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Preparation is one of the keys 

to sales success, especially for 
face-to-face appointments.  It 

should be one of the main 

focuses when it comes to 

winning new business, 
however, more often than 

not, I find that lots of people 

are still doing the wrong sort 

of preparation! 
 

Mistake number 1 – are you 

too worried about yourself? 
In my experience when training 

businesses and salespeople, I’m 

often told that most are more 

concerned about their own 

preparation, such as: Have I got 

enough business cards? Are my 

Power Point slides done right? Or, 

have I got my product samples in 

my case? 

 

This is a big mistake in my opinion 

– surely you should be more 

worried about your client than 

yourself? 

 

Mistake number 2 – Are 

you doing enough client 

preparation? 
This brings me onto the second 

mistake most people make when 

it comes to preparation and, be 

honest, how many of you out 

there can say that you are more 

concerned about preparing for 

your client than you are for 

yourself? 

 

The best preparation is client 

preparation, such as looking at 

and printing out pages from their 

website. You’d be surprised how 

many people do not even visit a 

prospect’s website before meeting 

them face to face, only to be left 

faced with awkward situations 

that involve them asking questions 

such as: "tell me a little about 

your business". 

 

Mistake number 3 – Not 

using Google! 
There is no excuse for not even 

carrying out basic preparation – 

after all, anyone can use Google.  

 

Googling the company name (to 

see what else comes up, not just 

checking out their website), 

googling the name of the person 

you are meeting, checking out 

their competition and looking 

who you've worked with in a 

similar industry or situation. 

 

What sort of difference do you 

think it would make to the 

prospect if instead of asking 

questions like "tell me a little 

about your business" you were 

asking questions like "I was 

looking on your website and 

noticed that...." or "I noticed on 

your website that you worked 

with...and I wanted to know a 

little more about it..." 

 

Do you think these have a 

different impact on the person 

you're meeting?  You can bet on 

it!  Do you think they would 

perceive you differently than your 

competitors who ask the same 

tired old questions, time after 

time?  You can bet on it! 

 

If you do the right kind of 

research, do you think it might 

have a big impact on the results 

from your sales calls and 

appointments?  You can bet on it! 

 

Follow the tips above and watch 

your sales soar! I look forward to 

hearing how you get on. 
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Reserved 

  

This article appeared in Better Business Focus, 

published by Bizezia Limited ("the publisher"). It 

is protected by copyright law and reproduction 

in whole or in part without the publisher’s 

written permission is strictly prohibited. The 

publisher may be contacted at info@bizezia.com  

(+44 (0)1444 884220). 

 

The article is published without responsibility by 

the publisher or any contributing author for any 

loss howsoever occurring as a consequence of 

any action which you take, or action which you 

choose not to take, as a result of this article or 

any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at the 

time of publication, it is not a substitute for 

obtaining specific professional advice and no 

representation or warranty, expressed or 

implied, is made as to its accuracy or 

completeness. Any hyperlinks in the article were 

correct at the time this article was published but 

may have changed since then. Likewise, later 

technology may supersede any which are 

specified in the article. 

  

The information is relevant primarily within the 

United Kingdom but may have application in 

other locations. 

 

These disclaimers and exclusions are governed 

by and construed in accordance with English 

Law. 
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