GCOLD CALLING

Getting Past the Gatekeeper!




COLD CALLING
GETTING PAST
THE GATEKEEPER

Real cold calling is when you
call a potential client and have
not had any previous contact
(i.e. social media, website,
email etc.)

There are 2 types of pure
cold calls:

@ You know the name of the
person you want to speak
to

@ You don’t know who the
right person is to speak
to

SALESTRAININGINT.COM

@ :

&

4
fﬂl/f//ﬁ’ﬂ




SCENARIO ONE

You know their name. This is great as
it makes life easier. So, we have 2
outcomes from this type of call.

To be put through and speak
to them

To get their direct number
and email

You need to remember one of these
2 outcomes is your goal when you
get through to the gatekeeper.

We do not want to get into a big
conversation with the gatekeeper,
simply to get transferred through or
get direct contact details.

Remember less is more when it
comes to information you give them
and talking to them in general.
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SCENARIO ONE

Start simple “Can | speak to xxxx
please”

If they ask your name, simply say it
(maybe just even a first name) and no
more.

Only tell them where you are calling
from if they ask, and again keep it
brief.

So, what if they ask “what’s it about?”

Again, you need to be brief / vague. Be
firm and assertive this can help. (They
can smell fear!) | normally say “its
about training” - as this is not a lie. So,
a simple “It's about energy supply”,
“it's about room hire” is plenty of
information.

If you get through great! Then you can
go into more details.

If they are not available or refuse, then
simply say “Can you help me. | need to
speak to them, so rather than me keep
calling back and bothering you, can |
have their email / direct line please”

SALESTRAININGINT.COM

TRAINING



SCENARIO TWO

You don’t know their name. This is quite
different from the above scenario.
Generally, the main outcome of this call
is to find out their name and contact
details.

You can, of course then ask to be
transferred through - but | wouldn’t go
in expecting this. The reason | say this, is
| personally like to go and research (on
LinkedIn etc) a little about who | will be
speaking to before | speak to them. |
prefer to go in prepared.

Start the call by asking “Can you please
help me. | would like to find out who
deals with xxxx can you give me their
name please?”

If they do this follow on by saying “that’s
great thanks so much”

information can you please give me
their email and direct line, so | am not
having to bother you further”

@ “] would like to send them some

“would it be possible to transfer me
over now so | can have a quick word
with them please”

Whichever you prefer is fine - just be
prepared to get transfered through!
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KEY TIPS TO
REMEMBER:

Remember less is more with the gatekeeper.

You are not selling to them, just getting put
through to the right person or more
information.

Asking them to help you works well - get
them on your side

Push for direct contact details so you don’'t
have to deal with a gatekeep next time.

Call at the right times - avoid 9am, lunch
time and home time. Sometimes calling
early or late works - especially if you have
the persons direct line - they are not stuck
in the grind of the day.

Push for direct contact details so you don’'t
have to deal with a gatekeep next time.

Finding out the name of the person you
need to speak to first makes the task a lot
easier - their website or Linkedln is good for
this.

It's a numbers game, the more calls you
make, the more success you will have.

Connecting to them on LinkedIn makes this
task even easire as you can then say you are
following up from a LinkedIn conversation
you have been having.
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CONTACT US

@ +44 (0) 1704 889325

@ info@salestrainingint.com

@ salestrainingint.com

Click to subscribe to our YouTube
channel for regular training videos

Click to visit our website for FREE
sales training resources
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