
FIELD-TESTED
SYSTEM

FIELD TESTED.
DEALER APPROVED.

http://www.youtube.com/watch?v=kA9uaBqvRtA


https://docs.google.com/file/d/1kW7HwOp__WzBa4RSmUe8cQBAfMlsVnYk/preview


LET’S GET
STARTED!!!



WHO IS TSSG?
TSSG is a coaching company that I created to 

help you succeed in your Generator Dealership. 
For years I’ve felt like this industry is extremely 
underserved and people are looking for help!!!
That is why TSSG is the #1 Coaching company 

in this industry!!!



WHAT’S DOES

TSSG 
STAND FOR?



THIS
SYSTEM
SELLS
GENERATORS
AND THAT IS WHAT WE ARE GOING TO HELP YOU DO!



USE YOUR 
BOOKLETS 



1 BIG ASK TODAY…

DON’T TAKE
THIS 

PERSONAL



Key Focuses for Today:

● Building more structured, repeatable sales processes

● Creating consistency for both the team and customer

● Improving accountability across the sales team

● Designing a more scalable system overall

● Learning how to use MyGenPlan to Quote



WHAT’S SO 
DIFFERENT ABOUT
 THE TSSG SALES 
PROCESS?



I CREATED IT!

THIS IS NOT A BOUGHT AND PAID FOR 
PROGRAM WRITTEN BY SOMEONE IN 
AN OFFICE OR AN INFLUENCER

THIS GUY



I PERSONALLY SELL 
GENERATORS 

EVERY MONTH…
AND HAVE FOR OVER 

8 YEARS!



SO WHERE DO WE START?

LET'S START WITH 
WHERE YOU ARE 

TODAY...



A LOT OF US DON’T HAVE 

SALES PROCESSES,

WE HAVE 
SALES PEOPLE.



WHAT ADJECTIVES DO YOU 
THINK WHEN YOU HEAR… 

SALESPERSON?



TRUST?
WHEN YOU HEAR SALESPERSON,

DO YOU THINK



MOST PEOPLE
DON’T TRUST 

SALES PEOPLE. 



 WHY??? 



 BECAUSE…
 SALESPEOPLE 
ARE FOCUSED ON 
SELLING!!!



 WHEN A CUSTOMER 
REACHES OUT TO US 
WHAT ARE THEY 
LOOKING FOR???



 HELP!!!



 WHEN A 
CUSTOMER CALLS 

US THEY ARE 
REACHING OUT TO 

GET HELP WITH 
BACKUP POWER



WHAT ARE YOUR
CUSTOMERS
REALLY BUYING

FROM YOU?

WE KNOW OUR CUSTOMERS 
ARE CONTACTING US 
LOOKING FOR HELP



THEY ARE BUYING 



THEY’RE NOT BUYING A
GENERATOR FROM YOU!

THEY BUY THE 
GENERATOR FROM 

GENERAC
OR BRIGGS



BILLION DOLLAR 
COMPANIES THAT DO 
MILLIONS OF DOLLARS 
A YEAR IN MARKETING.

 
UNLESS YOU'RE KNOCKING ON THE DOOR AND 
THEY DON’T OWN A TV OR A PHONE, 
GENERAC IS SELLING THE GENERATOR.



STOP FOCUSING 
ON SELLING 

THE BOX
AND…

YOU WILL SELL 
MORE BOXES



SO HOW DO I STOP 
SELLING A BOX 

AND START SELLING 
TRUST…?







MOST IMPORTANTLY WE NEED TO REMEMBER

 WE EARN TRUST THROUGH 

PERFORMANCE
YOUR SALES PROCESS IS YOUR PERFORMANCE.





BUILDING THE TSSG
SALES STRUCTURE
TEN STEPS TO SELLING GENERATORS
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LET’S TALK
STATUS



WHEN YOU PUT YOURSELF IN THE CONVERSATION 
AS A REPRESENTATIVE OF                              OR

A CUSTOMER INSTANTLY THINKS THEY ARE GOING 
TO GET A BILLION DOLLAR EXPERIENCE.

THE BAR IS SET HIGH!

THE RELATIONSHIP OF 
STATUS AND SUCCESS





THINK ABOUT THIS

HOME DEPOT, OR MCDONALD’S OR WHOLE FOODS

THAT CAN BE GOOD OR BAD FOR
US DEPENDING ON HOW WELL 
WE EXECUTE OUR PROCESSES.

CUSTOMERS DON'T 
UNDERSTAND THE DIFFERENCE.



GENERAC & 
BRIGGS ARE 

BILLION DOLLAR 
BUSINESSES



SO…WHO HAS A 
BILLION DOLLAR 
SALES PROCESS
TODAY??? 



SO HOW DO 
WE FIX IT ???



BUILDING THE TSSG
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BUILDING THE TSSG
SALES STRUCTURE

STEP 1 - WEBSITE & SOCIAL 



1. WHO IS YOUR #1 SALES PERSON?

2. WHO WORKS 24/7, NO DAYS OFF?

3. WHO WILL ALWAYS TELL YOUR STORY,

THE SAME WAY EVERY TIME?

4. WHO NEVER WANTS A COMMISSION CHECK?

1ANSWER THIS…



THE SALES PROCESS BEGINS ONLINE

YOUR REAL FIRST SALESPERSON IS YOUR:

● GOOGLE LISTING
● SOCIAL MEDIA POSTS
● WEBSITE

IF YOU LOSE TRUST THERE, 
YOU’LL NEVER GET THE APPOINTMENT.

1



5 THINGS CUSTOMERS SEE   👀
ACCURATE GOOGLE LISTING

WEEKLY SOCIAL MEDIA POSTS

EASY WEBSITE WITH CLEAR CTA

REAL PHOTOS & VIDEOS

SIMPLE CONTACT OPTIONS

1



THE VAN HALEN PRINCIPLE





AN ACCURATE LISTING

WHY IS IT
IMPORTANT?

1



1



1



1



1



1



1WHAT DOES YOUR WEBSITE SAY 
ABOUT YOUR BUSINESS???



https://elevated-power.com/


PAYMENTS
IS IT CLEAR:
-YOU OFFER PAYMENT OPTIONS?
-YOUR COMPANY EMBRACES FINANCING?

IF ITS NOT ON YOUR WEBSITE AND YOUR 
SOCIALTHEN IT’S NOT IN YOUR ETHOS



https://skcelectricalservice.com/


AND YOUR SOCIAL MEDIA 

IS THAT A BASIC PERSONAL PROFILE? 

-OR- 

IS THIS A MILLION/BILLION DOLLAR BUSINESS?

