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Smart B2B Prospecting in 2006  
How to get your foot in the door! 

� Introduction 

 
Business to Business sales "B2B" or Enterprise Sales is one of the most financially 
rewarding professions. The financial rewards are significant and it is therefore one of 
the most challenging professions. When you are selling high priced products and 
services into corporate America, the sales proccess is complex, the sales cycles are 
long and the competition is fierce. No matter how experienced you are in enterprise 
sales you can always improve your performance. Hence there are a myriad of 
excellent books and training programs that cater towards enterprise sales people. 
Miller Heiman, Sandler Sales, Select Selling, Carnegie Training, Customer Centric 
Selling, Huthwaite International and others come to mind. These are all excellent 
sales methodologies and you can benefit by studying all of them. 

However, most enterprise sales books and programs skip over what I believe is the 
most difficult and crucial aspect of the sales process, which is how do you get your 
foot in the door? You can read to your blue in the face about "managing your 
pipeline", "closing the deal", "negotiating success", etc... Again this is all good stuff, 
but how do you find that new customer, that new opportunity? What is the best way 
to make initial contact with your ideal prospect? How do you expand your existing 
network into new industries and vertical markets? This is the biggest challenge for 
both the experienced and the new, so this is the challenge we will learn to overcome. 

Your marketing department and/or inside sales team shares the responsibility of 
prospecting with you, however the marketing people are not financially penalized if 
you do not meet your quota, your are. Marketing departments are usually not 
measured by revenue metrics, you are. Marketing departments and/or inside sales 
teams are excellent resources that can help you accomplish your ultimate goal of 
crushing your quota, but the bottom line is that you the enterprise sales professional 
must own the final responsibility for generating new revenue opportunities.  

So, how do you get your foot in the door? How do you expand into new markets? 
How do you identify the appropriate person to contact? How do you get a meaningful 
conversation started with a decision maker? These are the difficult questions that I 
will focus on. I will do my best to help you develop a smarter prospecting strategy! 
 
 
Whitepaper Focus “Cold Emailing” 

Sales books and training programs usually have a general theme and promote a 
particular methodology such as cold calling or networking as your way of getting 
your foot in the door of your next marquee account. The value of this whitepaper is 
that it will focus on a technique that is not widely known nor written about. The main 
technique that I will discuss is "cold emailing".   
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Cold emailing is not related to email marketing which is a one-to-many marketing 
and advertising technique. Cold emailing is a one-to-one communication very similar 
to cold calling. We will learn to better adapt our cold calling and in-person sales skills 
to the communication medium of email. Any sales person who is cold calling into 
businesses can greatly enhance their productivity by combining the use of email with 
the phone. 

Please note that I have created a tool called EmailRetriever.com that helps sales 
professionals be more efficient in utilizing the technique of cold emailing. This is a 
very effective tool that can assist you in deploying the techniques that you will learn 
about in the following pages. EmailRetriever.com has been designed for sales 
professionals and it enables you to find the email address of any decision maker at 
any company in a very efficient manner (please see the end of this paper for more 
information). However this white paper is not an infomercial and my tool is not 
required to be successful using the cold emailing techniques that you will learn.   

Before we get started please also note that no single technique or methodology will 
meet your exact needs. Every selling situation has its own unique challenges. Hence 
you will need try the various techniques illustrated in this white paper and develop 
your own unique prospecting strategy that works best for you. We will learn to 
create a blend of various skills to create new sales opportunities.   

This graphic depicts the cornerstone of the strategy that I will review with you. If you 
build a solid target list and use a combination of cold emailing and cold calling, you 
will be much more efficient in creating will new sales opportunities. If you only 
remember one thing after reading this white paper, please remember this point! 
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� Creating a Target List 
The Trap: “I made one hundred calls today! I am a sales warrior!”  
 
Do not get caught in this trap. Yes, you feel busy, you are pumped up on coffee, you 
are on the phone all day, your boss is temporarily happy because your activity level 
is high, but just because you are making a lot of phone calls does not mean that you 
are being productive. Which sales person is more productive? The sales person who 
makes ten cold calls in a given week and sets up three appointments for the 
following week, or the sales person who makes one hundred cold calls and sets up 
only one appointment? Who is the smart one? 
 
Many sales management books promote activity level as a key to success, but 
activity means nothing without results. Results are what matters. One must be smart, 
creative and efficient to obtain extraordinary results. Smart prospecting starts with 
creating a high quality target list which is all about research and qualification. It is 
much more efficient to prospect into a smaller list of well researched and qualified 
companies, then to just dial for dollars. 
 
Discovering the Sales opportunity 
 
When you dig for gold are you creating it? No, it is already there and you are simply 
discovering that it exists in a particular place. Before you set up a gold mining 
operation you are going to take land surveys, study soil samples, study rock samples, 
etc. You are not going to just start mining in any place that looks good. There is a lot 
of preparation before you commit the money and resources to commence the actual 
mining process.  
 
Being successful in selling high priced products and services into corporations is very 
similar to gold mining. If you just pick up the phone and start calling companies on a 
list that your marketing department or manager may have passed on, you are not 
going to be successful. You should have some evidence or gut feeling that the need 
or requirement already exists at the company in question before you expend your 
valuable time on approaching them. You are not going to convince a company that 
they have a need or requirement for your high priced product or service. Companies 
unlike individual people do not make impulse decisions and can not be persuaded to 
buy something, especially when dealing with products or services in the tens or 
hundreds of thousands dollar range. There are too many checks and balances that 
need to happen before a purchase is made and multiple people who need to sign off 
on the final decision. You have to first identify a need or requirement at a company 
and then match up your solution to meet their existing needs.  
 
You initial focus should not be on selling your product or service; you first need to 
focus on discovering how the company in question can benefit from your product or 
service. Once you discover the needs of the company then you can sell them on how 
your unique product will meet their company’s specific needs! 
 
