
Have a question about organizational
dynamics, business development best
practices or how to effectively build
market presence and AUM?  The Noble
Ark Ventures team will be answering
questions submitted by EMM subscribers
each month.

Send your questions to:
info@noblearkventures.com.

Looking for clarity around one of the
twelve core elements outlined in The
Road to AUM?  EMM subscribers are
eligible for one free curriculum series
download which includes an Audible
presentation, profile, team workbook and
Excel file associated with maximizing
your effectiveness. To receive your free
unit, visit www.noblearkventures.com,
select "Curriculum Series", identify the
unit you wish to receive and simply email
us your selection at the above address.

Given the current market environment,
our firm is doing more remote
prospecting than ever. What are
reasonable expectations around results
and how can we maximize our chances
of making a meaningful connection?

" A S K  S A N D R A "

Sandra Powers Murphy, author of The Road to AUM: Driving Assets Under Management 
through Effective Marketing and Sales, and CEO of Noble Ark Ventures, a business 
development and organizational consulting firm, provides the following insight into 
strategies for remote prospecting. 
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With travel, events and networking opportunities at a relative standstill, outreach in the
form of call and email campaigns are the primary method of communication. Unfortunately,
this is true for the entire marketplace, creating more noise, fewer views, and a lower
response rate than ever before. On the other hand, professionals are not traveling, they are
conceivably ‘available’ for calls and receiving communications. How are these dynamics
working out for sales organizations? A few statistics from a 2019 HubSpot report* are worth
considering, keeping in mind these datapoints were pre-pandemic. Our conversations with
organizations across markets throughout 2020 indicate that the challenge has only
increased:

Submit Your Questions!

Gain Clarity
Prospecting Is The Most Challenging Aspect Of Sales: 
40% of salespeople identify prospecting as the most challenging part of the sales process with
closing at 36% and qualifying at 22%.

More Opportunities Increase Your Odds: 
72% of companies with < 50 new opportunities/month failed to achieve their revenue goals v.
15% with 51-100 new opportunities and 4% for companies with 101 to 200.

Timing Matters: 
As referenced by HubSpot, Gong’s data science team analyzed 15 months of data and found
average salespeople consistently made the most calls in the last month of the quarter, and the
results were lower than in the first two months of the quarter.

Connection Rates Are Low: 
18 calls are needed, on average, to connect with a prospect.

Email Open Rates Are Uncompelling: 
76% of sales emails are not opened. 

Expanding Mediums May Work: 
70% of B2B buyers will watch a video sometime during the sales process.

To maximize your team's chances of making a meaningful connection, consider the below:

Mix It Up
The statistical data paints a grim picture. It also demonstrates the need to keep your outreach interesting when seeking to engage
prospects. Here are a few ways to mix it up:



b b d l

Nail Your Timing
After analyzing data from over 14,000 call attempts over the course of 24 weeks, CallHippo Research*** discovered that of the 1350
successful conversations that took place, an overwhelming majority did so on Wednesday and Thursday—a whopping 46% more
conversations took place on Wednesdays compared to Mondays, making it the optimal day to conduct outreach. In terms of specific
timing, the same study found that 11AM-12PM and 4PM-5PM were most conducive to reaching prospects. Consider how many
meetings you book for yourself around lunchtime, or in the last hour of the day. People may be more likely to be available and open to a
conversation during these times; switch up your timing and observe the results. Did you reach more prospects? Did you have more
meaningful conversations? Did you generate any follow up activity?

Engaging Subject Lines:
A simple google search will provide several articles focused on engaging subject lines. Sender beware: according to OptinMonster,
47% of opens are due to the email’s subject line alone**. Don’t push send on a campaign until the subject line is optimized. What are the
last three campaigns your team sent? What were the subject lines?

New Voices:
Given the number of calls needed to drive interest, there is value in consistency. Having the same professional call repeatedly, leaving
a friendly voicemail with hopes of connecting in the near term can build connection. However, it is also true that mixing it up as to the
voice, tone, timing and content of the message can be meaningful. The longer the calling campaign, the more meaningful a change of
pace may be. Consider shifting resources, content and timing of voice calls to encourage a ‘new look’ at your offering.

Don't Pitch On Voicemail
Research from RingLead+ indicates the ideal voicemail length is only 18 seconds. This is just enough time to quickly introduce yourself,
your firm, the email you are following up on and most importantly to convey your intention to call the prospect back on a specific date
and time. Each additional second used beyond this time frame decreases the chances of connecting with your prospect by 2%. Have a
dedicated voicemail script that falls well within this upper limit, and practice delivering it in a friendly, casual, deliberate yet unrushed
tone. 

Know When To Move On
There is so much conflicting information available regarding the ideal number of touchpoints (defined as a point of contact between
you and a potential customer) required to make a sale. In the past, marketing experts have suggested as many as 20+ touchpoints were
required to move the needle. However, in recent years, that number has decreased, perhaps reflective of society’s growing aversion
towards inbound solicitations combined with the massive quantity of emails received by the average person and the growth in digital
marketing designed to build connection more broadly. The industry standard is now generally believed to be 6 touchpoints (calls and
emails combined) to gain an affirmation, one way or the other, regarding a prospects interest. Managing prospecting to avoid wasting
time on uninterested prospects, while retaining active outreach and brand recognition for when the ‘time is right’ for a particular
opportunity, is challenging at best. Keep in mind that even for the sales team, there is only so many hours in the day. Continuously
monitoring response rates and carefully coordinating campaigns to maximize responsiveness and efficiency is paramount to a
successful sales process. A good sales funnel will seek to qualify or disqualify prospects early, focusing activities on the right buyers
and on their active engagement towards a buy decision. 

*https://blog.hubspot.com/sales/sales-statistics
**https://optinmonster.com/
***https://callhippo.com/seo/best-day-time-make-business-call
+https://www.ringlead.com/blog/voicemail-tips-to-improve-return-
calls#:~:text=Keep%20It%20Under%2030%20Seconds&text=Keeping%20your%20voicemail%20short%20and,in%20a%2030%2Dsecond%20voicemail.

Digital Marketing: 
There are numerous digital marketing opportunities to build brand and product awareness. Firms that can create content, providing
thought leadership, education and valuable perspectives to the market are, in our opinion, most read. Commit to no less than 1 main
idea/topic per quarter and find multiple ways to bring this idea to life throughout the quarter in the form of social media posts, articles,
blog posts, videos, podcasts and/or webinars (recorded, of course, for better viewing rates overtime). Believe you are active in this
regard already? We have talked to many organizations that do, but further assessment finds limited examples, limited content and lack
of consistency—all factors required to build connection.


