
Generate a Never Ending Sales Funnel 
ACTION GUIDE 

Brought to you by Constant Contact 

Instructor Contact Info:   
Cheri Ruskus 
The Victory Circles 
Phone: 303-652-1718 
Email: Cheri@BusinessVictories.com

Course Goals:   
1. The System of Sales – Understanding the Sales Cycle
2. Build Self Confidence
3. The Critical Role of Customer Service
4. The Secret Sauce in Sales - Follow-up
5. The Power of 5 Connections a day

What’s Your Story? 

1. How long have you been involved with sales and what kind of
training or experience have you had in dealing with converting
prospects into customers?  Please share the good, the bad and
the ugly…
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2. Assess the current way you generate leads within your business 

Advertising 
What mediums: 
_____________________________________________________________________ 

Online 
What mediums: 
_____________________________________________________________________ 

Networking 
When/Where: 
_____________________________________________________________________ 

Word of Mouth Referrals 
How often: 
_____________________________________________________________________ 

Other 
_____________________________________________________________________ 

3. How many customers do you currently have as opposed to how 
many you want in your business?    

4. Once you get a lead what is your current process to turn them 
into a customer?   
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5. What system is currently in place for follow-up? 

6. On a scale from 1-10, how much do you like doing the sales 
piece of your business? (with 10 being that you love it)   

COURSE GOAL # 1 - THE SYSTEM OF SALES  

Every process in business needs a system including 
____________________ 

What happens once marketing gets a prospective customer to pay 
attention?   

Answer:  
________________________________________________________________ 

Foundational Book to read on business systems: 
__________________________ 
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What takes you out of integrity?   

1. 

2. 

3. 

4. 

5. 

6. 
 

Integrity Points of Action 

1. 

2. 

3. 

4. 

5. 

6. 

The Sales Cycle/Process 

S - ___________________________________________ 

A - ___________________________________________ 

L - ___________________________________________ 

E - ___________________________________________ 
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Start with the Initial Contact 

Start with 
_____________________________________________________ 

Ask Questions that 
_____________________________________________ 

Never 
assume__________________________________________________________ 

Create a Potential Customer Inquiry Process 

List five things you need to know about your prospect to determine 
whether or not they are a good fit to become a customer.   

1.   

2. 
 

3. 
 

4. 
 

5. 
 

Add anymore that come to mind: 
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How long is your average sales cycle? 

What is the pain your prospect needs to be in for the quickest sales 
cycle?   

How will you know what product or program to place your 
customer in?   

 
Always Build Relationships 

Planting Seeds - Recommendations for customer conversion: 

1. 

2. 

3. 

4. 

5. 

6. 

Can you think of any others for your business? 
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Leverage with Education 

What is it that your customers enjoy or need to learn in doing 
business with you?   

What is your expertise you bring to the table? 

If you don’t know, 
_____________________________________________!   

Engage and Maintain - Creating Long Term Relationships 

What feels authentic, genuine and unique?  

What will set you apart from your competition? 

What is your USP – Unique Selling Proposition?   
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COURSE GOAL #2 
BUILDING SELF CONFIDENCE 

1. Systems give __________________________. 

2. You must have __________________ and ______________ in the 
Product and/or Service. 

3. Beyond just Belief you must have  _____________________. 

4. Imagine the Prospect as a __________________ as you build the 
Know, Like and ______________ Factor.   

5. Build _______________________ knowing  __________ ones take  
______________________. 

6. Know when the right time is to _______  _____ _____ 
__________________________.   

7. ______________________ the fear by feeling the fear and doing it 
__________________. 

8. Do not let ____________________________ win – become 
_________________________ 

Notes: 
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COURSE GOAL #3 
THE CRITICAL COMPONENT OF CUSTOMER SERVICE 

1. Asking them what they want… 

How do you currently ask your customers what they want? 

 

2. Insuring the quality of your products and service… 

What measures are currently taken to insure quality control? 

3. Customer touch points – if you aren’t reaching out on a regular 
basis you are being forgotten.When and how do you reach out 
to your prospective, new and existing customers? 

 

Notes: 
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COURSE GOAL # 4  
THE SECRET SAUCE IN SALES …. FOLLOW-UP 

1.  Stand out from Competition because you actually 
______________________. 

2. Timing - knowing what they need and when they need it by 
_________________ and _________________.   

3. Having __________________ in knowing when to ask for the 
business.  This is best achieved by knowing the needs of your 
____________________  _____________________. 

4. __________________ elements that can assist in the follow-up. 

5. Simply ask, “How is it’s going?” and then listen to the 
___________________. 

6. Ask for referrals and create word of mouth action … 
_____________________  you have a track record.   

Notes: 
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COURSE GOAL #5 
FIVE CONTACTS A DAY 

By reaching out by either ____________________, 
_____________________, or  ____________________ every day to five 
contacts you will be guaranteed of reaching out to 25 potential 
customers a week.   

By doing so you will find the time each week to answer these often 
burning questions: 

• How do I find the time each day? 
 

• When is enough sales time spent really enough? 
 
 

• How do I get rid of the “sales” pressure within myself? 
 
 

• How do I make sales a habit that easily flows as a system?   
 
 
 
 

Notes:   

 

!  11



Bonus tip: 
Get past the fear of hearing the word no remember failure comes 
not in the “no” but in fact from not asking at all.   
                                  
By hearing the “no” it’s either time to determine if this person/
company is really a good fit or keep watering until you have 
prepared them for the ______ ______ ______. 

“Nothing is at last sacred but the integrity of your own mind.” 
     - Ralph Waldo Emerson 

Next Steps: 

What are the top three things you commit to doing from today’s 
class to grow your business through creating a systematic sales 
process?   

1. 

 

2. 
 
 

3. 
 
 

Generate a Never Ending Sales Funnel 
Brought to you by The Victory Circles 

and Constant Contact
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