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Pat: Hi this is Pat Iyer and welcome to "Legal Nurse Podcast". This is a 
series of podcasts specifically for legal nurse consultants to help you 
address some of the questions that come up in your businesses and in 
your LNC practices.  

I have with me Caryn Kopp who is the "Chief Door Opener" at Kopp 
Consulting. She has a door opener service that has helped thousands 
of business owners and salespeople secure initial meetings with high 
level decision makers in almost every major company, including 
PMG, Pfizer, GE, Merck, Verizon, AT&T, Time Warner, Kraft, 
Target, CVS and the list goes on.  

Caryn and I have been connected for several years at least going back 
to 2008 through the National Speakers Association. Caryn was one of 
the original members of the Mastermind Group that we formed in 
2008. She has been dubbed the "Chief Door Opener" because she gets 
her clients in the door with their prospects.  

Today we will talk about opening doors and we will also talk about 
closing sales. Many business owners and sellers say that when they 
are in front of the right decision maker they close the sale most of the 
time. “I can't get in front of enough prospects”, which is certainly a 
thing that legal nurse consultants have struggled with.  

Caryn's team of senior business developers are known as the "Kopp 
Door Openers". They find the opportunities and secure initial 
meetings for their clients. Caryn is a best selling author. She's 
nationally recognized as a speaker. She's an expert in business 
development and her company was just named as one of the Inc. 
Magazine's 5,000, so Caryn, welcome to the show. 

Caryn: Thank you, it's great to be here. Hello everyone.  

Pat: Let's talk about how you got started in this field of client 
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development. It's a fascinating niche of business activity. 

Caryn: Like almost every business that's out there it was founded by an 
accident. It was almost 18 years ago. I was in the locker room of a 
gym and somebody called out, "Hey, I have a promotion agency. Does 
anybody want part time work?" At the time I had taken a year off to 
have my second child and I was starting to think about what I was 
going to do when I reentered the workforce. "Was I going to get 
another job or did I want to start a new venture?" 

I decided that I wanted to start a new venture but I had not really 
thought about exactly what I was going to do. However, it would be in 
the world of business development because that is my background. It's 
consumer packaged goods, brand management and business 
development.  

I started to talk to this woman and she wanted somebody who could 
work for her for a clerical rate. I said to her, "I only have about 15 
hours a week because my son is in nursery school and I can't give up 
my free time for that. However, let's think of something I could do for 
you for a consulting rate." Then it came to me, this light bulb moment 
and I said, "How would it be if I got you in the door with your 
prospects for the first meeting?" 

The expression on her face was priceless because she just dropped her 
jaw and said to me, "You could do that? You would do that for me?" I 
said "Yes, it's easy for me. I'm happy to do it and I can get you in the 
door with the prospects you need to meet." That's how the idea for 
Kopp Consulting and the door opener service came about.  

She didn't end up being my first client interestingly because as I was 
waiting for my son's nursery school to start I was at the pool one day 
and somebody I knew said, "What are you going to do with all of your 
free time now that your son is going to nursery school?" I said, "I had 
this business idea of getting my clients in the door with their 
prospects" and got the same reaction. He said, "Really? Can you do 
that for me?" He was my first client.  

My second client was at the kindergarten welcome lunch. It was the 
same conversation and the same reaction. She was my second client, 
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so as time went on I filled up my time because I was working when 
the kids were in school. When it came to having another client where I 
didn't have the hours to give, I had to make a decision on a first hire.  

"Do I hire a low level person and train them, manage them, onboard 
them, supervise them and then replace them if they don't work out?"  

"Do I hire someone who was very senior in business development like 
I was, hand that person a project and that person would know exactly 
what to do and therefore I wouldn't have to spend so much time on 
management and training?" 

I didn't have enough time to do more than what I was doing servicing 
my clients and hiring another person. I chose to hire the person who 
replaced me in my last business development job and that became the 
business model. We hire only senior level business developers. Each 
has a minimum of 10 years experience in business development. Most 
of them have held decision maker roles in corporations and they are 
handed a project. They know exactly what to do and they do that for 
our clients, and that is part of the secret for our success over the years.  

