
selling180.com   |SELLING 180° A DIFFERENT APPROACH TO NEW BUSINESS DEVELOPMENT

18 TIPS
TO GENERATE MORE BUSINESS
Produce the right kind of new business. 
Grow your income. Sell with integrity.
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Professionals responsible for attracting, retaining, and growing new business can struggle to 

achieve their full potential. Both companies and individuals face the same common 

obstacles to growth:

• Not fully understanding, believing in, or effectively communicating your unique value

• Not having a client-engagement process that allows you to be in control

• Being reluctant to move on for fear of losing a prospect’s business

Realistically, these 18 tips won’t change your business results overnight. But they will 

immediately stimulate new ways of looking at sales and achievement. When applied, you 

will have better control of your sales process and watch as prospects move more quickly in 

and out of your sales pipeline. Ideally, this material will help you or your team become more 

vigilant about spending time and energy on the right kind of prospects that lead to 

accelerated, profitable growth.

If you’d like to know more about Selling180 coaching, in-house consulting, and train-the-

trainer programs, visit our website selling180.com or email tom@selling180.com.
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INTRODUCTION

“Sustainable and accelerated sales growth starts with increasing awareness 

and discipline in your Thinking, Language, and Process. These methods are 

for anyone selling directly or leading a sales team, as well as professionals 

responsible for new business development. 

These principles, when explored and executed consistently over time, will 

ensure accelerated and scalable new business results. This requires self-

reflection and a willingness to do things differently than you have before.”  

– Tom Batchelder

http://www.perficency.com/
mailto:tom@selling180.com
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OVERVIEW

Thinking

1 The more you are aware of how your thinking affects your actions, the more 
control you will have in all situations.

2 When you understand and believe in your unique value, you
will be compensated accordingly.

3 Operate with high intent in every situation.
4 See the opportunity in your marketplace as abundant.
5 Not everyone is a prospect. Your ego will try to tell you otherwise.
6 Take responsibility for your situation and what you can do to change it.

Language

7 From a place of high intent, the right words will always come naturally.
8 Default to being thoughtfully and radically honest.

9 Lose the techniques and sales speak. Don’t sound cheesy and excitable.

10 Be curious and vigilant about finding the truth. Ask good questions
and actively listen to the answers.

11 Words and tone are everything. Choose carefully in email, 
phone, and face-to-face communication.

Process

12 Say less, listen more. Cut your output by 50%.
13 Frame the beginning of every conversation with clear intent and expectations.
14 “No” or “not now” needs to be completely OK at every step of your process.
15 Orient the prospect to YOUR process every step of the way.
16 Clarify perceptions with a Plus/Delta assessment at the end 

of every key prospect conversation.
17 Your engagement process is an opportunity to differentiate 

yourself from your competition.

18 Demonstrate a prospect’s compelling reason to change before presenting 
solutions.

Awareness and discipline in your Thinking, Language, and 
Process are essential building blocks to efficient and effective 
new business development. 
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“It is better to understand who you are than 
where you are going in today’s unpredictable world.”

– Jim Collins, Built to Last

“What we think of as free will is largely an illusion: much of the time 
we are simply operating on automatic pilot, and the way we think and act—

and how well we act on the spur of the moment—are a lot more 
susceptible to outside sources than we realize.”

– Malcolm Gladwell, Blink

“When you are detached, you gain a higher
vantage point from which to view the events in your life

instead of being trapped inside them.”

– Eckhart Tolle, A New Earth

Be aware of the content of your thinking and how it affects your 
actions. You will have more control in all situations.

The more active your emotions become in high-stakes sales situations, the more likely you 

are to miss a cue, give off the wrong signal, and blow an opportunity. The more you are aware

and in control of your thinking, the more likely you’ll do and say the right thing at the right 

time. Most of us benefit from a support system (sales coach, supportive manager, therapist, 

trusted colleague) to help prepare and coach us through these situations. Mental strength is 

the foundation for effective presentation and negotiation.   