I like to refer to this as “discovery sales”, as opposed to “missionary sales”. You are 
not a missionary on a mission to change the way people think, or to create a need 
that does not exist already. Your goal is to discover opportunities for your product or 
service in the market. These opportunities are there and they already exist. It is your 
job to find them.  If you are spending too much time trying to convince people that 
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they need your product, you are not doing enough research and qualification before 
you prospect.  
 
This paper is about “getting your foot in the door”, so why am I teaching you about 
my philosophy of “discovery sales” vs. “missionary sales”? The techniques we will 
review are extremely effective, but they are a complete waste of time if you are not 
contacting qualified companies that have passed your own screen test.  
 
 
 

p Lists, Target Lists & Sales Leads 
 
 
Lists: 
 
Your manager or marketing department might give you a list of company names and 
perhaps people to contact within those companies. Perhaps this list was created in-
house or perhaps it was purchased from a company such as Hoovers.com, Dun & 
Bradstreet, InfoUsa, etc... The main point that you need recognize is that this is not 
a list of "sales leads", it is simply "a list" until you take the responsibility of 
personally vetting the list. Nobody (including your boss) will value your time as much 
as you do, so you must take on the responsibility of researching the companies and 
decide which ones are worthy to be put on your personal "target list."  
 
Target List: 
 
Your target list is going to be comprised of the companies that you have personally 
decided that you will actively pursue. Nobody else will know which types of 
companies you have a knack for discovering opportunities with. As discussed your 
time is valuable and you know more then anyone else as to what makes a company 
worthy of being on your personal target list. These are the companies and people 
that you feel have the highest probability of recognizing the value of your product.  
 
Sales Lead: 
 
What is a “sales lead”? 
 
1. A “sales lead” is not a company name on “a list”.  
2. A “sales lead” is not a company name on your “target list” 
 
From the companies on your target list, a subset of these will turn into true "sales 
leads". A sales lead is a company in which you have obtained some inside 
information that has helped you identify that they have a particular need for your 
product.  
 
Perhaps you sell accounting software and you spoke to someone that told you that 
company ABC’s accounting software crashed last week and their CFO is not happy 
with their existing system. This is a bonafide “sales lead”. Now that you know the 
need exists and the next step is to find the correct person to speak with. It should be 
easy to get your foot in the door because they will want to speak with you!  
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Or perhaps you sell specialized transport services to oil drilling companies and you 
just discovered that company XYZ just closed a contract with the Saudi government. 
This is also a bonafide sales lead. The need exists and your services will help them 
achieve a business goal. The right person at this company will be eager to learn 
more about what you have to offer! 
 
Moving the Prospecting Process Forward 
 
Once you begin engaging with your bonafide “sales lead” and have discussions with 
the correct people, the company you are speaking with will either become a 
“potential customer” with a defined opportunity or a “disqualified company” which 
should be taken off your target list.  
 

Potential Customer <or> Disqualified Company 
 
If your target company becomes a potential customer you have succeeded in doing 
your prospecting job and you have gotten your foot in the door! But please 
remember that when you properly disqualify customer you have also succeeded in 
your prospecting excersize. Determining that a particular company does not need 
your service at a certain point in time is not failure. It is part of a successful 
prospecting effort. Whether you qualify or disqualify a company you are moving the 
prospecting process forward and making progress. 
 
Now that you know that the company is not a good candidate to do business with (at 
this point in time) you can take them off your target list and focus time on the next 
company. When you properly disqualify a company do not think of it as a defeat. It is 
one more step towards discovering that million dollar deal! As you chip away at your 
target list and disqualify companies, the companies with the most potential will stand 
out and shine amongst the rest. These companies will move from your “prospecting 
funnel” into your “sales funnel”. 
 
 
Prospecting Funnel Management 
 
Just to be 100% crystal clear, there are two distinct types of funnels that you need 
to manage, the prospecting funnel and the sales funnel. 
 
 
                   (List Æ Target ListÆ Sales Lead)                                (Potential Customer) 

Prospecting Funnel Î Sales Funnel 
 
 
The prospecting funnel starts out as a list, is then is narrowed down into a target list 
where you will then discover your sales leads. Once a meaningful conversation is 
started with the company they will either be disqualified or they will become a 
potential customer and move into your sales funnel. The "prospecting process" now 
ends and the "sales process" begins.  
 
As mentioned the scope of our discussion will continue to focus solely on the 
prospecting process with the goal of creating "sales leads". Smart prospecting is your 
first step towards successful sales and should be given just as much attention as 
managing the sales processes.  



 © EmailRetriever.com ™                                                                           Page 6   
 

� The Perfect Target Company 
 
As discussed you need to run every prospect you come across through your own 
unique screening process before they are worthy of being on your target list. In 
order to create criteria for your screening process you should look closely at your 
current clients and the types of companies that have shown interest in your products 
in the past. You need to evaluate these companies and find out what they have in 
common so you can create a list of characteristics that these companies share. With 
this list of characteristics you can create a profile of the perfect target company. The 
perfect target company for an entry level "Human Resources Software System" 
might look like this. A company that: 
 
1. Has between 50-300 employees.  
2. Does not currently have any type of HR Software System.  
3. Is in high growth mode, hiring new employees on a regular basis. 
4. Is in the biochemical, aerospace or IT vertical. 
5. Are either profitable or recently received venture capital. 
 
This is just an arbitrary example. Your "Perfect Target Company" will be unique to 
the type of product or service you are selling, the type of markets you are targeting 
and the types of companies you personally enjoy selling to.  Yes I said enjoy, you 
should enjoy your prospecting! Think of it as fishing or hunting expedition or some 
type of strategic game! Once you have created the ideal profile you can now create a 
list of questions that you can ask yourself while you are doing research and creating 
your target list.  
 
