
The Importance of Pre-Call Planning: The Key to Successful Prospect Meetings

Description

As sales professionals, weâ??re often juggling packed calendars, shifting priorities and important
meetings. With so much going on, itâ??s easy to overlook the importance of pre-call planning for a
prospect meeting as it can be tempting to rely on past experience and just wing it, especially when
weâ??ve had these similar conversations before.

However, even the most seasoned sales teams benefit from taking the time to plan ahead. Pre-call
planning ensures everyone is on the same page, the conversation stays focused and that you show up
with confidence and clarity. The result? More effective meetings and, ultimately, more closed business.

Real-World Example: When Pre-Call Planning Makes the Difference

Recently, BDUâ??s CEO Lisa Peskin worked with a client to help them prepare for a meeting with a C-
suite executive at a prospective clientâ??s company. They spent nearly an hour pre-call planning for a
meeting that lasted just 30 minutes, but their preparation paid off. The conversation was targeted,
impactful and well-structured. The very next day, the client sent over a scope of work. The time spent
pre-call planning just reinforced for them that it was time well spent.

First Step: Start with Research Before the Sales Call

A key component of sales meeting preparation is doing some quick research before the call. Look into
the companyâ??s recent news, the LinkedIn profiles of everyone who will be in attendance and any
shared connections. Understanding the prospectâ??s background helps you personalize your
approach, make connections and ask smarter questions.

The Key Elements of a Strong Pre-Call Plan

Whether youâ??re preparing alone or as a team, consider the following components as part of your
planning process:

1. Who Will Be in the Meeting?
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Clarify who will be attending on the prospectâ??s side, including names, roles and potential decision-
making authority. This will help you tailor your questions and approach accordingly.

2. Set Defined Roles for Your Team

Identify who will lead the meeting, who will handle introductions or rapport-building and who will cover
key discussion points. Everyone should know their role ahead of time to avoid confusion during the call.

3. Establish Rapport

Consider how youâ??ll open the meeting and build an initial connection. This could include mentioning
a mutual contact, a relevant company development or a shared interest. Building rapport early creates
trust and sets a positive tone.

4. Confirm the Meeting Duration

Take a moment to clarify the time allotted for the conversation. A simple question such as, â??We had
originally planned for 30 minutes. Does that still work for you?â?• ensures everyone is on the same
page and helps manage the flow of the meeting.

5. Ask for Their Agenda

Give the prospect an opportunity to share what they hope to cover. Understanding their priorities helps
you align your messaging and uncover where you can provide the most value.

6. Share Your Agenda

Once youâ??ve heard their goals for the meeting, outline your own. A well-prepared agenda helps set
expectations for the conversation. Also, make sure at this point that whatever you want to accomplish
by the end is clearly stated now so that everyone is on the same page when the meeting comes to a
close.

7. Prepare to Qualify the Opportunity

Plan key questions in advance to help you qualify the opportunity. Some questions to ask might
include:

Who else is involved in making the decision?
What is your timeframe for a solution?
Are you considering other options?
What is your budget?
Is this a priority or a â??nice to haveâ?•?

Asking the right qualifying questions helps you identify real opportunities and avoid chasing deals that
arenâ??t a fit.

ð??? Read more on how to understand prospect needs.

8. Plan for Discovery
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Your goal is to understand how you can help and what success looks like for them. Ask thoughtful
questions that allow the prospect to discuss challenges, goals and current processes.

9. Manage the Flow and Time

Think through the natural flow of the conversation. Who will speak when? What stories or examples will
you share? Whatâ??s the ideal outcome for the meeting? Staying structured but flexible helps you use
the time effectively.

10. Identify the Right Story to Tell

Client success stories are a powerful way to demonstrate the value of your product or service. Choose
a story that most closely relates to the prospectâ??s situation and clearly illustrates how you helped
another client achieve meaningful results. If possible, include metrics as quantifying the benefits will
have a stronger impact than just a story alone.

11. Align Products or Services to Their Goals

Focus on solutions that are relevant to their challenges or objectives. Highlighting the right offerings
helps build trust and credibility.

12. Set a Defined Next Step

Every meeting should end with a clear next step. Whether itâ??s scheduling a time to have another
conversation, sending a scope of work or setting a date to review a proposal, be specific on what
comes next. Donâ??t leave it up in the air! Setting the next step during the current meeting keeps
momentum going and reduces delays.

Common Pre-Call Planning Mistakes

Even experienced professionals make missteps in pre-call planning. Here are a few to avoid:

Skipping research: Walking into a meeting without an understanding of who youâ??re talking to
wastes valuable time.
Assuming everyone on the team is aligned: Without clearly defined roles, meetings can feel
disjointed or chaotic.
Focusing too much on your product or service: If youâ??re talking more than listening,
youâ??re not discovering or uncovering ways to help. Youâ??re just trying to sell them something.
Leaving next steps open-ended: Always clarify what happens next or you risk losing
momentum.

Avoiding these mistakes can make the difference between a forgettable meeting and a forward-moving
opportunity.

Make It Easier with the Right Tools

To support your preparation process, weâ??ve created the Prospect Visit Checklist. Itâ??s a free
downloadable tool available in our BDUtensils library designed to help you get organized, stay focused
and have more productive conversations with your prospects.
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Hereâ??s what youâ??ll find:

A detailed checklist covering agenda planning, qualification, discovery, time management and
next steps
A practical structure you can use for every prospect meeting

ð??¡ Bonus: Check out our full BDUtensils library for additional resources like:

BDUâ??s Client Meeting Checklist to help you get the most from your time with your existing
client base
Our Networking Meeting Checklist for guidance on how to best conduct effective, efficient
meetings with COIs
BDUâ??s Goal Tracking Form to help you view your progress against your goals
â?¦and more!

Why Preparation Pays Off

Pre-call planning doesnâ??t have to be time-consuming or complicated, but it does have to be
intentional. When you invest time up front to prepare, you set yourself up for success by positioning
yourself as a trusted advisor and not just another salesperson. Approach each meeting with purpose
and youâ??ll absolutely see the results!

Want customized help with your prospecting efforts? Weâ??re here for you!

If youâ??d like to talk through how to improve your pre-call planning, overall prospecting approach or
something else entirely, just submit your information below. Weâ??ll set up a time to chat with
absolutely no pressure and have a quick, no-obligation conversation to explore ways we can support
you or your team.
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