
What Salespeople Can 
Learn From Classic Songs
Sales appointments that turn 
prospects into customers



The Appointment Cycle
Whether you’re selling consulting services or enterprise  
software—all salespeople know about sales cycles. So now, it’s time 
to introduce you to The Appointment Cycle.

The Appointment Cycle dovetails, precipitates and accelerates the 
sales cycle through a logical sequence that enables you to identify, 
contact, convert and engage new clients.

This 3-step sequence covers what you do:

Love, Music and Sales Appointments
Amusingly, the Appointment Cycle (through which business 
relationships begin) parallels the chronology and evolution of 
romantic relationships. 

The process of mutual self-discovery in sales is very similar to what 
two people go through as they fall in love with one another. 

Given that similarity, it’s irresistible to pair three popular classic 
rock love songs that capture the essence of each step of the 
Appointment Cycle.

Sales appointments 
that turn prospects into 
customers
Top sales performers know that done right, phone and in-
person appointments can turn prospects into customers.

Done wrong?  
Well, you know how that ends....

The recipe for quality sales appointments isn’t rocket 
science, but salespeople can have more and better 
meetings that yield the desired results if you follow a 
few smart steps.

Before the 
appointment

During the 
appointment

After the 
appointment

1 2 3

Here’s a collection of essential steps and tips for 
great appointments that will help convert first-time 
prospects into new clients.
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1// Before the appointment
“I’m bringing you a love that’s true so get ready 
 So get ready”

Build Your Cred 
The road to all sales appointments begins well before any meeting 
takes place. Since prospects are naturally wary about interacting with 
others—especially dreaded salespeople—it’s essential that you show 
them you’re knowledgeable about their industry. 

LinkedIn is a wonderful “free” tool that can demonstrate your domain 
expertise and experience to others. Creating and maintaining a 
complete LinkedIn profile, containing relevant keywords, work history 
and recommendations, gives you an effective inbound marketing 
tool to promote what makes you special. Joining and participating in 
LinkedIn groups your prospects and customers belong to will further 
establish your value. Starting conversations and adding thoughtful 
comments to other discussions will drive people to your profile. 

Research and Prepare

The more you know about prospects the better you can 
“speak their language.”
Visiting company websites, following their social media accounts, 
using tools such as Hoovers, DiscoverOrg, ZoomInfo and the LinkedIn 
Sales Navigator will help you know what and who is important. A 
thorough review of any prospect’s LinkedIn profile will give you 
nuggets for future interactions with them.

“Get Ready,”1 The 1996 Temptations’ hit song is a Motown analog to what salespeople 
need to do to prepare prospects for what’s to come
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Make it Easy for Prospects
Neither salespeople nor those they sell to enjoy the usual back-and-
forth game of trying to find a mutually convenient time for a phone 
or in-person meeting. By using online appointment scheduling and 
posting links to your appointment calendar (in your emails, on your 
website and to your LinkedIn profile) prospects can easily book a 
meeting with you on a day and time that’s convenient for them.

There are many advantages—for both the salesperson and the 
prospect—from online appointment scheduling. When a prospect 
has determined they’re ready to make an in-person appointment to 
meet with you, they can do it instantly, while their interest is at its 
peak. It doesn’t matter if it’s a weekend, a holiday or 3:00 a.m. They 
click on your calendar and lock in a day and time that works best for 
them and fits with your availability.

From the salesperson’s perspective, giving prospects the option of 
locking in an appointment can help fill your calendar with people who 
are ready to buy. And you don’t have to be available to play “calendar 
tag” with them as you both struggle to find a mutually suitable 
appointment time. In fact, you can be on vacation or on the 18th hole 
and your calendar for the next business day is filling up while you’re 
having fun. It’s as if you’re working, even when you’re not. Another 
benefit is you will have more time during your work day to conduct 
meaningful conversations that drive business, rather than wasting 
hours trying to just schedule those initial appointments. 

Landing the Appointment
Whether through an effective cold call, response to a marketing email 
or an inbound query, there are lots of ways to land an appointment 
with a prospect. For some tips, just do a Google search on “getting a 
sales appointment” and you’ll find 30 million results, including helpful 
recommendations from experts. 