1. Does the company have 30-100 employees?  
2. Do they have a HR Software System? 
3. Are they in high growth mode? 
4. Are they in the biochemical, aerospace or IT verticals? 
5. Are they profitable? Have they recently received new capital?  
 
The companies in your target list do not have to match all the perfect target 
company criteria that you create. In fact some of this information may only be 
obtainable by asking questions when you are in direct communication with the 
company. However, if you can identify companies that share just a few of the 
defining characteristics of your perfect target company, then you are on your way to 
building a powerful target list! You will also have some well thought out questions at 
the ready to ask once you make initial contact with the company.  
 
How to Find the Perfect Target Company 
 
Narrow down an existing list: 
 
As discussed, you can purchase information from companies such as Hoovers.com, 
InfoUsa and D&B that compile, package and sell company lists for prospecting. You 
can then do the appropriate research to narrow down the companies further to 
ensure that they meet your threshold of target list criteria before you move them to 
you official target list.  
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Build your own list: 
 
Another way to approach this exercise is to start with the characteristics of your 
perfect prospective company and build your own list from scratch. If you have a very 
unique product or your customers are in a niche type of market it might be more 
productive building your target list from scratch, as opposed to trying to narrow 
down a long list of companies received from a lead service. 
 
Your marketing department and/or sales manager will probably be contributing to 
this effort, but as discussed you should personally own this and take it upon yourself 
to create and validate your own target list. At the end of the quarter you are the one 
that will either hit your numbers or not. Also, by creating your own target list from 
scratch you may discover certain techniques and criteria that you can then pass on 
to your sales support group which in turn should enhance their efforts in supporting 
you in identifying good companies to target.  
 
So where do you find these companies?  
 
Your Client’s Competition: 
 
Your current clients have competitors. Your client’s competitors will have similar 
company characteristics that will probably meet your profile of your perfect customer. 
Find out who these companies are and put them on your target list! 
 
Your Competitor’s Client List: 
 
Do research on your competitors that sell similar products or services. If your 
product is superior to your competitors you can try to replace them. You should also 
research your competitor’s clients and you may find new types of verticals and 
companies to focus on. You can also look at your competitor’s clients and go after 
their competition!   
 
Read the News:  
 
The companies you are targeting follow certain trends and you need to know what's 
going on and who the new companies are within the verticals that you are targeting. 
You need to become an avid follower of the industries that you are selling into. Set 
up daily news alerts with websites such as Google News, Yahoo and MSN with key 
words that will bring you information and names of new companies within the 
industries you are targeting. 
 
Advertisements: 
 
Where do your current clients advertise? Find out and you will find other similar 
companies advertising in the same publications. Find the industry magazines that 
your clients advertise in and look through the advertisements for new target 
companies. Also read through the articles to learn more about the industry you are 
targeting. This knowledge will not only help you in prospecting but will be a huge 
benefit once you engage in discussions with your target companies.  
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Industry Resources: 
 
Every vertical has industry organizations, trade shows, informational websites, etc... 
As opposed to asking your customers “who are your competitors”, (nobody likes that 
question) ask your customers to direct you to information about their industry. In 
order to find new potential customers it would be very helpful to discover what your 
current customers are reading and what organizations they participate in. You can 
often find the names of new prospects by making yourself familiar with these types 
of resources. Thinking like the people in your target verticals is smart prospecting 
and will help you identify new companies that need your product or service. There is 
gold in them thar hills! 
 
The People to Target 
 
Once you have a target list, the next step is to create a list of potential people who 
you will contact within these companies.  
 
As discussed it is essential that you contact well researched target companies that 
meet certain criteria. The same discipline holds true when you are deciding who to 
contact within the company. Don’t waste your time speaking with the wrong 
companies or the wrong people!  
 
If you are spending time everyday speaking with a low level people who “will pass on 
your information to their boss” you are wasting your time.  You need to speak with 
decision makers. Any time you sell a product or service to a corporation you will be 
dealing with multiple decision makers. Although there will be more people involved in 
the full sales process, there are two categories of decision makers that you should 
focus on during the prospecting process.  
 
Economic Buyer: 
 
This is the person who has the final say in regards to approving the money to be 
spent on the product you are selling. This is the person with the checkbook! These 
people are usually involved towards the end of the sales cycle when your product has 
already been vetted and approved by other individuals within the company. For a 
smaller company it might be the CEO or COO and for larger companies it might be 
the manager of a particular division. 
 
User Buyer:  
 
This is the person or group of people that will actually be using and benefiting from 
your product and service on a daily basis. They will be the ones determining if your 
products meets their requirements and will want to know how your product will 
benefit them personally. Will it make their job easier? Will it make them look good in 
front of their manager? Will it make their day to day life better? They will also want 
to make sure that the purchase of your product or service will not put their 
reputation at risk in front of their peers and managers.   
 
Be aware that there may be multiple people within each of the above categories. For 
example there might be three or four “user buyers” that you will have to convince to 
buy your product. Then you may have to court two “economics buyers” to sign off on 
your contract after you win over the user buyers. 
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Who to contact first? 
 
So who do you contact first, an economic buyer or a user buyer? At what stage and 
what impact will the individual players have on your sales process? This is a very 
important decision and you must understand your sales cycle inside and out. As a 
general rule I believe you should contact the person that you think will be most open 
to speaking with you. This can certainly change within different companies, but you 
will probably see a trend that works for you and the product you are selling. 
 
If you decide not to contact the economic buyer first make sure that you get them 
involved early on in the sales process. You don't want to spend hours meeting and 
speaking with a user buyer who desperately needs your product, but then discover 
that there is no budget. However, sometimes it might be better to contact the user 
buyer first since the economic buyer might not appreciate what you have to offer 
since he is not involved in the daily activities of the user buyer.  
 
