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SALES CALL NOTES

Account: [Company name, plus size in whatever unit matters: staff, sites, seats, monthly volume]
Date and time: [Tuesday 3 March 2026, 14:00 to 14:35 GMT]
Call type: [Discovery / demo / pricing / security / renewal / loss debrief]
Their side: [Name, job title, and what they actually control. One line each.]
Our side: [Everyone from your team who was on the call]
Source: [Inbound form / outbound sequence / referral from NAME / event]
Stage before: [CRM stage]    Stage after: [CRM stage]
Deal size, rough: [Amount, and the maths behind it]
Recording: [File name or link, if you recorded and told them you were recording]



THE PROBLEM, IN THEIR WORDS
"[Two or three sentences the buyer actually said about what is going wrong.]"
Keep the quote. This is the single most valuable field on the page, and it is the language
that goes into the proposal.

WHAT IT IS COSTING THEM
[The number, or the nearest thing to one: hours a week, credits issued, deals lost, overtime,
fines, staff turnover. If they gave no number, write what they said and mark it unquantified.
Never invent a figure.]

WHAT THEY HAVE TRIED ALREADY
[Tools, a spreadsheet, an extra hire, a process change. And why it did not stick.
This tells you what your proposal must not sound like.]

WHO DECIDES
Signs: [name]        Can say no: [name]        Uses it daily: [name]
[Mark which were on this call and which you have never met.]

HOW THEY BUY
[The steps between "yes" and "signed", in order, with rough durations:
security review, legal, procurement, a pilot, a board date, a purchase order.]

TIMELINE, AND THE EVENT BEHIND IT
[A date, plus the thing that happens on that date: a contract ending, a busy season, an audit,
a new site opening. A timeline with no event behind it is a wish.]

BUDGET
[What they pay today for this problem, which line the money comes from, whether it is already
approved, and who approves it if not.]

COMPETITORS MENTIONED
[Every name they said out loud, including the incumbent, "we would build it ourselves" and
"we could do nothing". Note what they liked about each, in their words.]

OBJECTION RAISED
[The objection, in their words]
How I answered it: [your actual answer, so it can be coached and repeated]



NEXT STEPS
#  Next step                                        Owner        Date                  Agreed on the call?
1  [What happens next, starting with a verb]        [Name]       [Date and time]       Yes
2  [Send the security questionnaire]                [Name]       [Date]                Yes
3  [Anything promised in passing]                   [Name]       [Date]                No, still to confirm


THE SHORTCUTS THAT COST YOU THE DEAL
The problem     A paraphrase is worth nothing in three weeks. "Wants better reporting" is six problems. Keep the quote.
The cost        If the buyer said "a lot", write "a lot" with a question mark. A made-up figure loses a champion's trust.
What they tried It names the person who has already been burned once.
Who decides     One name is not enough. If two of the three are strangers to you, that is the note's headline.
How they buy    "Procurement" and stop is not an answer. Ask how long each step took last time.
Timeline        Write the event behind the date. No event, no deadline.
Budget          "Do you have budget?" gets a yes. Ask what they pay now, and from which line.
Competitors     Write "do nothing" too. It is the option that wins most deals.
Objections      Record your answer, not just the objection, or nobody can coach you.
Next step       An action with no date, or a date with no owner, both fail the same way.
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