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PROSPECTING

Prospecting is the most important part of the business. If it is done correctly, the salesperson’s job is 50% done. But it must be done properly, and you must do it thoroughly. 

When prospecting, remember just one rule: ‘Advertisers Advertise’ so we must pick up all the people in the area that are presently advertising. If you do it correctly, your job is half done.

A guide to prospecting

Supermarkets: look for flyers, magazines, ads on the back of the tapes, brochures

Real estate magazines

Sports Publications

Advertising Boards

Bulletin Boards

Cash Register tapes

Flyers and Business cards (taped or tacked )

The County Court house

Listings of local business, listing of new businesses, 

Chamber of Commerce - membership lists, local maps with ads on them

Local Newspapers: if a daily get the last 15 copies of their best advertising day

Weekly Newspapers: get the last 15 issues

Drive around the area and write down the names of businesses.

Web sites

Signs and banners announcing

‘Grand Opening,’
‘Under New Management,’
 ‘Now Open,’ etc.  

all really mean:

 ‘Advertising salespeople, please call!’

Other essential Forms of Prospecting

Shoppers Guides, traders or green sheets

Bowling alley sheets and the ads on the boards in the alleys

Maps of the area with a lot of ads on them

Catholic Church Bulletins ( some Lutheran )

Motel Publications

Local phone books

Restaurants: Place mats, bulletin boards, menus

High schools and colleges: schedules, calendars, yearbooks, newspapers and programs

Library: city directory, Polk directory, high school annuals

Billboards

Shopping malls: bulletin boards, flyers

Signs, signs on taxis, buses, park benches, bus stops, trash cans, the back of the rest room door

Advertising is everywhere; you can’t drive from your home to your office without seeing all kinds of local ads for all kinds of businesses. And they all need websites and have computers….
STRATEGY OF THE PHONE PRESENTATION

This is sometimes called “Getting the prospect in the box” or “the funnel close”. What it really is, is setting up a strong appointment to close a high percentage of in-person closes.

All the appointments you go to see, must have all 5 of these points, you have a strong appointment and will close over 90% of your in-person closes.

If you are lacking in even one area, the prospect will have a hole to weasel out of! Be prepared.

1. What you are selling

----------------------------

      4. Urgency                                                                             3. Price Disclosure

--------------------------

2. Qualifies / Decision Maker

5. See you now.

‘Hello,  __Prospect____

My name is ___Name___. I am calling representing a local company that helps many companies get more customers and do more business. We help with their websites, databases, computers and integrated online marketing campaigns. The reason I am calling is because we’d like to come out to see you concerning developing a custom website and online marketing campaign for your company, also.’
‘And our services are very inexpensive.’  (How Much?)
‘That is the best part of our program – it can be as little as $20 per week for the year, for up to 4 custom designed web pages, with your own domain, 1 year of hosting, we ask for half down to start and the balance when you approve the final design a week or two later, - or we knock off an add’l 10% for customers who pay in full at the time of initial order…’
(Do not pause)
‘But I am not trying to sell this over the phone, --Name__, my partner Kevin would like to come out and meet you folks, show you our program, if you like it , great - we’d love to have you with us, if not, we shake hands and part friends! Would that be fair?’
‘Does anyone else need to see this? Are you are the one who ok’s ad copy, websites, logos, ad copy etc, writes the checks? – or tells the salespeople no, we’re not interested, if you don’t like it… Are you that person?’
Well, if you are like most people, you want more customers now! So we had better come out and see you. Are you located at ___Address___? And this is the best number to call you :  ___Ph. Number _____, ___mr/missProspect___.?
So if kevin leaves right now, he will be there in  less than an 1 hour…1 hr. Will you be there that long? We’re on our way; see you in a few minutes, then….

Nothing good can happen between the time you hang up the phone and the time you get there. If you have a qualified appointment, go now, not later, not 2 hours from now, not tomorrow. “I’m coming to see you now.” Now means now.
“Thx.”
“Bye. “
     There are 5 parts to a qualified appt.

The customer has to have been made aware of these five points – and if he/she isn’t screaming ‘no, don’t come.’ we’re on our way.
     1 – They need to know what we are selling – they need to know what we are selling – the benefits:

     2 – The prospect has to be qualified as to whether this person has the authority within the prospect’s company to accept or decline our proposal – which means giving us the copy and graphics, write a check and sign the agreement.

