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Email Follow Up Script #1
Subject line: ;never use ͞follow up͟ in the subject line.  Better to use a 
subject line that is relevant to the purpose of the email ʹ which is to get 
them to accept your quote)

e.g. Let͛s talk about your ;insert project name here e.g. new garden, 
new water heater, new security system etc)
or 
Quote for your (insert project here)

Hi (Name),

I hope ǇoƵ ƌ͛e doing ǁell ƚodaǇ͘ 

I enjoyed talking with you about your (insert project here).

I haǀen͛ƚ heaƌd back fƌom ǇoƵ and ǁaƐ ǁondeƌing hoǁ ǇoƵ aƌe geƚƚing on 
with the quote we gave you?

We ƌ͛e ƐƵpeƌ bƵƐǇ oǀeƌ ƚhe neǆƚ ;inƐeƌƚ ƚime fƌame e͘g͘ ϰ ǁeekƐͿ but we do 
have some space later on next week where we could fit your job 
in͙ǁoƵld like ƵƐ ƚo book ǇoƵ in͍

(Tell them how to accept the quote e.g. if you want to go ahead please 
click the link below to accept our quote)

If ǇoƵ ƌ͛e noƚ ƌeadǇ Ǉeƚ͕ ƚhaƚ Ɛ͛ no pƌoblem͘  

If you have any questions about our quote, please let me know by replying 
to this email.  I͛d loǀe ƚo ǁoƌk ǁiƚh ǇoƵ ƚo geƚ ƚhiƐ happening͘   

Best regards,

(Your Name)

NOTES

get it opened

Scarcity Urgency
Call to Action C.T.tt
Open tee Coop
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Email Scripts

Subject Line: (Ask a question)

e.g. Do you still need a (insert your trade here e.g. Plumber, 
Landscaper, Painter etc)?

Hi (Name),

I hope ǇoƵ ƌ͛e doing ǁell͘  

I haǀen͛ƚ heaƌd back fƌom ǇoƵ aboƵƚ ƚhe ƋƵoƚe ǁe gaǀe ǇoƵ foƌ 
(project name e.g. water heater, security system, landscaping project 
etc).

Have you been too busy to get back?

Have you decided to use another (insert trade here)?

Is it not the right time for you?  

Oƌ iƐ ƚheƌe Ɛomeƚhing elƐe ƚhaƚ ǁe didn͛ƚ geƚ ƋƵiƚe ƌighƚ foƌ ǇoƵ͍

Leƚ me knoǁ͘  I͛d loǀe ƚo ǁoƌk ǁiƚh ǇoƵ geƚ ƚhiƐ Ɛoƌƚed foƌ ǇoƵ͘

Regards
(Your Name)

P͘ S͘ We ƌ͛e ƐƵpeƌ bƵƐǇ oǀeƌ ƚhe neǆƚ ;inƐeƌƚ ƚime fƌame e͘g͘ ϰ ǁeekƐͿ 
but we do have some space later on next week so if you do want to go 
ahead ǁe coƵld fiƚ ǇoƵƌ job in ƚhen͙ǁoƵld you like us to book you in?
(Tell them how to accept the quote e.g. if you want to go ahead 
please click the link below to accept our quote)

NOTES
Email Follow Up Script #2
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The Follow Up Script
NOTES

Never underestimate the power of follow up! Your clients will respect you for your 
bƵƐineƐƐ ƐaǀǀǇ and mŽƐƚ cŽmƉeƚiƚŽƌƐ ǁill nŽƚ fŽllŽǁ ƵƉ͘  Heƌe͛Ɛ hŽǁ ƚŽ aƉƉƌŽach ƚhe 
follow up.

Call the decision maker within a day of sending or delivering the quote (this way you 
can ensure they have received and looked at your quote ͬ tender and you are ͞on their 
mind͟Ϳ. 

͞Hi (Name).  Iƚ͛Ɛ ;ǇoƵƌ fƵll name e͘g͘ John SmiƚhͿ fƌom ;ǇoƵƌ bƵƐineƐƐ name e͘g͘ XYZ 
ElecƚƌicalͿ Ɛpeaking͘  Hoǁ aƌe ǇoƵ͍͟

͞;Name of peƌƐon ǁho did ƚhe ƋƵoƚe e͘g͘ Neil oƌ IͿ ƚalked ǁiƚh ǇoƵ aboƵƚ ;pƌojecƚ 
description e.g. getting a replacement hot water system) on (day e.g. Monday / yesterday 
eƚcͿ͘͟ 