WHAT DOES AN OPTIMIZED SOCIAL LOOK LIKE?



https://www.facebook.com/p/Elevated-Power-LLC-100077501045875/


POST AT LEAST WEEKLY: INSTALLS, TEAM PHOTOS, TIPS, REVIEWS

A QUIET PAGE LOOKS LIKE A CLOSED BUSINESS

CURRENT & CONSISTENT ACTIVITY

COMMUNITY ENGAGEMENT

YOUR FACEBOOK PAGE IS PROOF YOU’RE REAL

REPLY TO COMMENTS AND MESSAGES

CELEBRATE LOCAL EVENTS, PARTNERSHIPS, AND MILESTONES



SOCIAL MEDIA IS A NEW FRONTIER 

BUT IT’S NOT FREE!
IF YOU ARE GOING TO BE USING SOCIAL MEDIA ADS 
THEN YOU NEED TO HAVE A STRONG COMPANY PAGE.
ONCE A CUSTOMER SEES YOUR AD THEY WILL CHECK 
YOUR PAGE THE SAME WAY THEY DO WITH GOOGLE



NOW ASK YOURSELF
HOW MANY CUSTOMERS HAVE YOU LOST BEFORE 

THE PHONE CALL, BEFORE THE IHC?

HOW MANY CUSTOMERS DIED ALONG THE PATH 
TO A GENERATOR WITH YOU BEFORE YOU EVEN 

GOT IN FRONT OF THEM?

IF OUR WEBSITE IS OUR BEST SALESPERSON, HOW ARE THEY PERFORMING...?



QUESTIONS
ABOUT YOUR WEBSITE & 

SOCIAL MEDIA PRESENCE?
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BUILDING THE TSSG
SALES STRUCTURE

STEP 2 - FORM FILLS 



FORM FILLS

THIS ALLOWS YOU TO BE PROPERLY PREPARED FOR 
THE CALL, HAVE YOU BEST PEOPLE REACH OUT, AND 
YOU CAN ENSURE THEIR INFORMATION IS CORRECT 
AND YOU KNOW HOW THEY HEARD ABOUT YOU.

THE PREFERRED METHOD OF CONTACT

HALF OF YOUR WORK IS DONE WITH A FORM FILL

WHEN SOMEONE ASKS "WHAT IS THE BEST WAY TO CONTACT YOU", 
IT SHOULD ALWAYS BE A FORM FILL. 



WITH A FORM FILL THAT HESITATION IS GONE 
AND WE CAN CONTROL THEIR INTERACTION.

PEOPLE HATE MAKING

PHONE CALLS
THEY DON'T KNOW WHAT TO EXPECT ON THE OTHER END 
OF THE LINE. CUSTOMERS WILL DO ANYTHING TO NOT 
HAVE TO MAKE A BLIND PHONE CALL TO A BUSINESS.





GET THEM INTO OUR 
CRM/FSM

TO CONTACT THEM 
ASAP



http://doctorgenerator.com


● Zuper acts as your CRM by capturing the customer from the first interaction and 
keeping all communication, notes, and job history tied to that customer in one place

● It functions as your FSM by handling scheduling, dispatching, job tracking, and 
giving your field team everything they need to execute installs and service calls

● The real advantage is that it eliminates the gap between sales and operations, 
meaning what gets sold is exactly what gets installed, with full visibility from the 
office to the field

ZUPER (DEALERSHIP MANAGEMENT SOFTWARE)

YOUR FORMS SHOULD PUSH INTO YOUR SYSTEM



 
 YOU SHOULD BE PUSHING 

CUSTOMERS TO YOUR 

WEBSITE 
TO FILL OUT FORMS

YOUR WEBSITE SHOULD BE ABLE TO INTAKE BUSINESS,
NOT JUST BE A FANCY PHONE BOOK



QUESTIONS?
ABOUT FORM FILLS

AND INPUTTING CUSTOMERS 
INTO OUR CRM/FSM?
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BUILDING THE TSSG
SALES STRUCTURE

STEP 3 - SPEED TO LEAD



SPEED TO LEAD
ENABLING TEXTING AND EMAILING WITH CUSTOMERS.

CUSTOMERS WANT TO TEXT OR EMAIL, IT’S EASIER 
AND IT SHOWS YOUR A MODERNIZED COMPANY. 

FORM FILLS ALLOW THEM TO OPT IN FOR TEXTS 
AND GET EMAILS WITH TOPICS YOU WANT.



AUTO-RESPONDING TEXT



AUTO-RESPONDING EMAIL



HOW MUCH DOES THIS 

THING COST???
LETS SEND THEM INFORMATION RIGHT AWAY WITH EMAIL AND 
TEXT ABOUT THE POTENTIAL COSTS AND HOW WE EMBRACE AND 
ADVOCATE FOR MONTHLY PAYMENT OPTIONS AND FINANCING. 



SHOW THEM A 
PRODUCT MENU 



WHO HAS A FULLY FORMED 
PRODUCT MENU TODAY?
IF I WALKED INTO YOUR COMPANY AND SAID WHAT 
CAN I BUY, WHAT DO YOU HAVE TO SHOW ME???







http://mygenplan.com
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BUILDING THE TSSG
SALES STRUCTURE

STEP 4 - PROJECT MANAGER 
PHONE CALL 



TRUST
NOW THIS CUSTOMER KNOWS WHO THEY ARE 
DEALING WITH, A BILLION DOLLAR COMPANY

PROCESS =



RESEARCH SHOWS THAT CUSTOMERS WHO REACH OUT DIRECTLY TO 
A VENDOR, BY PHONE OR FORM, ARE ALREADY 80% THROUGH THEIR 
BUYING DECISION.

● THEY’VE DONE THE RESEARCH. 

● THEY KNOW (MOSTLY) WHAT THEY WANT.

● THEY’RE NOT CALLING JUST TO LEARN ABOUT GENERATORS
○ THEY’RE CALLING TO CHOOSE A COMPANY.

BY THE TIME THEY REACH OUT TO YOU, 
THEY’VE ALREADY DECIDED TO BUY



DO OUR CUSTOMERS 
FULLY 

UNDERSTAND 
THE IMPACT OF A LONG TERM 

POWER OUTAGE?



SO TODAY, THEIR PROBLEMS 
LOOK SMALL TO THEM, THEY 
LOOK EASY TO OVERCOME…

MAYBE CHEAP TO OVERCOME

SMALL PROBLEMS
*THEY WAIT ON HOLD OR LEAVE US A 

MESSAGE AND GET PISSED*

SMALL INVESTMENT=



HOW DO WE

GROW 
THEIR PROBLEMS?



RUSHED 
CALL

DROPPED 
TRUST

GHOSTED
LEAD

THE $15,000 PHONE CALL

1 2 3

● IT’S NOT JUST A QUICK APPOINTMENT SETTER
● THE PHONE CALL IS THE EMOTIONAL FIRST IMPRESSION





THEY'RE ABOUT YOU PROVING 
YOU'VE GOT YOUR SHIT TOGETHER.

PHONE CALLS 
AREN’T JUST  ABOUT 
CONFIRMING A TIME.



SETS THE TONE FOR THE SPECIALIST’S VISIT.

