COLD CALLING PROCESS
Cold calling forms the basis for the entire Sales Process.

Now, we all know about Cold Calling and have to do it, most people hate it because they do not understand the value of cold calling, or have the confidence.
I know the value of Cold Calling first hand because I have been in Sales for over 25 years and have been very successful, and have put most of the success down to Cold Calling. 

I have continued to use cold calling to build my business Top Achievers Sales Training.

I have Built entire territories for different companies – all through the magic and wonder of cold calling.

As you may have guessed – yes, I am absolutely passionate about Cold Calling and how it can change your business and make you more productive and therefore more profitable.

My job is to help you to enjoy Cold Calling and make it work for you the way it works for me.

It is about changing mindsets around Cold Calling.

So today we are going to cover:

What is a cold call

How can it change your business

How can it make you more money

Your point of difference

What is a script

Introductions

Asking Questions

Finding the clients point of pain

Overcoming objections

Finding solutions

Asking all questions – but without using the word No

What is a pipeline

How can it help you achieve your budgets, targets and KPI’s

How to build relationships

We will also be doing role plays so that we understand the process and build confidence.

The outcomes from this chat

Understanding the value of a cold call

Of qualifying buyers

Of having a point of difference

Having a script – not a canned speech

Building relationships

Asking Questions

Overcoming objections

The value of a pipeline

Having a conversation – not doing a sale

1. Know your company
2. Know your target market

3. Know your competition – are they competition, and in which part/product are they competition

4. Know your point of difference

5. Make a list of people/companies to call

6. Do your homework

7. Ask to speak to …’

8. Have a smile on your face

9. Write down who you spoke to and about what

10. Introduce yourself

11. And your company

12. Thank them for their time

13. Ask questions

14. Listen to the answers – what is their point of pain

15. Overcome objections

16. Build relationships and have a conversation

17. Confirm what was said

18. Ask for an appointment

19. Thank the person again and confirm details

20. Get everything together for your meeting

21. Keep your promises

22. Go above and beyond the call of duty

Please understand the importance of doing your homework

Understand the importance of qualifying your clients as to who can buy and who cannot buy

Do not waste time – theirs or yours

Have a goal, plan and purpose

What is a pipeline and what is the importance.

A pipeline is your gold – you can tell whether you are going to make your budget or reach targets based on this list.

A pipeline is the thing that big companies base their Annual Budgets on or even list themselves and their share prices on pipelines.
A word of warning – 

Do not cold call when you are angry, depressed or sick. It comes across in your voice. People do not want to know what your problem is, they just don’t want to be near someone with a problem – they will just find another way to heal their point of pain.

Cold calling is fun, be passionate and enthusiastic and remember that product knowledge is for you and only for the client when you have listened to the client and are ready to help them to solve their pain.

You need to stand out in the multitude of messages out there. Make your client remember you.

Do the thing first every day, that you have to do that you don’t want to do, but have to do to be better at your job.

Take command of your job and be in charge, be the authority on your products – no one else can be.

If you don’t know the answer to something, be honest, and say you don’t know and then find out and get back.

If you stuff up – admit your mistake – tell your bosses – and let your client know what you propose to do that will be the solution.

Change is hard, but make mistakes, learn from them, then leave them behind and grow with each experience.
