
Mastering the 
Meeting: 
5 Ways to Close 
More in 2025



1. Housekeeping 
2. Meet the host James A. O'Sullivan

3. How to optimize your sales meetings
4. Q&A

Today’s agenda



                                             

The End-to-End 
Sales Engine
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Get your copy now!

geni.us/outboundsales



Join the Apollo 
Community in 
Slack!



Speaker

James 
O'Sullivan
Apollo Academy Instructor



Booking the meeting took effort.

Don’t kill the deal with a bad 
meeting!



01

Deal killers

No next steps

02
Lacking expertise

03
Failing to multithread



Do discovery, be 
present, address 

objections

Set yourself up to win

Prepare for the meeting. 
(A lot of people don’t.)

Follow-up email, add 
notes to CRM

What goes into a meeting?

before during after

Get prospect to next stepBuild trust



🤖
AI

⚙
Automation

⏺
Call Recording

How can we simplify & 
improve each step?



   
   

   
   

   
  

Reps save more than 2 hours a day 
using AI to automate manual tasks.
Source:  HubSpot 

https://blog.hubspot.com/sales/ai-in-sales


   
   

   
   

   
  

Sellers who use AI to inform their 
deals increase win rates by 26%

Source:  2024 Gong Labs 

https://www.gong.io/resources/labs/we-measured-the-roi-of-ai-in-sales-heres-how-it-really-impacts-your-deals/


Prep with 
Pre-Meeting Insights

5 Ways to Optimize 
Meetings & Close 
More in 2025 

1
Be present, not a 

note-taker 

2
Proactively 
multithread

3

4
Fill in the gaps with 

Ask Apollo

5
Send personalized 
follow-up quickly



Before the Meeting

Prep with 
Pre-Meeting Insights

1



Where do you find 
time to prep??



Company’s 
priorities

What’s useful to know?

Key info about the 
company

Key info about the 
meeting attendees

Identify 
decision-makers

Meeting history with 
company

Objections from 
past meetings

Next steps from last 
meeting

2 3 4

5 6 7



Let’s see it in Apollo 
Pre-Meeting Insights



Learn more with this free course



During the Meeting

Be present, not a 
note-taker 

2
Proactively 
multithread

3



This is you when 
you don’t leverage 
AI for note-taking.

Sh*t - what did she 
just say? 



Manual note-taking requires 
you to multitask, leading to…

- Unfocused conversations

- Missed insights

- Poor deal execution

- Unimpressed prospects



Stay present.
(Apollo Conversations 
will capture transcripts 
and extracts key insights 
for you)



   
   

   
   

   
  

The best sellers ask the best questions



   
   

   
   

   
  

Ask questions like a doctor / agent / 
detective — not a typical salesperson.



Multithreading boosts win 
rates & revenue
Questions you can ask:

- Who else in your organization needs to 
be involved?

- Who was involved in your last 
purchasing process?

- Who is going to be using this product 
most frequently?"



Learn more with our NEW course



After the Meeting
4

Fill in the gaps with 
Ask Apollo

5
Send personalized 
follow-up quickly

Proactively 
multithread

3



Perform better after your sales 
calls

Your meeting is only as good 
as its follow up



Send thoughtful 
follow-ups quickly!
You can't control the buyer's timeline but you 
can control the sense of momentum.



Follow-up email: 
send within 30 minutes

Reciprocity = the social norm of responding to a 
positive action with another positive action.



Summarize the call.
Leverage conversation insights and 
AI to summarize key discussion 
points, including pain points and 
agreed-upon next steps.

Proactively schedule the 
next meeting and engage.
Set a follow-up meeting for a future 
date with an agenda and objective. 
Maintain regular communication to 
keep the prospect engaged.

Proactively multithread.
Leverage your learnings about the 
buying process to pull additional 
stakeholders into the buying process.

Provide relevant content.
Only provide content that addresses 
questions or pain points brought up 
during the meeting.

Follow up on action items.
Execute follow-up actions promised 
during the meeting and notify the 
prospect when they are done.

Best practices



Make multithreading a 
collaborative decision

   
   

   
   

   
  



Multithreading 
requires trust — 
and more prep.



👋 Meet your 
new meeting 
assistant: 
Ask Apollo!



Let’s see it in Apollo 
Conversations Insights, Follow-up, Notes



Your year….
without this setup:

● Unfocused meetings
● Leaky funnel
● Lower close rate
● Scrambling with 

hamster-wheel days

with this setup:

● Compelling conversations
● Super-effective funnel
● More time selling (and closing)
● Build up your future wins

VS



Want to speak to 
Apollo's Sales Team?
(about a Professional or Custom Plan)

Request a Demo



Want more training?
Check out the Academy



Q&A



We’d love to hear your feedback! Follow us on

    

    

Thank you


