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The number one reason for failure in sales is an empty pipe.pg 4  

 

I heard about “Fanatical Prospecting” authored by Jeb Blount from the Training Tuesday 

podcast. Wanting to find out how well this sales book related to National Guard recruiting, I 

ordered the audio book and began to listen.  

I instantly realized how closely Blount’s book related to recruiting and finished listening 

to it in just two days. This book is focused on what successful sales people do to make sales, and 

more pointedly what failing sales people are not doing.  Blount’s blunt comments strike hard at 

failing and mediocre sales people, while simultaneously giving advice on how to improve their 

shortcomings. The author has been a salesman and sales trainer for years and does not temper his 

disdain for under achievers, and implies throughout the book that failure is a result of simply 

choosing not to prospect either due to laziness or an emotional response to the thought of 

rejection. 

Here is my summary of how this book relates to recruiting: 

Blount notes, we need to master the three laws that form the basis of successful 

prospecting.  

The first is “The Universal Law of Need.” The law states that the more you need 

something, the less likely it is that you will get it.  We have all seen or perhaps even been the 

desperate recruiter, sitting on a donut with a week left until mission day. Prospects can sense the 

desperation and are repulsed by it. Recruits, especially ones looking to join a branch of the 

military want someone who looks and acts confidently.  

The second law is “The 30-Day Law.” This law states that the prospecting you do in the 

current 30-day period, will pay off for the next 90 days. Fail to prospect and you will “wake up 

90 days later desperate, feeling like a loser, with no clue how you ended up there,” Blount 

warns.(pg 29) I think we all know the recruiter that has the same 3 applicants on his board every 

month just waiting for that waiver to come back or for the applicant’s schedule to clear up. 

Blount explains how salespeople often get too busy working on “deals” that they forget to 

prospect. You must continue to prospect during the month even while you are handling admin 

tasks. 



The third law is “The Law of Replacement.” Violating the Law of Replacement is the reason 

salespeople feel like they are on a roller coaster. “You must replace your prospects at a rate that 

matches or exceeds your closing ratio. If you have 30 prospects and your closing ratio is 1 in 10, 

as soon as you close one prospect, you do not have 29 left, you have only 20 and you need to 

replace not 1, but 10.” (pg 31) In recruiting, we often hear NCOIC’s explain to the commander 

that recruiting is a roller coaster, we have up months and down months. The truth is, that if we 

follow “The Law of Replacement”, and continue to prospect during our successful months we 

would not have slumps at all. 

Blount also describes the “Law of Familiarity,” which is not one of the three main laws, but 

is still very important in my opinion. Blount claims that it takes “20 to 50 touches to engage a 

cold prospect who does not know you or your brand.” (pg 96) While I am not sure these numbers 

are quite so high for recruiting, we all know the more familiar the students are with you, the 

more willing they are to engage.  According to the book there are 5 levels of familiarity; 

persistent and consistent prospecting, referrals and introductions, networking, company and 

brand familiarity, and personal branding.  To be successful you must got to your schools, do 

presentations, send emails and texts, take out an ad in the paper, put up a banner, do a lunch 

table, be present and make yourself known. In each interview I conduct I always ask, “So what 

brought you into my office?” Several times I have heard, “It just seemed like something was 

telling me to do this.” They usually go on to explain all the times they saw the National Guard. “I 

got your email, I saw an ad in a magazine on campus, I saw a flyer hanging up near my math 

class, and I met another student who’s in the National Guard, so I thought I would check it out.”  

What seemed like divine intervention and a sign from above to them, sounded like good 

marketing to me.  All the ways I had tried to build familiarity on campus actually worked. Blount 

ends this chapter with a warning though, if you spend all your time creating familiarity you will 

wake up with an empty pipeline next month. “You’ve got to balance the need for sales today 

with an investment in the future.” (pg 104) 

 The most inspiring of all the laws, however, is the “Law of Business” which states, nothing 

happens until somebody sells something. If we reword this to the Law of the National Guard, we 

could say, nothing happens until someone is recruited. Without recruiters there would be no 

soldiers, no missions to be completed, no one to respond to the call when disaster strikes, no 

National Guard. Throughout the book Blount seemingly tries to motivate the salesperson who is 



reading along, with images of bigger commission checks, fancy cars, and big houses. The truth 

in recruiting is, your success will not impact your wallet. Whether you are an overachiever or a 

mediocre recruiter, your paycheck will remain the same. Super star recruiters in the National 

Guard do not do what they do for money, they believe in the organization, and realize that 

without giving 100% the organization that they love will suffer.  

Now that we have the ground rules, you should also know that, according to Blount, 

successful sales people use several different methods to prospect. I am sure we all have our one 

or two go to methods for prospecting. Blount points out though that we should be using a 

multitude of methods to include telephone, text, email, social media, referrals, networking, 

events, etc.  

I hear recruiters constantly claim that high school students/college students don’t answer the 

phone, they only text or go on social media. Blount harps on the fact that cold calling works, and 

that “Salespeople who ignore the phone fail.” (pg 157)  I am a college recruiter and have always 

used email and text as my primary source of prospecting. I will be the first to admit that I never 

even considered making actual phone calls. About a week after finishing the book I decided to 

give it a shot. At 1400 on a Monday I picked up a page of the enrollment list from my local 

university and dialed the first number. To my surprise she actually answered. We chatted for a 

few minutes and we ended the call with her interested in getting more information about the 

National Guard. I sent her a follow up email with the specific information we talked about. I felt 

good about the first call but thought I must have just gotten lucky. In a matter of one hour, I 

made fifteen phone calls. Seven of them went to voicemail, three of them were not interested, 

two were interested but disqualified, 3 were interested in more information, including one that 

scheduled an in person appointment with me later that week. In just one hour, I set an 

appointment, and had two solid leads to follow up with. There are several chapters in the book 

dedicated to the art of the phone call, but “it is far more important that you prospect consistently 

than that you prospect using the best techniques,” Blount explains.  (pg 34) So I experimented 

again the next week with my three new recruiting assistants that had very little sales experience. 

