5 Things You Can Do To Jump Start Your Prospecting

and 

Generate Quality Sales Leads

by Kevin Toney
No matter how fantastic your product, popular your services or great your customer service, you are going to lose customers or clients.

 

People will stop doing business with you for a variety of reasons, so it’s important that you have a system to acquire new prospects that you can convert to new clients or customers. In sales and marketing it’s commonly known as “filling your sales pipeline”.

 

Here are five things you can do to jumpstart your prospecting and develop a steady flow of quality sales leads. 

 

1. Block off time daily to plan and conduct prospecting activities.

I recommend that you set aside a specific time of the day to do your prospecting activities. Prospecting is like exercising. We all know we need to do it regularly because of the many benefits, but we never seem to find time to do it. Just like you need to develop the habit of exercising, you also need to develop the habit of prospecting. So set aside at least an hour everyday to do your prospecting.

2. Clearly identify your target market.

If you are a regular reader of my newsletter you are probably getting tired of hearing me say this, but it’s such a critical element to the success of your prospecting. Do you really know who your ideal client or customer is? Do you have a written description? If you know specifically what kind of people or business is most likely to buy your products/services, it makes it a lot easier to find them. Clone your best clients.

3. Implement a referral program. 

If you have an existing client base that you have been nurturing over the years they should be open to the idea of giving you referrals.  But it’s up to you to be proactive and encourage them to provide you with referrals. It’s up to you to promote the idea of referral giving to keep it “top of mind”. A proactive referral program will give you a steady flow of quality prospects. Make sure you acknowledge all referrals with a thank you card or gift.

4. Entice your target market to respond to your marketing with a free offer.

Everyone loves to get something for free. If you understand the problems and concerns of your target market, you should be able come up with something you can offer. For example: free newsletter, free trial, free sample or free seminar. The major benefit of this strategy is your prospects will start calling and emailing you instead of you chasing after them.

5. Improve your follow-up program.

What’s your follow-up system or process? Research has showed that about 60% of all sales leads fall through the cracks because of poor or inconsistent follow-up. So make sure you put your follow-up system in place before you implement your prospecting strategies. I was hired to do a marketing check for a client. They were getting about 56 leads a week using idea number four, but barely had a follow-up system, so they weren’t making as many sales as they could.


Get to work planning and implementing these five tips and you will see a significant increase in the number of quality prospects or leads to put in your sales pipeline. 

 

Author: Kevin Toney is “the Marketing Coach”. Kevin coaches small business owners on how to attract more customers, increase repeat business and generate referrals. Call 204-783-6342 for a free over the phone Coaching Session. Check out: http://www.MarketingMadeEasy.ca
