
It might be a slow burn but momentum will build and each deal will create new deals.

Your deal flow is a direct 
indicator of your future 
success.

And remember:

Good deal flow is essential to the success of your business journey. It allows you to consistently source good deals from a variety of places.

It’s important to get really good at finding deals
Remember, the more choices you have:

The most common ways of creating deal flow

DAY 2

DEAL SOURCING

The better
 the deals you 

will find

The better 
a negotiator 

you will become

The faster 
you will reach 

your goal

Run your deal sourcing activity all the time 
so you reach your goals as fast as possible.
The people who struggle or don’t succeed 
never get good at finding deals.

Networking 
put the word out to your 
existing network and your 
extended network.

Introducers 
the professional people you 
come into contact with, such 
as your accountant.

Trade shows and exhibitions 
keep track of the people 
you meet, and keep in touch.

Brokers and websites  
once you have credibility, 
brokers can be a good source 
of deals.

Social media  
leverage posts and groups on 
LinkedIn and Facebook.

Your own website  
once you have credibility, a 
website can be a useful tool.

Business cards  
business cards have value, 
but keep them simple.

Letters
letters are the number one 
method of getting enquiries 
from people who want to sell 
their business

The most successful dealmakers have a constant flow of potential deals.

Amend the 
template provided 

but don’t 
procrastinate.

Aim for 1,000 
letters on your

 first mailing

Get your data from 
a specialist agency – 

in the UK, use 
Market Location

Don’t get hung up 
on company size – 

it rarely matters

Use a mailing 
house

Set up Circle Loop 
to take phone calls, 
and use a separate 

email address

Don’t get hung up 
on letterhead 

versus plain paper 
– plain paper is fine

Use a first-
class stamp

Record 
responses in 

a spreadsheet

Expect competitors 
and timewasters

 to call

Response 
rates 

are irrelevant

Use a white 
window envelope

Print ‘Private and 
Confidential’ above 

the address

Allow email 
response – but 

move to a phone
 call asap

Use data 
from different 

sources

Send letters 
monthly

Don’t be disheartened 
if some people 

don’t like it

Don’t be 
tempted to 

use bulk mail

Email will not get 
you the same 

response

Don’t worry about 
duplicate letters 

going to the same 
company

20 tips for success with letters 
The best method of generating enquiries

Use PR to gain deal flow
For every deal:

1. Write/distribute a press release
2. Use the deal to generate articles, and get them 
     published to a variety of audiences
3. Talk to your network about your deal
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