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PROSPECTING;
The process of identifying customers for a product who have adequate money authority and need for environment .
MAN  stand for Money Authority and Need.
Different level of Deal Costumer .
Suspects; these are those people who have need for the product.
Lead customer; 
those costumers having need authority but in most cases they don’t have money.they are sale lead .
Prospects; those customers which have money authority and need,some time one customer  has need  to buy that thing but in his family some other doesn’t like to buy.
Good prospects; 
50 prospects 
15 qualify
13 interview 
1 sale
Bad prospects;
50 prospects
20 qualify 
15 interview 
3 sales
So the 3 sales prospects is better then the first one.
Data mining; in data mining we collect large amount of data from all over the world.
Prospects are divided into ;
Identifying customer and qualifying customer.
Method of prospects and source of perspective are the same.
1. Cold calling or cold canvassing ;in this method you meet with people door to door, and many people dislike this method.this is rough method,and worldly used method.
2. Snow balling; you meet with costumers regarless either he wanna buy or not.at start it is small but with the passage of time it become large.
3.Prospects  pools;
A.ex costumer 
B.Current customer include
C.Orphans
D.Competitor customer 
4. Center of influence; 
it is a type of snow  balling.
5. spotters;
 old sale person are spotters,similarly intelligent dogs are also spotters.they work against money
6.non competing sale person;
 the person selling kidneys medicines have no competition with eye selling medicine person.
They don’t take money.
7.mailing  lists;
they make  a list of their communicators.
8.association; it is a source of prospects
9. tele marketing;
Marketing through mobile or telephone 
