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Introduction

What is Prospecting?

Prospecting is the process of identifying potential clients who you believe could benefit 
from your products or services. It's like looking for gold in a river – you're searching for 
those valuable nuggets that can lead to successful RFPs (requests for proposal), pitches, 
and deals. What’s more, you can target those who may not have found you otherwise.    

Prospecting is a critical component of the outbound sales process, and without it, you’re 
missing out on valuable opportunities to connect with potential clients. 

It doesn't need to be complicated, and in this guide, we'll show you how to break it down 
into simple, actionable steps for success.



Key Components of Prospecting

Identify Your Ideal Client

Before you start prospecting, it's essential to know who your ideal client is. 

● What is their role?

● What skills do they possess?

● What are their responsibilities and how is their work measured?

● Who do they report to and who else might be involved in the decision making 
process?

● What are their problems, challenges, and pain points?

● What are the personal characteristics of your best clients? What do you have in 
common with them? What makes you excited about the prospect of working with them 
again?

Once you’ve clarified who the individual is, it's time to consider where they work.

● Number of employees

● Geographic location

● Annual revenue

● Industry type



Key Components of Prospecting

Build a Target List

Once you've identified your ideal client, create a list with the names and contact details of 
potential leads. We advise against buying lists, as they are rarely qualified and seldom 
accurate. Instead, build your own using sales prospecting tools and resources such as 
LinkedIn, Apollo, and Zoom Info. They enable you to apply filters and triggers to keep your 
lists relevant and targeted. 

Be sure to verify and validate all email addresses using a tool such as ZeroBounce to 
minimise bounces and increase the chances of getting eyeballs on your messaging. Check 
this post for more tips on email deliverability. 

https://www.linkedin.com/posts/the-matchstick_landing-in-the-inbox-activity-7109812708861952000-QvBb?utm_source=share&utm_medium=member_desktop
https://www.linkedin.com/posts/the-matchstick_landing-in-the-inbox-activity-7109812708861952000-QvBb?utm_source=share&utm_medium=member_desktop


Key Components of Prospecting

Contact Prospects

The next step is to reach out to your prospects. You can do this through various means, 
including cold calls, emails, and networking events. Make sure your initial contact is 
friendly, respectful, and personalised.

Offer Value

When you connect with prospects, don't just pitch your services. Instead, offer value. Share 
insights, tips, and solutions to their problems. This approach builds trust and positions you 
as a valuable resource.

Follow Up

Not everyone will make a decision right away, so strategic and consistent follow-ups are 
crucial to maintain momentum, nurture relationships, and improve conversion rates. 

It takes an average of 8 touches to reach a prospective client! Share relevant resources 
and industry insights whilst balancing persistence with professionalism.



Setting Yourself Up for Success

Now that you know the key components of prospecting, let's talk about how you can set 
your team up for success:

Stay Organised

Use a CRM (Client Relationship Management) system to keep track of your leads and 
interactions. This will help you to minimise human error, update and clean your data easily, 
and stay organised, whilst ensuring that no potential opportunities slip through the cracks. 
With countless CRMs out there - paid and free - take time to investigate your options and 
select the most suitable for your business.

Develop a Plan

Having a plan in place keeps your team focused and motivated, so create a prospecting 
plan that outlines your goals, strategies, and timelines. Be sure to review it regularly and 
make adjustments as necessary.

Build Relationships

Focus on building genuine relationships with your prospective clients. People are more 
likely to do business with someone they trust and feel a connection with.



Setting Yourself Up for Success

Continuous Learning

Sales and prospecting techniques are constantly evolving. Keep your team updated on the 
latest trends and best practices with training, coaching and one-to-one sessions. A 
well-rounded training program will encompass the following areas:

● Product knowledge

● Sales methodology

● Tape training (critiquing recordings of calls made by your team)

● Sales tools

● Interpersonal skills

Measure Your Success

To optimise your sales team's effectiveness, establish clear expectations and goals. Doing 
so ensures that everyone is working towards the same objectives and helps to maintain 
motivation within the team. Be sure to define:

● Sales targets

● Key performance indicators (KPIs)

● Activity goals



Final note

Prospecting may seem daunting, but with the right approach, it can be a rewarding part of 
growing your agency. 

Remember, just like the prospector looking for gold, success in prospecting takes patience, 
persistence, and consistency. With the right mindset and strategies, you can strike gold in 
your sales efforts and watch your business thrive.

With time, patience and sufficient in-house resources you can absolutely manage this 
yourself. Alternatively, if you don’t have the time or tools to undertake this challenge, 
outsourcing this function may be your best bet; send us a message and let’s have a chat!

https://www.thematchstick.co/post/benefits-of-outsourcing-lead-generation
mailto: info@thematchstick.co


Questions? Send us a message at info@thematchstick.co.

For more free sales resources, visit thematchstick.co.

Happy selling!

http://thematchstick.co/solution
mailto:info@thematchstick.co
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