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Use the List Maker to prioritise your 
best prospects

Revisit the alerts and profiles you have set up. Have 
you selected the criteria of the projects you want to 
identify? At what stage of the Build do you want to 
start receiving alerts?

Build long term relationships with 
Barbour ABI contacts

As well as providing in depth information on  
individual building projects, Barbour ABI gives you a 
huge amount of insight into how these projects link to 
different companies and decision makers, so you can 
see who is regularly procuring your type of product 
or service. 

Set objectives and targets
Set the main objective you are looking to achieve, 
which could be a sales appointment, a site visit or the 
opportunity to price the work. Set yourself targets for 
the number of calls you make, the number of projects 
you obtain further information about and the results 
you achieve in a session of calling. 

Get organised and focused
It is all too easy for other tasks to take priority, so 
book a regular time slot where you can just focus 
on your calls. Also, make sure you are methodical in 
your approach to calls.

Use a sales database/CRM system
You need a place to electronically store all the 
information you collate from the Barbour ABI leads. 
Keep a list of follow up calls you need to make and 
when you need to make them.

Make your calls relevant 
to prospects 

Like any form of communication, first impressions 
count, so make sure your call is relevant to 
each decision maker you contact. Relevance is 
demonstrating very quickly why you are calling them, 
which makes it much more likely they will see you as 
a professional making a business call as opposed to 
an irritating cold caller. 

Close in a professionally 
persuasive manner 

Once you have qualified a project as being the sort 
you would like to be involved in, move your brain to 
‘closing’ mode by: 

Stating your interest in working with them.•	
Suggesting actual dates and times for a meeting.•	
Knowing your current schedule so you can •	
suggest dates that fit well with other appointments. 

Follow up opportunities  
Once you have established an initial interest with 
a Barbour ABI lead, you need to stay in regular, 
planned contact until you win the business, or at least 
get a ‘no’ answer. 

Monitor results and refine 
your process  

Monitor each stage of the Barbour ABI sales process 
to ensure you are getting the best possible results 
and to see if there are any stages you need to refine. 

Use Barbour ABI’s team for 
advice and help 

Use Barbour ABI’s team for advice and help on how 
to get the best returns from your subscription and 
how to use their information in the most effective way.
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About Prospect Research
We hope you found this guide ‘10 top tips for following up Barbour ABI leads’ of help. 

Prospect Research is one of Barbour ABI’s preferred telemarketing partners. We support 
Barbour ABI subscribers who, either through a lack of time or resources, find they are not 
making the most of their subscription. Prospect Research will qualify your leads from Barbour, 
to make sure that your sales team is meeting with the best potential business opportunities.

Contact me to discuss how Prospect Research can help you develop your business. 
T. 01223 354 151    E. enquiries@prospectresearch.co.uk    www.prospectresearch.co.uk 
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    It is all too easy for other tasks to 
take priority, so book a regular time slot where 
you can just focus on your calls.
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