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Barrel Fishing – 3 Steps to Catching

Your Sales Limit on any Bait Budget
By Dan Baldwin, Telecom Association Founder & Editor-at-Large, Spring 2007
As the name obviously implies, barrel fishing is the art of catching what you want by communicating only with select audiences of reasonably qualified prospects.  The complimentary sales course at www.BarrelFishing.com shares the very simple three-step process any salesperson of any experience can employ to basically guarantee they will either meet their sales quota or at least get their fair share of the business that’s going to go to some salesperson in any given month.

Does it Work?

I’d wish I invented the underlying three-step Barrel Fishing process (and then patented it and then made a million buck off it) but I didn’t invent or discover it. I was not even the first of a hundred to appreciate or even refine it. What I did do was personally fight it when it was introduced to me. I ignored the process and even belittled it as beneath my intellect. It was only after a kindly old sales manager suggested I was going to loose my job in 30 days for not meeting my own meager quota did I even begin to attend to it. Does it work? Yes. Back in 1993 as an employee of Pacific Bell I went from 30 days from unemployment to being tied for number one out of 14 sales people for the next year. (After which time I quit and became an independent telecom sales agent!) 

In the thirteen years since I left Pac Bell I’ve used the basic Barrel Fishing technique repeatedly in both sales and non-sales environments with equal success. In sales environments I turned the technique into repeated annual six-figure incomes. In non-sales environments I quickly distributed important information that may have saved lives.
How Does it Work?

It works by forcing any sales person to constantly attend to the basic triad of sales success. While the sales success triad continues to be renamed by those that want to sell new books, it continues to be the same basic honored formula unchanged by the ages. While I learned the basic technique from a compassionate but firm Pac Bell sales manager 30 years my senior back in 1993, the three steps to sales success really resonated for me personally when I paid legendary sales trainer Brian Tracy $18,000 to teach it to the attendees of Telecom Association’s one and only trade show back in August 1999. 
In a two-hour session he hammered home multiple philosophies and tactics of sales success but none more important that “what sales people do” – “Prospect, Present & Follow-up”. “That’s it” Tracy repeated over and over. “You don’t sell telecom anymore than real estate brokers sell houses or math teachers teach geometry. All any of us do is ‘Prospect, Present & Follow-up!’” (To listen to the 2-hour Brian Tracy presentation for free which is as fresh today as the day it was originally delivered to TA members in 1999, register as a TA member at www.TelecomAssociation.com.)
How is Barrel Fishing Different?

“New” sales books get sold for the same reason new diet books get sold. – they deliver an old message (eat less, exercise more) in a catchy, “more memorable” way. Every dieter in the world already knows what they need to do, what they need is not more information but a better technique to constantly remind them what to do. That’s what Barrel 
Fishing does. It uses a simple visual image to pound into every sales person’s head, regardless of experience, what they need to be constantly doing to sell more than even the “smartest” salesperson in their industry. 
“Smart” does not sell half what “persistence” sells. Where Tracy extols sales people to “prospect, present and follow-up”, Barrel Fishing breaks it down to “Fill, Feast & Forage”. But where many sales ideas leave students hungry after a clever, Jesse Jackson-like alliteration of “f” words, Barrel Fishing satisfies the sales student’s hunger for daily tasks they can regimentally perform to actually achieve the sales success that Barrel Fishing suggests is attainable by any dedicated salesperson regardless of background, education or product knowledge.
What Do I Have to Buy?

To learn to be a Barrel Fishing expert from Telecom Association (“TA”) you don’t have to buy anything but you do have to pay. What you pay TA is the privilege of becoming a complimentary TA member. (Yes, “complimentary” means TA membership is free and you don’t have to pay TA to become a member.) Like any membership organization you pay TA by giving up your anonymity at the TA website and telling TA who you are, how to contact you and what you’re interested in. Don’t worry though, being a TA member doesn’t hurt and telecom distributors have been doing it to their profit since 1996.

What do you get as a TA member?  Well the most immediate benefit is you get the information about how to become a successful “Barrel Fisher” so you can enjoy the sales success you imagine without having to be a sales “brainiac” (that’s what sales engineers are for.)  The secondary benefit of complimentary TA membership is you get to tap into a community of people that are just like you who want to help you. The majority of telecom agents and distributors look at each other not as competitors but as “brothers in arms”. There’s enough business to feed all of us so long as we all stick together to support the independent telecom sales distribution channel. Agents support the channel by joining TA as complimentary members and telecom vendors (carrier, resellers & the like) support the channel by becoming paid TA vendor members (so TA can afford to give the agents free stuff like the Barrel Fishing training.)
Enjoy the Success You Imagine, Become a Barrel Fisher Today!
Get your complimentary Barrel Fishing training by becoming a complimentary TA member today at www.TelecomAssociation.com. 

�








