CLIENTFLOW / TWO-PAGE WORKSHEET

The No-Cold-Call Client System

Plan employer research, a relevant opening message, reply handling and a useful meeting brief.
Use your own results to decide what to repeat and what to change.

1. Research before contact

Define the employers your desk can serve, the roles you fill and the commercial fit you need. An open or
reposted vacancy is a reason to research; it does not confirm budget, recruiter openness or authority to
appoint you. Record the signal, source, date and unanswered questions.

Employer / verified hiring signal / source and date / unanswered question

2. Ask a question grounded in evidence

lllustrative example: | noticed [verified hiring detail]. Are you handling this search internally, or
considering an external recruitment partner? Adapt the question to what you can verify and your actual
relationship. Do not imply a live candidate or client result unless it is true and appropriate to share.

Your illustrative opening, using facts you checked
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From areply to a useful next step

3. Give follow-up a purpose

For each follow-up, record why another contact would be useful: new hiring context, an answer to an
earlier question or an agreed next step. Agree contact limits and exclusions before outreach. Respect a
request to stop. There is no universal number of messages that guarantees a meeting.

Reason for the next contact / owner / stopping rule

4. Review delivery and outcomes separately

Check authentication and sending health with the responsible owner before increasing volume. Record
attempts, delivery evidence, replies, held meetings, accepted opportunities and resulting engagements
separately. Compare consistent periods and denominators; a reply rate alone does not establish client
acquisition. Test one change and review the result.

Reporting period / denominator / observed outcome / next change

Clientflow handles agreed employer-side outbound BD. Your team approves targeting and messages, leads sales calls,
closes engagements and delivers recruitment.

Discuss your growth goals at clientflowacquisition.com

Updated 3 November 2026 | Practical guidance; no outcome guarantee 2/2
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