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The Essential Guide
to Cold Calling

Tips, Techniques, and Tools for Sales
Reps that Want to Win
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Ten Things You Need to
Know About Cold Calling

Convinced that B2B cold calling is dead? Think again. If these facts and

63-* ™ k'k¥ :1°3 Ek-*"?°H ‘1 k> 2k' KkAMNKk® ¥?Z™H A2 ™MY¥]R ™MH {°

¥ "?e- ™ ¥:1¥ A2UU A ¥ kU TUU?'3 ™ 1 ™™ “y¥29U kAZkD ¥ k21
A2 23 ™mMjy ™ ™My ¥ 3EM

L 69% Q 57% ™ 42%

69% of buyers have accepted 57% of C-level buyers prefer to Organizations that don't cold
cold calls from new providers be contacted via phone call experienced 42% less

growth than those who used

the tactic

Oq:
Q 8cCallsT 6Calls

Top sellers spend an average of On average, it takes 8 cold calls Once you're talking to the
6 hours every week researching to reach a prospect decision maker, 6 is the ideal
their prospects number of calls to win a sale

@ 5545 Wed.

Successful cold calls often have Wednesday is the best day of And the best time to call
a 55:45 talk-to-listen ratio the week to make a cold call prospects is between 4 & 5 PM

Fri.
The worst time and day is make
a call is Friday afternoon
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Tips for Cold Calling Like
a Boss
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Successful cold calls have a
longer monologue duration
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Baseline Successful Calls

gong.io

crunchbase The Essential Guide to Cold Calling 4




Tip 01

I sk¥:?2°3 ?2™ ™MkyU ?° ™ k> ™MH ¥ :TA?°3 1 Z?¥ . ‘1T E
) Ek-* k~AZTEk™ k' KkAZ ¥ 2?2 ™ «.2 RUE ¥k R Z ¥: 7
(OI’ 37 Second) pltCh other line engaged.
qTR ™-* ¥k kA ' A:1¥ Ek-* k"ZT'E k ™ 1 A:k Ek-kA

for (lan Johnson[M Ok~ 2?2 k™ ¥: AfU- ¥:7¥ Ek- ‘?°3 ¥k -™¥
NZ:i™M2O T ™MZ 28 Z'k - ¥ kt ™ ‘A2 ¥:1¥ ?7™ -"2e¢- ¥k

Zk™mm™2 Uy kZ "?°3 ™ ¥ k-U G hT i~ X i~ Y 2k~
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Tip 02
] sk¥ A:* Ek-*Z'Kk - ¥ 6¥™ {° T™Y¥{> ™ K.¥ 2 ¥: KkAZ ¥?
Address the set-up Ei"ZU H Ek- AME ™2¥ 2° 1> 2° -™MyY‘E A2¥: ¥AKk Z‘'k - ¥™

I™ TMEA 2] o] 2 MY ¥ ?¥k™ 20 EZ "™M2A H A:2U
-¥ ¥kk EZ "™?2A 2Kk AKk™Y¥ -T2 TMTM ™M Yk O-TM¥?2EM

™ 27¥ AME UkkR U?R ¥:?2™G h@ :TA 1 Z'k - ¥ ¥:1¥ ™
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M iT-™ k* UT™Y ¥24 ¥k AT2¥ 2k* o- ™MY2K ™ f° 2y 7

The number one cold
calling tip is to ask the
right questions

Morgan Ingram
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Ask open-ended
questions

Tip 04

|
Smile when you talk

Tip 05

.|
Say only one or two
sentences at a time

crunchbase
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Ek-* ¥k° k2 Ak? M =7?2U?°3 A: > Ek- ¥IUR k¥ k’UE -?
s UZ™ Ek- ™mk-> * UTE HRKkAU 31T UHI ¥:-™M2jM™My