Whether you decide to contact a “user buyer” or “economic buyer” first, the higher 
up the ladder you start the better. For example if you are introduced to user buyer 
by their manager, you are on much better footing then if you went directly to the 
user buyer. The user buyer has now been directed by their boss to speak with you 
and evaluate your product. The user buyer now has to put the appropriate effort and 
time forth to evaluate what you have to offer, because at some point they will have 
to report back to their boss as to what they have learned.  
 
So for example, if you sell a product that will benefit the HR department, go right to 
the top and target the VP of HR, she will most likely be the person that owns the 
budget. Contact the VP of HR and ask her to refer you to the correct person within 
the company that would actually use your product. You need not pitch the details to 
the VP in the beginning; just give her a high level overview of why she should have 
someone look at your product. Explain how your product will personally benefit her 
career and make her life better.  
 
ÕExample: 
 
"Your department's personnel may find our product quite useful and this could save 
you 10% off your annual expenses in 2007. Can you please introduce me to the 
appropriate person so I can share my ideas with them?" 
 
If the VP refers you to the user buyer she does not have to spend any personal time 
on the evaluation, but she might personally benefit after your product is evaluated 
by her staff. The VP has does not have to expend any energy, but she has potential 
personal upside if you can show her staff how to save 10% annually on her budget. 
How can she refuse? Please note that at this time you are not pitching your products 
features, you are pitching the idea of helping her save money. 
 
Once you are referred down to the next level, you are now being introduced to the 
user buyer by their boss. This is the best scenario, now they will listen to you and 
give you the professional courtesy and attention you deserve. 
 
Try to avoid the type of people that will block access to decision makers within the 
company. You want to make first contact with the person that will enable you to start 
a dialogue with the various people who would be involved in considering your 
product. The higher up within the organization that you can go, the better. 
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Contacting Multiple People One at a Time 
 
You have multiple entry points into a company and each situation may require 
different tactics. For example, if you have tried to contact an economic buyer within 
a company and have not received any response, you will want to contact another 
person within the company. This may be another economic buyer or you may want 
to contact a user buyer. 
 
It is quite common to speak with one individual within a company that says the 
company does not need your product. Then the next day you can speak to someone 
else within the same company and you find out that is they are in dire need of your 
product. If one person say's they don't need your product, but your gut feeling tells 
you that this company meets your profile, contact other people until you get a 
consensus one way or the other. If after you speak with two or three people and 
hear the same story that they don’t need your product then it is time to move on to 
the next company.  
  
 
Contacting Multiple People Simultaneously 
 
As opposed to contacting people one by one in a linear fashion, you may want to 
contact various decision makers within a company simultaneously. This might be a 
little risky because you can not control the communication flow and an individual that 
would love to block your access to the decision makers may get involved and put the 
whammy on your efforts. On the other hand it can also be very efficient, since this 
approach allows you to contact many people within the same time frame.  
 
In one company the CFO might be very gregarious and like to speak with people that 
can offer ideas on how to improve efficiencies within the company. Another company 
might have a CFO who is very unpleasant to speak with. When using the approach of 
contacting multiple people simultaneously the hope is that the negative people will 
stay quiet and a positive people will step forward and respond.  
 
Contacting multiple people at once can expedite the time between your prospecting 
initiatives and your first scheduled phone call or meeting. In summary, this 
technique takes away some of your control, but it may also yield faster results.  
 
 

� Introduction to Cold Emailing 

So far we have discussed which companies to contact and who to contact within each 
company. Now let’s talk about how to make contact. 

I am sure you are familiar with all the traditional methods such as cold calling, 
networking, sending physical mail, etc.., so as mentioned in the introduction I am 
going to focus on Cold Emailing which is another effective way of initiating contact.  

As mentioned, cold emailing is in no way related to "email marketing". Email 
marketing employs “one-to-many” techniques for uncovering new business. "Cold 
emailing" is strictly a “one-to-one” communication and very similar to cold calling. In 
order to use this method effectively you must be creative, courteous and professional. 
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The technique of cold emailing utilizes the same skills that are used in traditional 
cold calling. Email is simply a different medium of communication to be used in 
cooperation with your other smart prospecting activities. The goal is to help you 
become more efficient, effective and productive. 
 
 
Making First Contact 
 
By this stage you should already have created a well defined and high quality target 
list. Not only do you know what company you are contacting, but you have a good 
idea as to whom you are going to contact within each company, or at least you have 
a good idea of the title and position of the person that you would like to contact first.  
 
You are now going to combine cold emailing with your cold calling skills (and perhaps 
send out some marketing literature) in order to make contact and start a dialogue 
with your target company. The goal of smart prospecting is to create an opportunity 
where you can have an intelligent and non-rushed conversation with an interested 
person. Both parties should be mutually interested in the topic of conversation. This 
is in contrast to what many sales people find themselves doing, which is catching 
someone on the phone and pitching them while the person on the other end of the 
line is thinking of ways to politely terminate the conversation. 
 
The purpose of this conversation is to give you the information needed to determine 
if the target company is truly qualified for your product or service. Once you have 
qualified the company with this first conversation and they have shown some interest, 
you now have a true sales lead and that will become part of your sales funnel. 
 
 
Finding the email Address 
 
Email addresses of individuals are not published and can be difficult to obtain. 
Sometimes you can find an email of an individual if you do a Google search on their 
name. There are also some lead-sharing resources on the web that might be able to 
provide you with the correct email address of the individual you are trying to make 
contact with. However it is unlikely that the correct email of this specific individual is 
in their database. In my experience there are only two ways to find the correct email 
address of a particular person. 
 
(1) Ask for the email address: 
 
You can ask someone within the company for that person's email address. If you 
know someone within the company they will have access to the email directory. If 
you do not know someone within the company you can sometimes extract that 
information from a phone operator or an assistant. This can be difficult but can be 
accomplished by applying some of your adept cold calling skills.  
 
