No Pressure Outbound Cold Call   

	Stage
	No Pressure Cold Call Script

	Opening

Pattern Interrupt


	Hi John, this is _______________ from the Orioles. Want to be up front with you – this is a sales call. You may appreciate it’s not the most comfortable thing to do… introducing yourself for the first time. Fair? 
Alternate: John this is ________ from [Company]. We don’t know one-another, your name came to me by way of ____________ and I thought it might be important to talk…. Did I catch you at a bad time? ** or – I am sure that I am calling you at the worst possible time of the day…”
Alternate: John this is _________ from [Company]. I’m making outbound calls to new contacts, and I thought it would be important that we talk. Did I catch you at a bad time? 

Alternate: Thanks for taking the call. Pause (ahhh)… Frankly I’m not sure if I should be talking with you or somebody else on your team. Could you help me out (with that)?

Alternate: John, its _________from [Company]. … John, guessing you’re not familiar with my name or my company. RESPONSE Wasn’t sure you would be.

Alternate: John – This is a cold call. Do I have you filled with excitement and anticipation?...  Did not think that I would…  




	Up-Front Contract


	John, would it be ok if I took 60 seconds to tell you why I called, and then you can decide on whether or not we should talk further? (Are you comfortable with that if I stick to that timeframe?)   
RESPONSE… *Typical response can be “sure,” or “ok – but I don’t have much time.”


	30-Sec Com.

	John – not sure if you follow the Orioles? RESPONSE… If No – do you follow a MLB team? If Yes – How so?
At the Orioles Corporate Sponsorships, we partner with companies like to help them gain more exposure, create excitement around their brand, and provide an atmosphere for great internal and client team building. 
John – typically when I talk to folks like you - I often hear them say that:
· Are frustrated with __their current marketing plans -and just not sure if what they have done in the past is the direction for the future_______________________________________________. 
· They are uncertain that their total marketing and advertising spend is delivering actual results____________________________________________. 
· They are concerned that there is little to now excitement around team building or client interaction that is meaningful and memorable_____________________________. 
(John, that’s my time). I don’t suppose that you face these or similar challenges…. Or do any of these apply in your world?
“Pain Funnel” Get them involved - then close for the appt. If Yes: “Really… which one stands out? Tell me more...”  ** Why don’t we take a few additional minutes to take deeper look….


	Close


	Thanks for sharing that with me, John. While I don’t know if what we have done to help thousands of other ______________________would work for you, would it make sense for us to ___________________________________.  


	Post sell & next Up-Front Contract 
	John, I Appreciate you inviting me in next Tuesday, 9:00. (If Post Sell if cancellations are a problem for you:  By the way, can you think of anything that might come up between now and then that would cause you to cancel or postpone the visit? 
Naturally during our visit I’ll want to ask you more questions about the issues we’ve been discussing, learn what you’re trying to achieve, what’s important, what’s not. 

Obviously, you will want to ask me questions about our business – learn about what we do and what we have done with other companies with similar situations. Fair? (Does that make sense?) RESPONSE.

Good. And John, we’re certainly not a fit for everyone. Typically, at the end of our visit one or two things happen. For reasons big or small, you may feel we’re not a fit; and it won’t make sense for us to continue talking beyond our meeting. If that’s the case, are you comfortable telling me that? (It won’t hurt my feelings; I won’t take it personally.)  RESPONSE

Good. Thought that to be the case. Equally important, if you think there might be a fit, something worth continuing to explore beyond our meeting, would you feel comfortable telling me that and we’ll take the last few minutes of the meeting to determine what those next steps look like? RESPONSE. 
Thanks John. I look forward to our meeting next Tuesday at 9:00 am. Take care.
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