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Sales shouldn’t be scary. Jill talks with Annie Warshaw, founder of Mission 

Propelle, on how to get more sales for your biz.

Step 1: Why should we talk about sales?

• Sales can be empowering, and not everyone is good at them. But it IS 

something you can learn.

• Sales shouldn’t be something you are scared of.

 » Don’t call it marketing – it’s not! Marketing is how you’re getting the 

message out, which is part of sales.

• Sales is much more direct – how you’re bringing in dollars.

 
Step 2: Who is Annie? 

• Founder of Mission Propelle, which uses reading and yoga to empower 

girls in elementary school.

• Co-author of over 100 illustrated books.

• The program is in over 100 schools in the Chicagoland area, impacting 

over 4000 girls.

Step 3: How did Mission Propelle start?

• Annie always worked in women’s activism, then joined Teach for America.

• Taught kids and realized she missed working with girls specifically.

• Has been running for 5 years and are now in their 4th school year.

https://missionpropelle.com/
https://missionpropelle.com/
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Step 4: Experiencing imposter syndrome.

• Annie had a hard time accepting money in the beginning, and couldn’t 

believe that people would pay her for an idea or a book that she made up.

• Imposter syndrome is the feeling that you don’t deserve something, you 

don’t deserve success because you don’t belong there.

 » Tip: the book Feminist Fight Club address how to move past imposter 

syndrome

• Once she got comfortable with the idea, it was easier for her to 

acknowledge, “I am a badass, and yeah, you should buy this from me.”
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Step 1: How can we be better salespeople?

• You know a ton of people – those people have value.

• Recognize those assets.

• Think strategically about how you want to utilize those assets.

Step 2: Think of your network like a spider web.

• If you’re part of a group (i.e., Notre Dame Alumni)

• Think of 4 key people inside there – what are their assets?

 » What do you need from them?

 » What is your relationship with them?

 » How will you engage with them? – Email, coffee, event?

Step 3: Example: week of sales.

• Going to network events, finding a parent – asking them who runs the after-

school program?

• Getting in touch: follow up by email.

 » Feel out the vibe – if this person isn’t responding, is it because they are 

busy or because they were being flippant?

 » If busy, usually reach out once a week.  If really not responsive, usually 

check in once every two months.

 » If someone says “no,” then the follow up stops, but this might be different 

in another industry.

• Keep a list of people you’ve had ongoing conversations with.

 » View people as human beings not as sales – it’s important to build a 

relationship.

 » Sales and relationships should be one and the same.
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Step 4: Make new relationships.

• Remember that this needs to be mutually beneficial.

• Make a goal of going to a strategic event once a week (or whatever works 

for you).

• If you’re first starting out, try to be out and about – people need to know 

who you are within the community.

 » As you get more established, figure out what works for you – maybe 

phone calls are better for your time and pace.

Step 5: Sales is a long process.

• You need to invest time.

• People can ignore you, and it feels like a no.

• You’re going to get a lot of no’s before you get one yes.

 » Be persistent.
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Step 1: What is the difference?

• Be aware of people’s behavior and use your emotional intelligence. 

• Read the situation and meet people where they are

• Listen to what you’re given and give that back (but be friendly).

Step 2: You may need to change the strategy.

• If you keep having to reschedule, something may not be working. Don’t be 

afraid to try a different tactic. 

• If someone says no and they keep saying no, ask why. 

Step 3: Example: Want to buy a smoothie?

• Don’t worry if people find you annoying; if they say yes, that makes YOU feel 

good. The buyer can be annoyed on their own time.

• Instead of thinking that someone is annoyed, maybe they ‘ll say yes because 

they see the value in what you’re offering.

• Some people will reward sheer persistence

Step 4: What do you wear when you go to events?

• What you look like is a strategy.

• Wear an outfit that makes you feel confident.

• “I want people coming up and talking to me with little effort on my part.”

• What about feminists who say, “Focus is on the product”?

 » You do not need to prescribe to what the ideal woman should look like – 

work within the system. Be smart and utilize what you got.

• Cultivate your own look and own it!
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Step 1: So after the event…

• Follow up quickly. 

• Frame it as how you’re helping their life. 

• When writing an email, less is more.

Step 2: Speaking of email…

• Don’t use Comic Sans. Ever. 

• Use Times New Roman/Arial

To wrap up:

• Sales is relationships.

• If you know you’ve captured someone’s interest, stay on top of it.

• Be strategic about your categories and always remember that the 

relationship you have with people is mutually beneficial. When people help 

you out, you can give back to them. 

• Wear something that represents who you are and get noticed!



NETWORK CIRCLES

Write the name of each of your network groups at the top of each circle (think 

church, book club, Founding Moms’ Exchange). Then list four key people that 

you think could help you (or that you could help).

1

2

3

4

1

2

3

4

1

2

3

4



STRATEGIC EVENTING

Grab your network circles page and your date book and now find time to meet up with 

each of the four people in each networking category. You may meet for coffee or at an 

event. Try and schedule at least one per week until you get through everyone! Use this 

page to jot down names, notes, and as checklist for meeting each person.



HOW TO BE QUICK

You’ve done your homework, you’ve set up your networking events. Now you are going to 

meet and chat. Take some time here to create three templates: 

THEY SAID YES!   

THEY NEED MORE INFORMATION  

THEY’RE NOT A FIT AT THIS TIME BUT MAYBE I CAN HELP THEM.

 For each  template, create an e-mail response, for example: 

 Hi X, 

 I’m excited to work together and wanted to send some follow up information. Let’s  

 make a plan to discuss any questions you may have in a few days. 
 

 Best, 

 Y

Then e-mail these templates to yourself and store them. THEN, immediately after 

networking, put your new client into one of these boxes and e-mail out your response on 

your Uber home. 

TEMPLATE ONE

TEMPLATE TWO

TEMPLATE THREE
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THOUGHTS? PUT ‘EM RIGHT HERE:
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