Creating Sales Smart Cultures
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1
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PROSPECTING IN
THE CONNECTION
ECONOMY
In a perfect world, all our leads and business will come to us!
However, we know that will not be the case. That means we have to be pro-active, we have to hunt for
business and know how to leverage different methods so that we can continually connect with, and
position ourselves at the forefront of our potential buyers mind.

www.3RedFolders.com

PROSPECTING IN THE CONNECTION ECONOMY | FILL THE FUNNEL

WHAT MAKES THIS DIFFERENT?
We walk our talk and get our participants too, as well. Every participant will have made at least one
prospecting attempt by the end of the training!! A recent example was a 70% success rate in
appointments made from within a packaging industry team prior to them leaving the training.

KEY FOCUS
1. What prospecting really means and how to combat the sabotaging behaviours
2. The ripple effect and importance of prospecting for business today
3. How to position yourself in this competitive sales marketplace
4. Identify what makes you different and frame it in a way that is compelling and commercial
5. The different prospecting methods including: phone calling, referrals, social selling and direct mail
6. What to say when you pick up the phone or leave voicemail
7. How to send a prospecting message that captures your purpose immediately
8. Describe the most effective social media platforms and how to position your personal brand in a
digital world
This one-day workshop will ensure the participants elevate their levels of bravery, strategy and
opportunity to what really matters in selling - finding and retaining buyers!

WHO WILL BENEFIT
• Salespeople in a quota bearing role
• Telesales and telemarketers who need to pick up the phone to strangers
• Sales leaders who need to walk their talk
• Businesses wanting to launch new products into new markets

INVESTMENT
$5,500 per day

VALUE RECEIVED FROM ‘BOOTS ON THE GROUND’
In working with 3 Red Folders, our outbound phone prospecting has definitely improved. Through their
group training and coaching program centred around ‘prospecting’ we have been able to create a
strong positioning statement for the salespeople, as well as gain clarity around our value proposition.
This framework we have created removed the call reluctance previously experienced by the team,
making each call relevant and personal to the recipient. Our narrative flows authentically and is still be
used by the entire sales team two years later. The tools provided, such as a list of potential rejections
and a method and response to handle those, has ensured, and continues to ensure, our appointment
making is successful.
Dwayne Salisbury, Head of Sales, The Omni Group

Book Your Prospecting Workshop Today on +61 3 9746 2171
www.3RedFolders.com

