THE SALES STARTER

SUCCESS PLAN

SaleslLabs







The ACQ Model™
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Insights & Actions

The Sales Starter Success Plan
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The Content Matrix

ICP Problem Content Idea Call to Action

Post #1

Post #2

Post #3
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LEAD COLLECTOR
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The Lead Collector Planner™

Lead Tier Problem Type Title



AGENDA AGREEMENT
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The Agenda Agreement™

Step 1

Opening

"lohn, thanks for
taking the time to
speak with me
today.”

Step 2

Goal of the call

“The goal of my call
is to understand
how you are
currently dealing
with the situation
and see how my
solution can
potentially help.”

Step 3

Ending of the call

“At the end of this
call, we should be
able to decide if we
continue the
conversation, with a
collaboration in
mind, or if we stop it
there.”

Step 4

Agreement

“Sounds good to
you?"



The Agenda Agreement™

Step 1 Step 2 Step 3 Step 4

Opening Goal of the call Ending of the call Agreement
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