
 
 

PURPOSE: To assist you in creating a method for reaching out to new clients that are both efficient and effective.  
DISCUSSION: Good prospecting involves a series of steps to get the customer’s attention so that they connect and meet 
with you. For a good sequence to be successful, it must have the right frequency and diversification of touches. A touch is 
defined as a method in which you approach someone that allows you to either speak to them in person or leave them a 
personal message for them to review at a later time. Examples of good prospecting touches include: 
 

 
Steps For Creating Your Prospecting Sequence 

1. The Number of Touches - Decide on the maximum number of touches that it should take to finally connect and 
get a meeting with your prospect. If you underbid it and prospect someone too few times, you will not get many 
meetings. If you overbid it and prospect someone in excess, you are wasting valuable time. We recommend a 
target of 10 total touches. 

2. The Types of Touches - Create your prospecting process and allow for a variety of methods to be effective. A 
multi-method approach allows you to get your prospect’s attention from different angles and makes it harder for 
them to ignore you. 

3. The Order of Touches - Arrange your preferred touch methods in an order that you believe will be the most 
effective. Consistency will be key for you to track the effectiveness of your prospecting sequence. Think of this as 
your courting process.  

4. The Frequency of Touches - Determine how much time you allow in between each touch. If time is too short, 
you may come across as pushy and if the time is too long, you will be easy for the prospect to forget. The time 
between each touch should always be less than 1 week.  

 
Putting It All Together - When you have this completed, it should look something like this: 
 

 
You will want to keep this simple. You can add this to your CRM, or you can create a spreadsheet to keep track of where 
each of your prospects are in your sequence. You may find over time that you want to adjust your sequence to increase 
effectiveness and shorten your prospecting cycle. No matter what you decide, always stay true to your process and you 
will find that your results will both improve and become predictable.  
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