JUST MAKING MORE CALLS DOESN’T GUARANTEE SALES
SUCCESS!
Do you find that there are just not enough hours in a day? Are you working long hours, making call after
call, but you still don’t sell enough to even come close to reaching quota? If you answered yes to these
questions, you may be one of the many sales representatives who mistakenly believe that being busy is the
same as being effective.
You can be successful in sales and not have to work 24 hours a day. It may be an old cliché, but you just
need to learn to work smarter, not harder.
For example, I was working with a sales representative who was a cold calling buzz saw. From morning
until night, he would bang on doors, rarely stopping to even eat. Was he busy? You bet! Effective? Not
even close! In fact, this sales rep was on the verge of dismissal for lack of sales production.
This sales rep knew he had to make prospecting calls to be successful. The problem was that he really
didn’t know how! On every call, instead of qualifying the prospect, he was just dropping off his business
card at each door he called on. When you think about it, a Canada Post letter carrier could have done that
for him!
The purpose of any prospecting call is to for you and the prospect to agree to move to the next step in the
sales process, normally the fact find. Not only must it be the right solution, it also must be at the right
time.
In other words, a prospecting call is considered successful if you can answer the following questions:
1. Is this company actually a prospect?
2. If yes, are they a prospect today?
3. If not today, then when?
Whether you are knocking on a door, telemarketing, or about to send an email to another social network
contact, if you do not plan to answer these questions, you are only wasting your and the prospect’s time.
Before you make your next prospecting call, rehearse a headline that generates interest. Then create 3 to 5
qualifying questions to help you determine if you are working with the right prospect at the right time. For
those that are not prospects today, create a follow up file system to make sure you contact them when they
will be. Lastly, script a question that obtains agreement from your prospect to move to the next step in the
sales process.
Would the sales rep I told you about agree this works? I think so, however, we’ll have to wait until he gets
back from attending another one of his company’s monthly quota buster’s lunch before we can ask him.
Aim Higher!
For more information on creating the right qualifying questions to ensure you are working with the right
prospect at the right time, download our eBook, Action Plan For Sales Success available at
www.b2bsalesconnections.com/action_plan_for_sales_success.php.
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Are you looking for more sales tips to help you reach your sales potential? Join our free webinar "Tips To
Sell More" to find out what you can do today to sell more tomorrow, as we share tips from top producers.
Visit www.b2bsalesconnections.com/webinars.php to register! Webinar doesn't fit your schedule? View
the presentation video in our Download Centre at www.b2bsalesconnections.com/download_centre.php
Do you need an expert sales management coach who is affordable and accessible? For less than an average
dinner out, you can consult with us every day and receive the personal direction you need. For more
information, check out www.b2bsalesconnections.com/coaching_services.php
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