2¥?2KkTTUUEH ™ 7 @ :f™ ™ KA § ™My k3 k' UT¥?2k’
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e Z Ek-* Kk A ‘™Mi¥2k> kA © ¥: Z:k® ™:k‘¥ T ¥k ¥: Zk?
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Tip 06

|
Have a “no” goal

Tip 07

|
Pique curiosity in
voicemails

1:2™ kU TUU? 3 ¥?2Z AR ™ * O ¥?k’ Ek-* 3kiU T° ¥IiR
k2 : 7?2 3 h kMi of¥: * ¥:7° A1?2¥?2°3 2k’ ¥: hE ™Hj AR 7
3kiU k2 h kk™Mi j * k'™-U¥7 ¥ ok ‘¥ 'M -"?2¥:H k-"¥7?°

™Y‘T¥ 3E ¥k 37T7?2E * O ¥?k'H kA * k» TUU ‘ U- ¥1° H
2?72 U?° A Uk ?¥EH 7> 3 ‘1¥ ~Ak' ™ju ™ y i ™M
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U 1A2°3 Ak? ~12U™ ¥:1¥ 2 AkR -‘2k™?¥EM 1k k ¥:?2™
qk‘37 T 3°TA 3k ™ ¥:'k-3: :?2™ ¥EZ? fU Ak? 712U ™jU T

O UUk X'i" YM TkA ¥TUR ¥k T Uk¥ k2 XOk ¥?¥U Y *3
ATU- Z'kZYM T2 ¥:2™ * ™k f¥ ™ A2¥: Ek- ?° 1'E ATE ZU
T XO-™¥ ™ ¥ k' A2UU ™ ° 72¥ ‘ ¥:2™ JUUYM qE “1°
31?7 AE TTA 2™ XUIA Y 2°kA X KAZTTEYM iTTR™

Voicemails Lead to
Callbacks... eventually

1%

callback rate

(X

1st Voicemail

crunchbase

22% 33%

callback rate callback rate

A O A

2nd Voicemail 3rd Voicemail
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1k ME?2?20 Ek-' ¥?22 17 ‘3EH ™¥‘1¥ 3?2 TUUE k'31°?20

Organlze your Cold ™ - -U ? ¥k ¥Ak ZT‘¥TMG Z‘kTMZ ¥?°3 ¥k 6° ¥: ‘23 ¥ Z
i . U?2¥07?°3 ¥k 3 ¥ ¥:1¥ Z *™k™ k> ¥: Z:k> H1 k' ? 3 ¥k =

Ca”mg time Harvard Business Review.

Tip 09

I qTE?7r?20 Ek-* ¥?2~ 1 «-fU?2E Z'k™Z ¥™ _2°3 “k‘AfU
Call at the strategic Z ¥k G QN[ AT AP 2y f¥Y2A [™MMomyjiym {¢ 2y
_ TUU U?¥0 -2°3 hfUU A?° KA™M| TUU A?° kA™ 7« ¥E
times 15 12¥ ¢ G ZA k' ¥: AP 2TMY¥QA [™MMoTMy{ym {¢

k' ?2°3 ¥k a? 1" H ¥: ™Y ¥?A ™M ¥k kU  TUU 7* hoA
¥: ¥KZ k2 ¥: :k-‘H 1¥ :?2°3 ¥: E -¥?2A ™ 2k* ¥: ?'"°
TUU A ¥?2°3™H 7> :kU? TE™ U?R {* ™?2 “¥k™ 'TEH A:°
U?R UE ¥k ?° ¥: k206 17 k¥:t -™2 ™M™ ATE ™ Uk

Contacts Made From
First Dials

Best Times to Contact 8-9 AM & 4-5 PM
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Common Cold Calling
Mistakes

qTR?'3 kU TUU™ 2™ 27 2k~ T™EH A~ 2k* EZ *'?° ™Y ™ ¢ ZTMM 1:7¥
A?MYTR ™ ¥:T¥ T ATR T U T E :fUU 3?2 3 ¥I™R A Tt M TO 1 ?2¥?2k’ ¥k
k™ A:1¥ Ek- ™M:k-U TAk? k?°3G