We now have 17 of those door openers because I'm the "Chief Door 
Opener", a couple of research people to help us prepare prospect lists 
and a couple of admin people, and that is our team. 

Pat: That's very impressive, Caryn. Let's take this into the LNC world. Let 
me give you an example of what might happen and see what your 
thoughts are.  

An attorney calls a legal nurse consultant about a case. The attorney 
may call several legal nurse consultants in an effort to do some 
comparison shopping. The attorney says to the LNC, "This is what the 
case is about. What would you charge?" The LNC answers the 
question and then the case doesn't come in. Now the LNC is trying to 
determine what happened and begins a system of telephone tag with 
the attorney.  

What can the LNC do to stop that rather futile process? 

Caryn: There are probably two things that are happening as to the reason why 
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they don't call back, I'm guessing or maybe three.  

1. They went with someone else 

2. Maybe they didn't end up meeting an LNC 

3. They are just so busy and haven't had a minute to make a 
phone call back or write an email 

That's what I'm guessing is a reason why they're not getting the calls 
back, so what I suggest is to first of all preempt it. Let's see if we can 
preempt it and what I'm thinking is before discussing the case, before 
discussing the charges, talk about the next steps. Ask a couple of 
questions like,  

"Should you feel that everything I say and that working together is 
going to be beneficial to you,  what are the next steps that you see and 
the timing so I know how to follow-up with you?" 

That will give the LNC some information: is this imminent, is it two 
months out or three months out, is he or she not sure it's going to 
happen? That will give a little bit of that information and also what 
I'm looking for the LNC to do here is to get a date and time for the 
follow-up conversation even if it's just a 10 minute check in call. If a 
call is not acceptable, it could be an email or you could ask if you 
could text.  

"Can I go ahead and text you and find out where you are in your 
thinking on this?" 

That I think is going to preempt the long silence and the chase that 
inevitably goes on. If you can get somebody to commit to that, most 
people if they commit to it will honor it. They see it on their calendars 
and they know that they have to have an answer for you when you 
contact them. After you have the date and time then go into the 
specifics of what the case is about, the fee structure and all of that. At 
the end you could remind that person:  

"Okay great, here's all the information. If you have any other 
questions, let me know. Let's connect with each other on email." 
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Don't forget that part because you want more than one way of being 
able to communicate with your prospect. If that person called you, 
you're already connected by phone. Make sure you have the email 
address, repeat it back for accuracy and send that person a thank you 
note so you make sure that you're connected by email.  

You can even ask for a cellphone number. They may not give it to 
you, but ask for it and sometimes that is an easier way to 
communicate with someone than even email. A lot of people tell me 
that they get over a hundred emails a day, so text is a better way in 
some cases to make sure.  

That is a way to preempt it. Now if you already do that and then you 
find that this person is not getting back to you, you can communicate 
by phone, communicate by email or text. Because they know you are 
going to get back in touch and that you're expecting an answer, ask 
them to share with you: 

▪ "Where are you in your thinking?" 

▪ "Is the case not ready yet?" 

▪ "Have you selected someone else? If so, if you could share with 
me why it would greatly help me or is there another reason why 
you're not getting back to me? You're swamped." 

That would be my suggestion for the LNCs.  

Pat: Those are great tips and it certainly would help our listeners 
immensely by using those tips to cut down on what can be a very 
frustrating aspect of the follow-up. Just feeling like you're throwing a 
stone out into a pond and it sinks without any ripples.  

▪ "What happened?" 

▪ "Why didn't that case come in?" 

So that feedback and shortcutting that system would be very effective 
in reducing some of the frustration.  

Caryn: Right and the other thing is to use a system of follow-up. We will 
probably circle back on this subject a couple of times as we're talking 
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to each other because it's so important.  

