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BUYER-FOCUSED PROSPECTING™

This program fills a critical need for consultative, business-to-business sales organizations to successfully schedule 
meetings with prospects. No matter how good a sales team’s face-to-face selling skills are, they also need the skills to 
be able to effectively secure time with prospects. Buyer-Focused Prospecting™ helps improve prospecting results.

Buyer-Focused Prospecting™ is for sales professionals involved in major sales who need to generate new business by 
turning suspects into prospects and prospects into clients. It is for experienced salespeople who feel at a sudden loss 
when having to initiate new business, and for less-seasoned sales professionals who feel that prospecting is intrusive 
or that they have nothing compelling to say.

Designed to encourage active participation, the workshop is filled with opportunities to practice newly-acquired skills, 
with a structure that simulates the real-world situations faced by sales teams on a daily basis. The program works well 
as a one-day stand-alone program or as an add-on to any of our skills programs, providing the foundation from which a 
successful sales process begins. Pre-work is completed before the class begins, so participants come to the program 
already familiar with core concepts and ready to work on real-world plans. Planning tools and sample “core messages” 
are included.

Buyer-Focused ProspectingTM supports organizations in their efforts to:
   ► Narrow down the list of potential prospects and target those who are the most likely to respond.

   ► Deliver persuasive (vs. informative) messages that provoke interest and secure appointments.

   ► Leverage voicemail and gatekeepers to increase contact with decision makers.

   ► Overcome corporate decision-maker’s urge to hang up on typical cold-call voicemail.

Who Should Attend
This program is designed for sales organizations that want their sales teams to begin to create client before the sales 
cycle begins, shorten sales cycles through effective prospecting messaging, and increase the number of qualified 
appointments in new and existing accounts.



About Miller Heiman Group
Be Ready Solutions from Miller Heiman Group empowers people across the entire organization to perform at peak potential by 
bringing game-changing insight to sales performance, customer experience and leadership. Backed by more than 150 years 
of experience and performance, Miller Heiman Group is built on well-known brands such as Miller Heiman, AchieveGlobal, 
Huthwaite, Impact Learning Systems and Channel Enablers. Our Be Ready Solutions offer more sales-based and customer 
service-based solutions than anyone in the industry. This allows you to build and sustain successful, customer-focused 
organizations that drive profitable revenue and top-line growth on a global scale. To learn more, visit our website. And follow us 
on LinkedIn, Twitter, Facebook, YouTube or Google+.
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How Your Organization Will Benefit 
Buyer-Focused Prospecting™ Enable salespeople to:

   ► Improve the quantity and quality of new business 
appointments.

   ► Optimize the potential of new customer contacts.

   ► Convert marginal interest into conversations that 
uncover real needs.

   ► Turn poorly understood and least-liked aspects 
of major account selling into a powerful tool to 
advance the sale.

   ► Expand the customer base beyond resale.

   ► Increase productivity.

Delivery Options 
Buyer-Focused Prospecting™ is offered as a customized 
session delivered for your team by an instructor in a 
face-to-face or virtual environment.

   ► Classroom experience: one day

   ► Virtual delivery: two partial days

Related Offerings
SPIN® Selling Conversations  
An intense, immersive, and engaging one-day program 
that incorporates real-world sales conversations. The 
program trains sales professionals to lead compelling 
conversations with decision makers that inspire 
confidence and lead to quicker decision making.

Buyer Aligned Negotiations Workshop™  
A unique program, combining a proven behavioral 
success model with a logical planning process. The 
program uses a highly interactive format to teach sales 
professionals how to negotiate the best deal, while still 
satisfying the other party.

Conceptual Selling®  
Helps sales professionals better prepare for their time 
with customers. The result is purposeful meetings and 
win-win outcomes.

Professional Selling Skills®  
Teaches customer interaction skills that enable 
participants to lead mutually beneficial sales 
conversations with your customers—even those who are 
indifferent or express concerns. Salespeople develop the 
face-to-face selling skills needed to promote an open 
exchange of information and reach mutually beneficial 
sales agreement.
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