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Do You Have Prospects or Suspects?

Too many prospecting pipelines are plugged.
* They're plugged with suspects taking up valuable time.

e Keeping the pipeline full of only great prospects allows it to move
fastgr a%d doI()es‘}p not require the %i%elinep to b]% as big.

It’s better to have a narrow fast-moving pipeline than a large slow-
moving pipeline.

* In both the short-term and long-term, the narrow Eipeline that is
fast moving will reward you with more sales and better (more
profitable!) sales.

You'll close more profitable deals, because the prospects with
whom you’re working are motivated to do business with you.



Do You Have Prospects or Suspects?

Here are 10 ways to tell if you're dealing
with a prospect or a suspect:

* 1. Prospects have a timeline for making a
decision.

* 2. Prospects reveal internal information.

* 3. Prospects engage at a deep level.
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* 4. Prospects provide critical information.
* 5. Prospects answer questions directly.
* 6. Suspects take information, but don’t engage.

* 7. Suspects never share valuable information.



Do You Have Prospects or Suspects?

* 8. Suspects won't provide direct answers.
* 9. Suspects are unclear about buying timelines.

* 10. Suspects raise obstacles that don’t hold value.

* Prospecting doesn’t have to be difficult when we
focus from the beginning on making sure those
we're dealing with are capable of buying from us.

* There is nothing worse than wasting time dealing
with somebody who in the end is nothing more
than a prospect.
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* If the person doesn’t have a timeline for making
a decision and is not willing to share with you
internal information you can with

98% certainly know they are nothing more
than a suspect.
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This is a series of Training for your
Management, Sales & Office TEAM

Good
Selling !
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Disclaimer: The information contained in this presentation is intended solely for your personal reference. Such information is subject to change without notice, its accuracy is not guaranteed and
it may not contain all material information concerning J.W. Owens. The Company makes no representation regarding, and assumes no responsibility or liability for, the accuracy or completeness
of, or any errors or omissions in, any information contained herein. In addition, the information contains white papers , shared presentation from others, industry material, public or shared
information from others and J.W. Owens that may reflect the his current views with respect to future events and performance. This presentation does not constitute an offer or invitation to
purchase or subscribe or to provide any service or advice, and no part of it shall form the basis of or be relied upon in connection with any contract, commitment or decision in relation thereto.



