
Cold calling works! 

With the increased popularity of social networking and online 
marketing folks have started to try to use them as an alternative 
to traditional marketing such as direct mail and telemarketing.  
While it would be negligent for businesses to ignore the 
importance of having an online presence, it’s equally as important 
to remember that direct marketing will always play a role in 
growing businesses. !

We’re going to go over some of the reasons why cold calling 
works and help you work on a plan to make cold calling work for 
you.  Be prepared to spend about 45 minutes on this to get the 
most out of it.!

!
!
!
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Did you know? 

Although in the business-to-
consumer marketing world 
35% of managers find 
telemarketing to be the most 
annoying form of marketing, 
only 4% believed it was the 
most annoying form of 
business-to-business 
marketing. 

Source: http://
www.slideshare.net/
SCiSalesGroup/10-key-facts-
to-improve-your-b2b-
telemarketing 

!
What about the 
DNC? 

In the United States the 
Federal Do-Not-Call (DNC) 
registry prohibits marketers 
from calling consumers listed 
on the DNC which accounts for 
about 70% of the population.  
What you might not know is 
that all business-to-business 
transactions are exempt 
because they are not subject 
to the Telephone Consumer 
Protection Act (TCPA).

HOW TO MAKE COLD 
CALLING WORK FOR YOU 
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Why does cold calling work?"
There are a number of reasons why cold calling is still a strong 
method for generating sales. !

First, it’s interruptive marketing.  While PPC and SEO tend to 
rely more on the customer taking initiative by taking an action, 
cold calling actually stops folks the middle of what they’re doing 
to present a message.  !

Most small businesses are fighting battles on many fronts, battles 
that your product(s) and/or service(s) can help with.  Often times 
people believe they’re too busy to talk to salespeople because 
they believe it’s a waste of time and that they have more 
important things to do.  While it’s likely you’re not trying to sell 
machine guns to people battling armies armed with swords and 
spears, you probably are selling a product that will help your 
audience improve their current situation.  That’s why interruptive 
marketing works; it’s an untapped resource that can’t be reached 
through online marketing.!

The second reason why cold calling works is because it allows 
salespeople to reach a large audience fast and inexpensively.!

How many new customers would you have if you asked 
1,000 people to buy what you have to sell? 

Probably more than you have now.!
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How much time 
should I spend 
calling? 

The best schedule is a 
consistent one.  Cold calling, 
even with a good script, can 
be exhausting.  Whatever 
pace you set, be sure to be 
consistent.  Setting goals 
such as making a specific 
number of calls or using a 
certain part of your day every 
day to cold call is a great way 
to generate consistent 
results. 

For most people Mondays 
and Fridays are tough days, 
but don’t use that as an 
excuse.  For example, calling 
consistently for even a few 
hours a day for a few days a 
week can yield steady results.  
You may want to set 9-12 
Monday through Wednesday 
for cold calling and use the 
rest of your time to get your 
other work done.  This is 
especially helpful because it 
gives you time during the 
day to do follow-up calls.



!
The third reason why cold calling works is that it creates quality 
leads.  It’s not uncommon for internet shoppers to be comparing as 
may as a dozen different companies on the same product or service.  
With cold calling the leads that are generated will tend to close at a 
higher rate and be more loyal.  !

Creating your script 
!
Although cold calling can be difficult, it can be made a great deal 
easier by creating a script that’s easy for both you and your 
prospective clients to work with.  Remember that cold calling isn’t 
about creating interest, it’s about finding interest.  Spending ten 
minutes grinding a single prospect for an appointment or sale is 
exhausting on both sides; if they’re not interested, it’s time to 
move on.!

One of the biggest problems folks have with telemarketers isn’t the 
fact that they get the call, it’s the insistence of the telemarketer 
that they stay on the phone.  The old wisdom was that the longer 
you could keep someone on the phone the more likely they are to 
buy what you’re offering.  In this age, that simply isn’t the case 
anymore.   If you spend twenty minutes trying to convince 
someone to buy your product when they already told you in no 
uncertain terms they weren’t interested, you probably won’t change 
their minds.  Even if they do relent, it’s unlikely that they’d be as 
strong of a prospect or loyal.  On the other hand, if you take that 
time (and energy) to commit it to calling another 20-40 prospects, 
you may start seeing some results.!

