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C. 7 - Opening Chapter ProfileC. 7 - Opening Chapter ProfileAmanda Albert – Texas StateAmanda Albert – Texas State
 Graduated from Texas State in 1999No sales concentration or national presence
 during those yearsPresident/student founder – SIFEWorks for NetworkIP – Dallas, Tx.
 – Service provider for distributors that offer telecommunications services
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Chapter 7Chapter 7Prospecting
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The Importance of ProspectingThe Importance of Prospecting
 Prospecting- important process of locating potential customers for a product or service
 Key to success – finding new customers More important in some fields – stockbrokers, real estate The world is constantly changing Population changes, new businesses and products, shifting
 of businesses, and distribution changes Customer turnover
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Characteristics of a Good ProspectCharacteristics of a Good Prospect
 Lead- person or an organization that may or may not have what it takes to be a true prospect
 Qualify the lead- determine whether a lead is in fact a prospect
 Prospect- when the salesperson determines that the lead is a good candidate for making a sale
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5 Questions to Qualify a Lead and 5 Questions to Qualify a Lead and Pinpoint a Good ProspectPinpoint a Good Prospect
 Does the lead have a want or need that the purchase of my
 products or services can satisfy? Does the lead have the ability to pay? Does the lead have the authority to buy? Can the lead be approached favorably? Is the lead eligible to buy?
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Does a Want or Need Exist?Does a Want or Need Exist?
 Many firms use the telephone or e-mail to assess needs
 High-pressure tactics may be beneficial to the firm in the short-run, but detrimental in developing long-term customers
 Customers do not always know they want/need item
 Customers have practical needs and intangible needs
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Does The Lead Have The Ability To Pay?Does The Lead Have The Ability To Pay?
 Ability to pay includes both cash and credit
 Salespeople are sometimes surprised at their leads’ credit ratings
 Many firms subscribe to credit rating services
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Does The Lead Have The Authority Does The Lead Have The Authority To Pay?To Pay?
 Finding out who makes the actual purchasing decision is important
 Salespeople can determine by simply asking questions
 Due to downsizing more firms are delegating their purchasing tasks to outside vendors
 System integrators- have the authority to buy products and services from others
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Can The Lead Be Approached Can The Lead Be Approached Favorably?Favorably?
 Getting an interview can be so difficult and chances of a sale are so small, representatives eliminate them as possible prospects
 (Ex. Bank presidents, major executives, and senior partners)
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Is The Lead Eligible To Buy?Is The Lead Eligible To Buy?
 Be sure of status of prospect – wholesaler or retailer?
 Geographic location of the prospect matters
 Exclusive sales territories- particular salesperson can sell only to certain prospects and not to other prospects
 Avoid targeting leads already covered by corporate headquarters
 House accounts-large customers or potential customers that are handled exclusively by corporate executives
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Other CriteriaOther Criteria
 Likelihood of buying No interest in buying Timing of purchase Developing a partnering relationship with a lead Climate of the organization Do competitors have a partnering relationship there?
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How and Where to Obtain ProspectsHow and Where to Obtain Prospects
 Prospecting sources and methods vary for different types of selling
 The following are some of the most common lead-generating methods…
 See Exhibit 7-2 (page 174 in 6th edition for complete list)

Page 13
                        

Satisfied CustomersSatisfied Customers
 The most effective source for leads
 To maximize the usefulness of satisfied customers: 1) make a list of potential references from the most
 satisfied customers 2) decide what they would like each customer to do 3) salespeople should ask the customer for the names of
 leads and for the specific type of help she or he can provide
 Selling deeper- when satisfied customers not only provide leads but also are usually prospects for additional sales
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Endless-Chain MethodEndless-Chain Method
 Sales representatives attempt to get at least one additional lead from each person they interview
 Referred lead- when the name of a lead is provided by either a customer or a prospect
 (Generally considered the most successful type of lead)
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NetworkingNetworking
 Definition: utilization of personal relationships by connected and cooperating individuals for the purpose of achieving goals
 Crucial in selling globally Suggestions: 1) call two people a day; attend one networking event a week
 Chamber of Commerce functions, volunteer groups 2) spend initial conversation with new contact: learn about the business itself and non-business interests 3) follow up with contact on a regular basis
 Send information regularly
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Center-of-Influence MethodCenter-of-Influence Method
 The salesperson cultivates a relationship with well-known, influential people in the territory who are willing to supply the names of leads – “Bell Cows”- herd will follow them
 Buying community- small, informal group of people in similar positions, often from several companies, who communicate regularly, both socially and professionally
 Centers of influence may never buy personally
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Promotional ActivitiesPromotional Activities
 The Internet the fastest growing method of generating leads firms use the Internet to solicit leads in a number
 of ways: listservs, bulletin boards, forums, search engines, banner advertising, and extranets
 E-selling- utilizing e-mail to generate leads SPAM- unwanted and unsolicited junk e-mail
 downside of e-selling
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Advertising and Direct MailAdvertising and Direct Mail
 Trade publications - reach specific audiences Postcard packs- groups of postcards that provide
 information from many firms
 Bounceback card- card returned from a lead that requests additional information
 Many marketing promotions are tied to a toll-free number and the inquirer’s fax machine
 Salespeople sometimes discount the value of leads generated by inquiries
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Trade Shows, Fairs & Merchandise Trade Shows, Fairs & Merchandise MartsMarts
 Trade shows - Primary function of salespeople is to qualify leads Trade fairs – name for trade shows in Europe Merchandise marts – huge places where suppliers have sales
 offices & buyers from resellers visit to purchase merchandise……children’s wear, western apparel, linens, toys, furniture, etc.
 Key to success – find out if there is a need or want to further quality the leads obtained at these events
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SeminarsSeminars
 Used to generate leads, provide information to prospective customers
 Use for specialized markets, are interesting to prospects, with a speaker who is an expert
 Serve good food in a high quality environment
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Lists & DirectoriesLists & Directories
 Public records, telephone books, chamber of commerce lists, newspapers, trade publications, club membership lists, professional associations
 Other secondary sources - know SIC codes, NAICS
 Purchase lists from brokers – U.S.See Exhibit 7.4 – P. 182

