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• Online search secrets
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Rule # 1 Understand the Purpose  

• The purpose of prospecting is to create enough 
interest and attention  so that the prospect will want 
to have a conversation with you.  



How Has Prospecting Changed?



What Does That Mean to You? 



Know What Buyers Care About



5 Steps to Prospecting Success

• Target- Decide on a niche or vertical market 

• Research- Before you contact

• Engage

• Qualify

• Timing  



Step# 1  Target Effectively

• Have a Plan: Make a Top 10 List!
• Who are your  best prospects?

• What industries, what vertical markets? 

• What job titles do they have?

• Where are you most likely to find them?

• Who don’t you want? 



Step # 2 Research (Before Contact)
• Their website

• Google and Google Alerts

• Business Journals

• Manta

• Business Trade Associations

• Social Media: LinkedIn®, Twitter, Facebook

• People who may know them



Company Website



Use Business Journals



Manta: Free Business 
Research & Connections



Set up Google Alerts 
www.google.com/alerts



Focus on Trigger Events
The art of being in the right place at the right time 

Company Merger or Name Change



Trigger: New Product Launches



Trigger: Event Sponsorship



Trigger: Employee 
Retention or Recruitment



Step # 3 Engage 

• Send a value based message or 
dimensional mailing  

• Connect on LinkedIn and Social 
Media

• Prepare a Special Report for your 
Target Market



Connect By Offering Solutions…

• Would you like MORE & BETTER QUALIFIED LEADS 
AT YOUR TRADE SHOW BOOTH? 

• HERE’S A PROVEN WAY TO REDUCE WORKPLACE 
ACCIDENTS…

• What if you could GET TWICE AS MANY PEOPLE to 
test drive your cars? 



Use Direct Mail with Promo

•Choose creative packaging that 
makes recipients want to open your 
mail. 

•Communicate a message with a 
promo product that’s timely, 
creative and interesting. 



Step # 4 Ask for a Meeting and 
Qualify
• Do they have an immediate need?

• Are they the decision maker?

• Do they an ongoing need for promotional 
marketing?

• Do they value your ideas or are they just looking for 
the lowest price? 

• Would you enjoy working with them?



Leverage LinkedIn® 
Have a Professional Profile and Photo 



Have Keywords in the Headline



Use the LinkedIn Search Function



Make Connections on LinkedIn

• Don’t use the generic: Send a personalized 
message to each person. 

• It was great seeing you at the chamber 
meeting yesterday.  Congratulations on making 
The Top 100 Companies list. Let’s stay 
connected. Please join my LinkedIn Network. 



Step #5 Timing 
• Contact for several weeks in a variety of different ways 

always providing value. 
Direct mail- Lumpy Mail
Phone call
Email 
LinkedIn
Virtual Sample or Promotional Gift 
Interesting Article, Research Paper

• Contact: Tuesday through Friday: Best time to reach 
decision maker: before and after normal business hours



Offline Prospecting
Network Strategically:
Where can you meet your best prospects? 

- Professional Organizations

- Trade Shows in Which They Participate

- Business Journal Awards Dinners

- Alumni Associations 

- Current Clients Give Referrals



More Offline  Prospecting

Form alliances with complimentary businesses:

-printers, graphic artists, trade show display. 

Create Referral programs: 

• Be specific about who you would like to meet

• Practice what you preach… 

• Establish a gift for referral program  



Keep at It

• Never stop prospecting.

• Mark time on your calendar every day.

• Follow up fast with all good prospects and referrals. 

• Don’ forget your current clients are great prospects 
for referrals, alliances and more business.



To Sum Up

• The more you know about your clients needs, the 
better chance you have of creating sales 
opportunities

• Use Google Alerts to trigger sales

• Use LinkedIn® to make  powerful connections

• Use Direct Mail with Promo

• Provide value that’s important to your clients and 
prospects and watch your sales grow!



About Rosalie Marcus 

Rosalie Marcus, The Promo Biz Coach™, teaches 
promotional products sales professionals how to sell 
more at higher profit margins to better clients.  

Get a FREE Special Report 10 Proven Ways to Thrive in

Promotional Products Sales at: 

www.promobizcoach.com

Contact Rosalie@promobizcoach.com 215-572-6766
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Please complete your 
session evaluation now to 
receive credit for session 

attendance.


