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The Superstat 
Sales Academy
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Welcome to the 
WEBINAR!

TURN YOUR 
CAMERA ON!
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Sixty Minutes
Rapid Fire
Q&A

Recorded

1
What To Expect.
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Overcome Prospecting 
Mistakes and Increase Your 

Sales Pipeline
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3
Today’s Objective.

• Maintain determination and drive when 
faced with a diverse set of challenges

• Ensure the sales process is moving in a 
mutually beneficial direction

• Develop a strong rhythm of productive 
habits that support your sales goals
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Question

What is prospecting? 

What does it involve?
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What Is Prospecting

Active
• Prospecting / lead 

generation
•Out-bound leads
• You are in control

Passive
•Branding & marketing
• In-bound leads
• The prospect is in 

control
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Success Triangle

SUCCESS

Confidence 
Outlook

Responsibility

Skills
Goals 
Plans 
Action
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Taking Control

SUCCESS
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Behaviour Mistakes
Mistake #1: Not maintaining proper schedule orientation.

• Time blocking
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Behaviour Mistakes
Mistake #1: Not maintaining proper schedule orientation.

• Time blocking
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Time Blocking
Pomodoro Technique

• Time management framework

• Sales Surge
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Behaviour Mistakes
Mistake #2: Not having a goal for meaningful conversations.

• Purpose

14

Behaviour Mistakes
Mistake #2: Not having a goal for meaningful conversations.

• Purpose

• Agenda
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Behaviour Mistakes
Mistake #2: Not having a goal for meaningful conversations.

• Purpose

• Agenda

• Outcome
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Controlling the Meeting
Appreciate your time ….

Naturally you’ll have questions ….

Obviously I’ll have questions ….

Typically at the end ….
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Behaviour Mistakes
Mistake #3: Not placing importance on booking first time 

appointments.
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Behaviour Mistakes
Mistake #3: Not placing importance on booking first time 

appointments.
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Behaviour Mistakes
Mistake #1: Not maintaining proper schedule orientation.

Mistake #2: Not having a goal for meaningful conversations.

Mistake #3: Not placing importance on booking first time 

appointments.
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SUCCESS

Success Triangle
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Attitude Mistakes
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Attitude Traps
Trap #1: Having a scarcity mindset and not turning the 

‘bubble gum machine,’ enough.
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Attitude Traps
Trap #1: Having a scarcity mindset and not turning the 

‘bubble gum machine,’ enough.

• What’s your green bubble gum?

24
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Attitude Traps
Trap #2: Believing you’re not worthy of your clients’ time.

• Equal business stature
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Attitude Traps
Trap #3:  Letting your ego alter your decision making.
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Attitude Traps
Trap #1: Having a scarcity mindset and not turning the 

‘bubble gum machine,’ enough.

Trap #2: Believing you’re not worthy of your clients’ time.

Trap #3:  Letting your ego alter your decision making.
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SUCCESS

Success Triangle
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Poor Technique
Poor Technique #1: Being unfamiliar with your talk tracks.

• What talk tracks should you have?
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Poor Technique
Poor Technique #2: Being unprepared for sales calls.

• Prepare for calls with a pre-call plan

32
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Poor Technique
Poor Technique #3: Failing to uncover pain.
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Poor Technique
Poor Technique #3: Failing to uncover pain.

• Pain ….. which means ….
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Poor Technique
Poor Technique #1: Being unfamiliar with your talk tracks.

Poor Technique #2: Being unprepared for sales calls.

Poor Technique #3: Failing to uncover pain.
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The 3 C’s

SUCCESS

Co
mmitm

en
t
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The 3 C’s

SUCCESS

Co
m

m
itm
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t Conviction
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The 3 C’s

SUCCESS

Co
m

m
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t Conviction

Consistency
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Formula For Prospecting Success

Attitude + Technique - Behaviour 
= No prospecting

Behaviour + Technique - Attitude 
= Poor execution

Attitude + Behaviour - Technique 
= Low conversion
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Question

What is prospecting? 

What does it involve?

41

• Maintain determination and drive when 
faced with a diverse set of challenges

• Ensure the sales process is moving in a 
mutually beneficial direction

• Develop a strong rhythm of productive 
habits that support your sales goals

Wrap Up.
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