Mistake #1
I sk¥ ¥T?2Uk‘?°3 Ek-* k A ‘™{¥?2k> ¥k ¥: Kk~ZTE ¥:1¥ Ek-k
Sounding like a robot AR ™ ¥:  fUU * ™ A Kk kK¥? M T° TMkVA f™ MY kAZTI? T
T-¥KATY ¢ k' ?2°3™ §™ y: gemmy ™My 7 ¥k kU fUU? 3H
kM =?7?2UT*UEH -™?2°3 -"2A ™My ™ ‘27¥™ (> ATR | fU
SCT¥-TUM 2™ A2UU “f™ ¥: U?R U?:kk k2 1 Zk¥
AK‘R A2¥: EK-M T¥ ™:KkA™ ¥:7¥ 2kA ¥: ™Y 2°¥ ‘7 ¥2k°
A ¥ T¥Y C¥?KkS ¥k ¥T?PU S ™M TM{CE ¥k AR ¥: Z'k™Z
Mistake #2
[ T2 Ek- 7> 3 ¥ ¥: Z‘k™Z ¥ ¥k 373 A?2¥: Ek-H k k¥ ™7
Talking too much and ¥?2A T¥Y¥U? 3 k22 27T ¥™ §° MY{YP™MyYD ™ Aoy:k.¥ U ¥¥?
. ) U?R ™ ¥k ¥TUR T¥M '?2A2°3 : 1T 6°'™¥ 2 ¥k T Z2?2¥ : A?¥
not listening enough 12¢ 10 ATR ¥ ¢ UT¥2K ™:2Z ™ A kSS9 1 77 fU?
¥ ¥?A ¥k U?2™Y¥ " ¥k A:T¥ ¥: E :TA ¥k ™MTEM f° ™ j
Ek- *-33 ¥™ k2 ATU-T U 7?2 2k‘~i¥?2k’ ¥:T¥ Ek- 1> -™ ¥k
kK*A “™MT¥2k H -2U ¥‘-™M¥H 1 -U¥?71¥ UE 3 ¥ 1" 12Zk?"°
~> k2 ¥: CT™K ™ ¥:f¥ KkAZT'? ™ TA ¢ Z¥?2k ?2™My¥™ }°
Getting stuck behind A k-¥ -“A7 ¥ fjUU™ ¥k ¥: ?P™M2K AR ‘™MM 1: ¥'? R
fUU?'3 2™ 3 ¥¥?2'3 1 31¥ R Z *“ ¥k k' ¥ Ek- A2y: ™Mk~
the gatekeeper b/-M O ¥2k' 2'kA ¥: 3T¥ R Z ' 1% ' ¥k kA ‘ kA
A A 3k¥ T 1T ¥k ™MZ TR ¥k ¥: Z ™k A?¥: -E?°3

?™ ¥: ™¥i3 A:* AMTE kU TUU™ ¥-"H A UUH kU M
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Mistake #4
|

Opening with “How
are you doing today?”

Mistake #5

|
Asking “Is now a good
time?”

Mistake #6

|
Over-apologizing

Mistake #7

|
Uttering the phrases
“touching base” or
“checking in”

crunchbase

1:?TM ?TM’l‘ U‘l‘TMTM? ’|“
k*UE k Ek- ™k-°
Ek-‘™ U2 -Z 2k* Zk¥ “¥?2iU 21?2U-"
hé> Mi T°™¥ T H ZkU?¥ UE O-"7Z ¥k ¥:
(John Barrows)

6UU ‘M @: ~ Ek- ™M¥i‘¥ Ek-*
“-k-™ ‘23:¥ k22 ¥: 1¥H -¥ Ek-k°
?2 ¥: E* ™MZk> A?2¥: TE
Zk? ¥ 1 ™IEH ht:i®

KA -
?2™M2°3

Ok ™M¥YUEH "k ?¥k™ Z‘k T UE k¥ T 3kk ¥?2~ M T¥k™ >~ A ‘1
A: " Ek- 3 ¥1 TUU 2k~ 1> -"RkA> -~ ‘"M T2 2% ?2™H 2" 27
Ek-* fUU ‘H U ¥ ¥: " ¥ UU Ek-H Kk k¥ 3?2A ¥: A~ 17 k-¥ ‘?23:¥

