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CREATE YOUR
PROSPECTING
SCHEDULE

More Profitable Sales. More Sustainably.
In Less Time.



Prospect
Start with a Diagnostic

Why do customers buy from you?

Why do customers NOT buy from you?

How much time should you spend prospecting weekly?

How much time should you spend researching and planning weekly?
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What customers are the most profitable?

What customer’s are the least profitable?

When do customers buy?

Are customers buying a necessity or a “Nice To Have"?

What are their options (other than buying from you)?
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What will they do if they don’t buy from you?

What % of your sales are via Referral? And what % of these close?

What IMPACT does your product/service have on customers financially?

Is your customer focused on gain or pain avoidance?

When do you discuss pricing?
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Example Email Campaign Structure

Day 1Message: Email direct to decision maker. Refer to
challenges they are facing, outline how we've helped similar
companies, link to Landing page

Day 3 Message: Refer to your previous email, ask for a call.
Content: 1st article

Day 5 Message: New Headline and focus on new value
statement.

Content: 3rd Party Link/article on industry related topic of
interest

Day 7 Message: New Headline and focus on new value
statement. Ask for a call

Content: 2nd article on specific aspect of your product or
service

Day 9 Message:Reference previous email ask for a call.
Content: Interesting article or download.

Day 12 Message: New headline and reference your previous
emails.

Content:3rd article of value to prospect

Day 18 Message: reference previous email, offer new date
and time for a call. Content: 3rd Party article.
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Example Campaign Structure

O 0O N O U1 & WINN =

Y
-

RESEARCH PROSPECT LIST AND REFINE

CALL TO CLARIFY CONTACT DETAILS AND EMAIL. Then Email

CALL DECISION MAKER USING SCRIPT. VOICEMAIL 1

CALL TWO WEEKS LATER. VOICEMAIL 2

CALL TWO WEEKS LATER. VOICEMAIL 3

SEND A BROCHURE. Follow them on social media

CALL ONE MONTH LATER AND INVITE TO EVENT

SEND THROUGH CASE STUDY/TESTIMONIALS

ONE MONTH LATER SEND SOME NURTURING CONTENT

LEAVE IT SIX MONTHS
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Your Prospecting Process Steps

O 0O NNO U1 & WIN -

Y
©
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Take your goal for Qualified Leads
and Sales Opportunities and set
specific sub-goals for each tactic

you will use.

Tactic Annual Monthly Weekly

Referrals

Networking

Events

Telephone

Email

LinkedIn
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Prospecting Schedule

Write down when you intend to do your prospecting. What days and what
times?

Prospecting Toolbox
Write down the specific tools you will use in your prospecting plan.

What videos?

What Content?

What emails?
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- PREPARATION

- RAPPORT

- EXAMINE

- SHOW

E - ELIMINATE NO

N - NOW ASK

T - TOTAL AFTERCARE

L m 0 O

Ronan Kilroy
Call Ronan on +353(86) 7732201
Email Ronan coachronan@insthinktive.com

Insthinktive Sales Leadership Ltd. | Blanchardstown, | Dublin
15, | Office 01 8220523

www.insthinktive.com

More Sales, More Consistently, In Less Time
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