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Lead Generation and Prospecting
The discussion focuses on the best ways of prospecting customers and its importance to the different organizations. It further covers the tools and the platforms that are currently in use in the sales customer generation and prospecting and has been proven successful in the market. The analysis in the discussion takes into account the kind of prospecting that can lead to excellence in the firm's operation and the prospecting strategies and tools that cannot lead to results to the company providing the major reasons behind such.  
Most of the customers are always on the verge of knowing their customers to know who they are serving and what are the exact needs of the persons they are serving concerning the goods and services they offer. Asking for referrals from the customers is one of the best strategies of prospecting the customers in which the company, through its sales agents, can request regular customers to link the company with other persons of the same need. The regular customer must be already satisfied for them to refer any other person to the goods and services of the company. The referrals are meant to work on tell a friend to tell a friend, but if the information is not passed from the one customer to the other, the objective of the strategy is not achieved(Kumar& Reinartz,2016).
A build-up on social media accounts as most of the people in the current world is located on social media accounts and activities(Lacoste, 2016). The best profile attractive to the consumer of the goods, and the services must be set to attract the numbers that are invested in social media activities. Social media accounts cover a large number as approximately seventy percent of the people in the world use the different social media accounts to interact with different people and to find information via the websites. Social media is currently the most successful because of the larger scales it covers in passing the information about the company. The one problem with the social media platforms for fetching clients is that it does not cover a hundred percent of the people as not the entire world population uses social media accounts.
[bookmark: _GoBack]Finally, I will personally prefer the use of social media accounts to the usage of the referrals. The number of friends I have on the social media that I can link to the social media accounts of the company is so many, and it does not require a face to face meeting. The referral strategy forces one always to meet the prospect customers face to face, or one must be a regular interactor o the customer like a friend or family member. 
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