Prospectlng in |t§ buns_f’siense is the dem

Some ldeads on how to Pros pect ey

Step One - What are you selling : : : e \ S

e The first stage of prospecting is to fully understand what are your products and services, e
" what are there applications and uses? Hak
e What market sectors / companies / people would be in the market to buy them? 2 o
e Who are the Aindividual so that wfbthesegroduas responsn b
and services?
e Where in these companies would you have to position your sales i.e. will you sell to a
consumer (general public), a purchasing department, middle management, or need the
input from the senior board etc.
e Who are your competitors and what are their strengths and weaknesses?

Having established all this you will now start to get a feel of where you should be targeting your
prospecting activity.
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Step Two T Information Gathering

Now we understand what it is we are selling and who we should be selling to we need to now
gather as much information about these companies / people that we can. Fortunately in this
modern world of technology there are various ways of obtaining this information. The below are a
few to get you started:-

Purchase a tailored mailing list.

If you are selling on the Internet look at how you attract visitors to your site e.g. pay per
click, search engine optimisation, advertorials.

Business Directories or existing database.

Telephone / Face to face canvassing.

Networking events and associations.

Local Business Links or government bodies.

Step Three i Filter what you have gathered

This is now cross matching the information from stage one around who are your potential
customers with the newly acquired list of contacts. This is all about cleansing your list to make
this as accurate as possible.

Step Four 1 Contact Strategy

The next stage is to start to create awareness with your prospects and convert these into sales
meetings. Personally | have always adopted a method of using a warm up strategy before | make
a phone call i.e. mail shots, email marketing, canvas calls etc.

With these methods | advise you always employ a response mechanism where the customer can
come to you (call to action).

After the warm up, is the first sales contact. The purpose of this contact will vary depending on

the type of selling you are engaged in i.e. in some instances it will be to make an appointment for
a face to face visit or in others the sales process is via the telephone and starts with that call.
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