Most people don't use a structured system of follow-up whether it's a 
CRM or an Excel spreadsheet with a calendar or a plan old piece of 
paper. The best system to use is the one that you actually use and use 
consistently. Make sure that if you've called somebody you emailed 
them on a Tuesday, you called and emailed maybe the following 
Tuesday that you don't get busy with something else and it drops off. 
And then it falls into that big black hole of follow-up.  

Just because somebody hasn't called you back doesn't mean that 
they're not interested. A lot of people assume that, Pat. They assume 
that if somebody didn't get back they're not interested or they went 
with someone else, but sometimes people just get busy or projects get 
delayed. If you want to be top of mind, you need to have a structured 
system of follow-up so that when the money is on the table you will 
be there to collect.  

Pat: What do you see as the skills that are critical in being effective in 
getting your foot in the door? 

Caryn: I would say the 3 P's to begin with. 

● "Persistence with Patience without Pissing someone off" 

It's not necessarily skills. I think we should call it a mantra. It helps if 
you're interested in creating new relationships with people and you 
really want to help them. They may not be ready for your help just 
because you're ready to help them. You need to open up relationships 
with the right people, say the right things and then be there 
time-and-time again reminding people that you are available to help 
and to be a resource.  

What are the skills? It's really being helpful. It's being mindful and 
respectful of people. It's being organized and methodical about your 
approach. Also personalizing your approach is incredibly important.  

I had a chance to speak at a conference where the association was 
made up of 75% people who owned small businesses trying to get in 
the door with the big Fortune 500 in pharma and then 25% of big 
decision makers from the Fortune 500 in pharma. I had a chance to 
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talk to the decision makers ahead of the seminar I gave. I said to them, 
"This is your big chance. What do you want me to say to all of these 
vendors who are trying to get in the door with you? What do you want 
them to know?" 

They told me a couple of key points, but one of them was so important 
it really resonated because I think people do a bad job when it comes 
to this. They said, "If these vendors want a relationship with me they 
need to do their research and speak to me. Say something that matters 
to me whether it's on the phone or whether it's on email. Don't send 
me an email that was meant for a thousand other people."  

They don't like it. They feel it's disrespectful and they know. As much 
as we try to personalize our email campaigns they know when they 
have received an email meant for 999 other people and they don't like 
it. They say, "If you want a relationship do your research and open up 
a new relationship with me." I think that takes patience. It just takes 
patience. Big new relationships and ongoing relationships don't 
happen over night. For the people who think that they do, they're 
going to be disappointed because they're not going to get the results 
they want in the timeframe that they want.  

Here's the point, it's not about the people trying to get into the door. 
It's about the people who have the need. That's the only thing that 
matters in this equation is the person who has the need. I go back to 
those 3 P's, "Persistence with Patience without Pissing someone off." 

Give your prospects a break. They are people. This is a relationship. 
These people go to work for a reason. They have hopes, dreams and 
desires, so how can what you do help make their lives better. If you 
can communicate that, they will likely choose you when the time 
comes.  

Pat: There's a buzzword that's very prevalent right now in marketing, 
which is "Market Segmentation". It echoes what you're talking about 
with sending your message,  

● contacting a specific attorney,  

● knowing about that attorney's practice,  
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● who that attorney represents and  

● what type of cases does that attorney handle to help tailor 
what the LNC is going to say.  

Caryn: Yes and it will make a stronger, faster relationship as well. The target 
is a big part of this. The world is a big place and there are many 
attorneys, but not every attorney is probably right for every LNC if I 
had to guess. There are certain attorneys who deal with certain areas 
of the law that make their need for LNCs or perhaps LNCs with 
certain areas of expertise more important and ongoing.  

If you could choose how you spend your time, would you rather spend 
your time getting in the door with an attorney who's going to have a 
need once or would you rather spend the same amount of time getting 
in the door with an attorney who's going to need you 50 times? 

