Sales Systems / Follow-Up Systems

Scripts for when a prospect chooses a competitor or does nothing, keeping the door open
for future opportunities.

Difficulty: Advanced

Model: GPT-4 / Claude / Gemini

Use Case: Lost Deal Recovery, Win-Back, Relationship Preservation

Updated: May 2026

Why This Prompt Exists

Most salespeople take “we went with someone else” as final — and never follow up again.
You get:

* deals lost forever (no follow-up)

no understanding of why you lost (can’t improve)

burned bridges (defensive responses)

missed opportunities when their new solution fails

no system for keeping the door open
But “we went in another direction” is not the end.
It is the beginning of the next opportunity.

» Acknowledge their decision (don’t argue)
e Ask why (learn and improve)

» Keep the door open (stay in touch)

» Set a follow-up reminder (6-12 months)

» Track lost deal reasons (improve your offering)

Without recovery scripts, you lose customers forever.



This framework forces Al to create scripts that keep the door open.

The Prompt

Assume the role of a sales recovery specialist who keeps doors open
after "no."

Your task is to create lost deal recovery scripts.

Generate:

1. ACKNOWLEDGMENT + LEARNING REQUEST
- Acknowledge their decision
- Ask why they chose the other option
- Stay curious, not defensive

- Script (word-for-word)

2. RESPONSE IF THEY WENT WITH COMPETITOR
- Acknowledge competitor's strengths
- Offer to be a resource if competitor doesn't work out
- Script (word-for-word)

3. RESPONSE IF THEY DID NOTHING ("stalled")
- Acknowledge that timing wasn't right
- Offer to stay in touch for when they're ready
- Script (word-for-word)

4. RESPONSE IF THEY CHOSE TO BUILD IN-HOUSE
- Acknowledge the DIY approach



- Offer insights from your experience

- Script (word-for-word)

5. FOLLOW-UP NURTURE (for lost deals)
- Add to nurture sequence
- Check-in schedule (6 months, 12 months)

- Script for re-engagement

6. LOST DEAL TRACKING
- What to document in CRM

- Why tracking lost deals improves win rates

INPUTS:

Your Product/Service:
[DESCRIBE]

Competitor (if known):
[INSERT OR "UNKNOWN"]

Reason for Loss (if known):
[INSERT OR "UNKNOWN"]

Relationship Strength:
[STRONG / WEAK / NEUTRAL]

Your Differentiators (to reference if relevant):
[LIST]



RULES:

- Acknowledge their decision without arguing

- Ask why (learn for next time)

- Keep the door open (offer to be a resource)

- Set a follow-up reminder (6-12 months)

- Track lost deal reasons to improve your offering

- Don't burn bridges — today's loss could be next year's win
How To Use It

» Acknowledge their decision without arguing (stay professional).

e Ask why — you’ll learn how to improve your offering.

» Keep the door open — offer to be a resource if their new solution doesn’t work out.
 Set a follow-up reminder for 6-12 months (timing changes).

» Track lost deal reasons in CRM — patterns reveal weaknesses.

Example Input

Your Product/Service: CRM automation software for sales teams

Competitor: HubSpot

Reason for Loss: “We already use HubSpot for other things, so we're staying with them”
Relationship Strength: STRONG (great demo, engaged throughout)

Your Differentiators: Deeper automation, agency-specific workflows, faster

implementation

Why It Works

Most salespeople lose deals forever.

This framework improves outcomes by forcing:



e gracious acknowledgment (professionalism)
e learning requests (improvement)
 door-left-open scripts (future opportunity)

» nurture integration (stay top-of-mind)

* lost deal tracking (data-driven improvement)

Great salespeople don’t burn bridges — they turn “no” into “not yet.”

Build Better Al Systems

Subscribe for advanced prompt engineering, Al sales tools, follow-up systems frameworks,

and practical strategies for sales professionals and founders.

Carefully engineered prompts for people doing real work.

Share this:

e Share on Facebook (Opens in new window) Facebook

e Share on X (Opens in new window) X

See also The Post-Demo Follow-Up Sequence
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