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Three types of buyers: 
Ego
Logical
Emotional
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Three types of buyers: 
Ego:  5%
Logical:  30% 
Emotional:  65%
Source:  BSM 2019 Buyer Survey of 1200 buyers across 12 markets.
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1.  Being relevant and specific
changes everything. 



57% of email recipients 
consider a message to be 
Spam if it isn't relevant to 
their needs, even when 
they know the vendor well.  
- wsj.com
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Hi Elizabeth.  Before emailing 
you, I was doing some research 
on Ocean Edge.  Love your 
#WeddingsWednesday
promotion.  I have an idea to get 
that promotion some serious 
eyeballs.  Would Tuesday or 
Wednesday morning be better 
for a quick chat? 
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Elizabeth.Stephan@OceanEdge.com
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2.  Using LinkedIN to Create 
Relevance.  
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3.  Having a prospecting 
process is critical.



50% of sales time is 
wasted on unproductive 
prospecting. 
-The B2B Lead
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CRM expertise
Pre-call client research
Email templates
Voice mail templates
Tested subject lines
Precise call patterns
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Monday Tuesday Wednesday Thursday Friday

Windsor Jewelers Toyota Regional Blanchard
Equipment Discover Augusta Ashley Furniture

Jammer Welsely Bobby Jones Ford Top Golf Augusta Red Bell Taco

Academy Double T Diamond AGS Regional Carver

Blade Real Estate BWD Lawn Care Atlas Christian Brothers Crane
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4.  Subject lines drive open 
rates.
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35% of email recipients 
open emails based on the 
subject line and nothing 
else.

— Convince and Convert

http://www.convinceandconvert.com/convince-convert/15-email-statistics-that-are-shaping-the-future/
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Best Subject Lines:
May 29th?
New idea?
Quick note for you
Considered this?
Just wondering…
Competitive edge over X
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5.  Perfect email structure 
increases response rates.
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Follow the email rule of THREE

THREE words in the subject line
THREE sentences per email
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Subject line:  May 29th? 

Hi Elizabeth. I was researching 
Ocean Edge, love your weddings 
on Wednesday idea. I have some 
new ideas to help you promote 
that and more. Is 2pm or 3pm 
better for a quick chat Wednesday, 
May 29th? 
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6.  Success stories increase a 
prospects response rate.
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Subject line: Big Oak B&B?

Hi Elizabeth. We have helped Julie 
at Big Oak B&B grow their 
business BIG TIME! Love to share 
this info with you too. Would 
Tuesday morning or Wednesday 
work better to chat about this?
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7.  Call and email at the perfect 
time.



@ryandohrn – Ryan@360AdSales.com - www.360AdSales.com

What two times of day are 
the most common for 
corporate meetings?  
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What two times of day are 
the most common for 
corporate meetings?  

10am and 2pm!
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BEST CALL TIMES…. 
11:15am and 4:15pm.



@ryandohrn – Ryan@360AdSales.com - www.360AdSales.com

8.  Using the phone is critical to 
the total prospecting process.
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Phone calls are 10x more 
likely to lead to sales.  
- Grasshopper Research

http://www.biakelsey.com/


@ryandohrn – Ryan@360AdSales.com - www.360AdSales.com

Hi Elizabeth. I was researching Ocean 
Edge, love your weddings on 
Wednesday idea. I have some new 
ideas to help you promote that and 
more. I sent you an email about this.  
Subject line is “May 29th.” If you could 
give me a quick reply, I would 
appreciate it. You do not need to call 
me back. Oh… by the way… sorry…
This is Ryan from ______ .
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9.  Polite persistence is the key 
to moving the sale forward.
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Every three business days
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Monday Tuesday Wednesday Thursday Friday

Windsor Jewelers Toyota Regional Blanchard Equipment Discover Augusta Ashley Furniture

Jammer Welsely Bobby Jones Ford Top Golf Augusta Red Bell Taco

Academy Double T Diamond AGS Regional Carver

Blade Real Estate BWD Lawn Care Atlas Christian Brothers Crane
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10.  Work your plan.
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Use your calendar to drive 
your day not what arrives 
in your inbox.
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1. Use math to your advantage 
2.  Having a prospecting process is critical. 
3.  Being relevant and specific changes everything. 
4.  Subject lines drive open rates.  
4.  Perfect email structure increases response rates. 
5.  Success stories increase a prospects response 
rate.
6.  Call and email at the perfect time.
8.  Using the phone is critical to the total prospecting 
process.
9.  Polite persistence is the key to moving the sale 
forward.
10.  Work your plan.
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