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Hot Prospect
A potential customer showing interest or likely to buy soon

Coming in from the cold with a lead, with “hot prospects” we 
find ourselves in a warmer climate. These terms signify a gradual 
increase in the temperature of a business relationship, reflecting 
the growing readiness of the customer to consider a purchase. 
A “warm lead” is one who has shown interest, perhaps engaging 
with marketing materials or initiating a contact. The hotter the 
prospect, the further along they may be in the conversion process.

The process is like slowly heating water until it boils, reaching a 
readiness to buy. This transition is like “lighting” or “stoking” a 
fire. Both involve igniting interest and building momentum toward 
a sale. This sales strategy is called “keeping the pot boiling,” 
ensuring that the interest continues to simmer with high intent 
until the prospect is converted into a customer.
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Jumpstart the Engine
To quickly stimulate interest or restart momentum

The idiom “jumpstart the engine” evokes the image of using jumper 
cables to revive a car’s dead battery, sparking a surge of energy 
that brings a dormant machine to life. In sales, it describes the act 
of injecting enthusiasm into a stalled situation or a lead that has 
cooled. It’s all about reigniting interest, turning a passive observer 
into an active participant.

To extend this automotive analogy, one can “rev the engine,” 
increasing engagement with a prospect and accelerating a 
prospect’s progress from consideration to decision. “Shifting 
gears” is a change in tactics to align better with the prospect’s 
current state or changing market conditions.
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Drumming Up Business
Actively seeking out and attracting new clients or sales

The musical image “drumming up business” calls up the image 
of a drummer creating a beat that gathers attention and draws 
a crowd. In the realm of sales, it refers to proactive efforts to 
attract new clients or generate interest in products or services. 
This involves creating a buzz or excitement around what’s being 
offered, just as a drumbeat often can be heard from far away.

Expanding on this musical metaphor, “playing to the crowd” reflects 
a tailored approach intended to resonate with a specific target 
audience. Just as a musician alters their performance to captivate 
listeners, you need to adjust your sales pitches to the needs and 
interests of potential clients. “Hitting the right note” is when this 
targeting works as intended, delivering the right message at the 
right time.
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A Foot in the Door
Initiating a small but significant first step in a sales process

The idiom “a foot in the door” comes from placing one’s foot at the 
door threshold to prevent it from closing. In the sales context, this 
means a first step to secure a minor commitment that might lead 
to larger opportunities. This tactic emphasizes the importance of 
starting small to gain a preliminary “yes” that can pave the way 
for more substantial engagement.  If you take risks to get there, 
it’s called “going out on a limb” as if one is climbing on a branch.

Speaking of limbs, “getting a leg up” refers to an advantage that 
pushes you ahead of the competition. Like a helping hand that lifts 
you onto a horse, it helps you gain a higher position from which 
to proceed. That may mean leveraging a unique value proposition 
or another benefit to secure a deal. “Leg work” underscores the 
hard work required to advance in sales.
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Quiz Yourself

1. To evaluate market interest before a full launch, it’s wise to ________ first.

2. First aim to ________, with broad outreach so that no lead is overlooked.

3. Initial efforts in relationship-building can be likened to ________ for 
future sales.

4. Reaching out to someone without a prior connection is known as ________.

5. A contact who has shown keen interest may be referred to as a ________.

6. To spark interest in a stagnant prospect or market, one might need 
to ________.

7. Proactive efforts to attract new prospects can be described as ________.

8. Achieving a small initial commitment can be crucial for getting 
your ________.
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Answers

1.  Test the waters

2.  Cast a wide net

3.  Planting the seeds

4.  Cold calling

5.  Hot prospect

6.  Jumpstart the engine

7.  Drumming up business

8.  Foot in the door




