USING HANDWRITTEN TO
CROSS-SELL INTO NEW
ACCOUNTS

Find this template and many more at
www.quild.co.uk

Challenge:
With year end on the horizon, it’s easy to overlook the potential cross-sell value in the deals you have already closed. So goes the old adage, it’s 10x easier to sell more to your existing customers than it is to find new ones.
Solution:
• Finding Group Connections
• Explain to the decision maker (or key stakeholder) of your happy customer, that you feel you have grounds to grow the account and ask their permission for you to refer them by name to other areas of the business.
• Go to the Companies House website (beta.companieshouse.gov.uk) and review the group structure of your client company which you can find through the PSC (Persons of Significant Control) tab. List out any
associated businesses which may be a good fit.
• Look through the details of those companies and identify any Company Officers with a similar title to your referrer. If they’re not listed, head to the website or LinkedIn.
• Finding Director Connections
• Look through each (Active) Officer of your customer’s company and list out any additional appointments they currently have. With a well timed letter, you might just have found a C-Suite referral into to a new client.
Timing:
This approach is a great way to identify and win low hanging fruit. The ideal timing will depend on the complexity of your sales process and your typical sales cycle. It is also important to ensure you have left enough time for your
customer to have realised the benefits from your product or service so that they will be happy to stand by their investment. As it engages senior decision makers via their own network, with proven ROI, it generally results in faster
deals which means it’s a useful tactic at any time throughout the year.

Tone
Generally speaking, in a business letter it’s best to
address your recipient with a formal opener

Credibility
Providing your existing customer is a respected member
of the business, your internal referral should give you
instant credibility. Senior Executives are used to openended referrals so the more specific you can be about
your customer, the more credible your message.

Urgency Driver
What upcoming events or changes might make the
challenges you solve more pressing? For example, the
time of year, a new piece of legislation, or a new
disruptive competitor… A good framework for your
research is PEST (Political, Economic, Social,
Technology)

Signposting
Letting the Executive know that you will following up has
a number of benefits; It may lead the executive to flag
your letter up with their PA who will be expecting your
call or even better, it may urge them to respond to you
there and then.

[Recipient name & address].
Dear [Recipient name]

[Today’s date]

I hope this letter finds you well.
I am writing to you from [Your company] as we have been working with
[Referral’s name] to [Operational Improvement] This has resulted in [strategic
benefit] which has [Competitive advantage].

As [Urgency Driver], we believe there is a window of opportunity to [competitive
advantage] at [Associated company] by taking a similar approach. I have
worked closely with [Referral’s name] so I have a good understanding of your
business and what it would take to replicate this success within [Associated
company].

I’d like to propose that we find a time to explore this with you; I am travelling
for most of [this month] however, I do have availability on the [date] so do let
me know if you would be available to meet. Otherwise, I will follow up with your
Executive Assistant in due course.
Yours sincerely

Operational Improvement
What tangible improvements has your product or service
made to your customer’s operations? The more factual
data you can provide the better.

Competitive Advantage
How have the Operational Improvements made by your
product or service improved their competitive
positioning? This is a key data point for the Executive so
keep it strategic and if at all possible, prove it. For ways
to differentiate messaging at different seniority levels,
Google “VMOST framework”.

Authority
Senior Executives like to interact at a peer level. If you
can’t invite a peer level colleague, how can you
demonstrate through your knowledge, skills and
experience that you are worth speaking to? If you have
invested a lot of time with your existing customer, you
likely have a wealth of knowledge into their business
and the potential roadblocks and challenges they may
be facing. Providing it leads to competitive advantage,
this is valuable insight.

Scarcity
A powerful way of triggering a call-to-action is create
scarcity in your offer. If you are hoping to set up a
meeting, make it a rare window of opportunity. Even if
they can’t make these dates, you’ve opened up a
dialogue.