Educate in Advance
Shortly after confirming the appointment, it’s helpful to send 
informative materials to your prospect to help educate them about 
your products or services. From white papers to testimonial videos, 
and checklists to questionnaires—sharing content with them in 
advance of your meeting is beneficial for many reasons:

• ACQUAINTS prospects with your offerings before you talk

• GENERATES things to talk about during your meeting

• LEAVES MORE TIME for the prospect to ask questions in that 
meeting (vs. you having to “sell” them the whole time)

• ENHANCES the perception of your expertise and value to 
their business

READ WHAT THE NEXT GREAT 
SONG CAN TEACH YOU
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2// During the appointment
 
So, you’ve booked a sales appointment; now it’s time to get the most 
out of it. Whether it’s a short 15-minute phone call or an hour-long 
in-person session, here are some best practices to remember during 
your meeting:

Respect, Respect, Respect
While Aretha Franklin is best known as a singer, she also qualifies 
as a sales thought leader through the song with which she’s most 
associated: “Respect.” Never forget that it’s a privilege for your 
prospect to give you his/her time for your appointment, so you must 
show them respect by:

• ESTABLISHING that it’s still a good time for them to talk

• CONFIRMING how much time they have available

• THANKING them for their time

• CLARIFYING their initial expectations 

• ASKING them early and often for their input

• LISTENING more than talking

Questions Yield Quality Qualification
Since appointments furnish the opportunity for conversations that 
define business, it’s important to avoid overt sales pitches in favor of 
highly interactive discussions that enable the prospect to reveal who 
they are and what they need. 

We’re sure Aretha would agree: “Respect” is essential to both sales and 
romantic relationships. 
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Mike Schultz and John Doerr of RAIN Sales Training have this down 
to a science, detailing it in their article “21 Powerful Open Ended 
Sales Questions”2 in which they wrote:

“Sometimes all you need is to ask one open-ended 
question and your client will share with you all the 
information you need to help them.”

While top performers know that questions are essential to sales 
success, it’s surprising that most are such poor listeners. Research 
by author Marc Wayshak (Game Plan Selling) found that the 
average salesperson talks more than 81% of the time3 in a 
selling situation, leading him to caution salespeople: “Not only is 
that approach ineffective, it’s losing you sales. You can close more sales, 
simply by talking less.”

Experts resoundingly concur that listening is a vital sales skill. In fact, 
Barry Farber lists it as the first crucial step in his oft-quoted six-step 
sales process:

1. LISTEN

2. DEFINE

3. REPHRASE

4. ISOLATE

5. PRESENT SOLUTION

6. CLOSE (or next step)

As Farber smartly points out: “Objections are not rejections. They’re 
actually the foundation upon which you build a sale because they 
give you information about the customer’s needs and concerns.”4

Closing Without Closing the Door
With quotas on their minds, too many salespeople impatiently try 
to close a sale at the end of their initial appointment. As popular 
speaker Patricia Fripp once said: 

“You don’t close a sale, you open a relationship if you 
want to build a long-term, successful enterprise.”5

There’s only so much that can be accomplished the first time a 
salesperson and a prospect talk with each other. For that reason, 
it’s prudent to “close” the appointment by opening the door to an 
ongoing dialog.

Before ending the appointment:

• Be sure you’ve answered their questions.

• Take their purchase pulse by asking: What did you think?

• Ask open-ended trial close questions such as: Where do we 
go from here? 

• Summarize the meeting by reviewing their expressed needs. 

• Propose a clear course of action sharing what you can and will 
do to meet those requirements.

• Thank them for their time and attention.

READ WHAT THE NEXT GREAT 
SONG CAN TEACH YOU
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3// After the appointment
 

While all of America loved Karen Carpenter’s beautiful 
alto voice in The Carpenters’ 1970 #1 hit—who would 
have known that “We’ve Only Just Begun” also would 
serve as important advice for salespeople? 