Real-time Reminders

§ Notice any anxiety or over-excitement prior to a big call or meeting. Do what you 

can to quiet your mind.

§ The calmer you are, the better your mind works. Monitor your adrenaline 

and develop methods to keep yourself cool and calm.  
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THINKING
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Most people have a distorted view of their own unique value. Some have an overinflated 

self-perception, but most “normal” humans don’t fully understand or believe in their unique 

value. We all have singular skills and talents, both personally and professionally. People want 

to buy from you and do business with you for a reason. Do you know what that is? Have you 

ever asked a few of your current clients?

When we understand why people are motivated to buy from us, we can more effectively 

communicate our value to others and find new clients who value us and are willing to pay a

premium for our services.

Real-time Reminders

§ Ask three of your clients why they chose to work with you, why they stay with you, and 

what they most appreciate about working with you.

§ Review your value proposition statements with a strong buzzword meter. Notice any 

word, sentence or phrase that is uninspiring or sounds like everyone else.

§ Make a list of your natural strengths and skills, then ask a coworker, friend or boss 

to review for honest feedback.
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2 When you understand and believe in your unique value, you will be 
compensated accordingly.

THINKING
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There is plenty of money to be made, numerous problems to be solved, and unlimited 

opportunities for you. There are lots of people who need your services that will recognize that 

you are uniquely positioned to help. Do you believe this to be true, or are you skeptical? Once 

you begin to embrace and trust that marketplace opportunities are abundant, you will start 

seeing changes in what new business you’re able to attract and close.

Real-time Reminders

§ Notice any scarcity-themed, pessimistic, or negative thoughts about market 

opportunities for you and your business.

§ It’s impossible to experience abundance until you acknowledge the abundance you 

already have. Make a list of what you are grateful for, at work and at home. Be open to 

attracting even more of those things.
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Ego, fear and greed can lead us to negotiate with prospects from a place of “low intent.” These 

types of transactional motives become about getting the deal at any cost. When you fall into 

this headspace, it causes language and behavior that is manipulative and fearful and comes 

from a position of weakness. Starting from a place of low intent means you cannot find the ideal 

clients who will become the cornerstone to profitable growth. High-intent selling starts with

being genuinely curious to help, making “no” an option at each step of the way, and asking 

thoughtful questions to get to the truth. In the end, you can’t care more about solving the 

prospect’s problem than they do.

Real-time Reminders
§ Slow down and notice your intent. Check yourself and get into a high-intent headspace 

before reaching out to a prospect or leading prospect conversations.

§ When you are feeling too needy or pushy, ask for help. A healthy reality check or reset 

from a trusted coworker, boss or coach can save you from blowing an opportunity.

§ Be especially aware when you are caring more about “the money” or “the deal” than the 

prospect seems to care about solving their problem or making a change.

3 Operate with high intent in every situation.

4 See the opportunity in your marketplace as abundant.

THINKING
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5 Not everyone is a prospect. Your ego will try to tell you otherwise.

6 Take responsibility for your situation and what you can do to change it.

Notice when you get stuck in a victim or blame story—about what’s happening to you, 

what’s not fair, etc. Your habitual ways of thinking drive the actions that help create your 

reality. The more conscious you are about these patterns, the more you can take 

responsibility for how you shape your life circumstances. Sustainable change starts with 

fundamental shifts in your thinking—about yourself, about others, about work, and about 

money.

Real-time Reminders
§ Notice any thinking about the way things should be, what’s not fair, and other 

thoughts about what’s happening to you. Catch yourself in these stories.  

§ Consider the idea that you co-create everything that happens to you and that you 

are 100% responsible for your life.  

THINKING

Your ego wants validation. Your ego wants to win. This can drive success but can also lead to

spending time and energy trying to fit square pegs into round holes. Reality check: not 

everyone is a prospect. Even on a list of well-screened, seemingly qualified potential clients, 

there are going to be people who are not open. Not open to change, not open to take your 

call, not open to read or respond to your email. 