You may be able to identify the attorneys who will likely have a need 
for you 50 times versus the ones who have a need once ahead of time. 
When you think about who you're going to spend your time reaching 
out too with your phone calls and your emails, think about that 
targeting piece ahead of time. I would rather see people create a 
narrower universe and do a great job creating relationships with the 
right universe than to blanket and pepper where no relationships are 
created.  

Pat: I wanted to ask you about cold calling. I know that term is familiar to 
our listeners. Cold calling  is one concept. Warm calling  is different. 
What's the difference between those two and what are the myths that 
people have about them? 

Caryn: One myth about cold calling is that it doesn't work. That's a real myth. 
I can attest to that with 17 people who are doing it successfully for our 
clients.  

We have a client who recently closed a million dollar sale from a door 
we opened for her three years ago. At the time he was the exact right 
decision maker. There was a budget, but the budget was being spent 
on something else. It’s not that they didn't have a need; they just didn't 
have urgency. We want urgency + need and that equals action. It used 
to be three years ago or four years ago with need = actions, but no 
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more. Now its need + urgency = action.  

At the time there was no urgency, but as time went on my client did a 
wonderful job relationship building with this person. She kept in 
touch, not just the email check in which is like a check the box, but 
she did real relationship building. She was a resource for him.  

Even when he couldn't spend on her, she spent her time on him. Then 
when the project came up and it was a million dollars on the table in 
an industry where it's very common to get three bids he didn't go out 
and get three bids. He just gave the whole project, a million dollars, 
right to her because she did the relationship building. If cold calling 
didn't work, she would never have met him. He would never have 
spent a million dollars with her.  

It does work, but here are some things to understand about cold 
calling. Different people have different definitions about what cold 
calling and warm calling is, so let's talk about what it is from my 
definition.  

Cold calling is not thinking about the people that you're contacting 
and just dialing-and-dialing mindlessly leaving any old message for 
any old person, and moving on. 

I remember years ago there was a cold calling company from the 
Philippines whose owner was talking to me and wanted to understand 
why we were successful and his people weren't. He said to me, "What 
do you do if you have a list of a thousand people and you run out of 
people to call?" I said, "Why are you calling a thousand people 
because you can't just call them once and expect to be successful." 
That would be what I would think is cold calling.  

Now that should never happen. What should happen is the relationship 
building piece of it that we've talked about of creating a narrow group 
of people where any one of those people would be an incredible client 
for you. There's not one on the list that you're not drooling to get in to 
see, a hundred or 200. I would rather see people do a good job with a 
small group as I said before than a bad job with a big group.  

Once you have that narrow group then you have to say something 
that's incredibly compelling to these people. Think about these 
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attorneys. They make their living maximizing billable hours. The 
discussion with you is not billable. Any time they spend with you is 
time that they are not making money and so if you want to get a piece 
of that time you have to say something that's so compelling that this 
person would knock three other people of their calendar to have a 
conversation with you.  

Think about what you're saying currently when you reach out to these 
attorneys. Is what you say that compelling? 

If it's not, I'm going to recommend thinking about your sales 
messaging. I have some tools on that, that we can talk about at the end 
that if people want them it will help them to create better messages. 
After you create the message, know what your answers for the 
objections are. (Because you have to know what your answers for the 
objections are before you start your outreach.) People are going to 
have objections. It's fair, but you have to know what to do not just to 
overcome them. You have to know what to do and say in a split 
second so that you can get to the next step and not be road-blocked.  

From there you need to research the individual, the firm and maybe 
some of the clients that they service in order to personalize that 
message for the individual decision maker. Then you start your 
outreach. Then it's the call, it's the email and it's befriending the 
assistant. That is not what I would call warm calling, but that is the 
right way to do this. I would call it Direct Outreach . That is the right 
way to approach somebody you don't know to ask for either a meeting 
or a conference call to talk about how you can help them and make 
their lives better.  