Page 22
                        

Data Mining and CRM SystemsData Mining and CRM Systems
 Sophisticated firms uses databases Example – Pioneer has a database of 600,000 farm operations in the U.S.and Canada
 Data mining uses statistical tools to discover insights in large amounts of data
 Example – Eagle Equipment targets its sales calls to best prospects – uses database of 12 million potential customers
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CanvassingCanvassing
 Cold canvas method (cold calls)- sales representative tries to generate leads for new businesses by calling on totally unfamiliar organizations
 Blitz- large group of salespeople attempt to make calls on all of the prospective businesses in a geographical territory on a specified day
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SpottersSpotters
 Spotters (bird dogs)- individuals who, for a fee, will provide the names of leads for the salesperson
 Outside paid consultants are used to locate and qualify leads and is a way for small firms to secure business with very large organizations
 Drawback to spotters: may be misconstrued by the customer as exploiting the relationship
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TelemarketingTelemarketing
 Definition: systematic and continuous program of communicating with customers and prospects via telephone
 Outbound telemarketing- telephones are used to generate and then qualify leads
 Inbound telemarketing- uses a telephone number that leads and/or customers can call for additional information
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Limitations of Telephone ProspectingLimitations of Telephone Prospecting
 Customers may find telephone calls an annoying convenience
 Telephones limit communications to verbal messages
 Attracting and maintaining the customer’s attention and interest is harder over the telephone than it is in person
 Outbound telemarketers sometimes call firms without knowing anything about them
 Saying no is much easier over the phone than in person
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Sales LettersSales Letters
 Set up a prospecting plan
 Limitations:
 -once sent it cannot be modified to fit the prospect’s style
 -no chance to alter the message on the basis of feedback
 Make sure the sales letter stands out to not be accidentally thrown away in the receivers junk e-mail
 (solution: include a promotional item with the mailer)
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Sales LetterSales Letter
 The salesperson must first consider the objective of any written communication and the audience
 The opening paragraph must grab the reader’s attention In the body of the letter you must consider why the reader
 would and would not want to take the desired action
 (If the salesperson and buyer do not know each other, devote part of the section to increase credibility)
 The final paragraph should seek commitment to the desired course of action
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Other Sources Of LeadsOther Sources Of Leads
 Personal observation General business publications – Wall St. Journal, Business
 Week, Fortune, other trade journals Local newspapers Nonsales employees within the firm Government agencies Friends
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Lead Qualification and Management Lead Qualification and Management SystemsSystems
 Lead qualification system- process for qualifying leads
 Prequalification- way of determining whether leads are qualified before even turning them over to the field sales force
 (helps salespeople use their time wisely)
 Even though leads may appear to be good prospects sometimes a salesperson can still waste his/her time
 Lead management system- part of the lead process in which salespeople carefully analyze the relative value of each lead
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ContinuedContinued
 The judicious use of technology makes lead qualification and management more efficient and effective
 Most salespeople keep track of leads through computers
 A salesperson’s use of software and hardware to track leads and prospects is often tied into a large, complete corporate system for managing prospects and salespeople’s time and territories
 The profitability of sales resulting from various lead-generating activities should be calculated
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Overcoming a Reluctance to Overcoming a Reluctance to ProspectProspect
 Reasons: -worrying about worst-case scenarios -spending too much time preparing -being overly concerned with looking successful -being fearful of making group presentations -feeling intimidated by those with prestige and power -compulsive need to argue, make excuses, or blame others
 Must be overcome to sell successfully Discipline and persistence pay off
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