SUCCESSFUL 
PHONE CALLS

BAD CALL = 

GOOD CALL = 

COLD HOME

WARM HOME
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BUILDING THE TSSG
SALES STRUCTURE
STEP 5 - PRE-IHC EDUCATION



WHAT HAPPENS AFTER BOOKING MATTERS MOST

● THE IHC IS BOOKED… BUT TRUST CAN LEAK FAST

● NO CONTACT = DOUBT & DISTRACTION

● MOST COMPANIES GO SILENT AND LOSE DEALS

● YOU NEED A PRE-IHC EDUCATION DRIP



THE EDUCATIONAL GAP

THAT SPACE BETWEEN THE APPOINTMENT BEING SCHEDULED AND 
THE SPECIALIST SHOWING UP IS CALLED:

THE TIME BETWEEN “BOOKED” AND “AT THE TABLE”

IF YOU STAY SILENT, THEY’LL EDUCATE THEMSELVES:

● GOOGLE & YOUTUBE
● COMPETITORS
● MISINFORMATION



HOW DO WE PROPERLY 
EDUCATE THEM?



5 PART PRE-IHC EDUCATION CAMPAIGN

1. IMMEDIATE APPOINTMENT CONFIRMATION 

(TEXT IS PREFERRED IF YOU WANT RESULTS)

2. WELCOME EMAIL (W/ PAYMENT OPTIONS)

3. WHAT TO EXPECT VIDEO

4. FAQ + PROCESS DOCUMENTS

5. MEET YOUR SPECIALIST EMAIL



APPOINTMENT 
CONFIRMATION TEXT











IF SAFELITE 
CAN DO IT....



● When you book a surgery, the 
hospital sends a prep video.

● When you schedule a service 
appointment with Tesla, you get a 
short clip on what’ll happen next.

● These videos make the process 
familiar before it even starts.

SET THE STAGE BEFORE YOU ARRIVE

Think Like Other Industries:

WHAT TO EXPECT VIDEO

● Be short (60–90 seconds)
● Feature your Specialist team,
● not actors
● Explain: Who’s coming, what

they’ll do, and how long it’ll take.
● Reinforce: “This is a consultation to 

build your emergency power plan.”

Your Version Should:



https://docs.google.com/file/d/1jwacGTIDVUMIeBFqaCGTLrGxCB9gMUyB/preview


REMOVE MYSTERY. 
REPLACE IT WITH 
CONFIDENCE.

GOAL:
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BUILDING THE TSSG
SALES STRUCTURE

STEP 6 - APPOINTMENT 
CONFIRMATION CALL 



The Office Team, not the Specialist. 
This keeps communication 
consistent and professional.

SET THE TONE BEFORE THE VISIT

WHO MAKES THE CALL:

The Morning-of Call (or Day-Before) is the final 
touchpoint before the consultation.

PURPOSE:

It confirms details, shows organization, and keeps customers 
confident in your process. 

Morning of the appointment or
the afternoon before for early 
appointments 

WHEN TO CALL:



HAVE THE ABILITY 
TO RESEND OUR 
EDUCATIONAL 

MATERIALS



CONFIRM FOR THIS 
CUSTOMER THAT SALES 

IS NOT ON AN ISLAND

GOAL:



QUESTIONS
ON CONFORMATION CALLS



QUICK 10 MIN BREAK
PLEASE LEAVE US A

5 STAR REVIEW!

http://www.youtube.com/watch?v=7iBpJUzz79c


MARKETING ON
WEBSITE & SOCIALS

FORM
FILLS    SPEED 

TO LEAD

PROJECT MANAGER 
PHONE CALL

PRE-IHC
EDUCATION

APPOINTMENT 
CONFIRMATION
CALL

IHC

NEXT DAY
QC CALL

14 DAY FOLLOW 
UP PROCESS

LEADERSHIP 
OUTREACH

1

2

3

4

5

6

7

8

9

10

TSSG PROVEN SALES PROCESS



STEVE 
SCHRIEBER

DIRECTOR OF SALES, GENERAC



Generac Home







Home Standby 
Generator

Home Energy 
Storage

Smart Thermostat Energy Load 
Management

Propane Tank 
Monitor

EV Charger

Home Solar 
Inverters

A Complete Solution for Your Customers Home

Energy resilience 
and 
independence

Comfort, efficiency 
and energy 
management

Protection of your 
home and family

Smart Doorbell 
Camera

Smart 
Camera

Smart
Sensors

A Unified Customer
Experience

and
Customer Support Team

Generac Home

Portable
Generators

Security
Control Panel



Mobile Link & Fuel 
Tank Monitoring

126

ecobee provides 
convenient energy 
management in-home 
through an accessible 
display for outage details 
and battery status. 

ecobee Smart Thermostat 
Enhanced HVAC Energy 
Manager is the next 
generation load 
management solution. 

Deliver a centralized 
view of Home Standby 
and Fuel Tank status. 

ecobee by 
Generac

PWRCell 2 Solar 
Battery Storage 
System



Myth busted

127

Installing 
ecobee smart 
thermostats 

DOES NOT void 
the warranty of 

the HVAC 
systems. 

ecobee’s 
products are 

a revenue 
opportunity

ecobee 
thermostats work 

with 90% of 
HVAC equipment, 
including 2-stage 

systems

Service, 
Upsell, 
Land & 
Expand

Avoid costly 
truck rolls & 
make them 
profitable



Adding ecobee to your business

128

Time Savings  

Service & Marketing 
Opportunities

Future-Proof Your 
Business & 

Customer Homes

Incremental 
Generac & ecobee 
Ecosystem Installs

Best-in-Class Smart 
Thermostat

Enhanced 
Homeowner 
Experience

Cannot prioritize load 
shedding

Cannot load shed specific 
components

Zoning requires multiple 
thermostats

Load shedding is not 
backward compatible

Exclusive to ecobee by 
Generac ST Enhanced 

Not compatible with 
Modulating/Communicatin

g HVAC systems



• ecobee by Generac Smart Thermostat listens 
for a “droop” in electrical frequency signaling 
a grid event

• ONLY execute a load shed event when the 
generator is overloaded and exceeds its 
maximum capacity

129

Utility power is 
lost, and the 

generator 
supplies 

automatic 
home backup 

power

In the event of 
a generator 

overload, the 
HVAC system 
will be paused

Notification 
the HVAC 
system is 

actively being 
paused

Visual 
countdown 

until the 
HVAC system 

resumes 
normal 

operation 

If overload is 
detected 

again, HVAC 
system pause 

will repeat

3X attempts 
before 

pausing until 
utility power is 
restored or 3 

hours has 
passed

3 hours and 
still no utility 

power (and no 
additional 
overload 

events are 
detected), 

HVAC system 
resumes

HOW IT WORKS



STEVE 
SCHRIEBER

DIRECTOR OF SALES, GENERAC

Thank You



BUILDING THE TSSG
SALES STRUCTURE

STEP 7 - IN-HOME CONSULTATION 



THE IHC IS ONLY

PART OF THE 

PROCESS



HOW DOES OUR PROCESS 
REFLECT IN MORE SALES?

WHERE WILL THE 
RUBBER HIT THE ROAD?

HOW WILL YOU SEE 
TANGIBLE RESULTS?



OBJECTIONS!

IF YOU DON’T HAVE A
PERFECT SALES PROCESS
THEN YOU WILL GET 

OBJECTIONS. 

IF YOU DON’T HAVE A
PERFECT INSTALL PROCESS
THEN THE GENERATOR

WILL FAIL. 

