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Follow-Up 

Background 

80% of sales require 5 follow-up calls after the initial meeting 

On average it takes 8 calls to reach a prospect 

But after the initial meeting, 44% of sales reps give up! 

This is nothing new 

Do the managers know the reps are not following up? 

In another study on response time based on 422 companies. 7% responded the first 5 minutes 

of a inquiry forms submission while over 50% did not responded within 5 business days. 

The One Broken Cog perspective 

Is part of the problem that they are not utilizing their CRM properly? 

Do the reps have a cadence to follow? 

We suggest there are 4 key areas: 

• The rep simply forgets or gets busy.  They are not making this a priority. 

• They actively avoid making the calls.  The two most avoided tasks in sales are 

Prospecting and Follow-Up. 

• They don’t have a cadence. 

• Weak management 

So, who is really to blame?  It’s management’s responsibility to create the proper environment. 

Yes, we can help you! 

Contact Brian and/or John at results@onebrokencog.com 
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