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Prospecting to Create Interest

When salespeople approach you do you wish they’d have your important interests in mind? 
So do your prospects.

:

How to utilize an effective prospecting system 
that gets results.

IN this course, you will learn how to leverage your past success and use a

proven seven-system to identify, classify, and approach high level people and

successfully create new interest. This system will provide you insight into both sources

of leads as well as information. You’ll learn or be reminded of important areas of 

interest to people in various levels in an organization. You’ll learn how to use that

knowledge to create interest in your solutions. We will also offer you tips on creating

internal advocates from existing clients. You’ll practice how to qualify an opportunity

and how to plan ahead to get the most out of each sales appointment.
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