=

YOU CONTROL 
THAT



PRICE IS TOO HIGH

5 BIGGEST OBJECTIONS:

WE DON’T LOSE POWER OFTEN ENOUGH “HONESTLY, THE POWER HARDLY EVER GOES OUT AROUND HERE.” 

“WOW, THAT’S A LOT MORE THAN I THOUGHT IT WOULD 
COST.”

I NEED TO THINK ABOUT IT / DELAY TACTICS “LET ME SLEEP ON IT AND GET BACK TO YOU.” 

CONCERNS ABOUT INSTALLATION “I’M NOT SURE WHO WE WOULD LIKE TO GO WITH,
I'D LIKE A FEW MORE QUOTES.”

MY PORTABLE GENERATOR IS GOOD ENOUGH “I ALREADY HAVE A PORTABLE ONE THAT WORKS JUST FINE.”



HOW DO WE 
OVERTURN 
THESE???



SALES IS NOT A 
NUMBERS GAME

SALES IS A 
SKILLS GAME













UNDERSTAND
WE TRIGGER
EVERY OBJECTION A 
CUSTOMER GIVES US



● TALKING TOO MUCH

● NOT ACTIVELY TAKING NOTES

● TELLING ANECDOTES OR STORIES

● TRYING TO SELL TOO SOON

● TALKING TOO MUCH ABOUT SERVICE OR UPGRADES

● WINGING IT & TRYING TO SELL WITH PERSONALITY

● FALLING SHORT OF EXPECTATIONS 

CUSTOMERS DON’T WAKE UP IN THE MORNING WITH OBJECTIONS.
OBJECTIONS ARE A RESULT OF SOMETHING WE ARE DOING.

WE TRIGGER CUSTOMERS BY:



THE TSSG
IHC PROCESS

STEP 7





BEFORE WE KNOCK ON 
THE DOOR WE BETTER…

BE PREPARED!



DRESS LIKE THE
SOLUTION

NOT THE SALESMAN



YOU ARE THE COMPANY’S FIRST IMPRESSION

● UNSHAVED FACE OR 
UNKEMPT HAIR

● SHINY DRESS SHOES OR 
PRESSED DRESS PANT

● BUTTON-UP DRESS SHIRTS
OR TIES

● EXPENSIVE WATCHES OR 
FLASHY JEWELRY

● NON-COMPANY JACKETS, 
HATS, OR GEAR

○ NO PATAGONIA, NO 
COWBOYS 

WHAT NOT TO WEAR:

● CLEAN HAIRCUT
○ EVERY WEEK

● NEAT GROOMING
● WORK BOOTS OR SHOES
● JEANS OR PROFESSIONAL 

WORK PANTS
● COMPANY POLO OR BRANDED 

WORK SHIRT
● BRANDED OUTERWEAR AND 

ACCESSORIES
○ YES, EVEN YOUR 

BACKPACK AND PENS

WHAT TO WEAR:



YOU GONNA TRUST 
THAT DUDE?

IMAGINE IF YOUR LAWYER 
WAS IN A ROBE WITH 
BOARD SHORTS ON…



WHAT ELSE DO WE 
NEED TO BE 

PREPARED???



THE TSSG SPECIALIST TOOL KIT

● SALES BOOKLET
● TSSG SIZING TOOL
● PAYMENT CALCULATOR
● TAPE MEASURE / LASER
● PHONE
● IPAD/TABLET
● GEN-MAT



DON’T LEAVE IT ALL 
IN THE CAR, LET’S 

SHOW THEM WE ARE 
PREPARED AND 
READY TO GO!!!



HAVE YOUR 
SHIT WITH YOU!

HAVE IT ON YOUR HIP, 
IN YOUR BAG, 

OR UNDER YOUR ARM



WHAT IS YOUR 
TARGET TIME 

FOR AN IHC???



PROFESSIONAL CONSULTATIONS TAKE TIME 

● Less than 30 minutes feels rushed and unprofessional.
● More than 50 minutes feels unfocused and exhausting.
● 45-50 minutes is where confidence builds and decisions happen.

WHY IT MATTERS

Your IHC Should Last 45-50 Minutes

That’s the sweet spot, 
Long enough to educate, 

Short enough to stay efficient. 



STRUCTURE ALSO
SAVES TIME



WHERE DOES THE 
IHC START???



PROFESSIONALISM 
STARTS ON THE 
DRIVEWAY, NOT IN 
THE LIVING ROOM.



AT THE DOOR

BE PREPARED

FIRST IMPRESSIONS START BEFORE YOU SPEAK

● Arrive on time or early (Park down the street if you’re early please)
● Have your Specialist Toolkit in hand 
● DO NOT START BY HANDING THEM A BUSINESS CARD!!!

● Knock firmly, not aggressively.
● Take five steps back to give 

them space, respect their 
comfort zone (especially 
post-COVID).

● Stand tall, hands visible, calm 
and confident.

WHY IT MATTERS

● That first 10 seconds determines 
whether they see you as a 
professional or a salesperson.

● Your distance, your look, and 
your posture all communicate 
trust before you say a word.



DON’T FORGET 
ABOUT DOOR 
CAMERAS



PLEASE STOP 
STARTING
YOUR IHC 
OUTSIDE



QUESTIONS
ABOUT BEING PREPARED



PHASE 1 - ANCHOR AT THE TABLE

● Get inside. Sit at the kitchen table.

● Ask thoughtful questions.

● Document their answers.

● Listen for triggers words or phrases 

NO PRODUCT. NO PRICING. NO PRESSURE.



ANCHOR
AT THE TABLE



GET TO 
THE TABLE



ANCHOR
AT THE TABLE



5-7 MINS
TOPS



HOW MANY OF YOU 
USE A NOTEBOOK 
TODAY ON EVERY SALE???













GET THE
ANSWERS
DON’T FOCUS ON

ASKING THE QUESTIONS





ANYTHING I MIGHT
HAVE MISSED???

Have a list specific for your area:

Grinders, Sump Pumps, Heated Driveway, Security System



ONE PAGE
CHEAT SHEET





ANCHOR
AT THE TABLE



CLOSE
PHASE 1



QUESTIONS
???



QUICK PHOTO,
THEN LUNCH!



LUNCH BREAK
PLEASE LEAVE US A

5 STAR REVIEW!

http://www.youtube.com/watch?v=3VCBMdzXrHw


KEVIN 
LARRISON
OWNER, OKLAHOMA GENERATOR



SPRING OF 2015
GENERATORS BECAME THE 
FOCUS OF THE BUSINESS

2020 - COVID
HUGE INFLUX OF DEMAND
FOR GENERATORS

SCALING UP



MANAGING

LULLS AND BACKLOGS
SUN MON TUE WED THU FRI SAT

W O R K

W O R K

W O R K

W O R K

W O R K



DON’T FOCUS ON WHAT 
OTHER DEALERS ARE DOING,

INSTEAD FOCUS ON WHAT 
YOU CAN DO AS A DEALER.