(2) Guessing the email address: 
 
Another method that many sales professionals use is guessing the person's email 
address. If the person's name is John Smith and his company's website is 
www.abc.com his email address might be john.smith@abc.com, john.smith@abc.com, 
john_smith@abc.com, johns@abc.com, smith.john@abc.com, john_smith@abc.com, 
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smithj@abc.com, john@abc.com, smith@abc.com, smithj@abc.com, js@abc.com, 
john.sm@abc.com, john_smith@abc.com, john.s@abc.com, smith.j@abc.com, 
john.smith@abc.com, john.smith@abc.com, john.smith@abc.com, etc... 
 
If you use this method you must only send one possible configuration at a time to 
avoid duplications, because some people might have two or more email aliases. If 
the first guessed email address you send out bounces back you can then try the next 
possible configuration. Also, please note that sometimes the website address might 
be different then the email domain. Such as “www.abc.com” verses the email domain 
of “@abcinc.com” 
 
EmailRetriever.com 
 
I have personally been very successful in creating new sales opportunities by making 
initial contact with decision makers via email. I used to use the above method of 
finding email addresses, but I found it to be too time consuming to go through all the 
various permutations of email addresses one by one and wait for bounce backs. 
 
I knew one senior sales person who had her personal assistant go through this 
proccess for her and send out emails in her name. This was a great idea and worked 
really well for her, but I did not have a personal assistant. Then the thought came to 
me, this task can be carried out automatically by software. So I took this simple but 
highly effective method of finding emails and created a patented software system 
called EmailRetriever.com that can carry out this task for you. You can think of 
EmailRetriever.com as your very own personal assistant! 

                                                       
                                                            
    http://www.emailretriever.com   

 
If you have any interest in learning about this software tool you can contact me 
directly or visit our website for a free trial.  
 
Emailing Multiple People 
 
As we have discussed you may want to contact a few people within the same 
company simultaneously as opposed to one at a time. Email is better then cold 
calling because it is much more efficient from a time perspective. With cold emailing 
you can throw a wider net within less time. This will make you more efficient in 
discovering who the best person to speak with in each company. Also, if done 
properly, this can begin to create a "buzz" about your company/product within the 
group of people who will benefit from it.  
 
However, do be careful not to send an email to too many people within the same 
company because that may damage the integrity of your message. If your email is 
perceived as a marketing type of communication “one-to-many” as opposed to a 
personal communication “one-to-one” your credibility will be diluted. 
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Requesting an Internal Referral 
 
Because each company has its own unique structure and personality, sometimes you 
will not know who within the company would be the best person to contact.  
 
One effective method is to email someone within the company whose name you may 
have found from their website or some other information resource. The key is to 
show that person potential value and politely ask them who you should contact. 
 
 
È "Top Down" The Vertical Referral: 
 
This is usually the best method to find out who is the most appropriate person to 
speak with. You can email an executive and ask who you should be speaking with at 
their company. If your email is polite, to the point and well crafted you will have a 
high probability of getting some direction as to who the correct person is. Executives 
and managers love to delegate tasks. That is what they do for a living! So if you can 
show a hint of value in your email, they will want someone at their company to 
investigate your product or service.  
 
ÕExample: 
 
We provide a new service that helps IT companies find the best programming talent 
in the software industry. I understand that you are always looking for ways to 
improve your talent pool. Who can I contact so I can explain how we can help? 
 
This is a great way to be introduced to someone within the company, because they 
now have been tasked to review your product by their superior. They have been 
directed to speak with you and learn more about what you have to offer.  
 
When you contact the individual you can say that you were "referred" or "introduced" 
to them by their executive. The nice thing about the words referred and introduced is 
that they have a wide range of meaning. It can mean that you were simply given 
their name, but it can also mean that their name was given to you as a personal 
referral. The personal referral is when you have an established personal or business 
relationship with the referrer.  
 
When you contact the appropriate person you are not obliged to divulge exactly how 
you were referred. Hopefully the person you contact will assume that you have some 
type of established personal or professional relationship with their executive. This will 
put you in a very strong position from a credibility standpoint. 
 
Õ Example: 
 
James Money, your VP of marketing thought that you would be interested in learning 
about how our company can help you increase your market share in the medical 
industry. Can we set up at day/time to speak sometime this week? 
 
Æ "Lateral Move" The Horizontal Referral  
 
This is also an effective method. This is when you contact someone who may be on 
the same level as the person you are trying to contact. For example, lets assume 
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that you would like to speak with the accounts payable manager, but you do not 
know that person's name, but you know the name of one of the sales executives. So 
you can email the sales executive and ask them. 
 
ÕExample: 
 
I know that you are in sales, but I thought you can help me out. We have a new 
service that helps account receivables collect outstanding debts. Can you please 
point me to the correct person who is concerned about bad debt within your 
company? 
 
This is a good way to be introduced because you can imply a personal or professional 
referral once you get the persons name. During the process you should also try and 
gain some internal information about the company from the person you initially 
contact. Any information you have about the company will strengthen your credibility 
with the person you are trying to start a dialogue with. Also look for information that 
can give you insight as to how you should position your product. 
 
ÕExample: 

 
I was introduced to you by your sales person, Janet Closer. She said that you are 
having some troubles collecting unpaid debts. My company actually specializes in 
debt collection services and we have some interesting approaches to solving these 
problems that may interest you. I will give you a call tomorrow morning to introduce 
myself.   
 
Ç "Bottom Up" The Vertical Referral  
 
This is when you email someone with the knowledge that the person you are trying 
to identify within the company is of a higher position then the person you are 
requesting guidance from. If you can show that person how your product or service 
can make their job easier or make them look good, they may introduce you to the 
correct executive or at least give you the correct name. 
 