On the other side of the spectrum is warm calls. The way I would 
define a warm call is more of a referral. Someone knows that 
somebody else has a need for your services and has made an email 
introduction and now you have to reach out to that person. You still 
have to know what to say. You still have to know if that person is 
even a good prospect for you. That person may not even be a good 
prospect for you and not worth your time, but let's say they are. Now 
you still have to do that outreach. I would put that in the category of 
warm calling.  
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Pat: Are there some tips or tricks that you would recommend as being 
effective in reaching out to prospects? 

Caryn: We already talked about targeting. We talked about the right message 
and we talked about the answers for the objections. All of that has to 
be ready before you get started and of course you would either have to 
have your CRM (Customer Relationship Management System) like 
Salesforce, a Zoho or an Excel spreadsheet. This is your methodology 
for not losing track of where you are in your outreach. That has to be 
set up before you start your outreach.  

Once you start your outreach there are lots of different tips, tricks and 
ideas. One of them is that people are plugged in on weekends. If you 
send an email even on a Sunday and you let that person know that 
you're going to contact the assistant on Monday morning and ask for 
15 minutes on the calendar. Would they go ahead and approve the 15 
minutes to the assistant when you call? The next morning at 9:00, 
which is Monday morning, you call the assistant and say, "Did 
Richard give you permission to put 15 minutes on the calendar with 
me?" We have a lot of success with that.  

Another thing that people say to me is, "How often do I leave a 
message?" 

▪ "Is it a phone call?" 

▪ "Is it an email?" 

We start out with a phone call. You can start out with an email. It 
doesn't matter, but it's the phone call email combo and that's the 
important part. What we find is that the younger the seller, the more 
they like to hide behind emails. Emails are tricky things because even 
though you may be sending out 50 of them your decision maker is 
only seeing one of yours and it has to make an impact. It’s the same 
thing with a voicemail by the way. It has to make an impact.  

▪ "What is your subject line?" 

▪ "Is it a good subject line?" 

Copyright The Pat Iyer Group No Reproduction www.legalnursepodcasts.com 11 
 

http://www.legalnursepodcasts.com/


▪ "Is it not too salesy, not too personal or not too formal?" 

You don't want to start out with a "Dear Mr. Smith" kind of thing. 
That is a red flag that says this is cold. This person has not done 
research, so use the first name.  

Don't write a long email. It's a couple of sentences max and a clear 
call to action. Reach out to the assistant and ask the assistant to help 
you to get a time on the calendar, which I highly recommend doing in 
addition to the outreach to the decision maker. Make sure you put 
your "Ask" in the first sentence. The person may not even read the 
rest of it. You can say, "Thank you for passing this information to 
June Smith" who might be the attorney. That person knows even if he 
or she does not read beyond that first sentence that that's what you 
want.  

Don't make them read a whole long email to get to what you want. 
I've also seen people write long emails and not be very clear about 
what they're asking someone to do. If somebody isn't clear, they won't 
do anything. You must be clear as to what you're asking for.  

Pat: Tell us about the names of your books and where people can get 
them? 

Caryn: We have a Best Seller and it's called "Biz Dev Done Right", which is 
all about the blind spots in the sales process that people just can't see. 
If you can't see it, you can't fix it so thus the book. You can get that on 
Amazon. It became a Best Seller in March, which we are very proud 
of.  

The second book is called "The Path to the Cash: The Words You 
Need to Bypass Those Darn Prospect Objections". This you can get on 
my website, which is www.KoppConsultingUSA.com. It's only sold 
on my website. In this book, which is more of a manual, are the 
answers to the Top 10 objections that keep you from getting in the 
door like I already have someone I work with, I'm too busy to talk to 
you or you're blocked by the assistant or the gatekeeper. All of the 
answers with the exact language that works, that's what's in that book.  

There's also a CD that they can get on the website, which is "Every 
Word Matters". This is how to create the message that will be 
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impactful. It's also sold on my site.  

Pat: I can certainly attest for "The Path to the Cash" and the CD, both of 
which I've purchased from Caryn and found them to be incredibly 
helpful. I've also heard about this "What to Do When Program" that 
you were telling us at our Mastermind about. What is that program? 

