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Advanced Sales Prospecting (ASP) is a methodology for helping sales professionals
identify and create qualified opportunities, as well as build healthy sales pipelines. This
methodology introduces sophisticated methods and skills for developing sales pipelines
of sufficient volume and quality, to ensure achievement of goals and maintain consistently
high levels of performance.

While the essential principles and methods for effective prospecting are included in
the Solution Selling in the Collaborative Era program, ASP introduces more advanced
prospecting skills. As a result, ASP is ideal for sellers for whom continuous business
developmentis a critical success factor.

ASP focuses entirely on practical prospecting methods. It is not a territory or account
planning program, but it is entirely complementary to those sales planning methodologies.

ASP is based on a repeatable process which includes practical methods and tools for
developing sellers’ prospecting skills:

INTENDED AUDIENCES

ASP is designed for any sales professional who must develop and maintain a significant
volume of sales prospects, in order to achieve sales goals and ensure consistent levels of
performance over time. Specifically, ASP is well-suited for:

«  Salespeople (account managers, consultants, etc.) = ASP provides value to anyonein
a direct sales role, regardless of what products or services they are selling.

«  Sales management—First-line and second-line sales managers will find value in ASP,
as it will provide options for helping sellers to build their sales pipelines, and to enable
them to coach sellers more effectively about prospecting issues.

EFFECTIVE BUSINESS DEVELOPMENT PROCESS
2 D @ - w ) @ )

_ V< @ y € y |9 y € J
PROGRAM OBJECTIVES

Designed to provide a repeatable methodology for building sufficient sales pipeline volume
and quality, ASP enables sales professionals to:

«Use advanced prospecting methods to find and create new sales opportunities,



including micro-marketing, social selling, and personal brand development
« Improve prospect targeting and messaging for business development
« Improve initial opportunity qualification and disqualification
« Increase consideration rate and qualified opportunities in the pipeline
+ Increase the efficiency in the use of company resources for prospecting
WORKSHOP TOPICAL AGENDA

ASP is a modular program, designed to be tailored to the unique requirements of each
client. The standard instructor-led ASP workshop is a one-day, highly interactive program,
and incorporates online eLLearning and in-classroom application tools. The standard
workshop includes:

Business Development Key Concepts
«  Objectives:
o Describe the importance that business development plays in their organization

o Articulate the importance of create opportunities instead of responding to
active ones

o Describe the steps of an effective business development process
Planning for the Business Development Strategy
«  Objectives:
o Employee best practices around pre-call planning
o Answer: How much prospecting do I need to do to reach my goal
o |dentify what they need to know in order to effectively target prospects
o Leverage specific sources to conduct customer research

o |dentify and define a prospect's pain, how it flows throughout their organization,
and how this can help with targeting

- Exercise:

o Create an Account Profile and Build a Pain Chain® (showing organizational
interdependence of critical business issues)

Prepare the Business Development Strategy
«  Objectives:

o Describe the keys to effective business development and elements to avoid
when prospecting

o Describe best practices for executing sales-driven and marketing-driven
business development strategies

o Discuss the 4 key components of a sound Business Development Strategy

o Use specific job aids to attempt to stimulate interest with prospective buyers
including: Business Development Letters and Prompters, Reference Stories,
and Value Propositions



+  Exercises:
o Build a Reference Story
o Construct a Targeted Value Proposition
o Develop a Business Development Strategy
Practice Executing the Strategy and Addressing Road Blocks
«  Objectives:
o Explore tactics for addressing roadblocks in their plan such as:
=  How to get out of "voicemail jail”
= How to address gatekeepers
= How to leverage influencers and referrals

o Practice executing the "stimulating interest” component of their business
development strategy

- Exercises:
o Road Block Best Practices

o Executing Components of the Business Development Strategy
Prepare Use of a Prompter—Part 1

o Executing Components of the Business Development Strategy
Role Play Use of a Prompter and Reference Story —Part 2

Perform the Business Development Strategy
+  Objectives:
o |dentify the key decisions prospective buyers make during a first call or meeting

> Articulate tactics for aligning with prospective buyers leading to the admission
of pain

o Use specificjob aids to assist in navigating the steps of a first call or meeting

«  Exercise:
o Call Introduction and Get Pain Admitted Role Play
Follow-Up

« Objectives:

o Clearly articulate what customer information needs to be provided when
"handing off” an opportunity

o Develop a Lead Letter documenting business issue (pain) reasons and next
steps back to the prospect

o (Getting started

ASP is a hands-on workshop, designed to apply lessons to a target account and
opportunity, so that the participant leaves with a business development plan (opportunity-
focused) aimed at stimulating interest with a live, real-world prospect.



INSTRUCTIONAL MATERIALS

The ASP workshop is designed with adult learning principles in mind. The program'’s
instructional materials facilitate participant understanding by using a mix of media to
transmit and reinforce key learning points. SPI provides full-color training content in
electronic interactive workbooks, for use on participants’ mobile devices or laptop
computers, as well as color reference charts, animated presentations, and video content,
where appropriate.

USEFUL SALES TOOLS AND JOB AIDS

As participants complete the in-workshop exercises, they capture the results in useful
tools. After the ASP workshop, sellers can use the tools on an ongoing basis for application
in their own territories and accounts.

The tools and job aids provided in the ASP program toolkit include:

+ Pipeline Analysis Worksheet «  Business Development Strategy

« Account Profile Worksheet

«  Key Players List «  Sales Conversation Prompter (also
« PainChain™ known as the Situational Fluency

« Business Development Tools Prompter®)

* Results Story «  Follow-up Communications

« Initial Value Proposition + 30/60/90-Day Implementation Plan

STRATEGIC VALUE

Advanced Sales Prospecting provides sales professionals with a repeatable and practical
methodology and skills for generating a higher volume and quality of sales opportunities.
The outcomes of this methodology are higher levels of revenues, increased sales goal
attainment rate, more efficient use of business development resources, and more
predictable future revenues.
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