͞I ǁaƐ ǁanƚing ƚo check ƚhaƚ ǇoƵ͛ǀe ƌeceiǀed oƵƌ ƋƵoƚe͘ ;YeƐ ͬ No ʹ if noƚ ƌeƐend iƚͿ I͛ll 
ƌeƐend iƚ noǁ ǁhile I͛m on ƚhe line and make ƐƵƌe iƚ geƚƐ ƚhƌoƵgh ƚo ǇoƵ͘͟  

͞Gƌeaƚ͊  Did ǇoƵ haǀe anǇ ƋƵeƐƚionƐ aboƵƚ oƵƌ ƐolƵƚion͍͟ (Answer as appropriate)  

͞We͛ƌe ǀeƌǇ bƵƐǇ oǀeƌ ƚhe neǆƚ ;ƚimefƌameͿ ϰ ǁeekƐ bƵƚ ǁe do haǀe Ɛome Ɛpace eaƌlǇ neǆƚ 
ǁeek ǁheƌe ǁe coƵld fiƚ ǇoƵƌ job in͙ǁoƵld like ƵƐ ƚo book ǇoƵ in͍͟

If yes, book job.  

If no ʹ ͞I ƵndeƌƐƚand iƚ͛Ɛ an impoƌƚanƚ deciƐion͘  Do ǇoƵ haǀe a ƚimefƌame in mind foƌ 
ǁhen ǇoƵ mighƚ like ƚo geƚ Ɛƚaƌƚed͍͟

Objection handle / answer questions.  The key here is getting the client to focus on 
what they need to figure out with your quote so they can move forward. Clients say 
they want to think about it, but they seldom do.  If you can͛t get yes, lock in the time 
for when you will follow up.  Try not to leave the call open-ended.

͞I͛ll giǀe ǇoƵ call on ;inƐeƌƚ daǇ and ƚimeͿ ƚo Ɛee hoǁ ǇoƵ aƌe geƚƚing on͘  IƐ ƚhaƚ ok͍͟

͞Haǀe a gƌeaƚ daǇ͘͟

Phone Follow Up Script #1

Check delouis
Open the lo p
scarcity surge cy

Frame up decision
making
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The Follow Up Script
NOTES

Call the decision maker to follow up after initial follow up call.  Here is what you can 
say. 

͞Hi ;NameͿ͘  Iƚ͛Ɛ (your full name e.g. John Smith) from (your business name e.g. XYZ 
ElecƚƌicalͿ Ɛpeaking͘ Hoǁ aƌe ǇoƵ͍͟

͞;Name of ƚhe peƌƐon ǁho folloǁed Ƶp iniƚiallǇ e͘g͘ Neil oƌ IͿ ƚalked ǁiƚh ǇoƵ ƌecenƚlǇ 
aboƵƚ ;pƌojecƚ deƐcƌipƚion e͘g͘ geƚƚing a ƌeplacemenƚ hoƚ ǁaƚeƌ ƐǇƐƚemͿ͟

͞LaƐƚ ƚime ǁe ƚalked I Ɛaid I͛d giǀe a call ƚo Ɛee hoǁ ǇoƵ aƌe geƚƚing on ǁiƚh making a 
deciƐion͘  So ǁheƌe aƌe ǇoƵ aƚ͍͟ 

Use Scarcity and Urgency
͞We͛ƌe bƵƐǇ oǀeƌ ƚhe neǆƚ (timeframe) 4 weeks but we do have some space early next 
ǁeek ǁheƌe ǁe coƵld fiƚ ǇoƵƌ job in͙ǁoƵld like ƵƐ ƚo book ǇoƵ in͍͟

Handle Objections / Answer Questions.  The key here is getting the client to focus on 
what they need to figure out with your quote so they can move forward. Clients say 
they want to think about it, but they seldom do.  If you can͛t get yes, lock in the time 
for when you will follow up.  Try not to leave the call open-ended.

A gŽŽd line ƚŽ ƵƐe ǁhen ǇŽƵ͛ǀe handled ŽbjecƚiŽnƐ iƐ ͞Ɛo͕ ǁhaƚ do ǁe need ƚo do ƚo geƚ 
ƚhiƐ job ƵndeƌǁaǇ foƌ ǇoƵ͍͟ 

͞I͛ll giǀe ǇoƵ call on ;inƐeƌƚ daǇ and ƚimeͿ ƚo Ɛee hoǁ ǇoƵ aƌe geƚƚing on͘  IƐ ƚhaƚ ok͍͟

͞Haǀe a gƌeaƚ daǇ͘͟

Repeat the script until you get to yes or no (and you know why).

