Commercial Training Call - 8/12/2014
Updates:
· GDI Summer Bonus Program through 8/31
· GDI site is moving forward
Questions:

Training Notes:
· Our goal is to find people who want to partner with us and are looking for our product/service.
· We have to stand out from the “crowd”
· You are the expert and you are the person to “guide” them to the result of being a happy partner with you (If you choose to watch the video below – you will hear a version close to this).
· If you are waiting for them to do something, we should ask ourselves, “What can I do (or could have done) to make sure we go from point to the next and are not stalled?”
· [bookmark: _GoBack]Always have a smile on your face – be authentic – and whether you are in person or not.  People can tell that you are smiling.

We’re going to cover some of the following important points:
· Who to contact in a business and why it pays to do this.
· Calling days, times, and tracking!
· How to partner with the “gatekeeper”
· The importance of follow ups to your successful sales process.
· One way to handle the “send me some information in an email” response
· Preparing an elevator pitch – Be Prepared (Les Brown)

Who To Contact and Why It Pays:  https://www.youtube.com/watch?v=R9II9jxAZfM  
· I found a good video on YouTube from a gentleman named Jeff Hoffman (his website is - http://www.mjhoffman.com/ )
· “C-suite” – CEO, COO, CFO, CIO (Information).  Check the company website for information about them and also check LinkedIn.  Everyone has something they are passionate about – find out what it is?
· Easy to find information about them
· These people are NOT easily intimidated by the sales process
· Better return on investment for your time and you can leverage their name if you get handed “down the chain” – “I just got off the phone with Mr. or Ms…)
· Less popular – seems hard to believe, but most people are intimidated
· You are likely talk to their assistant – we will discuss more on this later.
· “C suite” article - http://en.wikipedia.org/wiki/Corporate_title 

Calling Days, Times, and Tracking:  https://www.youtube.com/watch?v=R9II9jxAZfM  
· As you might expect, sales people reported Tuesday as their favorite day to “cold call.”  This is important because you know when people are receiving a lot of calls. 
· Pay close attention to the information shared at 7:55 – When cold calling, the likelihood of reaching a “live” person increases every hour after 12 PM and days after Tuesday.  2 to 3 times as effective if you are calling on Friday at 2 PM because they don’t have a lot of calls or appointments and people are generally in a good mood looking forward to the weekend.  Try these theories yourself and track your results.
· Test this for yourself, track the results, and see what works best for you!

How To Partner With The Gatekeeper:  https://www.youtube.com/watch?v=R9II9jxAZfM  
· Hired to be the gatekeeper (13:50) – Hi, is Paul available…I don’t know Paul personally, but…(Tom added – I was hoping to get your opinion.  If I wanted to have lunch with Paul, how would I go about making that happen?” 
· “Hi, is Paul available? (they respond no).  I don’t know Paul personally.  I was hoping to speak to someone about developing a partnership between our companies and...  I thought I’d start with Paul, but I would love your opinion on who you think… 

The Importance of Following Up:  https://www.youtube.com/watch?v=R9II9jxAZfM  
· Great video with some high points from Jeff
· 80% of sales take a minimum of 5 cold calls
· [image: ]
· Perhaps 3 or 4 voicemails and emails.  
· Call #1 on a Friday, call back (call #2) the following Friday.  Call #3 (the following Wed)  Call #4 (the next day). 

One Way To Handle The “Send Me Some Info In An Email” Response - https://www.youtube.com/watch?v=R9II9jxAZfM  
· The “send me some information” in an email – 31:20 You respond with something like, “I would be happy to do that and I would like to call you tomorrow at 11:15 or 1:15, will you take my call?”

Great audio from Jeff about short “elevator pitch” – we always need to be prepared.
· http://labs.openviewpartners.com/strictly-sales-episode-7-elevator-pitches/ 
· Les Brown – Be prepared!
· Get the attention in 15 seconds (more on this in the training) – Good news - if you’re prepared - you have about 15 seconds to make a connection.
· Great points about being interesting and creating interest while not giving too much info, so they want to ask a question.
· Who are you speaking to and what is the question you would like them to ask?
· Make it personal, pick something you want to talk about, use hyperbole, sell to your strength, limit your pitch to one thought that you do well.  
· The “elevator pitch” is not to close
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What are the Challenges To Cold Calling ™

S&MM'’ s study of the relationship between cold
call “touches” and closed deals...

48% reps averaged 1 touch per lead

13% reps averaged 2 touches per lead
7% reps averaged 3 touches per lead
3% reps averaged 4 touches per lead

lI80% of sales take a minimum of 5 cold
calls.
- S&MM Magazine Survey

#warmcatling
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