
ANNUAL CLIENT REVIEW & 
REFERRAL PROGRAM

This basic training course is designed for people who are new to sales as well as
seasoned professionals. This is a great opportunity for participants to brush up on best

practices and exercise their sales muscles. 
There is something for everybody as we learn the common language of sales, how to

position yourself as a sales professional, the structure of a successful sales process, and
the best techniques for achieving your goals.

S C O R E C A R D  S A L E S

B2B Sales 
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The Purpose: Your existing clients are your best source for new business, but how can
we maximize these opportunities? This program is designed to engage your existing
clients and achieve 5 things:

To catch and correct customer issues before it is too late.
To get real-time customer feedback on your performance
To lock in existing clients.
To discover opportunities to up-sell existing clients
To foster new referral opportunities.
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The Process: You will need to reach out to your existing clients to have an in-person
conversation. We recommend that this be a meeting that you schedule with clients, but
in the moment is acceptable. These meetings should take no more than 30 minutes for
B2B clients but can go longer if the conversation warrants it. The meeting is to remain
structured to stay focused on your questions and their responses.

The Message: When setting up these appointments, you must skillfully position your
request -“Hi _____________, this is (your name) and I am reaching out to you to set up a
meeting for your Annual Client Review. This will only take 30 minutes or less of your time
and is only 5 questions long. Our goal is to gather your feedback so we can constantly
improve your customer experience. We want to know what you think. Let’s schedule a
time together for (date/time).

What do we do that works well for you? (Why do you continue to be our
customer)?
What do we do that does not work well for you? (What could we do better
or differently to make you even more excited about being our customer?)
What’s new with you? (Have there been any significant changes recently or
planned that we should be aware of?)
What are our opportunities to serve you? (Do we have products and
services for your unmet needs? Did you know that we also offer….)
Who do you know? (Can you think of someone that may have a need for the
products/ services we offer?) *Be specific. Who is a good customer for you?
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The Results: Your customers will appreciate just hearing from you without the pressure
to buy something. Customers liked to have their voices heard and this will help you build
your trust with them. Reward them with active listening and they will reward you with
opportunities. Don’t forget, your competitors are calling on your customers too. This is a
great way to stay ahead of them.