1k ¥:k™ k2 Ek- Z1'¥? -UT'UE 2k~ k2 1ZkUk3?207? 3H ¥:?2™ ~A
k¥ 1ZkUk3?20 J 'k "k¥ ™iE hTk~ ™Mk E 2k* k¥: ‘?2°3 Ek-i k*

CTMTM Ek-t kU TUU? 3 3-?2U¥ Tk¥: ¢ ATEM = ZUT 1" 17k
Ek- : UZ A~ Njt:?2™ kU jUU? 3 ¥?2Z AK‘'R™ Z71‘¥? -UT'UE 3*
31¥ R Z ‘™M

’I‘TM TM?TM¥’|“¥TM ’I“

o ZUT ¥: ™ .22 ¢ fM™MK ™ 2k fUU? '3 A?2¥: ¥: T ¥-fU ‘1T
1;2™ ¢« TM7 ¥YTM Ek.¢ Zk™Z ¥kT™™ ¥2A §1 f ¢ ™M™ M y: 9233
TA?°3 1 1™k 2k* Ek-* TUUM Zgk'37 T 31" k2 ¢ T*'kA™]
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Cold Calling Techniques
and Tools

@2¥: 10 -0 *™¥]T 2°3 k2 A:1¥ ¥k k1° k¥ ¥k k k¥ kU fUU™H k- ™? ¥: 2kUUKA? 3
¥kkU™ * 37 2°3 ™Miy ™ ™ ‘27y™HY ™K 27U ™ YU?'3H T° ¥ :KkUK3E ¥k 1 :? A ¥¥ 72

Perfecting the Script

i‘k3* ™M™ o™ ApTMY A2¥TU A: C ¥'E?°3 ¥k :?2¥ 1 «-k¥TM 'k’k¥ AR Ek-* ¥T™R :1¢ C ¥:10 ?
T Uk'3 Mfu ™ E UM T2 Ek- ‘k-¥?" UE : R Ek-*Z?2Z U? 1" ¥~ A2 .-fU?6 U
C™M_yU¥?'3 ?2° 1T ™MjU H Ek- ™:k-U k¥ :TA ¥k AKE T k-¥ T Uk'3 E UM bPk- "E P ™23
-Z Z:k> TUU TATE 2k~ UKk™?2 3 ¥: ™iU 1 * AkA?2°3 1T U? ¥ "I~ 2'k”N Ek-* 2272 U?°

1: AK*  U? C¥™ Ek- :TA 2?7 U?A kH ¥: Ak' Tk¥? Ek-* Z?Z U?° A?2UU M :TZ™ Ek-
¥:k™ ¥EZ ™ k2 U? "¥™ J'UE ?° ¥: T E¥ Ak ¥: ¥k 37?2 1T Z-U™ M OkA A ‘H ¥: * A?2UU
KZZKk'¥-"2¥72 ™ ¥:1¥ ™: k.U U A2¥: Akt ?2AM 2T EM Uk™  ¥:k™ fUMH U1 -Z

™MKA ¥P2A kT ¥: T AUT MM

Sales Disconnect

How sales representatives say they approach buyers
vs.

What buyers with negative sales experience encountered

o 50%
Avoid being pushy 84%

L d 83%
isten to my prospects needs 62%

74%
Research my prospect before calls 45%

77%
Try to be helpful e
. . 71%
Tailor my pitch based on my customer’s needs 37%

Try to provide value to the prospect

34%

o
Prove how my solution or product can make them successful
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Cold Calling Techniques
and Tools

@2¥: 1 -7 ™MY¥T 273 k2 A:T¥ ¥k k17 k¥ ¥k k k¥ kU TUU™H
TUU? 3 ¥ :"2e- ™ 1% ¥KkkU™ * 37* ?2°3 ™MjU ™ ™ ‘27y™MH ™k
T:?2 A ¥¥ 7 ‘2k'ATT 0 2'kMN Ek-C ™MIU ™ ¥ TAM