ÕExample: 
 
I see that company ABC is one of your partners. They are also one of our partners 
and use our CRM software. I am trying to contact the person in charge of your 
customer support team because I would like to send them an information packet on 
how our software can improve your customer support. Should I send this information 
to you or can you let me know who would be my best contact? 
      
 
Goal of your first email 
 
The goal of your first email is simply to get some type of response. Even a negative 
response can be beneficial if it helps you start a dialogue with that person. This is 
your goal, to commence some type of correspondence with them via email so when 
you do speak with them on the phone or meet them in person, you have already 
established an initial relationship via your email interaction. 
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In order to accomplish this goal you need to do two things: 
 
(1) Create interest. 
(2) Create a reason for them to respond. 
 
 
Creating Interest with your email 
 
Keep it short:  
 
First and foremost your email should be short, no longer then three to four 
sentences. It should be in plain text without any graphics or attachments and should 
not include any boiler plate marketing information. You want it to be a personal 
email, not a marketing spiel. If it looks like a marketing piece it will be deleted. 
 
Limit the information: 
 
If it is too long they will not read it, but there is also another reason to keep it short.  
If you give them all the information they need upfront, then why do they need to 
speak with you? The key is to give them just enough information in order to get 
them interested so you can then schedule a phone call or meeting with them. 
 
Personalize, Personalize, Personalize: 
 
You must personalize your email in any manner that is possible. The ability to 
personalize your email will be based upon the research you do on the company 
and/or on the person if information is accessible. The necessary research you need in 
order to personalize your email will take only minutes by reading through their 
website, using a good search engine like Google or an information resource such as 
Hoovers.com. Let them know that you understand their business and have done 
some research on their company. You want to make it clear to the recipient that you 
have done research and have sought them out specifically. They will be impressed 
with the fact that you have done your homework before contacting them. 
 
Common Contact:  
 
If you know anyone at the company or if you have simply corresponded with 
someone else, use their name in your first sentence. Even if you only spoke to that 
person on the phone for one minute, use their name in your email. The target 
recipient will assume that you have a closer relationship with that person and will be 
more open to reading your email. 
 
ÕExamples: 
 
"I just spoke with Harold..." 
"Base on Janet's recommendation..." 
"John thought that it would be a good idea if I contact you." 
 
Create a personal connection: 
 
You can learn about the person you are trying to contacting by Googling their name, 
reading their bio on the company's website, etc... Let them know that you did some 
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research on their background and their ego will be affected in a positive way.  If you 
have anything in common with them let them know it. Perhaps you went to the same 
college, used to work for a similar company, both enjoy golf or perhaps you read an 
article that they wrote. Use anything to make some type of common connection 
either on a personal or business level.  
 
ÕExamples: 
 
"I understand that you also attended MIT..." 
"I see that you also used to work for IBM..." 
"I read the article that you wrote about..." 
 
Name their competition: 
 
If you have a customer who is a competitor of theirs, let them know it. If their 
competitor uses your product or service they will want to speak with you. They will 
want to make sure their competitor does not have some type of advantage over 
them by using your product. Or perhaps they may think that they can learn 
something new about their competitor by speaking with you since you have a 
professional relationship with them.  
 
ÕExample: 
 
"...we have helped companies such as Mercedes, Ford and BMW...." 
 
If none of your current clients are in competition with them you can still catch their 
attention using this method. Perhaps you know that their main competition is 
Microsoft, but Microsoft is not your customer. You can sill mention Microsoft’s name 
in your email. That may get their attention! 
 
ÕExample: 
 
"...we can help you gain market share over Microsoft..." 
 
Prior Contact: 
 
If you have had some type of prior contact with them in the past, even though they 
did not respond let them know that upfront. If you have left them a voice mail or 
have sent them something via the mail such as a marketing kit, make sure you point 
that out in your email. This way they can connect the email with your prior 
communication. This will illustrate your persistence and resourcefulness in trying to 
create a dialogue with them. This will make them realize that you may have 
something of interest to offer. 
 
ÕExamples: 
 
"As per my voice mail I left you yesterday..." 
"I sent you our company marketing kit last month..." 
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Use flattery:  
 
Read through their press releases and see what they have been up to. Flatter them 
with any recent achievements they may have accomplished. This will illustrate your 
respect for their company, as well as the work you did to research them. Perhaps the 
excitement of the new event at their company will inspire them to think outside of 
the box and look for new solutions, such as yours! 
 
ÕExample: 
 
"Congratulations on your new partnership...." 
"Congratulations on your deal with IBM..." 
"Congratulations on your new product launch..." 
 
Illustrate your knowledge: 
                     
By showing that you have specific knowledge about their company and industry you 
will gain credibility. This will certainly peak their interest in what you have to say.   
 
ÕExamples: 
 
"I understand that you are looking to sell into the medical market..." 
"I thought you might be interested in our company because..." 
 
 
Speak about results, not features: 
 
Let them know the end result of using your product or service. Focus on the solution 
that you can provide them with, not the specific features of your product. 
 
ÕExamples: 
 
"We can help you save on your HR expenses..." 
"We can help you sell more..." 
"We can make your design team more creative..." 
 
How can you help them personally? 
 
Always remember that you are communicating with an individual person that has 
personal goals. Based on their title and job description you should be able to have a 
good idea as to how your product can make their life easier or make them look good 
in front of their peers. Make sure that the aspect of your product that you highlight 
will be of interest to the individual in a personal way.  
 
For example a manager with a budget will want to know how they can improve their 
bottom line.  
 
ÕExample: 
 
"Our product will help you shave off 20% on your communications line item..." 
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However someone that would actually use your product on a daily basis will probably 
be more interested in how it can make them more efficient or make their workload 
easier to manage.  
 
