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Are you a consultant having trouble 

contacting local business owners? 

Have you tried cold calling, cold 

emailing, and asking for referrals 

only to get an appointment every once 

in a while? 

It’s frustrating to put your heart and 

soul into outreach and end up with 

nothing in return! I know- and I 

nearly gave up! 

But I stuck with it and discovered that a few changes 

made all the difference… 

That’s why I put together this checklist – so you too 

can finally start filling up your appointment book with 

high-paying clients ready to hand over big fees for 

your help. 

1. Focus your outreach on businesses that already 
spend heavily on marketing services like SEO and 

in-print advertising. 

It may seem counterintuitive, but here’s why it works. 

Businesses that already recognize the benefits of 

online marketing help are easier to sell! There’s no 



convincing involved! AND, they clearly have a budget to 

spend on your services. 

2. Local business owners do NOT care about a free 
website analysis. They don’t care how their website 

scores on SEO.  

This was a huge stumbling block for me. It seems like 

every training I went through taught me to approach 

businesses with a free analysis or SEO report. 

Try a different angle that gets their attention and 

they can relate to.  

3. Meeting in person sells better than calling which 
sells better than emailing. 

Buying and selling local services is mostly about 

trust. Can the business owner trust you to deliver and 

really help? Of course, having a face-to-face 

conversation is highest on the scale of building trust. 

Email is the lowest on the trust scale.  

So the sooner you can meet face to face or get on a 

call with the prospect, the sooner you will close them. 

4. Have a business engagement contract ready to send 
along with your proposal. 

Carrying over from the last point, part of the sales 

process is building trust…and nothing helps build trust 

like telling your client that you’ll need them to look 

over and sign your agreement before work begins. It 

protects them as much as it protects you! 

And subconsciously, your prospect is feeling more 

confident about working with you! 



5. Remember that whether your sending cold emails or 
cold calling, your main job is to get an 

appointment.  

I am guilty of making this mistake – in my cold emails 

and calls I was talking about the benefits of my 

services and why someone would want what I sell.  

I learned to save all that stuff for the appointment. 

Initial outreach has one goal: get the appointment. 

THEN, share the details when you meet.  

6. Focus your intial outreach cold emails and cold 
calls on the main benefit to the local business. 

The business owner wants to get more leads, more sales, 

more appointments. She wants to give herself a raise 

and go on expensive vacations. She wants more time and 

less headaches and less stress. 

This goes back to why pitching a free SEO analysis 

doesn’t work. 

7. Local business owners are busy! So ask for a brief 
appointment. 

Instead of going for a 1 hour appointment, ask the 

business owner if they will meet you for 10 minutes so 

you can show them your solution. 

Almost anyone can fit you in for a 5 or 10 minute visit 

this week. This keeps it low risk for you and them. 

You’ll know within a few minutes if it’s going to be a 

deal. 

Of course, you should be prepared to spend an hour 

answering questions and closing the deal.  

That’s It! 



Keep it simple! Starting using these tips today and see 

how it changes your business! 

 


