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FIRST, UNDERSTAND THE IMPORTANCE OF COLD CALLS
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OVERCOME COLD CALLING RELUCTANCE
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1°' Change your assumptions
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Next, release the outcome
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SCRIPTING DO’S AND DONT’'S?
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Avoid discussing your product or service in the ope
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Don’t Waste Opportunities on Initial Calls
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Opening rules, ideas and tips
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Grab their attention

WRITING YOUR SCRIPT
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Write it first, then revise it
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How to Edit Your Openings
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BEYOND THE COLD CALL
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Ideas for follow up call openings
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SEVEN STEPS OF THE SALES PROCESS

1. Product Knowledge
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Your Value Proposition. Whatdo you sell - really?
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2. Prospecting
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3. The Approach
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6. The Close
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7. Follow-up
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