
Selling to Companies Who Don’t Know You
How to get the First Meeting!
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About Me

• 18 years of B2B Sales

• Many Mistakes / Few Great Successes

• I will share from First Principles 

• Starting Sales Accelerator Program (22 June)
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Download today’s slides 

1. Go to www.bigjump.com.au

2. Click on Resources
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http://www.bigjump.com.au/


Reading List
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Online Resources
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What we will cover this morning

1. The start of a B2B relationship

2. Proposal Structure

3. Steps to Achieve First Meeting

4. Warm Calling
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1) Every good relationship has a 
beginning
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• Value sharing 
experience 

• Understanding

• Trust

• Equality 



2) Proposal Structure

• Bridge between 
customer and solution

• Applies to everything!

• Reversible 
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Proposal Structure
Slot/Section Proposition

Situation This is our understanding of your problem or 

opportunity

Objectives Given that problem or opportunity, these are our 

objectives for solving or realising it

Methods Given those objectives, these are the methods we will 

use to achieve them

Qualifications Given those methods, these are our qualifications for 

performing them

Costs Given those qualifications and methods, this is how 

much it will cost

Benefits Given our efforts and their associated costs, these are 

the benefits or value that you will receive.
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3) Steps to achieve first meeting!

1. Understand Proposal Structure

2. Define your value proposition

3. Simple (email) and Complex (letter) introductions

4. Cold Warm Calling

5. First Meeting Agenda

©Copyright BIGJUMP 2017                                                         www.bigjump.com.au 10



Example Email
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Example Letter
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4) Cold Warm Calling 

• Put yourself in the customers 
shoes

• Focus on verifying the letter

• Be well prepared

• Summary of value proposition

• Invite to catch up for coffee to 
discuss further
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Q&A
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Accelerator Program

• 3rd cohort starts 22nd June

• Steps needed for first meeting 
and building relationship

• 2 workshops

• 60 min mentoring session

• Weekly calls

• Facebook Group (closed)

• Social event at conclusion

• Click here link for further details
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https://www.eventbrite.com.au/e/accelerator-program-opening-and-building-relationships-with-new-prospects-tickets-34765562734?aff=erelpanelorg