Phone Follow Up Script #2

Refocus 0 Decision
Making
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Types Of Objections
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Objection Handling Example
Customer: ³Oh, Ze liked \RXU TXRWe, bXW iW ZaV jXVW a biW e[SeQViYe.´

(Listen) First off, we listen without interrupting.

(Acknowledge) Then we acknowledge what the client has said and empathise with them.  
³I Ueall\ aSSUeciaWe Whe feedback. So, ZhaW I'm heaUing iV WhaW Whe TXoWe Ze SXW WogeWheU iV Woo 
e[SenViYe. IV WhaW UighW?´

Customer: ³YeV WhaW¶V UighW.´ 

³Oka\. ThankV. I XndeUVWand. IW mXVW be fUXVWUaWing Zhen \oX geW a SUice WhaW¶V moUe Whan \oX 
e[SecWed and \oX¶Ue Whinking aboXW hoZ \oX¶Ue going Wo make iW all ZoUk.´  

(Explore & question) Now it¶s time to explore and ask questions so \ou can understand 
the real objection.

³JXVW Wo helS me XndeUVWand beWWeU, do \oX mind me aVking«iV oXU TXoWe Woo e[SenViYe 
compared to some other quotes, or is it too expensive compared to with what you're wanting to 
VSend?´

And then depending on how they answer, you can go down the appropriate path of 
asking more questions.

Customer: (Listen) Let¶s sa\ the\ respond with ³it's too expensive compared to some 
other quotes that we got.´ 

(Acknowledge) ³Oka\, I aSSUeciaWe Whe feedback. So ZhaW I'm heaUing iV WhaW oXU TXoWe iV a biW 
e[SenViYe comSaUed ZiWh Vome oWheU TXoWeV WhaW \oX¶Ye goW?´

Customer: ³YeV WhaW UighW.´

³So, if Whe SUice ZaV moUe in line ZiWh ZhaW \oX e[SecWed, ZoXld I be UighW in Whinking WhaW \oX 
would go ahead with our quote? 

Customer response:

³I VXSSoVe \oX¶Ue ZondeUing hoZ diffeUenW SeoSle come XS ZiWh diffeUenW SUiceV.´  

Customer response:

NOTES
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(Explore) Here¶s where we want to dig into the other quotes and figure out if we are 
comparing apples with apples.  

Customer response:

³M\ aim iV Wo SUoYide \oX ZiWh gUeaW VeUYice, Vo \oX geW a gUeaW UeVXlW ZheWheU Ze end XS helSing \oX 
ZiWh \oXU job oU noW.  And ZhaW Ze¶Ye foXnd iV WhaW VomeWimeV Whe TXoWeV look VimilaU in WeUmV of 
ZhaWµV geWWing done bXW Zhen \oX look a biW fXUWheU WheUe can be Vome diffeUenceV.  Like ZhaW W\Se of 
material / fixtures are being used (or specified).  Or maybe someone has cut some corners to keep 
the price down (give an example that relates to your quote).  And Ze¶Ue noW comSaUing aSSleV 
ZiWh aSSleV.  WoXld iW be helSfXl foU XV Wo go WhUoXgh Whe oSWionV \oX haYe and make VXUe \oX¶Ue 
geWWing Whe beVW UeVXlW?´

Customer response:

This is where you can dig down into whether you are comparing apples with apples.  Are the 
specifications the same?  Is the quality similar?  Then you can figure out if they've provided a 
better option or you've provided a better option.  Or whether they are cheaper when 
comparing like for like. 

(Respond) Now you understand the real problem.  And you can choose how to respond and 
solve it.

³Great, I Whink I¶Ye goW a SicWXUe of Whe Zhole Whing noZ.  So«. 

³«If oXU SUice ZaV aUoXnd XYZ, \oX¶d be haSS\ ZiWh go ZiWh oXU TXoWe (if \oX ZanW Wo SUice maWch).´

Or, ³«I don¶W Whink I can maWch XYZ price, and fUankl\ I don¶W knoZ hoZ Whe\ aUe making an\ mone\ 
at that point.  But if I could do ABC price, ZoXld WhaW ZoUk foU \oX?´

Or, ³«If Ze changed WhiV SaUW of oXU TXoWe Wo (insert change here), ZoXld WhaW ZoUk foU \oX?´

Or, ³«BaVed hoZ oXU VolXWion VWackV XS againVW Whe oWheU TXoWeV, ZoXld \oX like Wo go ahead ZiWh 
oXU TXoWe?´

NOTES
Objection Handling Example


