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PROSPECTING FOR CUSTOMERS

PART 1

Where do you find good customers?   First, you have to define ‘good.’   Describe below a ‘good’ customer.

What, exactly, is a prospect?
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PROSPECTING

Where do you find prospects?

1.________________________________________________________

2.________________________________________________________

3.________________________________________________________

4.________________________________________________________

5.________________________________________________________
3 RULES OF PROSPECTING

1. ________ __________________________________________________________ 

Make prospecting a part of your everyday activities. You can prospect anywhere and anytime there are people present.  That doesn’t mean you’re going to put a hardsell on neighbors and people in line at the grocery store.  It does mean you’ll consciously stay open to your opportunities for success all around you – wherever they may come from.

2. ___________________________________________________________________

Show genuine interest and concern about your prospect’s needs.  When you’re focused on helping your customer be successful, value will result.  Don’t forget, selling is all about meeting your customer’s needs – not yours or your company’s.

3. ___________________________________________________________________  

Make sure that you’re projecting an image of confidence and enthusiasm that you and your company’s products and services are the best value for your prospect.  Confidence inspires confidence.  Your confidence raises your prospect’s comfort level in buying from you and your company.  

PROSPECTING LOG

NAME:_____________________________  MONTH:___________________________

PROSPECT NAME:___________________________COMPANY:_________________

SOURCE:______________________________DATE CONTACTED:______________

DATE FOLLOWED UP WITH REFERRAL (IF APPLICABLE):_____________________

ADDITIONAL REFERRALS GAINED FROM SOURCE ON FOLLOW-UP:___________

PROSPECT NAME:___________________________COMPANY:_________________

SOURCE:______________________________DATE CONTACTED:______________

DATE FOLLOWED UP WITH REFERRAL (IF APPLICABLE):_____________________

ADDITIONAL REFERRALS GAINED FROM SOURCE ON FOLLOW-UP:___________

PROSPECT NAME:___________________________COMPANY:_________________

SOURCE:______________________________DATE CONTACTED:______________

DATE FOLLOWED UP WITH REFERRAL (IF APPLICABLE):_____________________

ADDITIONAL REFERRALS GAINED FROM SOURCE ON FOLLOW-UP:___________

A prospect has a need or might have a desire to own our product or service.
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