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This meeting aims to follow up on the content and assignments from the Warm Calling course. It also prepares for a successful Warm Calling blitz. 
Preparation
Complete the chapters and assignments in the Warm Calling course up to chapter 6. Bring your notes and material from the assignments. 
Make sure that you as host do the preparations yourself – this will help you lead the meeting productively.
Agenda 
1. Welcome! We are here to follow up the Warm Calling course’s chapters and assignments [as preparation for the Warm Calling blitz next week]. 
2. Everyone speaks in turn, 1-2 minutes each around the table, answering one question at a time. Different people start every new round of questions. 
3. Chapter 3: Strategic leads + assignment. 
Which tools were most interesting and which ones did you use?
What are your conclusions – what could you do differently in the future?
4. Complete Chapter 4: Validation + assignment. Person 2 please start.
Which tools did you use? Any surprising results?
What are your conclusions – what could you do differently in the future?
5. Complete Chapter 6: Keeping it up + assignment. Person 3 please start.
Did you find any old leads that should get another chance? 
What are your conclusions – what could you do differently in the future?
6. Comments/questions
7. Summary 
8. End meeting
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A blitz is simply bringing people together to make a joint effort to Warm Call customers. The purpose is to energize the team and give a gentle push to start Warm Calling after completing the course. The Blitz is approx. 3-4 hours. 
How to prepare
Participants’ preparation:
· Bring X number of validated leads. 
· Prepare their own ‘Happy place’ to call from during the blitz. (Making everyone call in one room might cause stress for some people.) 
Your preparation as host: 
· Bring your own leads! It is valuable that you participate fully as a role model. 
· Create a “Warm Calling head quarter” where the team starts, checks in and ends the blitz. Can you make the conference room into a ‘Happy place’ (cookies, music, etc.)? 
· Celebrate when done! 
Agenda
1. Welcome – let’s help some customers! A reminder:  
→ Any new information about a customer is a win
→ Agreeing on a next step is a win
→ SMILE! 
→ Use the Warm Calling values
2. Start calling for about 45 minutes. 
3. Bring everyone together for a check-in in the Warm Calling HQ. Ask for example: “What did you learn about the customers?”, “What questions did you ask?” or “Did you get a next step?”
4. Repeat step 2-3, maybe twice?
5. Summarize the Warm Calling blitz: 
→ How was that? Key learnings? Greatest successes?
→ How many calls did we do in total? 
→ In how many % of the calls did we agree on a next step? 
→ In how many % of the calls did we get more information about the customer’s needs? 
→ In what creative ways can we now follow up? How can we apply the learnings from Chapter 6: Keeping it up? 
6. Celebrate!   
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