     3 – Price / how much? – they decision-maker needs to know how much money our product/service costs before we arrive for the appointment, so they are better prepared to make a decision today. 

     4 – Urgency – the customer has to believe our urgency, has to understand why they need our service/product now. This is very important, if we are going to leave the appointment with a check on the first in person appointment….

     5 - ‘See you now’ / ‘on your way now’…. This means that they were interested enough in what we are selling enough to ‘drop everything’ and invite us over now – 

Not ‘later on in the week’, not ‘next week’, not ‘let me get the appt. book out’…..  

But, ‘I’m on the way; see you in a few minutes….’
‘Ok’’
‘How to sell websites, database work and other computer services.’

About websites – what are we really selling? 

Our clients receive, among other benefits, ‘inexpensive, worldwide exposure’ ‘you want thousands of people to be able to see your products or services don’t you?’
What is a website?  

One answer might be:

A website is a ‘file’, hosted on a computer called a ‘server’, with an address, exclusive to that file, that computer users can ‘see’, if they type that address into their browser and hit enter.

Features vs. benefits - Features may include – ability to view photos and text, colors, animated gifs, prices, etc. - benefits include the fact that that file is accessible to anyone in the world with access to the internet. 

Worldwide exposure!

About selling – Control. 

What is control? Who controls the interview? Why is control important? How come I never see anything in the other sales books about control?

(If you are not in control of the interview, you are out of control. It is important that the experienced salesperson always controls the flow of the interview. If you are not in control, you are out of control. )

Ethics, 

Treat these people as your family and friends - always try to put what is best for their business first, and it will come back to you. 

No lying, cheating, or stealing. You will make much more money in the long run if customers come to see you as an asset, as a valuable resource that they can count on to help them with their companies business. Be someone the customer can believe in, they will give you more business, referrals, respect, money….

Dress – if you want to be seen as, and treated as, a business professional - you will have to look and act the part. Wear the proper ‘costume’ for the image you are trying to convey…

Responsibilities of a salesperson – What is ‘CCC’? – 

Copy, contract & check.

Salespeople are responsible for all three – copy, contract and check – no ‘deal’ is complete / commissionable - without all three.

Use Strong Language. 

People expect sales people to use strong language. 

If we, as salespeople aren’t believers, how can we expect others to believe? 

Enthusiasm sells.

Sell on purpose.

How do we get our leads?

     Advertisers advertise. 

     People who have a budget for advertising and who understand ‘the power of advertising’ are easier prospects to sell.

The 80 / 20 rule

Let’s try to do business with the 20% of the businesses that are currently spending 80% of the advertising dollars.

Find all the people in the area who are advertising – look in the newspaper, TV, radio, flyers, posters, brochures, flyers, yellow pages, directories, real estate magazines, bathroom walls, etc.. If they are advertising, we want to contact them. If they aren’t, why waste our time trying to get someone to do something they don’t understand and won’t appreciate. You don’t have enough time to contact all the good prospects, so why waste your time trying to educate and sell people who don’t understand and don’t have ad budgets between $10 and 100,000?...( smaller, who needs ‘em?! and larger, they probably need/have an ad agency ) 
Who to contact – 

Qualifying the decision maker –

It only makes sense that we only want to spend our time talking with people who make the companies’ advertising and promotion decisions. 

Contact people / companies without sites who you believe will benefit from inexpensive worldwide exposure. 

Contact companies with sites when you believe we can do a better job for the customer than what they currently have.

Where to get leads- 

advertisers advertise – they are everywhere – make sure you have a huge stack of leads so you have the names and phone numbers of lots of prospects you are excited about calling.

When – 

Timing is everything! 

Call them today! Go see them today!

Businesses ‘under new management’ – ‘grand opening’ – ‘opening soon’ – etc…

Are all great prospects – businesses in transition, are often open to transitions / changes -

When experienced salespeople see these signs, they smile and rub their hands together!:) These signs actually all translate to the experienced salesperson,  to ‘please call now!’

What to say on the phone –  

     We want to go on ‘qualified appointments’ only. 

If the appointment is not qualified, don’t go!

Theory: 

The script: 

Preparing the customer to buy

Pacing the customer

What to say when on the in-person close – 

     Chronology of the in person close

1)  The warm-up. 