ÕExample: 
 
"Our product will save you at least two hours every day..." 
 
You can use one of the above techniques or a combination of several in order to gain 
the interest of the person you are trying to start a conversation with. Each email you 
send out might use a different technique or perhaps you might find a particular 
technique that works well for you across the board. The main thing to remember is 
that each individual you are trying to reach has their own unique needs and desires; 
hence you have to constantly adapt and evolve your pitch.  
 
 
Getting a response 
 
You are not trying to sell anything with your first email. You will have that 
opportunity later after you establish dialogue with the person you are trying to 
contact. The main objective of your email is to get the recipient to respond which will 
in turn create the beginning of a dialogue. In order to illicit a response I would 
suggest to always end your email with some type of a question. 
 
 
 
ÕExamples: 
 
Would you be interested in…? 
Would you like me to…? 
How can we…? 
Should I...? 
 
Offer your knowledge and ideas: 
 
You are an expert in your field and you should have some interesting ideas on how 
you can help them. Perhaps you know how they can cut expenses, increase revenues, 
be more efficient or better compete in the market. Think of yourself as a consultant 
and offer some free advice. Let people know that that they can gain new knowledge 
and ideas by speaking with you.  
 
ÕExamples: 
 
I have some interesting ideas on how you can save on your IT expenses. Would you 
be interested in learning more? 
 
Most of the companies in your industry do not use e-commerce solutions. Would you 
be interested in learning how e-commerce can significantly increase your revenues? 
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Offer to send something: 
 
People will usually not turn down an offer to receive information for free. When you 
get a positive response you can send them something via email, regular mail or both. 
This will help you establish more credibility and create a rapport. 
 
ÕExamples: 
 
We have created a best practices booklet on utilizing the internet for customer 
support. Would you like me to send you our booklet? 
 
We provide support services to companies such as IBM, Cisco and Oracle. Shall I 
send you an information packet via the mail with some interesting case studies? 
 
 
Leave out a key piece of information: 
 
Another way to illicit a response is to give them some information, but leave out a 
key piece of information, such as how much your product costs, how much money 
you can save them or the names of their competitors that you currently work with.  
 
ÕExamples: 
 
Our product is much more inexpensive then you current vendor, Company ABC. 
Would you like me to send you our price list? 
 
Our software is much faster at processing information compared with your current 
vendor, Company XYZ. Would you like me to send you our data sheet? 
 
We can save you a large percentage off your current telecommunications costs 
compared to what you are paying today. Would you like me to send you a detailed 
report? 
 
We have worked with a few of your competitors who have been able to increase their 
sales by using our product. Would you be interested in setting up a time to speak at 
your convenience to review how we can help you increase revenues?  
 
Ask them qualifying question: 
 
This approach is more direct and to the point then the above examples. The above 
techniques are more subtle because you are just looking to get them to respond in 
some way. Asking them a qualifying question can yield results, but the danger is that 
it gives them the opportunity to disqualify themselves quickly before they fully 
understand what you have to offer. Despite the risk, this technique can be 
productive. 
 
ÕExamples: 
 
Is your company interested in translation services? 
Are you looking for ways to improve your marketing reach? 
Is your company hiring new people? 
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Humor is powerful: 
 
One of the most powerful ways to get someone to engage with you in a phone 
conversation or with email correspondence is to make them smile. I have ready 
many sales books this important fact often seems to be missed. When I get cold calls 
from sales people they are so serious. They sound like they are on the phone and 
their CEO has a gun to their head! I feel like saying “Hey man! Lighten up! Have 
some fun!”  
 
People like to do business with people they like and enjoy interacting with. So try to 
make people smile with some humor. People will not think you are less professional, 
they will feel a personal connection. The earlier you can create some type of personal 
connection the better.  
 
ÕExamples: 
 
Sarbanes-Oxley… don’t you hate hearing that word? We have helped hundreds of 
companies comply with these new laws…. 
 
You will be pleased to know that I am not trying to sell you anything, but can you 
introduce me to your project manager… 
 
As CTO of Company XYZ I am sure you never get any cold calls…. 
 
It is kind of difficult to hit a cord using examples out of context, but I am sure you 
will be able to find some humor and fun in your prospecting activities. So lighten up! 
Tell your CEO to drop the pistol and have some fun! -�
 
If you can get some type of reply from your email you have you have accomplished 
your goal of making contact with that person. Even if the reply is insignificant you 
have accomplished your goal. You are on your way to mastering the art of cold 
emailing! 
 
Combining Methodologies 
 
As mentioned cold emailing is not a stand alone solution. It is another medium of 
communication that should be used in conjunction with other prospecting activities 
that you like. You will create your own unique combination of methodologies and 
discover what works best for you. Personally I have found that the using cold 
emailing in conjunction with cold calling and regular mail can be very effective. Each 
mode of communication has its own strengths. . By harnessing the strengths of all 
three mediums you have the potential to create a very powerful prospecting process. 
 
(1) Cold Emailing: 

 
Cold emailing is highly efficient because you can email people directly and you can 
do it at anytime of the day. It also allows people to respond with minimal effort. I 
can not count the number of times that C level executives have responded to my 
emails via their Blackberries. Email is non-obtrusive because it allows people to 
respond on their own time. I have had people respond to emails two or even three 
weeks later. Email is also convenient because one can easily invite other people into 
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the conversation by copying them. Often when people respond they may copy other 
people within their company.  
 
(2) Cold Calling: 
 
If you catch the person at the right time cold calling can be highly effective because 
you can to learn more about your prospect in real time. You can also tailor your pitch 
in real time and it is easier to make a personal connection on the phone. Try to call 
before 9AM or near the end of the business day to avoid the intrusion factor. Also, 
leaving a voice mail is a great tool, but remember to keep it short!   
 