Even if your prospect says they want what you have and are excited about it in the moment, in 

the end, it doesn’t mean they are an ideal prospect for you. Your ego will want to dig in its

heels, fight harder, call more often, keep coming at them, never give up. We waste a lot of 

time and energy feeding the ego. It’s much more productive to spend time and energy on 

people who are interested and open to hear what you have to say, trust you, respect you, and 

are open-minded to new solutions.

Real-time Reminders
§ Get clear about who you do and don’t want to work with.

§ Notice any compulsion to “make someone get it” or pursue a prospect intensely 

even when they are not responsive.

§ Choose one current prospect that is not open. Let it go. Move on.
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“Answered thoughtfully and candidly, the right questions offer
a possibility of a life that is much more than a satisfactory compromise.”

— Susan Scott, Fierce Conversations

“Silence is a terrifying death knell for the ego. There is often more power
in a moment of silence than any clever quip designed to dazzle others.”

— Tom Batchelder, Barking Up a Dead Horse

“There are three ways in which the ego will treat the present moment: as 
a means to an end, as an obstacle, or as an enemy.”

— Eckhart Tolle, A New Earth

If your primary intent in prospect interaction is simply convincing them to see your point or 

making money, this is a trap. This approach does not build healthy, sustainable

relationships. Ideally, you’re coming from a place of high intent—of course you want the 

deal, but never more than your prospect wants their problem solved. And ultimately you 

are OK with “no” if it isn’t a good fit. If you are clear about your intent (to ask questions, have 

a conversation, see if there's a fit or reason to talk further), your words will flow. High-intent 

conversations lead to more of the right kinds of new clients and deeper relationships with 

your current ones.

Real-time Reminders

§ Work on the right words but don’t worry too much about them. Focus on your intent 

and everything will flow from there.

§ Relax, be yourself. Be helpful and curious. You can’t fake authenticity.

§ Have conversations with prospects (and clients) with the high intent of being helpful 

and solution focused; everything else will take care of itself.
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LANGUAGE

7 From a place of high intent, the right words always come naturally.
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Buzzwords, posturing, and fake sincerity are rampant in the workplace—especially in sales. 

The greatest asset you have in sales situations is you. Some are going to like you and your 

approach and want to work with you; others are not. The clearer you communicate to 

potential clients your work protocols, your company’s strengths (and challenges), and the 

types of clients who thrive with you, the more compelling and efficient your qualification 

process will be. Be human. Be honest. Candor, clarity, and humility are quite refreshing—

especially in business and sales.

Real-time Reminders

§ Talk honestly to prospects about where and with whom you do your best work. And 

be willing to admit where you’re not an ideal fit. Move people in and out of your 

pipeline faster with more direct talk. 

§ Notice the prospects and clients you most enjoy doing business with. See if there’s a 

correlation between their ability to be honest and direct with you (and vice versa). 

Zero in on the communication style of your ideal clients.
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8 Default to being thoughtfully, radically honest.

LANGUAGE
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As hard as it is to admit, there are likely times you’ve said or written something that came 

across as needy, cheesy, or pushy in a sales situation—if a recording was played for you or 

the email read back to you, it would make you cringe. The other day, I was talking with a 

prospective vendor who told me, “I’d love to earn your business.” I hate that line. It’s corny 

and completely irrelevant to how and why I make buying decisions.

Other phrases I read and hear all the time in prospecting situations: “Please get back to me,”

“Thank you so much for your time,” “I hope to hear back from you,” “I’m excited about the

opportunity to tell you about what we can do for you,” “I know we would make a great 

partnership,” “Just give us a chance.” If you’ve ever said these things, STOP doing this. Maybe 

your “one-down” language is a bit more subtle, but either way, watch carefully for any 

prospecting approach that puts you one-down. 

Real-time Reminders

§ Have a trusted colleague read important prospect (or client) emails out loud to you. 

Hearing your words coming from someone else provides clarity and helps filter out 

more passive or aggressive language.

§ Make note of how people try to sell to you. What works? What doesn’t work? 

