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The Danger of Success©

By Bill Truax

Keep Your Prospecting Muscles in Shape!

The other day I was visiting with one of my neighbors for the first time in a couple of years. We live in
an area where we wave to each other a lot, but don't seem to talk much. As the conversation
continued we started talking about how our respective companies were doing. He owns a chemical
blending company with about 50 employees that is doing quite well.

I explained that our sales consulting and training business was doing pretty well also, and then he
asked me the universal question I always seem to get. Do you know of anyone who is a good sales
manager I can hire?

It seems as if a lot of smaller companies need a good sales manager. I wish we could manufacture
sales managers, we would make a fortune.

As we talked further he said that he was looking for someone who can expand their markets and grow
their business with new customers. That of course set off an alarm in my brain, because that means
Prospecting.

At this point I mentioned that what he needs is not so much a sales manager as someone who can
prospect effectively. He chuckled slightly said I was right and then said "I have forgotten how to
Prospect."

Now here is a man who started this company himself. At the beginning he was the head of production,
operations, and sales. He did everything including prospecting so well that the business has grown to
where it is today in just about 12 years. Yet he claims to have forgotten how to Prospect.

My response was that he probably hasn't forgotten how, his prospecting skills have simply atrophied.
He agreed.

One of the biggest problems all of us face is the danger of success. We go out, grow a territory or
market with hard work and lots of Prospecting. Then as we are reaping the benefits of all that effort we

The Danger of Success©

1

http://www.natural-aging.com
http://www.natural-aging.com


begin to discontinue the very things that brought us that success.

And the first thing virtually all sales people stop doing is Prospecting. Primarily because it is the one
aspect of sales that exposes us to the most amount of rejection. Yet it is also the one area that can
bring us the most reward. So the "risk" to Prospecting is matched and often surpassed by the
"rewards." That is a great risks to reward ration − sure beats the lottery.

So how do we maintain a balance in our sales lives? Good question. With our BLITZ CALL® System
for prospecting, for example, we suggest that you decide on a specific number of prospecting calls to
make per week . Then simply make that number. We emphasize that you should not be concerned
about what happens on each call. But you must make that number of calls.

We suggest you decide how many Prospecting calls to make, by using our method of Statistical
"Prospecting" Control (S"P"C). Here is how to do just that.

· First, decide how many new customers you want in the next 12 months.

· Second, determine how many people you have to call on right now to get that number of new
customers taking into account your sales skills, product line, markets, and so on.

· Finally, take that number and divide it by 40. 40 is the number of weeks most sales people are
actually selling in a year.

The answer is the number of calls you need to make per week.

For example, let's say I want 40 new customers this year and my current closing rate is 20%, that is for
every new customer I have to call on 5 Prospects. So in order to get 40 new customers, I will need to
get 200 new Prospects.

Divide 200 by 40 and that tells me I have to make 5 Prospecting calls a week. Now that is pretty easy
for any field sales professional.

Pretty simple. If you do this you won't have the up and down cycles so many people run into in sales.
Keeping a constant flow of new prospects in your pipeline makes life a lot easier. Also, as you get
better and better at Prospecting, you will have to make fewer and fewer Prospecting calls.

When you have an effective prospecting skill, don't let it atrophy simply because your business grows
and you don't want to Prospect any more − times change. Now you know how to keep your
prospecting muscles in shape

Sell Well and Often

Bill Truax

Bill@BlitzCall.com
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Bill Truax is a Sales Management and Field Operations Consultant living in Cleveland, Oh. He
conducts Sales Team Assessments, conducts Management and Leadership development programs,
and works with Field Sales Professionals both in the field and in workshops. He has written 3 books
and recorded 2 CD's on Prospecting and Making Cold Calls and conducts a variety of skill based
seminars, workshops, and train the trainer programs. Visit his website at

www.BlitzCall.com

8 Danger Signals To Foretell You Are On The Debt Road

By Sebastian Schneider

Debt consolidation is a major concern throughout the world. There are many things that one needs to
watch for to avoid this malady and this stands true for all types of people. The article will try to highlight
a few danger signals which can foretell that you are on the debt road - so you can recognize them and
straighten things out.

Danger signal 1 Your credit card expenses increase while your income is the same or decreasing.
When this happens stop using your cards and manage on whatever cash you have available. Stop
when the cash is finished unless there is a great emergency - do not take out the cards. Diminishing
income will suffer greatly if the bills of the credit card are added to it; get away from card shopping till
your income stabilizes.

Danger signal 2 You are unable to pay more than your minimum balance on the card debts; this is
when it should be obvious that cash problem has started; this is the time when you should leave the
credit cards and try to pay off all your outstanding by wise financial management.

Danger signal 3 You find yourself borrowing on one card to pay on another. This is the message that
you are entering unmanageable debt - so take charge and control all unnecessary expenses right
away. Try to pay off the debt of one card and use only one card - that also only in acute emergency.

Danger signal 4 You observe that you have more than 5−6 credit cards. Ideally, you should not have or
use more than two credit cards. There are many who advocate the use of only one card while - if you
have more - you can keep the rest locked for any emergency. When you have too many operational
cards, you can very easily over spend and find yourself in a financial mess.

Danger signal 5 You are finding that you are using your credit more and more for emergency
payments - and the emergency payments include grocery bills. The moment you include in the
emergency payment list ordinary purchases, you should understand that something is seriously.

Danger signal 6 Your credit card payments keep you working overtime - if you observe that you do
not have sufficient funds to cover your credit card payments - that means you are extending your
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income to your credit card limits - this is a definitely a danger signal.

Danger signal 7 You are at limit of all your credit cards. When you find yourself to have topped the
limits of your credit cards -this obviously shows you that your income is not sufficient to take care of
your expenses - and or you are spending too much.

Danger signal 8 You are gambling and paying the debts with the credit cards. Never ever pay your
gambling debts with the credit cards because this will really create an egg−and−chicken vicious circle
from where you will never get out.

Visit

http://www.cc−debtconsolidation.com

to read more informative and instructive articles about debt

consolidation solutions, mortgages and loans.
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