Prepare a Script for Bypassing Gatekeepers

TY¥Kk™ “Kk¥ - kAMKkS ¥:T¥ ¥ 7: oAt o yY2T™MY 2kt T ZT'¥? -UTY Z ‘™K A2UU T ¥-TUUE

k
i ¥EZ? TU 6~ A2¥: : ANZUKE ™H 1T TA ‘13 k2 Z kZU ?™ 2 AKUA 2?2 Ak™¥ -E?°
™Y TMZ CTMKS DY ¥:PT™M MY _f¥2k ?™ ¥k 3 ¥ Z7¥ @ ¥:‘k-3: ¥k 1 ?M™M2Kk’ AR ‘M @?¥: ¥
¥:1¥ Ek- k k¥ kA *A: U~ ¥: 3T¥ R Z * A?2¥: 21T ¥™ 7° 2 °2k'~¥?2k T k-¥ Ek-* Z'k - ¥ k'
T-¥:k'?7¥E ¥k T ¥ kM 1: 3T¥ R Z* k-U A T ™™ ykH k* A Kk ¥'kUH ¥: P2MRKT A
122 UE ‘12Zk'¥ A2¥: ¥:2™ 7 ‘m™mK> A2UU A2¥iU 20 ™ - 2°3 1 17

ZKk? ¥N C¥M

U™KH A:?2U 3 ¥¥?'3 721™¥ ¥: 31¥ R Z *?™ ¥: 3kiUH E ¥TR?'3 ¥: ¥?~ ¥k kA «m™
T ™ ‘2Z¥ 7¥ ¥: A A C T¥?27H Ek- A2UU U?R UE k ¥1?2 > : UZ2-U ?2 2k "¥?2k> T k-¥ ¥: ? ™
k>> ¥ A?¥:H A:2 : T -™ ¥k :UZ Uk™ 7 TUM Gk*' ¥: ™Y C TM_U¥Y™MH ™Myk7Z A? A
3 ¥ ZI™YH -¥ 2 ™Y T H ™YY ™ 92°3 ¥: AT ¥ AfU-T U * ™K. ™M ¥:i¥ ¥: E T k2¥

What is a Gatekeeper?

Office Manager Receptionist Administrative Decision Maker
Assistant (Undercover)
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A Few Things to Consider:

H ¥ ¥ 31¥R Z'k™ iI"M -:k-U Ek-" ¥k 2kUUKA -ZH Ek- k-U k~
K '¥1T ¥ A2¥: ¥:2™ 7 *™k" 7137?2°M C MM 3 ¥ A E A 2™ § TM2AZU H
ATE ¥k -?2U ¥'-™¥ 7° AR ¥: A2 U AfU-T UM =k? ?™M2kT MR '™

A: ¥: " k' k¥ ¥k ¥TR 1T ™MfU ™ fUU ™ Kk ¥: 37¥ R Z ‘k™ 2 T RM
™R ¥1°3 ¥ oo ™MY2Kk ™ ¥:f¥ [0 {™M™MO™MY 2% 2.¥. jUU™M a ™ 7' A?

Z?2AK¥TU ‘kU 2> A:f¥ ¥: ™ . ™My ™ ™.k | ¥-fUUE H -¥ T™MR?'3
©Y S A™ 92 ¥ KAZTE k-U 3 ¥ ¥: 37¥ R Z ‘™ ¥TUR?'3M

"k k¥ 12'17 ¥k I™R e- ™¥2K ™ ] k-¥ Ek- ¥7°3 ¥ Kk ¥T ¥M 7T ™ 1t ¥

03 ¥: 31¥ R Z ‘' Ak'R™ ~k™¥ Uk™ UE A?2¥: ¥: ?2™2kT MR ST 1 372A
TUS3-Z E ™:1'2°3 ¥12U™ * 371" 2°3 ¥: 2° Z* 2 '* A~ ¥:k k2 k ¥1 ¥ k'
¥?2A ™ k2 TAT?2UT 2U?¥EM