Think about the product or service you want to get customers for, 
something specific.  For example:!

“Hi, how are you doing today?”  
(prospect’s response) 
“I’m glad/sorry to hear that.  I’m calling you today because I’m 
helping businesses get mobile websites at great prices.  Is that 
something you think would help your business?”!

!
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!
!

Objection or 
buying question? 

When you’re making calls 
often times you’ll get what 
may sound like an objection, 
but is actually a buying 
question.  For example “I 
can’t afford it”.  Sometimes 
that’s just a way of blowing 
off a salesperson, but it can 
also be a valid concern.  Let’s 
assume you’re calling about 
websites and the person 
you’re speaking with may 
actually be in the market, but 
recently got three quotes for 
over $10,000 for the five 
page site they want built.  
They genuinely can’t afford 
what they think it costs, but if 
you are providing basic 
websites for $500 then you 
might have a great prospect.  
Most effective “objection 
handling” centers more 
around being able to 
address folks concerns vs 
trying to bulldog them into 
buying something they don’t 
want.



“Hi, how are you doing today?”  
(prospect’s response) 
“I’m glad/sorry to hear that.  I’m calling you today because I’m 
helping businesses save thousands of dollars on their health 
insurance and get better coverage, is that something you think 
would help you?”!

They key is to identify a specific and actionable need and use that 
as a way of starting a discussion. It’s not “do you want a website?”, 
it’s “Do you think that’s something that would help your business?”  
Of course if they say no odds are the conversation will be over 
shortly, but if that’s what they think then it probably should be.  If 
on the other hand you have someone say yes to the question, you 
have successfully started a dialogue with what is probably a good 
prospect.  Again, the goal isn’t to convince people they need what 
you are offering, it’s to find the people that already have some 
interest.  Domino’s pizza has done very well for themselves not 
because they make the world’s greatest pizza, but because they 
were the first ones to offer home delivery.  By directly reaching out 
to your prospective clients you’re helping bring what you offer to 
where they are which makes it more accessible. !

Try creating your own script.  You may need to try it a few 
different ways to get the length right.  If you can’t finish it within 
the single sentence “I’m calling you today because…”, then you 
probably need to rework your pitch.!

Try creating a few different versions of this script:!

“Hi, how are you doing today?”  
(prospect’s response) 
“I’m glad/sorry to hear that.  I’m calling you today because 
____________________________________________________ .  Is 
that something you think would help you/you’re business?!

Once you’ve tried these a few different ways and found a version 
your comfortable with it’s time to get started.  A key component of 
success is ironclad flexibility.  To put it another way, you need to 
try the same thing enough times to get a feel for whether or not it’s 
working, but you may need to make some changes.  You’re going to 
hear people tell you they aren’t interested a lot no matter what 
your pitch is, they key is to get a feel for what type of feedback 
you’re getting.  Most of the people you’re calling won’t be 
interested anyway, but it’s important to really focus on what you’re 
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!

How many calls do 
I have to make? 

There are a number of 
factors that can impact the 
response rate of your 
campaign.  Each product, 
area, and even caller can 
have a significant impact in 
the results.  The best way to 
know what to expect is to 
make some test calls.  Using 
the suggestions from this 
publication can help give 
you the best chance at 
success.  After your first 
hundred calls or so, don’t be 
afraid to try new things.  One 
of the most attractive things 
about cold calling is how 
flexible it is.  Instead of 
sending out thousands of 
pieces of direct mail before 
knowing if it worked or not, 
you can try a new script as 
often as you’d like.



hearing from the folks that are mildly interested, then hang up.  
You might here them say things like “that sounds too good to be 
true” and then hang up.  Or “of course I want a new website, but I 
don’t have the money for that.”  Those clues are much more subtle, 
but are providing valuable feedback.!

