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4 Tips for Smart Local Prospecting

An e-guide from



Some sales and marketing tactics work no matter what kind of business 
you’re in. Smart sales professionals drill deeper, employing tactics 
specific to their circumstances to gain an edge on their competitors.

The four tips in this e-guide are especially effective for B2B firms that 
prospect locally.

If you’re looking to connect with more good prospects in your local 
geographical market, use these 4 tips to edge out your competition.
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Target the Market Within the Market
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You may have a strictly defined geographical market, but smart local 
prospecting strategies home in on the market within the market.

To ensure you’re pursuing leads that are likely to turn into sales, define 
the characteristics of your ideal clients, and target prospects that fit the 
profile. That target market forms the basis of your local prospecting 
strategy.
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Even if you think you sell to “everyone,” some leads have more 
potential (and more value) than others...

...find them, target them, and leave the weak leads to your less 
informed competitors.
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Network (in Person)
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Local networking events provide more than just a way to stake out a 
prominent position in the local business community...

...they’re a forum for learning and exchanging ideas about your local 
prospects’ unique business challenges.

Moreover, attending local events can give you an edge over national 
competitors that don’t have a presence in your city.
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Unleash the Power of Referrals
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Referrals from your satisfied clients can be especially effective in a local 
geographical market, where members of the business community are 
more likely to know and trust each other. 

Ask your best customers to connect you with prospects who could 
benefit from your product or service.

Be sure to give referrals too. The more you’re seen as a valuable 
resource, the more you’ll be valued.
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Diversify (to Uncover Hidden Prospects)
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Because referrals are so effective in a local community, it can be 
tempting to focus too heavily on a word-of-mouth strategy.

But even your most well-connected clients don’t know every prospect 
in your metropolitan area.

In addition to referrals, use cold calling and email marketing to connect 
with all your best prospects—including the ones who don’t about know 
you and what you offer.
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And that’s the key to robust local prospecting—a focus on identifying 
and connecting with your “hidden” prospects.

When you grab the attention of prospects who don’t already have you 
on their radar...

...you tap into a whole new world of biz-dev possibilities that promises 
to deliver you more good local leads (and a lot more sales).
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