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PROSPECT NURTURING 
TECHNIQUES

1. Ask if they have any new questions about what was discussed in your last interaction.
2. Provide a letter summarizing what you last talked about and suggest next steps.
3. Send a handwritten note of appreciation.
4. Make sure you are connected on the various social media platforms.
5. Watch for their posts on Facebook, Twitter, or LinkedIn and comment on them
6. Send a link or article that you or the organization created.
7. Share an article someone else has authored about a topic of relevance.
8. Share a specific book, article, or website that might be helpful from previous conversations.
9. Assist by offering a referral to a specialist who can solve a need that you cannot address.
10. Inform the prospect about an upcoming event that addresses an issue you think they have.
11. Invite them to an event where you or the company is a speaker, organizer, or sponsor.
12. Attend an event where you are likely to run into them.
13. Send an announcement about a new development in your business.
14. Share a copy of your newsletter or post from your blog and invite them to subscribe.
15. Provide a link to a print or audio interview that you or the company was involved in.
16. Send a link to a video where you share helpful tips or a client success story.
17. Refer a prospect that can be a future customer.
18. Offer to provide a complimentary workshop or seminar specific to their needs.
19. Share a white paper or case study.
20. Have them speak to current client who utilizes the services being considered.
21. Ask the person who introduced you to prospect, to reach out to seek their impression.
22. Introduce them to someone in your network who might be of future assistance.
23. Get involved on a committee that the prospect takes part in.
24. Volunteer for an organization where the prospect is involved and supports.
25. Ask what it will take to become a future preferred partner of choice.