Relate this back to how you approach outreach and qualification. Make sure you’re 

not falling into the same language and tone that doesn’t resonate when someone is 

selling to you.
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9 Lose the techniques and sales speak that sound 
cheesy and excitable.

LANGUAGE
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As a busy professional responsible for finding and closing new business, you should be 

obsessed with one primary thing: The Truth. In a typical seller-prospect dynamic, you are often 

lied to or critical information is withheld. Not because your prospects are inherently bad 

people, but because they don’t know any better. Often this happens because you haven’t 

asked the right questions or didn’t make them feel safe enough to tell you the truth. 

Sometimes you’re not speaking to the right people at the company. 

The only way to get the truth is to ask what’s going on, what’s working and what isn’t, so the

prospect understands you have high intent: seeing if you can be helpful, if there is a mutual fit, 

and making it clear that “no” is OK at any point. The better questions you ask (thoughtful, 

meaningful, well-crafted, clear, focused, open-ended), the more opportunities you will have to 

solve problems, get more clients, and make more money.

This is an art and a science. Preparation and lists of questions are important, but none of it 

matters if you’re not truly present and actively listening. Your questions, ability to listen, and 

authenticity throughout the process will more efficiently qualify opportunities, and this 

thoughtful approach also differentiates you from the competition.

Real-time Reminders

§ Notice the quality of your conversations with prospects. Are you fully present? Do you 

get distracted? Do you feel nervous? Do you listen to their answers? Are you able to 

be your full, authentic, engaging self?

§ Create a list of key questions you always want a prospect to address before moving 

to a proposal phase.
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10 Be curious and vigilant about finding the truth. Ask good 
questions and actually listen to the answers.

LANGUAGE
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Many sales professionals are a bit casual with their language and unmindful how it comes 

across in email, voicemail, and face-to-face. It’s harder than ever to get people’s attention, and 

there is less margin for error with our direct prospecting methods. Become a student of your 

words, their tone, and the intent behind them. Study what works to get a response and what 

does not. Respect the impact your written and spoken words have with your prospects (and 

clients). Pay closer attention to detail around your words. Words matter. 

Real-time Reminders

§ Record yourself, listen to voicemails you leave, or have someone listen in on your 

phone conversations. It can be painful, but it is extremely eye-opening.

§ Read and reread your emails before sending, especially the important ones to prospects 

and clients. Catch yourself before you move too fast at critical times. Don’t take 

this medium lightly.

In new business conversations, it’s very likely that you talk too much. Most salespeople and 

business leaders take up too much “space” in a conversations with prospects. The compulsion 

to “sell and tell” is hard to stop. Yes, there are things you need to communicate to prospects 

that are key to helping them make an informed buying decision. That said, cutting your verbal 

output by 50% will save time and energy, and can change the conversation’s power dynamic. 

The more information YOU have, the more control you have. When you match your experience

and offering with your prospect’s needs, it’s easier to identify if it’s a good fit. Bottom line: Talk 

less. Write less. Cut everything in half and see what happens.

Real-time Reminders

§ Notice when you are uncomfortable with silence and how quickly you fill the space. 

Watch how difficult it is to NOT talk in certain situations.

§ Notice when you are feeling in control of a conversation or out of control and how this 

correlates with how much you’re “talking and telling” vs. “listening and asking.”

11 Words and tone are everything. Choose carefully in email, 
phone, and face-to-face communication.

12 Say less, listen more. Cut your output by 50%.

LANGUAGE
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“A big part of the value you bring to your potential client lies in the process 
you take him through. Honor that process and never shortcut it.”

— Bill Caskey, Same Game, New Rules

“We will educate our customers and allow these 
educated customers to make their own choices.”

— Marcus Buckingham, The One Thing You Need to Know…

You are a sales professional and expert in your field, so every conversation in your new client 

engagement process should begin with you framing the conversation. This entails giving 

everyone an overview of your understanding of the conversation and its intent, basic details of 

what to expect, the time allotted, and the options at the end of the conversation.

