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Dear	FIRST	NAME	
	
	
It	was	such	a	pleasure	meeting	you	recently.	We	both	know	that	time	is	valuable	and	I	
appreciate	the	time	you	took	to	share	your	business	insights	with	us	throughout	our	
meetings.	
	
I	am	sorry	to	hear	that	you	won’t	be	coming	on	board	with	us.	I	appreciate	the	fact	that	you	
welcomed	us	to	present	our	model,	get	a	deeper	understanding	of	how	it	works	and	the	
Employee	Engagement	strategy	behind	it.	
	
Our	goal	is	to	improve	ourselves	day	by	day	and	provide	the	best	possible	solutions/services	
for	your	company	and	your	employees.	
	
Your	feedback	on	the	experience	you	had	with	us	in	this	short	journey	will	help	us	identify	
any	kind	of	challenges	in	areas	that	we	might	have	not	seen	yet	and	need	to	improve.		
	
We	would	love	to	hear	your	side	of	what	went	wrong?	Did	your	experience	meet	your	
expectations?			
	
	
	
	
	
Kind	Regards,	
	
Salespeople	
	
	


