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Existing Customers
* Most businesses know where and how many ... If that

* Not many know whether they are under or over performing against their
competitors and/or the market.

How do I find that out?

* Conduct a data audit and confirm:
- Size (Spend, Number of Employees , Revenue)
- Location and/or Industry
- How you compare to the market



http://www.google.com.au/url?url=http://neftegaz.ru/en/news/view/93407&rct=j&frm=1&q=&esrc=s&sa=U&ei=9QxgVMjnLIPxmAWk7YC4BQ&ved=0CBoQ9QEwAg&usg=AFQjCNFCCs2X1mY8wOv1yI0sDhO5F6Z3Bg
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Leads (in increasing cost order)

Your network

Google, LinkedIn, Yellow Pages
Business Support Groups
Associations

Events

Prospecting Tools / Services

You will get what you pay for —return on an average campaign f -
is normally 3-5%



http://www.google.com.au/url?url=http://web2.salesforcesearch.com/bid/141822/4-Ways-To-Build-A-Target-Rich-Sales-Pipeline&rct=j&frm=1&q=&esrc=s&sa=U&ei=9QxgVMjnLIPxmAWk7YC4BQ&ved=0CBYQ9QEwAA&usg=AFQjCNF14yomQ3rAD4qzz_B7d4bOwywg9g

W

Building your pipeline //‘/A\\

Prospecting pitfalls

Are you familiar with privacy/spam laws — every body emails and everybody
hurts!

* Do you really know your market?
e Can you clearly articulate your message? (Elevator pitch)
* Get a little help from your friends but don’t be fussy

e What if it works?

* Return on investment — you will get what you pay for

CAUTION



http://www.google.com.au/url?url=http://canadaartsconnect.com/2010/08/what-to-avoid-and-watch-out-for-in-job-listings/&rct=j&frm=1&q=&esrc=s&sa=U&ei=bA1gVMPQAuLCmQWv4oCoAg&ved=0CCYQ9QEwCA&usg=AFQjCNHeJN_Pmx0AVsbkAU_e83Dfo_a-kw
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Will they buy AND pay on time?
* Riskvs. Reward
* Consumer Credit Checking — risk indexes / demographic profiling

« Commercial Credit Checking — trade programs



http://www.google.com.au/url?url=http://ecsonline.org/low-income-students-in-high-performing-high-schools-less-likely-to-engage-in-risky-behaviors/&rct=j&frm=1&q=&esrc=s&sa=U&ei=wA1gVOaQHaaPmwXH9YKACQ&ved=0CC4Q9QEwDA&usg=AFQjCNEMfNrGKnKdA9PvAcrrrqPErWLjxQ
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