Caryn: The "What to Do When" is a series of 20 audio tapes where each is 10 
to 15 minutes long that deals with very narrow challenge areas within 
sales. People can order the series. It's $100 a month where every 
month you get one of the audios, so that you can work on certain 
things over time. The audios include for example: 

● What To Do When Your Prospect Goes Silent, which I know is 
a big issue for the people on this call 

● What To Do When You Need A Better Message 

● What To Do When Your Prospect is Working With Someone 
Else 

It keeps going on like that. There's 20 of them all having to deal with 
issues around getting in the door, issues around closing the sale and 
issues around keeping the prospect engaged.  

Pat: How would people get more information about that program? 

Caryn: They can reach out to us and ask through our website, 
www.KoppConsultingUSA.com. Go to the "Contact Us" and just let 
us know that you're looking for information about the "What to Do 
When Series". We will contact you and let you know how you can get 
that.  

Pat: Caryn, I appreciate so much the time that you've spent and your 
inspiring words about cold calling in particular because that's an area 
that is challenging for many of the people who are listeners. They 
have been instructed how to do it as a way to build their businesses 
and then they encounter obstacles. You've given us some tips on how 
to be better prepared for those calls and to structure them in a way that 
there's a higher chance of success. I appreciate your expertise and 

Copyright The Pat Iyer Group No Reproduction www.legalnursepodcasts.com 13 
 

http://www.koppconsultingusa.com/
http://www.legalnursepodcasts.com/


what you've shared with us.  

Caryn: You're very welcome. It was great to be here.  

Pat: Thank you and this has been Caryn Kopp with Legal Nurse Podcast. 
Stay tuned, subscribe, leave a review on iTunes and we'll see you on 
the next program.  

 

Related Product 

Get more tips from Caryn Kopp.  

The Path to the Cash! Will Your Message get you in the Door? 

In this video 1-hour training Caryn shares 
more of her sale expertise. You will learn 
how to: 

● Deliver more relevant and 
compelling messages to prospect decision 
makers 

● Recognize commonly used 
objections when attempting to secure 

client’s business 

● Be prepared with effective answers to prospect objections 

● Use tips for enlisting the gatekeeper’s help to connect with the decision 
maker 

● Incorporate business development calls into a busy schedule 

Get a 25% discount on this training by using the word Listened in the coupon 
box during check out. Order this product at http://lnc.tips/pathcash 
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LNP 57 

Tips for Cold Calls on Attorneys 

Are you making cold calls on attorneys? Here are some tips for smoothing the 
process.  

Do you hear objections? One thing I can tell you about objections: if you can’t 
overcome them, you’ll never close the sale. Here are 3 tips to stay in control so you 
can get to the next step. 

Tip 1. Identify all the objections you will face and then develop answers to 
overcome them (before you’re ever on the phone with someone). 
Tip 2. Practice the answers until they don’t sound rehearsed. 
Tip 3. Couple every response with a request for the next step. Which sounds like 
this: “I understand you’re busy. Let’s look a little further out on the calendar, say 
the 3rd week of next month? How’s Thursday at 10?” 

If you’re prepared, rehearsed and request next steps, the sales cycle takes less time. 

Let’s take one sample objection you may encounter.  

You are marketing to an attorney you meet at a social event or while you are 
exhibiting at an attorney conference. When you identify yourself as a legal nurse 
consultant, he says, “”I already have a legal nurse consultant.” How do you 
respond to this resistance statement? 

If you say, “Oh, I see” and turn your attention to the next person, that’s 
called giving up without an effort . Want to know a better way to respond? 

You could begin a dialogue about the LNC when the attorney says, “I already have 
a legal nurse consultant”. 

Define the person’s role. “Is this person an (in-house) employee?” If the attorney 
says yes, you could ask whether this person works part time or full time. “Are there 
times when the LNC is overloaded and could use an independent LNC to help with 
cases?” I’ve gotten cases from in-house LNCs who have come to my independent 
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LNC business to locate expert witnesses. 