When you start by framing the conversation, you establish three things:

1. You are in control (without being controlling).

2. You are intent on a transparent and truthful conversation.

3. You are OK with any outcome: “yes, let’s move forward” —or—“no, let’s not.”

The science and art of framing your conversation may appear casual and friendly, yet there is 

always an underlying structure at play. You are clear about the purpose and intent of every 

interaction. You show confidence and control, while also being flexible, humble, and open-

minded within your structured approach. The better you are at executing this approach, the 

better chance you will have of getting the truth from your prospects and clients in a short 

period of time.

Real-time Reminders

§ Be aware of your method of starting a meeting. Do you talk first or do they? Do you have 

a consistent opening or upfront frame that sets the tone?

§ Write out a statement of intent for the start of an upcoming meeting. What’s going to 

happen, what is the goal, what are the possible outcomes? Deliver it in a casual, friendly, 

clear way. Be prepared but sound spontaneous.
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PROCESS

13 Frame the beginning of every conversation with clear intent and 
expectations.
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At every step of your qualification process, there are always two possible outcomes: yes, let’s 

move forward to the next step—or—no, we’re done (for now, or forever). Both parties are 

making this choice at each step. It’s essential to let them know that “no” is a completely 

acceptable answer, especially in the introductory phase of a new prospect relationship. Your 

ego is going to hate this. The ego thinks we’re letting the prospect off the hook and being “soft” 

if we give them an out. Despite what your ego will tell you, this is not the case.

People always have this choice; we just don’t talk about it because we’re afraid to hear “no.” By 

acknowledging the obvious here (which most of your competition is not doing, by the way), 

you have a chance to build more trust quickly. More trust, more truth.  

When we get comfortable with a “no,” we become more efficient and effective in our sales 

process and the use of our time and energy. This high intent, confidence, and honesty is 

refreshing to most. You’ll win more business than you’ll lose with this mindset and approach.

Real-time Reminders

§ Right up front, find a way to tell prospects that “no” is a completely acceptable 

answer at any step of your engagement process—and mean it.

§ Notice your ego’s fear of giving your prospect an “out.” Also notice what happens, 

for you and for them, when you do.

§ This can’t be a technique or a “move.” It must be something you believe in and a 

consistent part of your thinking and execution at each step of your new

business qualification process.

SELLING 180° A DIFFERENT APPROACH TO NEW BUSINESS DEVELOPMENT

PROCESS

14 “No” needs to be completely OK at every step of your process.
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In most cases, your prospects aren’t buying what you’re selling every day. People are more 

pulled, distracted, and vigilant about guarding their time than ever before. Most buying 

decisions are driven by a fear of making a mistake. Your process for engaging new 

prospective clients has to be different. First, have a clear qualification and engagement 

process. Next, every step of the way you should be letting your prospect know what your 

process is and what happens next if you continue. 

When making new, big decisions, people get afraid, stall, or even sabotage an outcome

that’s in their own best interest. It is your job to have a clear process that helps to counteract 

this. Being disciplined about process steps and vigilant about the communication of each 

step will help you close more new business, and more quickly.  

Three ways we can help with this:

1. Have a process for engaging new prospects.

2. Orient prospects and clients to the process and intent behind each step.

3. Stick to it. Don’t skip key steps.

Reviewing where we are in the sales process at each step keeps everyone clear. Letting 

them know what to expect next keeps them calm. If you don’t follow steps 1, 2, and 3 above, 

the process will default to the prospect’s process for making decisions. Do everything you 

can to avoid defaulting to their process.

Real-time Reminders

§ What are the key steps to your process for engaging new prospects?  

§ Review where you are in the process at the beginning and end of each conversation. 

Be crystal clear about what’s next if you both decide it makes sense to move forward.

