How do you
prospect?

Tips to keep in mind

for different types
of outreach:

By phone:

When cold calling a

prospect by phone,

it can take upwards

of eight calls to get
a response. And 80% of calls go to
voicemail, so have a script prepared
for what you want to say and keep
your message under 15 seconds.
Experts say that 93% of cold call
success depends on your tone of
voice, so keep it upbeat each time
you call — and you'll need to call more
than once, always leaving your name
and reason for reaching out.

By email:

@ Email can be an
pd

effective outreach tool,
even to prospects like
farmers who aren't at
a computer all day. At least 40%

of emails are opened on a mobile
device, so create emails assuming
they'll be opened on a cell phone

or tablet. Keep subject lines brief —
4-7 words — and personalized — it
increases the likelihood of a prospect
opening the email by 22%. Like
voicemail, keep it brief and plan to
send more than one message.

N

In person:

Many seed salespeople

prefer to just stop by

farms in their territory

and ask to talk to
growers. When you do, be respectful
of the farmer's time and try to keep

the conversation to 10-15 minutes
on the first call.

Don't forget about other potential
sources for prospecting, such as
meeting people at tradeshows or
searching county directories to learn
about farms in your sales territory.
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