF THE FENCE.
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THE RISK OF NOT DOING DISCOVERY .....
FOR EACH MEMBER, ON A COMMITTEE.

YO.U HAVE NOTHING
,HAT YQUCAN
FOI.LOW-UP WITH

EVENHEARFROM - -
THEM, ON,THE CALL

._;NY._ONE WHO DIDN'T - |
ALK TO ON THE CALL.;- =

BEGAUSE YOU DIDN'T 3

IN THE ABSOLUTE BEST
CASE SCENARIO.....

“ ANYONE THAT'S ON
" MUTE (& YOUDON'T

TALK TO)- IS AFAN &

: 3 WANTS TO GO WITH
- YOU, BUT YOU WON

OVER, ON ACCIDENT.
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