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Mindsets are essential, as they signify how top producers 
approach their work with customers - how they “see” things.  The 
difference between top performers and average performers, 
then, starts in the mind.

Top prospectors see themselves as Change Agents. They are 
problem finders and idea and value seekers.  They help the 
customer see their situation, or a potential development, in a 
completely different light. Top prospectors embrace mindsets of 
Positivity and Optimism.  They have a passion that is contagious.  
They prospect with purpose and with a high level of integrity. 

And finally, Resilience is in their DNA.  When things don’t go as 
they wish, they pick themselves up with energy and vitality.

TRANSFORM YOUR MINDSET
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This, then, is the #1 Secret. If you want 
to become a Top Prospector, Transform
Your Habits of Thought FIRST.



Top Prospectors are fanatical about first defining and then 
pursuing targets that meet stringent criteria.  They are 
obsessive about building and continually refining a database of 
truly qualified targets for what they offer. They concentrate on 
where opportunity exists or where opportunity can be 
cultivated.

But their targets are not just names of companies and 1-2 
possible decision makers.  They approach the organization as a 
whole. They are very active identifying and pursuing multiple 
entry points at the same time when they prospect.

They are particularly keen to “sell in the white space” – by 
befriending and reaching out to those men and women who 
are influencers and users, many who may not even be listed in 
the organizational chart.  Their insights and counsel often 
provide gems and anecdotes that can be the spark to help you 
build the business reason for the call.  

TARGET

AND

FOCUS
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Where do you Target, Focus 
and Concentrate?



BE RELENTLESS AND DISCIPLINED
Top Prospectors are relentless and disciplined.  They have mental toughness to 
prospect DAILY. They recognize that if not done daily, their pipeline dries up and 
that drives failure.  Daily prospecting is demanding hard work.  

Prospecting is all about interrupting. Success in prospecting requires it be done all 
the time.  The telephone is the most important interruption tool.   Yet short and 
crisp emails, letters, networking, social media and faxes are other tools that can 
get attention and ‘tee up’ the call.

The best prospectors are cold-calling zealots. They are maniacal on how they 
spend their golden time.  They establish a system of scheduling prospecting TIME 
BLOCKS, 2-3 times per day.  Time blocks are 1-hour time segments each day where 
the singular focus is on doing outbound calls.  NO disruptions. NO reading emails. 
This is the CODE BREAKER to getting appointments. Nothing gets in the way of 
scheduling and doing the time blocks. 
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Have you established Time 
Blocks each and every day?



Top prospectors are intensely curious about business.  They are 
information sponges. They have a “fire-in-the-belly” desire to 
learn.  They read extensively and always research the customer 
prior to a call.

Top prospectors recognize that they hold their fortunes in their 
own hands.  They ACT. They make ONE MORE CALL. They 
complain very little. Just as top performing athletes train and get 
ready for a game, they recognize that PRACTICE, repeated 
PRACTICE leads to MASTERY.  And mastery allows them to direct 
their future and their success.
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How RELENTLESS and 
DISCIPLINED are you? 

BE RELENTLESS AND DISCIPLINED



ENERGIZE YOUR MESSAGE
Top Prospectors fine tune their message all the time. Their message comes alive by 
being master questioners.  They maintain a library of questions that they rely on. 
They make value statements or ask provocative questions in order to challenge the 
status quo and trigger conversations.

They know that the more the customer talks the more the customer buys.  They use 
FIPQ: FACTS – IMPACT – PROVOCATIVE QUESTION as a model for engaging dialog 
with a customer.  Facts provide context, Impact offers the consequence of the 
situation, and a Provocative Question encourages both parties to gain insight.  Top 
prospectors dig deep to understand and quantify the impact / consequences of a 
customer’s situation.

Top Prospectors focus on creating messages from the customer’s perspective. They 
are business advisors who see improving the customer’s business as their priority.  
They study annual reports, 10Ks and the customer’s online presence to “SEE” the 
big picture of the business, and where gaps might exist.  They engage the customer 
in meaningful discussions around growth, profitability, productivity, and cost-
reduction.
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Have you truly examined 

your message and the 

questions you use?



TRACK AND MEASURE
Top Prospectors are driven by their pipeline each and every day.  They 
create a simple pipeline spreadsheet where they list and see all their 
opportunities daily, even if they have a CRM tool that tracks their 
opportunities.  

They have the worksheet open all the time, as seeing the pipeline DAILY 
motivates moving opportunities through the sales cycle. They see their job as 
NUDGING each opportunity to raise the likelihood of being selected and of 
accomplishing their sales goals. 

Top prospectors track conversations and appointments as the most 
important indicators of future success.  They drive personal accountability by 
reviewing results via one-on-ones with their coach each month.    

But tracking numbers is not just about their own performance.  They also are 
tuned in and alert to everything the customer experiences to ensure the 
customer is delighted with their work.
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Do you know YOUR numbers?
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1. Examine your MINDSET – is it contagious?  Are you a change agent?
2. Are you crystal clear on who your TARGETS are and why? Are you calling on 

the ‘white space’?  Have you done your research to qualify the prospect and 
to establish a business reason for the call?  How well are you prepared?

3. Are you RELENTLESS and DISCIPLINED?  Don’t be afraid to interrupt.  It is the 
lifeblood of top producers.  PICK UP THE PHONE and DIAL. Allow NO 
disruptions.  Set aside 2-3 Prospecting Time blocks each day.  This will spell 
guaranteed success if you are diligent for 60 days.  

4. ENERGIZE your message!  Are you a Master Questioner and LISTENER?  Do 
you follow, at least at first, the 90/10 rule where you speak 10% of the time 
and the customer talks 90% of the time?  Are you a perpetual learner so that 
you are able to shape your message to the customer’s business?

5. Know your NUMBERS: your financial numbers and your key indicators.  For 
many, it is tracking meaningful conversations or appointments.  Meet with 
your manager or accountability coach each month to review results and 
upcoming pipeline. 

SUMMARY
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Are YOU ready to rock?



Want to LEARN MORE?  You can reach us at:

www.saleseffectiveness.com 

Atlanta, GA Office (770) 552-6612
Greenville, SC Office (864) 349-1032
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