HUMILITY AS AN OWNER



KEVIN 
LARRISON
OWNER, OKLAHOMA GENERATOR

Thank You





MyGenPlan
Scan to get started

Point your phone camera at the code on the right. It 

opens the dealer dashboard right in your browser — 

there is nothing to download and nothing to install.

mygenplan.tssgdigital.com
Scan me

Works with the built-in camera app
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Sign in with your
work email

Username  your work email address

Password  demo1234

TSSG staff can skip the form and use Sign in with 

Google instead.
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You land on your
dashboard

Your dealer name, how many leads are in the 

pipeline, and quick jumps into Leads and 

Appointments.

Add your photo and confirm your name so the rest 

of the team recognizes you across the app.
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Open Appointments
to see today’s IHCs

Appointments shows every accepted lead on the 

schedule — filter by day, by rep, or by 

appointment type.

Scroll down and find the one labeled In-person. 

That is your in-home consultation.

Whole team · today

Your in-person appointment
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Open it and grab
your site photos

Tap the appointment for the full detail view — 

time, address, and one-tap Call, Text, Email and 

Build quote.

Capture on-site photos right at the top. Pick the 

label from the dropdown — Front of House, 

Electrical Panel, and so on — then shoot. Photos 

land on the lead and are ready to reuse on the 

proposal.
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Walk the IHC questions
with the customer

Four short tabs: Project context, Home & loads, 

Fuel, and Customer notes.

Ask them face to face and tap the answers as you 

go. Everything you capture here flows straight into 

the quote you are about to build.





USE YOUR 
BOOKLETS 









  IF YOU'RE NOT USING A  
SIZING TOOL ON EVERY SALE, 

THAT MIGHT BE WHY 
YOU ARE LOSING SALES..

EASY PROBLEM TO FIX!!!







GET THIS DONE 
IN ONE SHOT

DON’T CIRCLE BACK



ELECTRICAL CHECKS INSIDE: 

KEEP THE PROCESS FLOWING: OTHER ELECTRICAL 

● Identify sub panels or other indoor breaker panels
● Ask about any other internal appliances that you 

may need clarification
● Plan any Communication Cable
● Double Check that you don’t see HEAT STRIPS



MOVE OUTSIDE
WE’VE GOT 

EVERYTHING WE 
NEED IN HERE 



ELECTRICAL CHECKS OUTSIDE: 

KEEP THE PROCESS FLOWING: OTHER ELECTRICAL 

● Identify sub panels or outdoor breaker panels
● Confirm disconnect locations and breaker sizes
● Check the AC/Split sizes (BTUs or tons)

○ Key for accurate generator sizing
● Capture photos and add notes in your CRM or app

















COMPLETE YOUR 
LOAD CALCULATION

SHOW THEM THE COMPLETED LOAD CALC
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Build the quote —
size it, or skip it

Tap Build quote. Run a load calculation to walk the 

home with the customer, or skip straight to a 

package on a swap-out or a deal that is already 

sized.

Let’s run the load calc.
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Run the load
calculation

Enter square footage, elevation and circuit counts, 

then pick the fuel.

Add what you are backing up — appliances and 

motors, cooling, heating, EV charging. Each item 

carries its own kW so the math happens as you 

tap.

Size the home
Pick the loads
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Add load management,
get a size

Drop a load manager or an HVAC energy manager 

onto the big loads where it makes sense.

MyGenPlan returns a recommended kW with a 

smaller and a larger option beside it — so you 

always have a step down and a step up in your 

pocket.
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Pick from the
best-fit packages

Packages are ranked against your recommendation 

— best match first, undersized ones flagged so 

nobody quotes short.

Filter by brand or by air-cooled versus 

liquid-cooled. Tap a package to start building the 

proposal.







TRANSITION TO GAS DISCUSSION

You always want to close the Electrical step with 
forward motion: “Perfect, now that I understand your 
power needs. Let’s take a look at the gas system."

Give them a clear picture of what's next 
without confusing anyone.



ASK: “Do you currently have natural gas or propane?

Then:
● Locate tank/meter
● Take clear photos
● Measure to general location

Say: “I just want to make sure our install crew doesn’t 
hit any hiccups.
The more we plan here, the smoother it goes.”

STEP 2 - GAS PLANNING





BE A SPECIALIST BUT NOT A NERD

● This is where you separate yourself from the 
“clipboard and quote” crowd.

● Avoid jargon instead of “CFH or BTUs,” say: 

“I’m just checking that your gas line can deliver 
enough fuel to run the generator”







You always want to close the gas step with forward 
motion:

“Perfect, now that I understand your gas setup. Let’s 
take a look at where the generator would sit so we can 
make sure it’s the right distance from windows, doors, 
and vents.”

That keeps the IHC structured and avoids “dead air”

TRANSITION OUT OF GAS NOW



NOW THAT WE GOT 
ALL OF THAT INFO…

LET’S FIND A GOOD 
PLACE FOR THIS 
GENERATOR



● Confirm Clearance
● Verify Gas + 

Electrical Access
● Check HOA/Town Rules

STEP 3 - GENERATOR PLANNING



“Let’s take a quick look around together — where were you thinking about 
placing the generator?”
● Let them point it out first. You want them involved because it builds 

ownership and trust.

Work With the Customer — But Lead With the Process
Start by Asking for Their Input

Then Lead the Conversation Professionally

“That could work, but the final placement really depends on where we can 
safely tie into the gas and electrical. The farther we go, the more material 
and labor we need, and that directly affects the price.” 

Mention Pricing Concerns

"We want to try and find a spot with the shortest gas and electrical run to 
keep the cost of the materials and labor as low as possible"







WHY IT MATTERS:
● Walking off a project tells the customer you’re 

estimating.
● Measuring with real tools tells them you’re 

engineering a solution.
● The goal is to look like a professional who’s 

designing something permanent — because you are.

Measure Like a Professional
Tools Earn Trust — Guessing Loses It







PrecastPads.com



WALK THE JOB:

● Review panel, gas line, and generator location 
● all out distances, trench routes, and any notes
● Keep the customer beside you — they’re part of the process
● End With Confirmation:

● Shows total transparency and confidence
● Eliminates miscommunication later
● Reinforces to the customer that they’re dealing with a 

professional organization

WHY IT WORKS:

“So that’s the panel, that’s the gas, and this is the placement 
we talked about. Does that all look right to you?”



CLOSE PHASE 2
LIKE A PRO

LET’S MAKE A VIDEO!



https://docs.google.com/file/d/1tU7v2O-1n-Msmec_H3tziysC16KBq8Qu/preview


WHY DO IT:
● Finishing with a short video review makes you look 

organized and professional.
● It documents everything clearly for your install 

team and your customer.
● It shows you own the process — not just the sale.  

Record a Quick Video Recap With the Customer



COMPLETE YOUR 
QUOTE HERE
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Customize the
build

Every line is editable. Swap the generator, battery, 

pad or accessory from the dropdowns, change 

quantities, or delete what the job does not need.

Then open Add accessory / load shed for load shed 

kits, cold weather kits, fleet monitoring and surge 

protection. The project total updates as you go.
Edit any line item

Add accessories & load shed
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Add site work,
then send it

Set the gas and electric run lengths — overage bills 

automatically. Add a trenched run, an up-and-over 

attic run or a directional bore.