I gave them each a list with their only instruction being to call the numbers and set as many 

appointments as they could. At the end of the day they had 7 appointments for me. Cold calling 

works, even with high school and college aged leads.  



I said before that texting was one of my go to prospecting methods. I was shocked to learn 

that according to Jeb Blount, I was doing it all wrong. Every year I text my student lists via mass 

text with a standard message about how the National Guard can help them pay for college and 

get job experience and all the other highlights. It was good for between two to three contracts a 

year, only one this past year if I’m being honest. Blount states that text should be used only once 

you are familiar with someone or as a follow up to other prospecting methods. This makes sense 

if you think how annoyed you would be if any other salesperson spammed you via text. So 

texting would be perfect for after a presentation or after you have already met a prospect once or 

twice, but for first contact, other prospecting methods would be better suited.  

Email prospecting is where I started to doubt Mr. Blount’s methods. His number one rule is 

“Don’t send bulk e-mail”. (pg216) With this I disagree, bulk e-mail is where the majority of my 

contracts come from, we’re talking 30 contracts plus a year from this one prospecting method. I 

am sure I could get one or two more contracts a year by sending them individually, but the extra 

time spent doing so would be better spent elsewhere.  Now I did agree with his other rules, avoid 

attaching things, avoid sending too many e-mails, have a good subject line, and don’t make the 

email too long are some of the great tips offered in this chapter. 

I have witnessed several recruiters swear by social media and seen others spend all day on 

Facebook and come out seemingly empty handed. “The bottom line is people don't want to be 

pitched or “sold” on social media. They prefer to connect, interact, and learn. For this reason, the 

social channel is better suited to building familiarity, lead nurturing, research, nuanced inbound 

prospecting, and trigger-event awareness.” (pg 111) 

No matter what method of prospecting you end up using the most important thing to 

remember is “Prospects meet with you for their reasons, not yours. You must articulate the value 

of spending time with you in the context of what is most important to them.” (pg 134) 

Any recruiter could take this information and be slightly more successful, but to truly be a 

superstar recruiter you need to also know some of the big differences between top performers 

and mediocre ones. Top performers, according to Blount, are optimistic and enthusiastic, 

competitive, confident, relentless, thirsty for knowledge, systematic and efficient, adaptive and 

flexible. All throughout the book Blount describes superstar behavior and how they stand out. 

The two that I agreed with most were that top performers are organized and ask the right 

questions.  



  “Top performers organize their day into distinct time blocks dedicated to specific activities, 

concentrating their focus and eliminating distractions within those blocks.”  (pg 50) I am a big 

planner. The first few hours on Monday each week is spent updating my calendar, building my 

to-do list, and then spreading that to do list into individual time slots. It is hard to stick to a 

certain schedule in recruiting when you are at the beck and call of applicants, parents, and 

educators, but it can be done. You must be willing to adapt your schedule without blowing out 

all your plans. For example, if an applicant wants to meet during what was supposed to be your 

phone power hour, either push the meeting 1 hour left or right, or push phone power hour left or 

right by 1 hour. What you do not want to do is take the appointment and cut out your power hour 

all together. You must still accomplish all the tasks you had set out for that day, no matter what 

interruptions come along. 

Blount claims another trait of superstar salespeople is that, “Truly effective salespeople 

understand that it is all about asking the prospect the right questions and demonstrating that you 

can help them solve a particular problem or issue.” (pg 209)  We have all heard a million times 

not to dump truck, or do not just go straight to our college benefits as soon as an applicant sits 

down. You must ask the right questions, have them tell you what they are looking for, and then 

deliver the right message back to them. My last enlistment was a young man who was a National 

Merit scholar. He had a full ride to the University of Oklahoma and did not really care about the 

education benefits we offer at all. Through asking the right questions, I was able to find out that 

he had recently left his religion and lost a lot of his friends. His motivation for coming into my 

office was mostly to find a new group of people that shared his same values and he could bond 

with. He did not come right out and tell me this. During our conversation I asked, as always, 

“What brings you into my office?” He told me that he had done a lot of research about the 

National Guard, but he had a few questions about the benefits.  He went on to ask if the Tuition 

waiver worked with a National Merit Scholarship in which his school tuition was already being 

paid by the university. Unfortunately the school can only apply one tuition waiver so this benefit 

would not be applicable to him. If I had only listened to this question I would have thought his 

motivator was money for school, but instead I asked, “Man, you are already getting all your 

school paid for with this other scholarship, why are you interested in our education benefits?” He 

then goes on to explain that he is not interested at all, money isn’t important to him, but if he tells 

his mom he wants to do this, he needs a logical explanation, because she is not a fan of the 



military. When your applicants talk to you, you must truly listen so you deliver the message that 

is going to speak to them.   

Fanatical Prospecting is a fantastic book. Blount has an eloquent way of delivering harsh 

truths and inspiring the reader to take his advice.  I learned some traits that I personally exhibit 

that contribute most to my success, and also learned some tips to increase my close ratio and give 

my prospecting numbers a boost. The 3 laws of successful prospecting, tips for the different 

prospecting methods, and the character traits of a successful salesperson are the types of practical 

straight forward advice that all recruiters could benefit from reading.  I highly recommend this 

book to all recruiters that want to learn how to be their best, and leaders that are wondering why 

their hard working sales team isn’t getting the results expected.  
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