If the attorney says the LNC is an independent LNC, you might say, “I’ll be here if 
you ever want to make a change.” This is a better response, but it is also 
called giving up without an effort. 

You might be thinking, “I’m better than her.” How do you know? You’ll put the 
attorney on the defensive with this question because it attacks his choice. 

Consider asking a question that raises doubt. 

When the attorney says, “I already have a legal nurse consultant” you may ask, 

▪ “How did you select her?” 
▪ “How do you ensure you are getting the best services?” 
▪ “How often do you review who you are using as vendors?” (This plants a 

suggestion that a review is normal.) 

As you get more experience asking this question, and hear the names of LNCs the 
attorneys are working with, use questions to get the attorney to doubt his position. 
Prepare your questions, the attorney’s possible answers and your next questions. 

You won’t convince everyone to give you a try. But situations change: 

▪ the attorney’s practice requires additional support 
▪ the LNC moves away, retires or closes her business 
▪ the LNC gets too busy to work on the attorney’s cases 
▪ the attorney knows someone who is looking for an LNC and remembers you 

Now that you have tips about how to handle objections, let’s focus on the next step 
to yes during cold calls on attorneys. 

You can shorten the sales cycle by asking for a next step during every contact point 
with a customer or prospect. Here’s an example. When an attorney asks help on a 
case and asks you for your fee schedule and resume, secure a follow up date and 
time right there and then. Do it then - when it’s most important. Having an 
appointment for a follow up call helps to avoid all that wasted time trying to get 
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them back on the phone. 

There are tips for incorporating new business development into your busy day. 

Finding time for new business development can be a huge struggle. There’s always 
something else that seems to be more important. But what I’ve found is that people 
who don’t carve time for this, find themselves with an empty pipeline down the 
road. So I have 3 tips for fitting new business development into your busy 
schedule. 

Tip 1. Schedule a block of time on your calendar for new business and consider it 
as firm as a meeting with a new prospect. You’d NEVER cancel one of those. 
Tip 2. Don’t accept interruptions during business development time. Put your 
phone on do not disturb, turn off the IM, cell phone, Blackberry, pager and hang a 
do not disturb sign on your office letting others know that you’re unavailable just 
as if you were out of the office at a meeting. 
Tip 3. If you’re truly swamped, reduce the size of your prospect list. Focus on 10 
prospects you’re drooling to do business with. If 10 is too many, pick 5. If 5 is too 
many, rethink your desire to earn more money. 

Fill that pipeline now 

Knowing how to find the decision makers to fill your pipeline can be challenging. 
Here are a few strategies for connecting with prospects that will help everyone 
jump start this effort. 

Tip 1. The first is an email introduction. This strategy is often overlooked. 
Someone you know may have a connection to a decision maker. The email 
introduction can be as simple as “Joe Smith, meet Sarah Jones. Enjoy”. You know 
what this gives you? Permission! Permission to communicate directly with the 
decision maker. 
Tip 2. Change up your networking activities. Find out where your prospects 
network… and go there. A person I know was targeting large businesses, yet 
networking with small business owners. How many sales has he closed from that? 
None. As the saying goes, “Fish where the fish are”. 
Tip 3. Make a list of decision makers. And, call them with a POWERFUL 
message. Use words which are so compelling your prospect would be foolish not to 
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invite you for a meeting.  

Use these tips when prospecting for business and watch your success rate increase. 

Related Product 

The Path to the Cash! Will Your Message get you in the Door? 

 

 

In this video 1-hour training you will 
learn how to: 

● Deliver more relevant and 
compelling messages to prospect 
decision makers 

● Recognize commonly used 
objections when attempting to secure 
client’s business 

● Be prepared with effective 
answers to prospect objections 

● Use tips for enlisting the gatekeeper’s help to connect with the decision 
maker 

● Incorporate business development calls into a busy schedule 

Get a 25% discount on this training by using the word Listened in the coupon 
box during check out. Order this product at http://lnc.tips/pathcash 
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