
© 2016 Plan B Consultants, Inc.  
(312) 636-7384 |amy.infante@planbconsultants.com | Website |Schedule a Call via TimeTrade 

of all customer interactions happen  
on the phone. (Source: SalesForce) 92% 

8 
It takes an average of 8 attempts to make initial 

contact with a prospect. (Source: SalesForce) 

of hotel sales managers spend less than 6 hours per 
week on lead generation & proactive sales. 
(Source: Plan B Consultants, Inc. Survey, Oct. 2015)  50% 

HOW TO MAKE THE TIME FOR 

PROACTIVE PROSPECTING... 

1.  Prioritize Your Time 

2.  Stay Committed 

3.  Say “NO” To Distractions 

4.  Get Out & Network 

5.  Reward Yourself 

WHERE IS YOUR TIME BEING SPENT? 

Time to Make Time For... 

PROACTIVE SALES 

Prospecting  
& Nurturing 

Hotel  
Operations 

Administra-
tive Tasks 

Research  
& Planning 

In-House 
Meetings 

Proposals  
& Contracts 

Networking & 
Outside Sales 
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