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The Dreaded Cold Call

There is one thing that can separate any cold call from the crowd: Knowledge. Knowing who
your target is and what they need from you is the only way to prevent your call from being
banished to the voicemail graveyard.

To succeed, you have to consider the following:

The Who: What’s the first name of your point of contact? Will you likely be speaking
with a gatekeeper, like an administrative assistant or receptionist? If you want to play
the game, you have to learn the players. It’s as simple as that.

The Why: What is the purpose of the call? Whether you want them to join you for a
business lunch or you want to add them to your monthly newsletter mailing list, you
have to be clear with your intentions. When you get them on the phone, it’s important
not to waste the opportunity by being wishy-washy on the details of your offer.

The Value Proposition: This is probably the most important out of the three steps. You
have this one small shot to show that you’re offering something of value. Learn as
much as you can about your call’s target and anticipate their specific technology issues,
you’ll look like an IT superhero! Take a few minutes to ‘Google Stalk’ them and visit
their website and social media pages. Check out the ‘About Us’ for information about
your point of contact (POC), their partners and associations, line of business
applications, and anything else that could potentially be useful.

Pro-Tips:
Practice your pitch. Writing a script for a cold call should be more of a guideline then a set-in-

stone dialog. It’s important to be prepared because these things rarely go as planned.

Don’t Read. Building off of our previous point, reading directly from your script can be a deal
breaker. It makes your call sound forced, impersonal and unprofessional, which is the exact
opposite of what you are trying to accomplish.

Refining Your Script. As you begin placing calls, pay attention to what works and what
doesn’t. Use data from your experience to continuously improve your cold call tactics.



Pre-Call Required Information Sheet

Company/Industry

Name & Title of PoC

Primary Goal of Call

Needs/Pain Points

How You Can Help

Additional Notes




Sample Cold-Calling Script Template

The Greeting

Begin with who you are and where you’re calling from. Then, explain the reason you're
calling, and whenever possible, who referred you to them. Be sure to address the contact by
their first name and/or appropriate title. Close your greeting with a question that will likely
get a “yes”, but a “no” won’t leave you dead in the water. For example, ask them “Is this a
good time to talk?”

You: Hello, this is YOURNAME from COMPANYNAME, is POC NAME available?
Prospect: Hi, this is POC NAME, what can | do for you?

You: Hey POC NAME, my name is FIRSTNAME from COMPANYNAME. | am calling today
in regards to PURPOSE OF THIS CALL. Do you have a few minutes to spare?

Prospect: Yes, or No. (Your response will be the same.)

Positive Response

If they say ‘Yes,” Great! Let them know that you appreciate their time and that you'll be brief.
They have given you their permission to speak to them, effectively reducing the chance that
they will just yell, “NOT INTERESTED” and hang up. You’ve gotten the green light!

Negative Response

If they say “No”, let them know that you understand being busy and that you’ll be brief. At
that point, it’s a judgement call — you can dive into your best speedy pitch, taking the risk that
they might get angry and hang up on you or you can ask to set up a follow-up call and risk
being banished to the black hole of voicemail. If that isn’t possible, ask them if there is
someone else within the organization that may be better to speak with. Finally, if you still
aren’t getting past this call, request permission to put them on your mailing list. Always be
courteous and empathetic of their time.

You: | know you’re busy. I'll be brief.



Caller Decision Point

End Call - If you are concerned that you might alienate or make the customer angry, here’s a
few ideas for pushing the opportunity forward.

«Schedule Follow-up

«Ask for More Appropriate Contact

«Send Information via Direct Mail.

«Add to Email/Newsletter List

The Value Statement

You only have one shot at this (no pressure or anything). This is where you’ll deliver your
value statement. Businesses have pain points and you want to compel them to hear how you
can alleviate them. Consider something along the lines of: “We’ve found out about several
businesses that were losing money on technology issues that were all related to undetected
malware.” Followed by a sentence that will take the pressure off them, setting them at ease:
“I’m not even sure if you even need our services, but if you'd like we can talk about our
services.”

Moving Forward with Value Statement

You only have one shot at this (no pressure or anything). This is where you’ll deliver your
value statement. Businesses have pain points and you want to compel them to hear how you
can alleviate them. - Continue with your value statement!

You: There’s been some hacking attempts on manufacturing companies recently. Their
networks contracted malware that is difficult to detect and causes computers on the s
hop floor to behave sluggishly. I’'m not even sure if this issue would apply to you.

Question 1: Now, it’s time to pop the first question!

You: Would it be okay to talk about how you can prevent your network from being
compromised?

Prospect: Sure!



Positive Response

Next comes your pitch. Talk about a few things that your services can offer them and then ask
them if they relate. You know the answer is going to be “yes”.

You: Great! Many small businesses have computers that are running slow, missing
security patches, computers that aren’t working require a call to a repair shop, time for
a technician to come down and look at it, effectively stopping daily operations. Do you
struggle with these kind of situations?

Prospect: Yeah, definitely!

Question 2

This is it. The point we’ve been building up to! You ask them to take the next step. Here’s
where you’d ask them to set up a time for a full demo, network audit, lunch meeting, etc.

You: | know | kind of called you out of the blue today. Would there be a good time next
week for my team to perform a network audit to find vulnerabilities and threats?

Prospect: Yes/No

Positive Response

At this point, it’s up to you to settle up the details of your next step. And since you had all the
information about this client together, it’s easy to make sure the next steps in the sales cycle
are laid out.

Negative Response

You got this far! Don’t let them go without a fight. Think of the best next step. Try first for an
alternative to demos/onsite visit. Their answer will help you to determine what their
hesitation is, and what your next step should be. Is it time? Money? Not a fit for their needs?
Still a “No.”? Set up a follow-up call and add them to a mailing list or drip campaign. Let them
know that you’re not going to go away so easily.

Closing/End of Call
Thank them for their time and wish them well.

You: Thanks for taking the time to talk with me today! Have a great day!
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