
PROSPECTING



PROSPECTING

òFinding A Prospect When

You Need One!!ó



What Is òProspectingó?

·Finding "Qualified Buyers"

·An Activity that Leads to Sales

·Productive

·Necessary

·Sustainable



Forms of òProspectingó

·òCold Callingó

·Stopping By - Hoping to Get an 

Appointment

·A Cold-Call on the Fly

·Any Successful Methodology

·Itõs ALL about RESULTS



The òUniverseó

·Suspects

·Prospects

·"Qualified Buyers"

·Customers

·Clients

·They will all òBUYò at some point in Time



The òGOALó of Prospecting

·You NEED to be part of their process 

when they é

·Start Looking

·Are Making Judgments

·Buying, BUT

·ARE BUYING FROM YOU & ONLY YOU



òThe Promiseó

·People Expect You To Do What You Say 

You Are Going To Do

·Granted Initial òTrustó

·One Chance to Keep the òGrantó

·The Rule of Prospecting ð

òDo What You Say You Are Going To Doó



The Process

·Determine a Group of SUSPECTS

·Develop a Short Letter

ƁIõm in Traveling in Your Area ðDate

ƁIõd like to stop by to meet you 

ƁNOT òwith youó

ƁI can stop by on DDD or DDD

ƁI will call you NNN to see which day is best 
for your schedule



The Letter
· (insert date of Mailing) 

·

· «Title» «ContactF» «ContactL»

· «Position»

· «Company»

· «Address1»

· «City», «St»  «Zip»

·

· RE: Iõd Like to Come Meet You 

·

· Dear «ContactF»:

·

· BRIEF INTRODUCTION: (FOR EXAMPLE)

· (twenty five words or less ðvery brief overview of your COMPANY, not your product)

·

· PROSPECTING MESSAGE:

· I would be most interested in meeting you during my time in the «City» area. I will be telephoning you tomorrow to see if I can stop by your plant some time on 
Thursday, Month DD, or Friday, Month DD, of that week.

·

· CLOSING MESSAGE:

· I look forward to speaking with you tomorrow and meeting you when I stop by, if possible. Even if I cannot reach you by phonetomorrow, I will stop by your plant 
and see if you can meet me for a moment or two in the lobby of your facility, and in the event we miss each other all together, I will leave my business card. I will be 
stopping by several plants in (city) on (day and date) so I wonõt be taking up a great deal of your time.

·

· Please do not hesitate to call me in advance if there is anything you want to discuss prior to my visit. I can be reached on nnn-nnn-nnnn, or on my cell phone at nnn-
nnn-nnnn.

·

·

· Sincerely,

· (actually sign the letter in Ink)

· (print YOUR Name).

· (print you company name) 



The Process

·FAX ðDo NOT eMAILthe letter

·Mail the Letter in the MAIL

CALL ON THE DAY YOU SAID YOUõD CALL
· If You Talk to Them ðSet up the Appointment

· If You Leave them a Phone Mail Message ðPICK and STATE the Day 

òYou Will Stop Byó

· ADD ðòIf I all I get to do is to just shake your hand in the lobby of 

your plant and introduce myself to you that will be fine. I know you 

are busy.

· Thank you. I look forward to meeting you. Please have a Great 

Day!ó



The Process

·STOP BY ON THE DAY YOU SAID YOUõD 

STOP BY

·Why donõt you state a òtimeó you will stop by?

·You might not be able to do it!!



The Process

·When You Do Stop By é

·If They Agree to See You é

·If They Come to the Lobby é

·ONLY SHAKE THEIR HAND é

·And give them your CARD é

·ONLY

·Even if you are INVITED to do more!!



WHY ???

·Because itõs ALL you said you were going to 

do é

·You are building Expectation and Trust

·You are doing what you said you were going 

to do é

·Youõve got other places to go 



The Rule of òFiveó

·You are going to do FIVE of these òdrive-bysó 

each week é

·YOU ARE GOING TO PROSPECT

·And only on the days you are going to 

prospect é.

·You canõt do more than five and é

·Do What You Say You Are Going To Do



The Rule of òFiveó

·Select Five Suspects based on geographic location 

·Drive-ability To and From

·Prepare Five Letters

·Fax Them AND Mail Them

·TRICK ðPITFALL ðDESTROYER

·You Must Call Them on the Day You Said Youõd Call 

Them in Your Letter

·Typically Three to Four Days Later



The MAP



The Rule of òFiveó

·Donõt Schedule Other Appointments on 

the Day you are going to Prospect

·Prepare, Mail, Phone Follow-Up in the 

mornings

·Do the òDrive-Byó in the afternoon é

·AFTER Lunch é  



The Follow-Up

·Call Them the Next Day & Send a Letter

·Thank Them for Meeting You

·Or Ask if they got your card (if they didnõt 

meet You)

·Ask If you can schedule a follow-up 

appointment with them



The Appointment

·What If I get them on the phone when I call 

them to follow-up on the letter or after the 

òDrive-Byó?

·Make an appointment to see them é

·On another day OTHER than your 

prospecting day é

·Otherwise  é.. YWDWYSYWGTD