Tap Proposal at the top to preview the PDF. Then 

Send quote texts the customer a link they can 

read, download and sign with a finger. Runs & site conditions

Text the signing link



CLOSE
PHASE 2



QUESTIONS
ABOUT
PHASE 2?



PHASE 3 - 
PRESENTING 
SOLUTIONS



WITH TSSG
WE HELP CUSTOMERS

BY OFFERING A
PAYMENT FIRST
SALES PROCESS



WHY 
PAYMENTS?
BE FAIR



THE BIG REASON?

PAYMENTS ARE A PART OF EVERYDAY LIFE.

EVERYTHING FROM YOUR CAR, HOUSE, INSURANCE, CREDIT 
CARD, APPLIANCES, SOFA, BED, YOUR TAYLOR SWIFT TICKETS

(ALL AS EXAMPLES OF WHAT’S ON YOUR PAYMENT) 

IT’S HOW EVERYONE
LIVES TODAY!



SO WHY NOT EMBRACE THIS??

NO ONE WANTS A $15K GENERATOR.

BUT I’M FINE WITH ONE THAT COST $176 A 
MONTH WITH MAINTENANCE INCLUDED!

“YES. SIGN ME UP”



EMBRACE PAYMENTS AND WIN.

80%
OF DEALS SHOULD BE
CONSUMER FINANCING
OF SOME KIND.



BLEND IT INTO YOUR MARGINS
5-10% INCREASE

THEN IF THEY DON’T WANT IT…
OFFER A CASH DISCOUNT



WHERE WE ARE IN THE PROCESS:

● You’ve completed the full walk-through.
● You’ve documented electrical, gas, and placement details.
● You’ve shown professionalism, education, and trust.

Now it’s time to pull it all together — at the kitchen table.

PHASE 3 - REVIEW & PROPOSAL



10-15 MINS
AVERAGE





Rehash their concerns

Show the installation plan

Present payment options

Ask: “Where do you see us going from here?”

Stay silent - Let them speak

PHASE 3 - PRESENT THE SOLUTION



BEFORE YOU SIT DOWN, HAVE EVERYTHING READY:

1. Your Notes & Interview Sheet – everything you learned in Step 1.
Their concerns, priorities, and key takeaways from your discovery conversation.

2. Your Sales Booklet – use it as your professional guide, not a crutch
It keeps you on script and ensures every customer gets the same consistent process.

3. Your Completed Quote – all line items entered and verified.
No math, no fumbling, no “let me figure that out.”

4. Your Financing Numbers – monthly payment options ready to present.
Never “guess” a payment — confidence comes from accuracy.

YOU CAN’T LEAD WITH CONFIDENCE
IF YOU’RE NOT READY



YOU’RE LOSING 
SALES TODAY 

BECAUSE YOU’RE 
NOT PREPARED



SHOW THAT YOU LISTENED
AND THAT YOU REMEMBERED

The notebook is the bridge between the conversation you had and 
the solution you’re showing.

It proves your recommendations are based on their words, 
not a script.

It shows professionalism, accuracy, and genuine care.

GO BACK TO THE NOTEBOOK



START WITH THE COMPANY - SHORT AND SWEET

“We’re [Company Name]. We’ve helped hundreds of homeowners 
protect their homes with Generac standby systems. We handle 
everything in-house from planning and permitting to installation and 
ongoing maintenance.”

THEN OUTLINE THE PROCESS:

“Today, we’ve planned your project. Next, we’ll review the pricing 
options, then talk about installation and, down the road, maintenance. 
Our process is designed to make this simple and predictable.”

USE YOUR SALES BOOKLET!









$14,759
22kw 200amp
$7500 down
$185/$91
$438/$215
$820/$403



PRESENT
THE PLAN





EMBRACING 
PAYMENT 
OPTIONS









$14,759
22kw 200amp
$7500 down
$185/$91
$438/$215
$820/$403



PRESENT
THE PLAN





THE  MAGIC 
QUESTION…





There is nothing you can say at the end of the sales process 
to magically get someone to say yes.

That is the point of today, in everything we covered there is 
no special sauce, there is no magic wand.

There is simply hard work, learning and owning a process. If 
you have done your steps correctly and you have grown your 
customers problem... YOU DON'T NEED MAGIC WORDS!

THERE IS NOT MAGIC QUESTION!



PRESENT
THE PLAN



WE NEED TO LEARN TO ASK 
FOR THESE OBJECTIONS…



PRESENT
THE PLAN



QUESTIONS?



Introducing



SERVICE-AREA 
EXPERTS

For nearly 20 years, Netgain 
has helped service-area 
companies attract high 
quality leads and grow their 
businesses. 



Marketing 
Fundamentals



Marketing
Fundamentals

   

Mobile-Friendly Websites



Marketing
Fundamentals

   

Social Media Management

Content Creation

AI Optimization 

SEO (Search Engine Optimization)

Digital Advertising



Introducing



What if your ads turned on 
automatically the moment 
the power goes out? 



What if your ads knew the 
weather forecast? 



PAL™ integrates with real-time power-outage 
and weather data to react instantly - far 
faster than traditional ad management. 
 



No human can
 match the speed of AI.



http://www.youtube.com/watch?v=i9BP_j2M1YY


Here’s how it works.



Designate your service area.Step 1

Program PAL to watch for extreme weather.Step 3

Connect PAL to live power-outage data.Step 2



You get leads before your competitors. Step 4:



So, what does this mean for you?



Customers find you first.





LUNCH BREAK
PLEASE LEAVE US A

5 STAR REVIEW!



JESSE
RACK

CEO, RACK

https://www.canva.com/design/DAG0v7LcTwo/MZxzZf6ENFiIMCQrL-H03w/edit?utm_content=DAG0v7LcTwo&utm_campaign=designshare&utm_medium=link2&utm_source=sharebutton


JESSE
RACK

CEO, RACK

Thank You

https://www.canva.com/design/DAG0v7LcTwo/MZxzZf6ENFiIMCQrL-H03w/edit?utm_content=DAG0v7LcTwo&utm_campaign=designshare&utm_medium=link2&utm_source=sharebutton


OBJECTIONS:
WHO GETS EM?



HOW TO TAKE AN OBJECTION:

Your reaction defines the outcome. Most salespeople 
lose the sale not because of the objection — but 

because of how they handle it. 

HERE’S WHAT NOT TO DO:



WHAT NOT TO DO:
Don’t Get Defensive: When they say “It’s too expensive,” don’t rush to justify the 
price. That tells them you’re nervous — not confident. 

Don’t Talk Over Them: The second you interrupt, you lose credibility. Listen fully. Let 
them finish. Take a breath before responding. 

Don’t Argue or Correct Them: Even if they’re wrong, correcting a customer kills 
trust. They don’t need to be “right” — they need to be heard.
 
Don’t Drop the Energy: Don’t slump, sigh, or sound disappointed. Stay steady. 
Professionalism means emotional control. 

Don’t Panic and Discount: Dropping the price instantly tells them you didn’t believe 
in your value. They’ll trust your process as much as you do — no more, no less.



THE RULE:
STAY CALM. STAY COMPOSED. STAY 

CURIOUS.

