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Nikki Rausch 
Sales Maven 

Founder and CEO of “Sales Maven”, an organization dedicated to authentic selling, Nikki Rausch 
has the unique ability to transform the misunderstood process of “selling”. 

With 25+ years of experience selling to such prestigious organizations as The Bill & Melinda 
Gates Foundation, Hewlett-Packard, and NASA, Nikki shattered sales records in many 
industries, receiving multiple “top producer” awards along the way.

Today, entrepreneurs and small business owners from a wide range of disciplines hire Nikki to 
show them how to sell successfully and authentically, without being pushy or “salesy.”

An engaging and sought-after speaker, she shares the secrets of her sales success through 
illuminating keynote addresses and business-changing workshops. Her robust Sales Maven 
Society ignites game-changing outcomes for clients. 

Nikki’s popular books are available at Amazon. “The Selling Staircase,” “Buying Signals,” and 
“Six-Word Lessons on Influencing with Grace” are excellent resources for those unable to attend 
her live speaking engagements, coaching groups, or workshops.

A former road warrior who has hung up her corporate sales hat, Nikki is delighted to call the 
Pacific Northwest home.

Ways To Work With Nikki: 
• Private 1:1 Coaching: (most popular) tailored specifically to you and your business
• Sales Maven Society: sales training & direct access to Nikki in a membership platform
• Master Class: in-person workshops & virtual
• GASP: small group coaching sessions
• Virtual Workshop: Converting Consultations Into Paying Clients
• Corporate Trainings: team trainings

nikki@yoursalesmaven.com          360-509-6399            www.yoursalesmaven.com           All Rights Reserved © Sales Maven 2020
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Legitimate Reason 

Most important: Have a  …………………………  ………………… for calling.

The reason should be about the person ……………………… the call, not about ………….…

List 5 legitimate reasons for contacting a prospect:

1. …………………………………………………………………………………………………………

2. …………………………………………………………………………………………………………

3. …………………………………………………………………………………………………………

4. …………………………………………………………………………………………………………

5. …………………………………………………………………………………………………………

Introduce yourself, state the legitimate reason for your call and then ask this question:  
“…………….  …….. …………….. …….. ……. …… ………….. …………….?”

** Purpose of this question is to ……………….  the other person ………………………

 

Your Opening Statement
…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

…………………………………………………………………………………………………………………………

nikki@yoursalesmaven.com          360-509-6399            www.yoursalesmaven.com           All Rights Reserved © Sales Maven 2020

Possible Language Suggestion: 
“Hi Lisa, this is Nikki Rausch from Sales Maven. Did I catch you at a bad time?” (when the answer 
is “no” continue on.) 

Julie Smith suggested I reach out to today because she thought you might be looking for a sales 
trainer to work with your new sales team members. Is this something you might have a few 
minutes to discuss? 

http://www.yoursalesmaven.com
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3 Ways To Warm Up Prospects 

1. …………………………………………………………………………………………………………

2. …………………………………………………………………………………………………………

3. …………………………………………………………………………………………………………

Introduction 
1. Work your ………………………..…

2. You’ve got to …………………!

3. Make it …………………. for the person doing the introduction. This means you might need 
to go the extra mile, write up the introduction, send your contact information, and a 
legitimate reason for the introduction.

Step 1: Make a list of 5 contacts you’d feel comfortable asking for an introduction:

              Top 5        Introduction     Communication 
1. …………………………………….    …………………………………….    ………………………….

2. …………………………………….    …………………………………….    ………………………….

3. …………………………………….    …………………………………….    …………………………

4. …………………………………….    …………………………………….    ………………………….

5. …………………………………….    …………………………………….    ………………………….

Step 2: Go through the top 5 list and add the person/type of person you’d like an introduction 
too.

Step 3: What is the best way to ask for the introduction (email, phone call, face to face meeting)?
 
Step 4: Draft your “ask” message.

nikki@yoursalesmaven.com          360-509-6399            www.yoursalesmaven.com           All Rights Reserved © Sales Maven 2020
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Introduction Message Draft

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………
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Sample Introduction Message: 
You’ve been on my mind.  How are you?  What’s new with you?

As a trusted connection, is it’s ok to ask you for a favor? One of the areas of focus for my 
business is more (insert context). You are so well connected in this particular area and I’m 
wondering if you might be willing to make an introduction on my behalf?

Thank you in advance for your consideration. 

Please reach out at any point when I can be a resource to you.  

http://www.yoursalesmaven.com
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Introduction Follow-Up Message 

Craft Your Post Introduction Email
…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………
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Sample Post Introduction Email: 
Hello (insert name). It’s nice to meet you (virtually).