Immediate, Respectful Follow-up 
The process of converting prospects into loyal customers continues 
immediately following your first appointment.  
Be sure to follow up the meeting with timely outreach to 
those you spoke with so you can:

• THANK THEM once again for their time and attention

• ANSWER any unanswered questions

• INQUIRE about topics that may not have been covered in your 
first meeting (e.g., timetable and budget)

• PROPOSE a follow-on meeting to incorporate any additional 
decision makers

Persistence Pays Off
While most sales pros have thick skins and know to never give up, 
it may surprise you to learn it’s estimated that only 8 percent of 
salespeople get 80 percent of the sales. That guesstimate (from 
Robert Clay, founder of Marketing Wizdom) is based on a projection 
that it takes at least five follow-up efforts after the initial sales 
contact before a customer says “Yes.” That’s not a typo—FIVE 
follow-ups to close the sale after that first appointment. 

Sung beautifully by Karen Carpenter, the lyrics to “We’ve Only Just Begun”6 describe 
a romantic relationship in terms that are surprisingly relevant for salespeople 
developing relationships with clients. 

Karen Carpenter, Paris, 1971. Photograph: Shepard Sherbell/CORBIS SABA
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Clay’s research proves that persistence pays off and that dogged 
tenacity can lead to sales, as shown by these stats:

• 44% of salespeople give up after one “No”

• 22% give up after two

• 14% give up after three

• 12% give up after four

What’s that mean? 
According to Clay: 92 percent of salespeople give up after hearing 
“No” four times, and only 8 percent even ask for the order a 
fifth time.7

More Conversations to Come
Even if you had a great call and were fortunate enough to meet with 
a key decision maker, it’s likely that single person isn’t ready, willing 
or able to make a decision to purchase unilaterally. In fact, according 
to Gartner, in a typical firm with 100 to 500 employees, on average 
seven people are involved in most buying decisions.8

More importantly: 

Consultative salespeople don’t just care about closing 
a single sale! 

Ideally, you’re hoping to cultivate a long-term relationship that will 
bring repeat sales, an expanded and mutually beneficial partnership, 
and customer loyalty that will lead to increased revenue and 
profitable referrals.

To achieve all that requires the honest recognition that you’ve “only 
just begun”—combined with an earnest long-term commitment to 
understanding and serving your customer. 

While it can be lost in a heartbeat, customer trust isn’t won in an 
instant. But you can earn it through regular and facilitative outreach.

READ WHAT YOU’VE 
LEARNED SO FAR
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What you’ve learned so far

The process of scheduling sales appointments has  
a lot in common with the way romantic relationships 
develop.

Both types of relationships require many of the same elements  
if they are to be successful:

• CREDIBILITY

• KNOWLEDGE

• OPEN COMMUNICATION

• GOOD LISTENING SKILLS

• RESPECT

• PERSISTENCE

• COMMITMENT

• AND MORE COMMUNICATION

And just as emerging technologies have become common in 
romance (“swiping right” on Tinder has launched more than a few 
relationships), game-changing innovations are available to make the 
sales process more effective and lucrative.

Sales professionals need to take advantage of the best tools 
and technologies to ensure the success of their “courtship” 
of a potential customer. One of the best ways to do that is to 
expedite the process of having that first in-person or phone 
meeting. That’s when the magic starts to happen and real 
communication begins. That’s where TimeTrade can help.

Want to learn more about how your company can use 
TimeTrade to drive more sales? Click here to schedule 
a demo of TimeTrade Enterprise Edition.   

SCHEDULE A DEMO 
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About TimeTrade
TimeTrade creates conversations that drive business. The company provides an omnichannel appointment-
driven personalization solution to leading retail banking, health and wellness, higher education, consumer 
retail, and telecom organizations. TimeTrade’s SaaS-based, appointment-centric customer experience solution 
enables customers to convert digital first touch interactions into a high-value, in-person meeting. TimeTrade 
has driven 400 million connections between consumers and businesses, directly translating into more than 
$3 billion in commerce every year.

www.timetrade.com

©2016 TimeTrade is a registered trademark of TimeTrade Systems, Inc.  
All other company or product names may be trademarks of their respective owners.
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