
  

 

  SALES PERFORMANCE SERIES 

Prospecting for New Business 

Prospecting for New Business is a program that enables sales professionals to keep their pipelines full 

while they continue to sell. This program provides highly effective methods for planning, organizing and 
measuring prospecting efforts, techniques for optimizing time spent prospecting and real-world practice in 
implementing these methods. 

 

The key to successful selling is successful prospecting. 

Unfortunately, prospecting is challenging and often frustrating, with no 
immediate gratification. A sales professional with no structure or plan for 
their prospecting activities often falls back to focusing disproportionately 
on selling to existing accounts ɀ causing the pipeline to shrink.  
 

Prospecting for New Business teaches sales professionals to 

integrate prospecting into their daily work routine in order to generate 
better sales results. Sales professionals will gain critical prospecting skills 
and techniques, including ways to gain and maintain a positive mental 
attitude.   
 

Prospecting for New Business modules and topics include:    
 

¶ Understanding the importance of prospecting 

¶ Creating a personal prospecting plan with achievable goals that 
integrates prospecting into the workday 

¶ Organizing prospecting activity 

¶ Goal setting  

¶ Prospecting process 

¶ Effective prospecting methods to efficiently target high potential 
customers 

¶ Selling the appointment vs. selling the product 

¶ Using the Seven Steps to Prospecting to get beyond requests for 
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¶ Maintaining discipline, keeping motivation high and maintaining a 
positive mental attitude 
 

 All Sales Readiness Group solutions are tailored to the exact requirements, 
culture, and challenges of your organization.  
 

 Program Delivery 
 
¶ Group Workshops 

¶ One-On-One Coaching 

¶ Group Coaching 

¶ Web-Based  
Synchronous Sessions 

¶ Train the Trainer  
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 More Sales  
 Performance Programs 

 
¶ Introduction to Selling 

¶ Customer-Focused Selling 

¶ Managing the Territory 

¶ Achieving a  
Competitive Edge  

¶ Value-Driven Selling  

¶ Strategic Business 
Development  

¶ Selling to Multi-Level 
Decision Makers 

¶ Strategic Multi-Level 
Selling  

¶ Value-Added Negotiating 

¶ Enhancing Professional 
Presentation Skills 

¶ Exceptional  
Customer Service 

Sales Readiness Group, Inc.  
Sales Readiness Group provides clients with customized solutions that improve sales performance,  
develop sales leaders who inspire and drive great results, and build more effective sales organizations. 
8015 SE 28th Street, Suite 206, Mercer Island, WA 98040, Toll Free: 1-800-490-0715 
info@salesreadinessgroup.com, http://www.SalesReadinessGroup.com 
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