For example, if you’ve been calling folks saying that you offer 
websites and would like to see if that’s something they think would 
help their business, but then they hang up on you after 
commenting about price, an obvious conclusion would be to start 
adding the price in there.  Of course not all websites would be the 
same price and each customer may have unique needs, but it can 
certainly be addressed.  For example, you could add “I’m calling 
you today because I’m helping businesses get websites at extremely 
affordable prices; is that something you think would help your 
business?”  For folks that are concerned with price, you’ve given 
them an idea of what to expect.  Out of 100 calls you can 
reasonably expect some of them are going to ask “when you say 
affordable, what do you mean?”  If you’re hearing that question it 
means you’re getting your message out there.  People that don’t 
care about getting a website don’t ask that question.  While you 
don’t want to keep people on the phone just to keep them on the 
phone, when customers start asking questions like that, buying 
questions, you want to make sure you answer all their questions.  
In fact, in a situation like that, it’s probably an excellent 
opportunity to ask for their email address so you can get contact 
information out to them.   As much as cold calling does work, it is 
still interruptive marketing and so folks aren’t usually going to be 
ready to commit right away and may feel rushed.  Even with sales 
that are typically one call closes you may find that you need to fill 
your pipeline a bit and get multiple contacts on the same prospect.!

              Two hooks are better than one"
For most products price is a significant consideration that needs to 
be addressed in your script, but don’t overlook value/quality.  For 
example, I’m calling you today because I’m helping businesses get 
great websites at affordable prices.  Perhaps they aren’t as 
concerned with price; maybe they just had their neighbor’s cousin’s 
uncle’s dog do their site and it looks like garbage and they’re 
actually more than willing to pay a premium to have a quality 
experience.  Not everyone is as concerned with price as you might 
think.!
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How do I stay 
positive? 

Cold calling is a grind and 
eventually it’s going to wear 
on you regardless of how 
thick your skin is.  The key to 
staying positive is 
moderation and perspective.  
Just like with exercising, if 
you push yourself too hard 
you’re going to get burnt 
out, so make sure to balance 
your motivation with 
pragmatism.  

By setting reasonable goals 
and reaching them you can 
build consistency.  Success is 
rarely the result of a brief 
feverish effort, it’s the result 
of productive activity done 
consistently.  Even though 
you’re bound to get a good 
deal of rejection, those 
people are just saving you 
time so you can get back to 
finding your next client.



          Remember that the goal of the call is to get a conversation"
Of course the end goal is to get a client and make a sale, but before 
that you need to build a relationship with the prospective client.  
As is often the case, getting a discussion going first is absolutely 
necessary.  The goal of the script is to create that discussion.  
That’s why ending a script with a phrase like “is that something 
you think would help your business?” or “is that something your 
business has been thinking about?” can be such a great segue into 
the discussion.  At that point most people with a product to sell 
don’t need a script, it’s a conversation, all the script has done is get 
that going.!

      Create Your Plan 
!
The next step to make cold calling work for you is to create a 
simple plan.  First, let’s set some goals by filling out the paragraph 
below.!

I will make _____ calls per day ____ days per week.  I will do this 
by setting aside _____ hours ____ days a week.  These days will be 
________________________________________________________.!

!
Now, let’s create the script you will try for your first 100 calls.  Use 
the guide below:!

“Hi, how are you doing today?”  
(prospect’s response) 
“I’m glad/sorry to hear that.  I’m calling you today because 
____________________________________________________ .  Is 
that something you think would help you/you’re business?!

!
With your schedule set and your script in hand, you’re ready to 
start making calls.  It may feel a bit awkward at first, but after a 
few dozen calls you should start to feel more comfortable. !

        Happy Selling!
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Fortune favors 
the prepared 

Often times folks tend to 
fall into one of two groups, 
either they prepare way too 
much or not at all.  While 
it’s important to not get 
caught up in “analysis 
paralysis”, it’s also 
important to make sure that 
you’re properly prepared 
for success.  Starting with a 
quiet work environment 
and no distractions is 
always a good choice.  If 
you’re working from your 
computer, be sure to turn 
off instant messaging 
services such as Skype or 
Google Chat. 

You will also find that while 
you’re making calls you’ll 
hear unexpected 
objections or reactions.  Be 
sure to take notes of them 
so you can use time later to 
think of the best way to 
handle them.  Preparing a 
list of objections before 
you call is always a good 
idea, but don’t get hung up 
on trying to handle them 
all.  When people say they 
aren’t interested, 
sometimes they really just 
aren’t interested.