Would you be open to setting up a time for a quick call to see how I might best be a resource 
to you?

In case you like this idea, here are a few possible times. Please pick what works best in your 
schedule.

Time 1 (3/5 anytime between 3 and 5 pm PT)
Time 2 (give a date & a time range)
Time 3

Of course, if you prefer something else, please let me know and I’ll do my best to be available.

http://www.yoursalesmaven.com
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Name Dropping 
When to do it: 
1. When you have someone in …………………………….…

2. Referred by someone

List 3 names of people you might use as a name drop: 
1. …………………………………………………………………………………………………………

2. …………………………………………………………………………………………………………

3. …………………………………………………………………………………………………………

Craft your Name Dropping message:
…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………
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(friend/business associate/acquaintance)

Sample Name Dropping Script: 
“Hi Lisa, this is Nikki Rausch from Sales Maven. Did I catch you at a bad time? (If the answer is 
“no” continue on.) 

Tara Evans mentioned the other day you might be looking for someone to coach you on 
increasing your sales and suggested I reach out to you. Do you have a few minutes to chat? 

http://www.yoursalesmaven.com
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Name Dropping Email Message 

Craft Your Name Dropping Email:
…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………
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Sample Name Dropping Message: 

Subject Line: (insert Name Drop) suggested we connect.

Hi Lisa,

Tara Evans mentioned the other day you might be looking for someone to coach you on 
increasing your sales and suggested I reach out to you. Is that still the case?

Sales coaching is something entrepreneurs like you have been hiring me to do for the last 6+ 
years.  

Would you be open to setting up a time to chat to see how I might best be a resource to you?

In case you like this idea, here are a few possible times. Please pick what works best in your 
schedule.

Time 1 (3/5 anytime between 3 and 5 pm PT)
Time 2 (give a time range)
Time 3

Of course, if you prefer something else, please let me know and I’ll do my best to be 
available.

http://www.yoursalesmaven.com
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Like-Minded Clients 
Step 1: Make a list of ………. to ………. clients you’ve worked with recently.

Step 2: Answer this question: 

“What …………..……… or ………..….…. did my product/service solve for each client?”

Step 3: Make a list of companies/individuals similar to your clients in step 1 and start calling 
them. 

List 5 Like-Minded clients/companies: 

1. …………………………………………………………………………………………………………

2. …………………………………………………………………………………………………………

3. …………………………………………………………………………………………………………

4. …………………………………………………………………………………………………………

5. …………………………………………………………………………………………………………
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Sample Like-Minded Client Message: 
“Hi Mr. Denes, this is Nikki Rausch from Sales Maven. Did I catch you at a bad time? (If the 
answer is “no” continue on.)

I work with XYZ company and provide sales training to all of their new sales associates and 
they’ve seen tremendous success as result of my training. The purpose in reaching out to you 
today to see if you’d be interested to learn how this training might benefit your company and 
immediately impact your sales numbers in the most positive way. Do you have a few minutes to 
chat about this further?”

http://www.yoursalesmaven.com
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Craft your Like-Minded Client script:
…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

………………………………………………………………………………………………………………………… 

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………
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Like-Minded Email Message 

Craft Your Like-Minded Email:
…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………
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Sample Like-Minded Email Message: 
Subject Line: Business Development Opportunity
Hi Mr. Denes,

Is business development a primary focus for your organization in 2020?

Recently, XYZ company hired me to provide sales training to their new sales associates and 
they’ve seen tremendous success in bringing in new business as result of the training. 

The purpose in reaching out to you is to check to see if you would be interested in a 
conversation to discuss how your team might benefit from something similar. 

Would you be open to setting up a quick call?

In case you like this idea, here are a few possible times. Please pick what works best in your 
schedule.

Time 1 (3/5 anytime between 3 and 5 pm PT)
Time 2 (give a time range)
Time 3

Of course, if you prefer something else, please let me know and I’ll do my best to be 
available.

http://www.yoursalesmaven.com
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Next Steps 
Remember: Set up next step before …………….. ……….. …………………

Craft your Next Step Script:
…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………… 

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………

3 Take-Aways from the training you’ll use right away 
1. …………………………………………………………………………………………………………

2. …………………………………………………………………………………………………………

3. …………………………………………………………………………………………………………
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Possible Language Suggestion: 
“I’ll email the information to you today, when would you like to chat next about moving forward 
with this? Let’s schedule that now.”

Or 
“When’s a good time to circle back with you on this proposal?  Let’s get a time scheduled on our 
calendars now.”

http://www.yoursalesmaven.com

