Expand Your Reach to Your Cold Market 

You've reached out to all your friends, family and their friends and family as your customers. Now it's time to branch out and find brand new customers. These people are what are known as your cold market in direct sales. 
Reaching your cold market can be very rewarding, but it can also be a bit intimidating. But don't let the words intimidate you or stop you from reaching a whole world of possible new customers! Reaching out to your cold market can open doors of opportunity you may have never thought possible! 
Most sales people save the cold market for last when making sales calls because it can be scary to call a complete stranger, who might slam the phone down on you as soon as they hear you are a sales representative. If that happens, and it probably will, just move on.  Don't let anyone  stop you from reaching your goals and dreams. 
Local Businesses 
[image: ]Visiting local businesses is a great place to start.  You can reach more people under one roof and delivery is a snap.  When you enter an office who do you encounter first? Most of the time, the receptionist or office manager is the first person you come in contact with. These people are usually busy, so be sure it's a good time to talk and keep it brief. The purpose of going into a business is to make a connection with the first person you see.  If there are "No Soliciting" signs, be respectful, do not go in. if there aren't any, then go ahead and ask the receptionist a few questions:
· Are they getting  representative service?
· Have they seen a  product catalog lately?  
· Are there products they would like to try with your free samples?
Offer your business card and catalog first before asking for their name and number. Don't try to sell them right off the bat. Follow their lead and don't take too much time. They won't be happy if their boss isn't happy. Always be sure to follow up.

[image: ]Phone Book 
It's full of names and phone numbers just waiting to hear about your company or product.  Keep track of who you've called so you don't call them twice. You may find that the person just doesn't have a need for the product. That's okay. Be sure to give them your name and number so when a need does arise, they have it.  You can ask if you can send them a brochure in the mail with your business card so if they should need you in the future, they have it on hand. Direct them to your website as well. The key is getting them to remember you.  If and when they are ready to buy, you'll be the one they call. 
Shopping Areas
[image: ]
Grocery stores, malls or any shopping areas are a great place to find people! You can hand out flyers, books and business cards to people exiting the stores or on their way to their cars in the parking lot.  Ask the same key questions as mentioned above for local businesses.
Remember, contact information is vital to follow up.


[image: ]Latte or Coffee Mocha Anyone?

People gather for casual conversation in coffee houses & coffee cafes.  Places that have outdoor seating like Starbucks are great for chatting with people and sharing your books and business cards.  


Reaching out to your cold market can open new doors of opportunity for your business, so don't be afraid to get out there and find those people who are not receiving your books or enjoying your products. 
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