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PROSPECTING
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Whaalt PrdsssctroPr os p e

- Finding "Qualified Buyers"

- An Activity that Leads to Sales
. Productive

- Necessary

. Sustainable



Formso/ frrcoPuna@s p e ¢

.0Col d Call i ngbo
- Stopping By Hoping to Get an
Appointment

. A Cold-Call on the Fly

- Any Successful Methodology

.l tds ALL about RES



Theo Un:i

. Suspects
- Prospects

- "Qualified Buyers"

. Customers
. Clients

- They wi | |

a l

ver seo

oBUYO

a



Theo GO AL 600 d Pr c

- You NEED to be part of their process
when they e

. Start Looking

- Are Making Judgments

- Buying, BUT

- ARE BUYING FROM YOU & ONLY YOU



O/'TehremisP'r o mi S €

. People ExpectYou To Do What You Say
You Are Going To Do

- Granted I nitial oT
- One Chance to Keep

. The Rule of Prospecting
oDo What You Say You A



The Process

Determine a Group of SUSPECTS

Develop a Short Letter

| Om 1 n TravedDateg 1 n Yo
| 60d |1 ke to stop by tc
NOT owith youbo

| can stop by on DDD or DDD

| will call you NNN to see which day Is best
for your schedule



The Letter

(insert date of Mailing)

«Title» «Contactk «Contactl»
«Position»

«Company»

«Address1»

«City», «St» «Zip»

RE: |l 6d Li ke to Come Meet You
Dear «Contacth:

BRIEF INTRODUCTION: (FOR EXAMPLE)
(twenty five words or les$ very 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. | will be telephoning you tomorrow to saastog by your plant some time on
Thursday, Month DD, or Friday, Month DD, tfat week.

CLOSING MESSAGE:

I look forward to speaking with you tomorrow and meeting you when | stop by, if possible. Even if | cannot reach you byophomew, | 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 allrfdgethieave my business card. | will b

stopping by several plants in (city) on (day and date) so | wondt be

Please do not hesitate to call me in advance if there is anything you want to discuss prior to my visit. | can be reaetregnomnnn or on my cell phone ahnn
nnrennnn

Sincerely,

(actually sign the letter in Ink)
(print YOUR Name).

(print you company name)



The Process

FAX O Do NOT eMAILthe letter

Mail the Letter in the MAIL

CALL ON THE DAY YOU SAI |

If You Talk to Themd Set up the Appointment

If You Leave them a Phone Mail Messa§#CK and STATE the Day
oOYou Will Stop ByboO

ADDo6o I f I  al | | get to do iIs to
your plant and introduce myself to you that will be fine. | know you
are busy.

Thank you. | look forward to meeting you. Please have a Great
Day! 0o



The Process

- STOP BY ON THE DAY YOU S*£

STOP BY

- Why dondot you state a
- You might not be able to do it!!



The Process

When You Do Stop By e
| f They Agree to See
| f They Come to the L
ONLY SHAKE THEI R HANL
And give them your C/
ONLY

Even if you are INVITED to do more!!




WHY 27?7
Because 1 tos ALL you
do e

You are building Expectation and Trust

You are doing what you said you were going
to do &

YouoOve got ot her pl ac



Thh eile Ruilee of

You are going to -mwys &
each week &

YOU ARE GOING TO PROSPECT

And only on the days you are going to
prospect ¢é&.

You canot do more t ha
Do What You Say You Are Going To Do



Trth e/le Ruilee of

Select Five Suspects based on geographic location
Drive-ability To and From

Prepare Five Letters

—ax Them AND Mall Them

TRICKO PITFALLS DESTROYER

You Must Cal | Them on tF
Them in Your Letter

Typically Three to Four Days Later




The MAP

C




Trth e/le Ruilee of

Donodot Schedul e Ot her
the Day you are going to Prospect

Prepare, Mall, Phone Folledp In the
mornings

Do t he-Bygbriwmwmethe aft
AFTER Lunch é



The Follow-Up

. Call Them the Next Day & Send a Letter
- Thank Them for Meeting You

. Or Ask 1 f they got yc
meet You)

- Ask If you can schedule a follewyp
appointment with them



What If | get them on the phone when | call
them to follow-up on the letter or after the
oDr-By e?

Make an appoilint ment t
On another day OTHER than your
prospecting day e

Ot her wi s e é. . YWDWYS