(3) Regular Mail: 
 
You may be surprised that I am propounding the use of regular mail, but sending 
information via regular mail should be part of your repertoire. People seldom get 
personal letters these days because of the prolific use of email, so sending a 
marketing kit with a professional looking letter is effective. Perhaps more effective 
then it was ten years ago.  
 
Marketing literature is tangible and simply feels real. Use a blue pen to sign so they 
know you actually signed it. Another benefit is that it can be saved and passed on to 
other people within the company.  
 
Warming up your prospect:  
 
If you send your prospect a cold email, marketing kit and/or leave a voice mail 
before you cold call, the person may be more receptive to speaking with you.  
 
If you leave a voice mail for someone before you send them an email they will be 
more likely to read your email.  
 
If you send an email to someone and leave them a voice mail they may be more 
likely to read the marketing kit that you send them. 
 
So in which order should you try to communicate with the prospect? As a general 
rule of thumb, I would first do my best to get them to respond to an email or a voice 
mail first before I call them.  This is much better then catching them at their desk 
unprepared and cold. This could be obtrusive and even worse they might be having a 
bad day. If you catch them at their desk when they are having a bad day they will 
simply say that they are not interested without giving it any thought. You will not 
have another chance to engage with that person.  
 
Even if they do not respond to your email, voice mail or marketing literature you will 
have a better chance of having a good conversation with them when you do catch 
them on the phone.  Usually people will be more courteous and give you some of 
their time based upon your previous efforts to reach them.  Also, if you have made 
attempts to communicate with them via email or voice mail in the past you can start 
out your call by stating that you have made an effort to reach them in the past which 
will help the call get off to a better start. 
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ÕExamples: 
 
Sorry to catch you at your desk at this time but I sent you… 
 
I know this is a busy time for you but I thought that we could schedule a time to 
speak… 
 
I sent you an email and left you a voice mail last week touching on how we might be 
able to help you succeed with your new office expansion... 
 
 
Here are some possible scenarios that could work well for you. 
 
Scenario 1: 
 
Send Email: I will send you some marketing information tomorrow... 
Send Marketing Kit: As per my email.... I will give you a call this week... 
Phone Call: Have you had a chance to review the information I sent... 
 
Scenario 2: 
 
Send Email: I will call you later today... 
Voice Mail: As per my e-mail...I will send you some information.. 
Send Marketing Kit: As per my voice mail... 
 
Scenario 3: 
 
Voice Mail: I will send you my contact information via email... 
Send Email: Did you receive my voice mail... 
Send Marketing Kit: As per my email here is the information... 
 
Please note that our main goal is to get through to your prospect and qualify them or 
disqualify them within a short time frame. So if you are not getting a response by all 
means cold call them and cut to the chase. The point is that it will be well worth your 
efforts to do a little warming up before you call them. Again, if you catch a person 
100% cold on the phone without any attempt to warm up the call, that could work 
against you. They will probably not have the time to focus and listen to you and your 
window of opportunity will be closed. That is why I would suggest that you first try to 
contact them in a non-obtrusive way.  
 
The manner in which you proceed will be based upon your schedule, style and what 
you find works best for you. The important point here is to try and connect with 
various communication mediums over time and build on them.  
 
 
Timeline:  
 
You should not bombard a person with multiple voice mails and emails over a short 
time period. If you do this the person will develop a dislike to you before you ever 
have a conversation. The nice thing about un-obtrusive methods of contact is that 
they can respond on their own timeline. If you bombard them this benefit is taken 
out of the equation. Also, as a rule of thumb never email someone more then twice 
without a response.  
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It is possible to build a relationship over time before you even have a conversation 
with a person. By touching them with different mediums of communication over a 
period of a few days or even a couple of weeks they will get to know your name and 
be somewhat prepared to speak with you. At least they will know who you are when 
you reach them on the phone.  
 
Think of prospecting as sowing seeds. You want to plant as many seeds as possible 
and do your rounds on a regular basis, but leave time for the seeds to grow. In order 
to use this approach you will need to be patient and have a robust target list that 
you can rotate through. 
 
Conclusion 
 
As you continue to experiment with different formulas and develop new techniques 
you will discover your own unique prospecting system that will yield results. Most 
people will be impressed with your persistence and creativity in reaching them and 
give you an opportunity to present your solution to them. Prospecting is an art that 
you must continually refine regardless of your years of experience as a sales 
professional. So push on and be persistent! Those million dollar deals are closer then 
you think! 
 

Nothing in this world can take the place of persistence. 
Talent will not. Nothing is more common than unsuccessful men with great talent. 

Genius will not. Un-rewarded genius is almost a proverb. 
Education will not. The world is full of educated derelicts. 

Persistence and determination alone are omnipotent. 
 

- Quote by Calvin Coolidge 
 
 
If you have questions about this whitepaper I would be very interested in speaking 
with you so feel free to contact me.  
      

 
Andrew Paulsen | President 
 
EmailRetriever.com  
2352 Jones Street 
San Francisco, CA 94133  
  
Email: andrew@emailretriever.com  
Phone: 415.269.7350 
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http://www.emailretriever.com 

If you need to reach a specific person at one of your target companies, but do not 
know their email address, EmailRetriever.com will enable you to make contact with 
that person via email.  

How does it work? You input a person’s first name, last name and company email 
domain. EmailRetriever.com then takes this information and determines the target 
recipients email address by trying over 25 different configurations such as 
bob.jones@, jonesb@, bobj@, etc... It keeps guessing until it finds the correct email 
address! Each attempt is sent one at a time to avoid duplications until the email is 
delivered and verified.  

This saves smart prospecting professionals time and makes them more efficient. It is 
designed to help sales professionals best leverage cold emailing as a technique to 
create new sales opportunities.  

A free trial is available at www.emailretriever.com   

 
 