BE A SPECIALIST



MIRRORING
LABELING

CALIBRATED QUESTIONS



THE FOUNDATION OF HANDLING OBJECTIONS

WHY THIS MATTERS:

You don’t win objections with logic you win 
them with connection. When people feel 
understood, they let their guard down. These 
three tools help you stay in control while 
keeping the customer comfortable and talking.











MIRRORING 
KEEPS THEM TALKING

LABELING 
MAKES THEM FEEL HEARD

CALIBRATED QUESTIONS 
HELP THEM DECIDE



END EVERY APPOINTMENT LIKE A 
PROFESSIONAL

 How you leave the home is just as important as 
how you walked in. The final impression is the 

one that sticks and it sets the tone for your 
follow-up success.



ENDING THE APPOINTMENT

IF YOU GOT THE SALE:
● Smile, thank them, and reassure confidence in the process.
● Collect payment or finalize financing right away.
● Double-check all forms, signatures, and documents before packing up.
● Let them know:
● “Our office team will be reaching out shortly to confirm everything 

and walk you through the next steps.”

Goal: Leave them feeling like they just made a great decision — calm, 
confident, and excited.



IF YOU DIDN’T GET THE SALE (YET):

● Stay positive, kind, and composed.
● Start packing up quickly and professionally — no lingering, no 

pressure.
● Let them know the next step clearly.

“Thank you both for having me out today. Someone from our 
office will reach out tomorrow just to make sure I did my job 
right and that all your questions were answered.”

ENDING THE APPOINTMENT



ENDING THE APPOINTMENT
ASK FOR A REVIEW (WIN OR LOSE)

“If you wouldn’t mind giving them a good
 review about your visit today, I’d really 
appreciate it.”

Goal: Leave them impressed, even if they didn’t buy. 
Most customers who don’t close will within 14 days if 
we handle the follow-up right



ENDING THE APPOINTMENT

WHY THIS WORKS:

● Keeps your professionalism consistent — no matter the outcome.
● Builds trust in the company, not just the Specialist.
● Hands off cleanly to the office for the next-day quality control call.
● The last impression is the lasting impression — and it sets up your 

follow-up success.



BE A DOCTOR: LET THE OFFICE HANDLE IT

WHEN THEY ASK FOR YOUR INFORMATION:

When a customer asks for your personal number or wants you to “call 
them back,” it feels flattering  but it’s not professional.
We don’t handle sales like freelancers. We handle them like a company.

HOW TO HANDLE IT PROFESSIONALLY:

“I totally understand, I’d love to help. The best way to reach me or get an 
update is through our office. They keep track of all projects and make sure 
everything gets handled quickly. They’ll reach out tomorrow to follow up 
with you.”



Do not give out your personal cell phone number.
Do not accept personal calls or texts from customers.
Do not make private follow-ups outside of the process.
Routing through the office protects you, the company, and the customer.

THE ANALOGY:

Think about it like this — do your technicians give out their personal 
numbers to customers? Of course not. Everything goes through the office 
so it’s tracked, documented, and handled properly. Sales is no different — 
these aren’t your leads, they’re company leads.”

THE TSSG STANDARD:



WHY THIS WORKS:

● Maintains professionalism and consistency.
● Keeps communication clean and documented.
● Protects you from miscommunication or liability.
● Reinforces that we’re a company with a process, not individuals 

chasing commissions.

THE TSSG STANDARD:



End every appointment the same way you started it with professionalism, 
confidence, and respect.

Once you leave the house, the follow-up process takes over to show the 
customer the full strength of our company.

WHY IT MATTERS:

You represent the front line of a much bigger process.
The office, permitting, installation, and service teams all reinforce your work.
When you stay consistent and hand off cleanly, the customer sees a company 
that operates like a machine — not a one-man show.

SALES ISN’T AN ISLAND



SALES ISN’T ABOUT 1 PERSON

IT’S ABOUT 1 PROCESS



QUESTIONS?



MARKETING ON
WEBSITE & SOCIALS

FORM
FILLS PHONE

CALLS

PRE-APPOINTMENT
CUSTOMER
EDUCATION

MEET YOUR
SPECIALIST

APPOINTMENT 
CONFIRMATION

IHC

NEXT DAY
FOLLOW UP CALL

14 DAY FOLLOW 
UP PROCESS

MANAGER/OWNER 
OUTREACH

1

2

3

4

5

6

7

8

9

10

TSSG PROVEN SALES PROCESS



WHO DOES
FOLLOW UPS?



75%
OF DEALS

WILL
COME FROM
FOLLOW UPS.

IF YOU EXECUTE IT
CORRECTLY



IF SALES DOES 
FOLLOW UPS…



HOW DO YOU 
KNOW HOW 
THE IHC WENT?



SO HOW CAN 
WE GET 
BETTER FEEDBACK?



BUILDING THE TSSG
SALES STRUCTURE

STEP 8 - NEXT DAY QC CALL 



TSSG FOLLOW UP TIMELINE
14 Days of Trust-Building

DAY 1 DAYS 2-12 DAY 14

OFFICE 
QUALITY CALL

EDUCATIONAL 
EMAIL/TEXT/CALL

FINAL 
LEADERSHIP CALL

Every step builds trust - not pressure.



LOW IMPACT 
QC CALL

NEXT DAY



THE NEXT DAY QC CALL
KEEP THE RELATIONSHIP MOVING FORWARD:

● The customer’s excitement and clarity peak right after the visit 
● This call keeps the customer alive
● It shows that your company has follow-through and accountability
● It prevents “buyer’s remorse” and ensures no details were missed

WHEN TO CALL:

● The next business day after the in-home consultation (never longer 
than 24 hours).

● Should come from the office or sales coordinator, not the Specialist.



WHAT THIS CALL DOES:

The QC call isn’t just a courtesy, it’s a system check. It tells 
us exactly how our customers feel and how our Specialists 
performed. If we’re not following up, we’re not managing 
our sales team… we’re just guessing.

● Keeps the customer engaged and confident.
● Gives leadership live feedback on every Specialist.
● Builds trust by showing we care about more than just the sale.

THE NEXT DAY QC CALL



NEXT DAY 
QC CALL



PRICING OBJECTIONS (WE GET‘EM)
WHAT TO SAY - PRICING ISSUES: LABEL

“IT SOUNDS LIKE THE PRICE CAME IS HIGHER THAN YOU EXPECTED”

ALWAYS USE A LABEL LIKE THIS HERE

THEN USE A CALIBRATED QUESTION

“WHAT WAS THE PRICE YOU WERE EXPECTING TO SEE?”

LEAVE THIS QUESTION OPEN ENDED TO GET THEIR FEEDBACK



TALKING ABOUT PAYMENT OPTIONS

“HOW DID YOU FEEL WHEN YOU TOOK A LOOK AT 
THE PAYMENT OPTIONS”

THEN USE A DEPOSIT TO WIN HERE

“WE COULD POTENTIALLY GET THOSE PAYMENTS 
DOWN WITH A REASONABLE DEPOSIT, 
WHAT IF WE LOOKED AT HALF DOWN TO START?”

