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1. Connect Each Conversation 
You have to link every communication together. Each conversation is not just a phone call; it’s also a voicemail, email, whatever form of communication you choose to use. This means that you take what you learned on a previous call, repeat it back to them, and then motivate them to build on it. Ask them more information. By doing this, you keep them engaged because now they know you’re listening, you’re paying attention. They can see that you value their opinion.
 
2. Value their opinion  
This means you ask to get their point of view. Tell them you want their opinion about something. Ensure that you’re always getting their stance, because often you’ll wind up just getting blank statements back. Make them go deeper than that. In the prospecting phase, that’s information you want to uncover because it will help you close really without having to discount by truly knowing where they’re coming from. 

3. Always build value 
Each time you communicate, no matter what avenue, build value with your prospect. Whether this is over the phone, via email, etc. Always build value or “ABV.” You do this by sharing a new piece of information with them in each conversation. Then, link back to something they shared with you previously. It’s your job to help them see why what you’re offering them and how you’re helping them will help them become better. Remember that the goal of sales is to help others see and achieve what they didn’t think was possible; this starts during the prospecting phase with you. 

4. Ask questions 
Never communicate with your prospect without asking questions, and asking questions that are focused on them, their needs, and where they’re coming from. It doesn’t matter what form of communication you’re using. Then, take that further by asking them a follow-up question based off whatever they share with you, to build the relationship. This gives you material and information to come back to so you can do what I said in number one – connect each conversation. 

5. Bring new insights 
Now you’re asking how bringing new insights is any different from always building value. They are two different things. Let me explain what I mean by bring new insights. Share with your prospect what you learn from talking to other customers. Or you could say, “I just saw this in the news. Here’s what’s going on in the industry.” This is bringing new insights, and it allows them to see you as a peer. Also, it encourages them to see you as a subject matter expert. Best of all, this allows them to see you as a partner they can’t live without because keep in mind that credibility sells. People want credibility. By building the conversation with sharing new insights, you bring credibility to the relationship.
 
6. Focus on them 
It’s never about you. They don’t care about all the awards you won. They don’t care about the history of your company. They could care less about any of that. All they care about is themselves. Keep your conversation solely focused on them. That is what will impress them. If they really want to know more about you, they can find out on the internet, or they can ask you. However, let them bring it up if they’re interested. Let them initiate asking you about yourself. You never want to be the one that walks around pontificating about how wonderful you are. 

 7. Create high-value CTA 
Always create high-value call to actions (CTA). What are high-value CTA’s? This is about creating a next step every time you communicate with them, because high-value CTAs engage them. They are call to actions that they invest in. For example, I’ll say, “Hey, looking forward to our call next Tuesday at two o’clock. Take a look at this document. Let me know your opinion on it before we meet.” This not only creates a CTA, call to action, but gives more value by asking them to do something for you. I always look for prospects to do something for me in between our conversations. This helps me measure how focused they are on what I have to offer. If they only engage with me when I start the conversation or when I call them, they might be engaged; however, I know they’re really engaged when they’re communicating back to me, and they’re starting the conversation. 

8. Continuous involvement 
Don’t ever let dry periods occur. You can’t afford to. There may be three to four weeks planned in between calls due to various circumstances or something going on, but that certainly does not mean you remain silent. You must continually stay in front of them. This may be with an email, or a link to something. This is how you constantly build value and bring new insights. It’s crucial that you do not allow them to forget about you, although remember that it’s not about you. It’s about the information that you bring. 
 
9. Know their needs 
Everything you’re doing in the prospecting phase is designed to accomplish one goal: know their needs. The deeper your conversation, the greater their level of confidence in you, the greater their level of competence in you; therefore, the more they’ll share their needs with you. When you know their specific needs, you can drill down and really exploit them. I don’t mean exploit them to take advantage, but to fully understand. Don’t hesitate to push back. It’s ok to pry with each step and each phase you go through, because in each one, you earn the right, the privilege, honor, and respect to be able to communicate with them again and go deeper. 

10. Be a peer 
Don’t be a salesperson, a vendor, or a supplier. You want to be a peer. When you’re seen as a peer, prospects will want to do business with you. They’ll also treat you with the utmost respect, because they value you. You will be seen as a peer when you do steps one through nine.
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