§ Look back at lost deals where you skipped key steps in your process. Decide the step 

that requires extra vigilance going forward. Stick to it.  
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PROCESS

15 Orient the prospect to YOUR process every step of the way.
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PROCESS

16 Clarify perceptions through a Plus/Delta assessment at the end of 
every key call or meeting.

One thing rarely asked at the end of a new business meeting is a simple two-part question:

1. What did you like about what you heard?

“What (if anything) was compelling about our conversation?”

“What have you heard so far that was interesting or on target?”

“Reasons it might makes sense to keep talking/moving to the next step?”

2. What did we miss?

“Anything that wasn’t compelling or relevant?”

“Anything you were hoping to hear that you didn’t?”

“What lingering questions or concerns do you have?”

Build in these types of questions as a consistent part of your process. Notice any fear of asking 

questions like this, and then ask anyway. They are a great way to uncover what isn’t clear and 

still needs to be addressed. They also help you have a more accurate read on their buying 

signals.

The questions above are illuminating for all parties, help wrap up a conversation, and lead to 

clear options for next steps.

Real-time Reminders

§ Find a way to incorporate a Plus/Delta review at the end of important conversations.

§ Pick the one question that you’re most afraid of asking and ask it.
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If you find a prospect or client’s process for making buying decisions haphazard and 

inefficient—where key questions go unanswered, high-stakes decision-making gets boiled 

down to a spreadsheet, the players impacted by this big decision are not actively involved—

you have an obligation to lay out other options…in other words, a better way. 

The stronger and clearer you are about your client engagement process, the better chance

you’ll be able to keep control, get the truth, and come to a mutually beneficial conclusion 

more quickly.

Real-time Reminders

§ Develop a clear “Process Compass” to track how you’re doing, when you’ve veered 

off course, when you’re dialed in, and when to walk away.

§ Remind yourself at the start of each prospect conversation: the way you lead 

them through your process will give you a unique opportunity to set yourself apart 

from the competition.
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PROCESS

17 Your engagement process is an opportunity to differentiate 
yourself from the competition.
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If you take away only one thing from this list, make it this. Before presenting specific 

solutions, negotiating pricing details, and preparing complex proposals that take up 

valuable time and energy, make sure you have asked key questions and get clear answers 

about the prospect’s compelling reason to change. Questions like:

§ "Why change?”

§ “Why now?” 

§ “What’s the cost of that?” 

§ “What matters MOST to you?”

§ “What have you heard from me so far that’s compelling?” 

Be vigilant about how you spend your valuable time and energy. Make sure you’re asking a 

few key qualifying questions and getting thoughtful answers within the first few prospect 

conversations. It’s understandable that you sometimes need to give presentations and 

submit proposals without having every detail. Just make sure you get some basic answers 

about their compelling reason to change and do something different now before investing too 

much time. If the prospect can’t give you an authentic and compelling reason why they are 

considering you for this project (or doing the project at all), then something is wrong. That’s the 

time to circle the wagons and have a different conversation, or decide to move on.

Your time is valuable. Respect yourself and your process. Their time is valuable. Respect 

them enough to not waste their time. Find out their compelling reason to change before 

moving too far into the process and presenting final solutions.

Real-time Reminders

§ Pick one or two key questions that will produce thoughtful answers before

you even consider presenting solutions. Have the courage to do this every time.

§ Do not assume that a prospect talking to you and expressing interest means that they 

have a compelling reason to change and change now. We are doing ourselves and 

the prospect a favor by forcing them to articulate “why change” and “why now.” 
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PROCESS

18 Always find a prospect’s compelling reason to change before 
presenting solutions.
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Tom Batchelder
Tom@Selling180.com | 760 492 1329

This content is simple in theory and often challenging to put into practice. 

Pick one or two things that you or your team can focus on first. Master 

those before moving on to the next thing. 

The emotional organ that is the human brain wants to please and play nice 

and hope. It’s a bit naïve, as well as conflict avoidant. The more you know 

this about yourself, the easier it will be to execute a more disciplined 

approach to your Thinking, Language, and Process for new business 

development.  

Enough talk, let’s get to it. 

Available on Amazon   ›

mailto:Tom@Selling180.com

