
 

 

 

Keep information organized using a planning worksheet that lists the key company statistics and 
includes a checklist detailing the purpose of the call. 

 

 

 

Module 09 The Power of Preparation 
Unit 02 Researching Your Prospect 

Understanding Prospecting 



 

 

 

The five F’s of brainstorming help to guide a more effective process. 

 

 

 

 

 

 

 

 

 

 

 

Module 09 The Power of Preparation 
Unit 03 Solving, Not Selling 

Know Your Problem 



 

 

 

Examples of general and specific benefits statements. 

 

 

 

 

 

 

 

 

 

 

 

 

Module 09 The Power of Preparation 
Unit 03 Solving, Not Selling 

Benefits Statements 



 

 

SMART Objectives Objectives that are not 
SMART 

Complete at least 25 
cold calls to prospects 
by September 1, 2016 

Conduct as many sales 
calls as possible as soon 

as possible 
Increase sales of Waffle 
Wraps to grocery stores 

by 8% over last year 

Sell as many Waffle 
Wraps as possible this 

year 
Convert 33% of leads 

to customers within 30 
days of initial contact 

Convert some leads 
every day 

Follow up with every 
prospect within 48 
hours of sales call 

Follow up with every 
prospect after a sales 

call 
 

SMART objectives give you the power to sell strategically by setting goals that 
you can achieve. 

Module 09 The Power of Preparation 
Unit 04 SMART Preparation 

Make Your Objectives SMART 