Remember always to take a few minutes, usually at the beginning of the interview, to ‘warm-up’ the customer. Make some small talk; take a sincere interest in this person. Later on, when you are trying to convince this person that your proposal is a sound one, - and they are unsure as to what is the best decision for their company, the time you invested in trying to become friends with this customer, the time you spent trying to get them to like you, to see you as a person, not just as someone coming in asking them for money, may make the difference between getting the sale, and walking out with nothing. Remember these are people not machines, and we all make buying decisions for many different reasons.

People want to do business with people they like and trust. Try to be one of them if you desire a career in sales.

2) The presentation

3) Show them your portfolio of websites from the beginning to the end of your presentation book.

4) The first trial close – the assumptive sale – start to draw up a website for the customer and assume they are going to buy it. If done correctly to a qualified prospect, a large majority will go along with you, help you design it and will assume the sale.

5) If that doesn’t work , you will have to probe the prospect about why they aren’t buying, what is keeping them from making a decision today, you must isolate the objection(s), overcome the objection(s) and then go back into a close.

6) Ask them to buy – using other closing approaches….

7) Get the copy, complete the agreement and get the check.

8) If that doesn’t work, you must call your sales manager before you leave the prospect’s place of business, who will try to help you close the sale, by doing a third party close. 

9) If that still doesn’t work, you must keep selling or make a decision to move on to another prospect! 

Overcoming sales objections:

     There are four real reasons people don’t buy. Only four! No more and no less. The reasons people don’t buy always includes one, two, three or all four of these objections. 

Your job, as a determined salesperson trying to overcome sales objections is to figure out which objection or category of objections is holding them back from making the decision you are hoping for, is it one objection / category of objections or is it two or three or perhaps all four reasons / categories?
You must isolate the objection(s) and overcome them, one by one, always discussing the money objection last. And then go back into your closing statements.

It is always one of these objections, or a combination. 

You have to understand why they aren’t buying, if you are going to overcome their objections, and ultimately sell them.

The four reasons they don’t buy are:

1) The product / service – they weren’t sold on your product or service, they weren’t buying whatever it is / was you are / were selling

2) Cash / how much, the money! (It almost always comes down to the money!)
3) The timing wasn’t right / you weren’t selling urgency or they weren’t buying your urgency - they don’t understand why they would want to give you a check today.

4) You did not establish credibility and / or trust. They did not believe if they gave you money, they would actually get what they wanted, what your were proposing.

The work ethic and probabilities. “the harder I work, the luckier I get!’
The ‘contract’ – (called the ‘agreement’) – written down so everyone has a record of the transaction later on. 

The credit policy – simple, we accept anyone!  We don’t run business credit checks, it is too expensive for the large number of small businesses that are our target customers.  
Our credit policy is very simple: if the client is ‘strong enough’ to sign all 3 copies and put ½ of the total contract amount down, they are approved. 
Exceptions are porno sites, drug sites, political hate sites and adult sites. If your mom wouldn’t approve, and be proud of you, them and us, then neither do we as a company and let them get someone else to do it.
Customers can also receive an additional 10% discount for payment –in-full when full contract amount is received by the salesperson at the time of signing the original agreement. 

Non-approved companies are accepted on a case-by-case basis. Talk to your manager about the potential customer.  
Down payments – Half down with the original order is the standard on sites below $5000. Non-approved companies are accepted on a case by case basis. We reserve the right to revise the commission schedule on contracts where the salesperson has revised the credit policy without consulting the office or the sales person’s sales manager prior to accepting the order.
Commissions – Commissions on websites are paid on ‘dollars in’, that is, as a percentage of the total dollars collected and brought in by the salesperson. When the client puts half down, the salesperson gets there % age of that amount – not the total contract. When the client pays the balance, the salesperson gets their balance. ‘Dollars In.

No commissions are advanced or paid in advance of client checks.

No commissions will be paid until all parts to the ‘deal’ –CCC – are turned in and accepted by the publisher. 
Congratulations! You have your own business! The American Dream! But, remember, all salespeople - for tax and legal reasons - are considered contractors, not employees and are paid as such. 
After the end of the calendar year, in January, salespeople will receive an IRS Form 1099 describing their total earnings from the previous year. Taxes, withholding, social security, keeping track of legitimate business expenses, etc. are solely the salesperson’s responsibility, as are any other accounting and legal issues that may arise from being a self employed business person.
Welcome with us and good luck! We are looking forward to a long and mutually beneficial business relationship!
