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Prospecting Skill Guide

| consistently bring in business from my Key Prospect List

| set aside weekly uninterrupted time to schedule prospecting appointments

| use various resources to research information about Key Prospects

| have instituted a “third party referral” process to gain access to the “decision
makers” on my Key Prospect List

5. | constantly show my prospect list to everyone | know

6. I clearly communicate our target profile to my Centers of Influence

7. 1 getinvolved in the community to build my referral network
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I build relationships with gatekeepers
.| create a folder for each targeted business

10. | review my prospect list regularly to stay focused

11. luse the expert/ advisor value proposition in selling

12. | use effective value statements to gain first appointments

13. Before | make a call on a Key Prospect, | develop clear and specific objectives
for the call

14. Before | make a call on a Key Prospect, | review my Account Plans to ensure
that my calls pick up where the last one left off

15. In the early stages of a call, | build rapport easily

16. | am comfortable exploring and discussing with my prospects their long term
strategy and objectives

17. Onfirst calls | am comfortable exploring history and business operations

18. 1 am successful at uncovering a prospect’s implied needs on a call

19. On every call, I look for multiple needs

20. Before the end of the call, | articulate possible solutions that closely match the
prospect’s needs

21. | am comfortable addressing objections about price and structure of our
products

22. | always ask for another appointment before | leave the current call

23. 1 keep my Account Plans updated as | learn more about a Key Prospect

24. When | make telephone calls against my Key Prospect List, | get
appointments 25% of the time

25. When | make first calls against my Key Prospect List, | get some type of a
sales opportunity 75% of the time

26. Over the last 6 months | have closed some type of business with 25% of the
Key Prospects | have called on
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Please check the response that best describes your use with each sales behavior:1. | am not comfortable with
task/behavior or don’t do it effectively 2. I will do task/behavior when ““required” 3. I perform the task/behavior
comfortably and consistently 4. 1 am highly competent with this task/behavior and use it always
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