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Mastering Prospecting 

	

	

Unlock	New	Ski l ls 	 for 	a	

Magical 	Future ! 	
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Your Prospecting Mastery Plan© 
 

Your  Name:   
 
Today’ s  Date :  
    
Your  Current  T i t l e  and  Respons ib i l i t i e s :  
 
 
Your  Des i red  T i t l e  and /or  Prospec t ing  
Respons ib i l i t i e s :  
 
 
Why  do  you  want  to  Prospec t?  
1 .  

2 .  

3 .  

4 .  

5 .  
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Business Questions 
 

Your  current  income  p lus  bene f i t s  and  bonuses :  
 
 
 
Future  pro jec ted /des i red  income  p lus  bene f i t s  
and  bonuses :  
 

 
Descr ibe  in  de ta i l  your  DREAM PROSPECTING 
ROLE wi th in  the  company:  
 
 
 
 
What  exc i t e s  you  about  th i s  Dream Role?  
 
 
 
 
Are  you  current ly  qua l i f i ed  for  th i s  Dream Role?    
I f  no t ,  what  knowledge / sk i l l s / l i c enses  do  you  
need?  
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Business Self-Evaluation 
 

What  are  your  s t rengths?  
 
 
 
 
 
What  are  your  weaknesses?  
 
 
 
 
What  are  your  f ears  about  prospec t ing?  
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Business 
Training/Growth Plan 

 
 

Write  each  area  tha t  needs  improvement  and  
your  p lan  for  how you  wi l l  improve :  
 
 
H o w  o f t e n  w i l l  y o u  p r a c t i c e  y o u r  P r o s p e c t i n g  
L a n g u a g e ?  
 
 
What  courses  w i l l  you  take  th i s  year?  
 
 
 
What  books  wi l l  you  read  th i s  year?  

 
 
What  Seminars /Tra in ings  you  wi l l  a t t end  th i s  
year?  
 
 
 
What  L icenses  w i l l  you  obta in  th i s  year?  
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Business Plan 
 

Wr i t e  your  Bus ines s  P lan  For  th i s  ______  Year .  
 
#AUM you  wi l l  genera te  th i s  year :  
 
 
#Prospec t s  per  month  
 
 
Your  Prospec t ing  Method( s )  
 
 
Your  Targe t  Market  
 
 
Your  Da i ly /Week ly /Month ly  Prospec t ing  
Schedule  
 
 
Your  Da i ly /Week ly /Month  Jo in t  Work  Meet ings  
 
 
Your  Prac t i ce  T ime  
	


