
The Market of One Naming Strategy

Module 4-2: Pig-Headed Persistence

• BEFORE YOU START, make your own copy of the worksheet by copying the file to your Google Drive (File > Make 
a copy…) or by downloading to your desktop as an Excel spreadsheet (File > Download as…)

The purpose of the Sales Follow Up Worksheet is to help you identify where you can improve your follow up efforts, as 
well as recognize what’s working currently, what’s not, and the actions you can take to improve each follow up method you 
use. 

• Fill out this worksheet as thoroughly and honestly as possible. Recognize where your follow up could use some 
improvement. Use the examples in red for guidance. 

1. In Column A, write down a part of your follow up process that you would like to improve. This could be anything 
from increased speed to more diverse methods, the quality of communication to the frequency of follow up messages 
you send. Only you can know where you need the most improvement!

2. In Column B, identify what about the strategy in Column A IS working. These are the components that can remain 
as is (or don’t need much changing)

3. In Column C, write down what’s NOT working – the shortcomings of your process, where you’re losing customers, 
or just qualities of your follow up you deem “not good enough”

4. In Column D, brainstorm ideas to improve the problems you listed in Column C. This could be training, automation, 
new software or systems, new methods, etc.

5. In Column E, identify ONE action step you can take RIGHT NOW to start implementing the improvements listed 
in Column D.

Repeat this process as many times as necessary, identifying each part of your follow up that you would like to improve.

Worksheet Instructions
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