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[Prospect answers]
“Hi. [Prospect’s name]. am I calling at a bad time?”

>If Yes. “Oh. sorry. I'll call back later.” Hang up immediately.

>If No. say: “Good. Let me take a quick minute. tell you why I called. and then
you can decide whether or not we should keep talking. Sound fair?” [Wait for Yes/No.
If No. thank them for their time and hang up.]
“I appreciate that. My name is [your name]. and I'm with [your company’s name]. Now
you and I have never met. but [industry type. eg. Metal fabricators. accountants. grocery
store chains. banks. dog kennels. restaurants. yoga studios. etc.] typically bring us on

board because they:

[Your Core Message:
>Reason One:

>Reason Two:

>Reason Three: 1

“But...I don’t even know if any of those would apply to you.” [trail off]
‘Wait for prospect to answer.
>If Yes. say. “Wow. Can you tell me more about that?” > Doctor for some pain.

>If No. say. “Okay. Well. before I go. I'd like to ask you one more question: I
guess it’s not the case that [Reason Four]...?”

>If Yes. say. “Not uncommon. Can you tell me more about that?” Get
some pain on the table.
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>If prospect confirms you are not a fit. thank them for their time
and move on to next call.
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maybe you are a fit. doctor for some pain.

If you have been talking with the prospect for over three minutes and have not
gotten any pain on the table. it may be time to qualify this prospect out. Say:
“[Prospect’s name]. I appreciate you taking the time to talk with me. but it’s
sounding like we’re not really a fit. Do you agree?” If prospect confirms. then
thank them for their time and hang up. If prospect disagrees. then ask them. “So.
what problem in your organization do you think we could help you with. then?”
Continue to doctor for pain for a couple more minutes. If you still do not get any
pain on the table. it may be that the prospect is fishing for free information. At
that point. confirm again your belief that you and the prospect are not a fit. and
unless they immediately put pain on the table. thank them for their time and move
on to the next call.

Once some pain is on the table, say: “Do you think we should meet to talk about this? I
don’t know. but it sounds like you’re serious about doing something about it...”

>If prospect says something like. “Why should we do that?” respond with. “Well.
it seemed to me like this was a real problem for you. and. it’s up to you. but I thought you
‘wanted to do something about it.” [in a nurturing tone!]

>Otherwise. set appointment with prospect. Confirm where and when you will
meet. whether anyone else will be there and what their role is if so.

Thank prospect and hang up. Send email or Outlook request to confirm. Call or email
the day before the appointment to ensure it is still on.
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