PRICING OBJECTIONS (WE GET‘EM)



NEXT DAY 
QC CALL



IF THEY 
GIVE YOU AN 
OBJECTION



NEXT DAY
QC CALL



SCHEDULE 
A TIME 

TO CLOSE THEM



WHEN DO WE TAG THEM IN?

1. Technical clarification

● If the homeowner has specific technical questions about 
the system, install, load, or performance, the specialist 
should step back in as the expert.

RESCHEDULING SPECIALISTS



WHEN DO WE TAG THEM IN?

2. System selection uncertainty

● If the customer is stuck between options (usually 
Comfort vs Essentials), bring the specialist back in

RESCHEDULING SPECIALISTS



WHEN DO WE TAG THEM IN?

3. Change in scope or system direction

● If the customer starts reconsidering what they want the 
system to do, the specialist should come back in.

RESCHEDULING SPECIALISTS



HAND-OFF AND DONT LOSE THEM

● Keeps ownership clear and the deal moving
 Sales is brought in to solve a specific issue, not to take the deal back 
over. Once that issue is resolved, ownership returns to the Project 
Manager.

● Maximizes sales productivity
 Specialists are most valuable in high-impact moments, not managing 
ongoing communication. 

● Prevents stalled deals and duplicated communication
Returning control to the office keeps communication streamlined and the 
deal progressing efficiently.

TAKE THE POWER BACK



NEXT DAY
QC CALL



QUESTIONS
ON NEXT DAY QC CALLS



MARKETING ON
WEBSITE & SOCIALS

FORM
FILLS PHONE

CALLS

PRE-APPOINTMENT
CUSTOMER
EDUCATION

MEET YOUR
SPECIALIST

APPOINTMENT 
CONFIRMATION

IHC

NEXT DAY
FOLLOW UP CALL

14 DAY FOLLOW 
UP PROCESS

MANAGER/OWNER 
OUTREACH

1

2

3

4

5

6

7

8

9

10

TSSG PROVEN SALES PROCESS



TSSG FOLLOW UP TIMELINE
14 Days of Trust-Building

DAY 1 DAYS 2-12 DAY 14

OFFICE 
QUALITY CALL

EDUCATIONAL 
EMAIL

FINAL 
LEADERSHIP CALL

Every step builds trust - not pressure.



STAY TOP OF MIND WITHOUT CHASING

WHY IT WORKS:
● Rebuilds clarity & trust
● Answers objections silently
● Keeps your company visible
● Doesn’t feel like a “follow-up”

Between Day 2 and Day 12, send 5-6 messages:
● Email or SMS
● Scheduled, not spontaneous
● Professional, short, and helpful

WHY IT WORKS:
● Rebuilds clarity & trust
● Answers objections silently
● Keeps your company visible
● Doesn’t feel like a “follow-up”



EDUCATIONAL CONTENT THAT CONVERTS OVER TIME

GUIDELINES:
● Keep it short
● Keep it honest
● Keep it helpful
● Brand it cleanly

● Payment Options Overview
● Local Outage Statistics
● “What to Expect on Install Day”
● Short Customer Story (Success)
● FAQ + Objection Breakers
● Final Reminder:

“We’re here when the time is right, No 
pressure.”









STAY PRESENT WITHOUT BEING A PEST

WHY WE USE FOLLOW-UP EMAILS:

- Customers today don’t want to feel hunted they want to feel supported.
- An email keeps communication light, professional, and available.
- It lets them re-engage on their terms when they’re ready.

THE PSYCH BEHIND IT:

- After your visit, customers are still processing what they learned.
- The follow-up email gives them space while keeping you in their inbox.
- It’s subtle, consistent exposure — not pressure.



FOLLOW-UP ISN’T CHASING
WHY LIMITING CALLS MATTERS

● Calling too often feels pushy
● The customer’s silence doesn’t mean “no” it means “not yet.”
● Too many calls can damage your image

THE RULE:

● One follow up call per week
● Email in between



FOLLOW-UP ISN’T CHASING

THE STRATEGY:

● Let your emails nurture the relationship.
● Use your weekly call to re-engage, not re-sell.
● Keep the tone calm and confident:

○ “Just checking in to make sure you have everything you need to 
make your decision. We’re here whenever you’re ready.”

WHY IT WORKS:

● Maintains professionalism and patience.
● Keeps the lead warm without smothering it.
● Shows confidence in your process — not desperation for a sale.



DON’T BE 
NEEDY!



QUESTIONS
ON FOLLOW UP



MARKETING ON
WEBSITE & SOCIALS

FORM
FILLS PHONE

CALLS

PRE-APPOINTMENT
CUSTOMER
EDUCATION

MEET YOUR
SPECIALIST

APPOINTMENT 
CONFIRMATION
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NEXT DAY
FOLLOW UP CALL

14 DAY FOLLOW 
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MANAGER/OWNER 
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TSSG PROVEN SALES PROCESS



TSSG FOLLOW UP TIMELINE
14 Days of Trust-Building

DAY 1 DAYS 2-12 DAY 14

OFFICE 
QUALITY CALL

EDUCATIONAL 
EMAIL

FINAL 
LEADERSHIP CALL

Every step builds trust - not pressure.



THE FINAL FOLLOW-UP CALL: LEADERSHIP
WHEN TO MAKE THIS CALL:

● 10-14 days after the In-Home Consultation
● This is the final phone call in the follow-up sequence — and it’s not just 

another touchpoint.
● It’s the moment where the company shows its full strength.

WHO MAKES THE CALL:

● General Manager
● Install Manager
● Ownership

These are the voices that carry authority, confidence, and credibility. When the 
customer hears leadership - not sales - everything changes.



THE CLOSE WITHOUT THE CLOSE

● Invite feedback
● Ask what could’ve 

been done better
● Keep it open-ended

TONE:
● Calm
● High-status
● Problem-focused, not 

product-focused



FINAL 
HAIL-MARY



FINAL 
HAIL-MARY



FINAL 
HAIL-MARY



FINAL 
HAIL-MARY



FINAL 
HAIL-MARY



WHY IT WORKS:

● Shows the customer they’re not forgotten, that they’re important 
enough for leadership attention.

● Adds weight and credibility to the process.
● Creates urgency through authority without pressure.
● Builds the perception of a strong, unified team behind every project.

THE MINDSET:

● Sales is not on an island.
● When the best people step up, the customer sees the difference.
● The leadership voice carries the confidence to close remaining 

opportunities.

THE FINAL FOLLOW-UP CALL: LEADERSHIP



● Roleplay scripts weekly
● Practice out-loud - not just reading
● Stick to the exact phrasing, tone, and pacing
● Record practice calls and listen for tone
● Audit 3-5 live calls per SDR or Specialists per week

HOW TO TRAIN WITH THESE SCRIPTS



THANK YOU!
LET’S GO BUILD SOMETHING BETTER.
● You now have the full system. Use it.
● Integrate it into your CRM, onboarding, and field 

training.
● Document it, automate it, roleplay it.
● Questions? Ideas? Want a custom rollout? Let’s talk.

TSSGCOACHING.COM | LETSGROW@TSSGCOACHING.COM | @WEARETSSG



THANK YOU, 
PLEASE LEAVE US A

5 STAR REVIEW!