YT R ¥: A 2k' ¥: 2 ¥27 10 TCE ?2°2k‘A¥?2k ¥: E ™M:fr M 1 3i¥ R Z‘?
U?R UE ¥: Z ‘™Mk® ¥:7¥ 1° 3 ¥ Ek- 1" TZZk? ¥" ¥ k* ™M¥kZ Ek-* ™M{U
¥TR™MM k2 M™M2k U k-‘¥ ™ME 7" 3k T Uk '3 ATEM

O q g A A EK-C AT ™M GKUUKA -Z A2¥: 1 31¥ R Z © 12¥ 17 ?27°2¥?1U 11U

DO DON'T

o Bepolite o Be negative

® Be honest ® Make excuses

® Use their name o Lie

® Give full attention ¢ Passthe blame
® Take ownership

® Followup
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Prepare a Script for Decision-makers

~° Ek- MR ?¥ ¥k ¥: ?2™M2Kk AR ‘H ¥: ™ 27y ™: k.U AKkUA ¥k 2k -™ Ark*
1:™ fr ¥ 7 kZU ¥:1¥ 170 1ZZ'kA Ek- ¥k "kA k> ¥k ¥: ~ E¥ ™My 7 ?° Ek-' ™}
™y¥i3 A: ¢ Ek-* ™ ‘27Z¥ ™:k.U ‘ TUUE 2?A 2?2 ¥k ¥1?2U™ 1 k-¥ :kA ¥: Z'k - ¥
7> MKUA 2k* ¥: 2?2 ™MZ 28 Z1?° Zk? ¥™M /22 ¥?2A UE -¥?2U?0 ¥: 7?2 2k‘"Ai¥?
¥: 3T¥ R Z 1™ 2¥ ?2™ U?R UE ¥:1¥ ¥: E * UTE ¥: ™. ™yj> k2 ¥: 2° Kk A ‘T
AR ‘M
12Uk ? 3 Ek-* ™ *27Z¥ 1> Ak ™MY¥'T¥ T¥¥ “¥2k ¥k ¥7?2U 70 TUUKA Ek- ¥k ~E
P2™MO2KY AR M T ™Y T k2 :fT™:2°3 2 2k‘AT¥2kT ™! E13¥R Z ‘H Ek- T
Z?¥% 110 ™M¥i'¥ Uk™?°3 ¥: fUM

Cold Call Script

Introduction:

This is [name] from [eampard,

[Pausc)

Ask a question:
® 5o, [prospect name] | see you went to funmersity] How did you fike 7
*  Wow, you've been at [company] for (X yoars], How did you get slarted thore?
» Congrats on your recent promation. How i the now rolo?

[Wait for prospect's respense. and reply)

Positioning statement:

| wrk with feerstames o] in [industry] with [X team strusture/goals]. My customers ane typically
looking to {execute on X goal] Does thet sound ke you?

[Pregpoct responds)

Tall me mane abaut that,

[Prospect talks about their pain points)

So, what I'm hearing is ..

[Repeat their pain points and offer to set up & discovery call)
Schedule o discovary eall:

|Progpact agrees to a discovary call and offors meeting times)

How about famesren?

HubSpHt
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A Few Things to Consider:

OfTA 1T 1™?2 > ‘™M¥}" 2°3 k2 ¥: Z'k™Z ¥k™ KkAZTE 75 kA Ek-* Z'k - ¥ A7
¥: ?2° 3kfU™M A™ Ek-* kU fUU? 3 ™ 27¥ 7™ { f¥ ™. ¥ A2y: KkAZTE
A2U0U ™. Ek-* Z?¥ : TUATE™ ¥?2 ™ | R ¥k ¥: ?‘ A1?° Z‘'?2k'?¥? ™ 1~ k°

MR .. MYOKTT™™ ¥k 60 k-¥ 70 0™ A: ¥ 2™MOKY AR C M TM TMEA ZRY Y9
HiZ™ 2> Z'k ™™ ™ ke y “KkUK3E 1 "¥'E ZK?¥™M G? ?°3 ™7 25 E
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Combine Social Selling With Cold Calling
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Outsourcing Cold Calls
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Increase Cold Calling Efficiency With Technology
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Track Trigger Events With Crunchbase Pro
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