SALES

TECHNIQUES

ive Your Cold-Calling Skills

a Workout

It’s funny what some salespeople will do when it’s time to
cold-call They'll sharpen pencils, reorganize their files,
walk dllriless.ly around the office—anything to avoid pick-
ing up the phone.

If that sounds like you, maybe it’s time to reconsider
the value of cold-calling, Sulespeople who've used the
phone Lo dial up business consider it one of their most
effective prospecting tools {sce “Real-life Success Stores:

Salespeople Wha Swear hy Cold-C alling™. In fact, your

Launch a cold-calling campaign
and help your bottom line become

more “fiscally” fit.

By Ann Ausich-Austin

reluctance to nake that fivst call may be your biggest
obstacle to making more rooney,

Don’t Get Hung Up on Fear

Knowledge and preparation are your best tools for over-
coming call reluctance. So schedule some quiet tme, sit
down with a pen and paper, and list every objection or
rude remark that a potential buyer or seller might make
during a cold call. Skip a [ow lines between each itenu.
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Bencath each remark, write a possible response i a
different color pen. Put the paper away and read jt the
next dav. Change a response if you think of one you like
better, or simply add to the list, Brainstorm with other
practitioners for objections and responses. This exercise
will help vou huild & good foundation for overcoming
objections.

When vou've written all the objections and responses
You can think of, imput the list on your compuiter, print it,
and keep it hundy when you make coid cafls. You'll be
ready for most shots fired your way.

No matter how well vou plan lhough You may ocea-
sionally hear an objet.tmn that you aren’t pr{‘parcd for.
Add it (o vour list, determine an appropriate response,
and chalk that call up to a positive experience. You have
vet another bullet vou can dodge and new fodder for sto-
ries at the next office party.

3ol ¥ for Prospect
Now determine whom to call.
You should probably first cail
the people in your funn, but if
you havenw't establishied one yet,
all your sphere of influence.
Kither way, start with about 200
names, If you don’t have all the
phone numbers you need, title
comparies mayv be able to sup-
ply them. Reverse telephone
directories work well, too,

You should have a com-
puter and a conlact managenent
software program for yonr data-
base of names, addresses, and telephone numbers, But if
vou have to develop a file manually, list the information
b\ street address and minintain a cross directory by name
iin alphabetical order} so that you're ready when somesone
[vom your tarm or sphere of influence pht}nc’\ vou, Use
1 % 67 index cards or paper you can place in a three- ~ring
hinder,

On your calendar indicate when you plan to make
cold ealls: tha way, the activity becomes x puart of vour
workdav. Also. if you have it marked on your schedule, you
may be less hkelv to procrastinate. Keep in mind, honw-
ever, that the f‘(—:deml Comununications Commission pro-
hibits you from calling before 8:00 a.M. or after 9:00 vy
(see "Stav Out of Legal Trouble When You Cold-Callj,

Initially, spend five hours a week muking cold calls
tone hour each weekday), but make them at different
times. Track the nnnboer of calls you mke, the number of
people you reach, and the time and dav. That information
will help vou determine the best times and days to cold-
call. Set a goal to talk to 20 people each hour. After you
got more combortuble making cold calls, vou can atijust
vour goal accordingly.

BLAL FHTATE TODAYS®

STAY OUT OF LEGAL TROUBLE
WHEN YOU COLD-CALL

Set the Right Tone for Cold Calls
Your cailing environment is important. It vou phone from
the office, tell the receptionist that vou shouldn't be inter-
rupted. Place a DO NOT DISTURE sign on vour desk, cubicle,
or office window. That will ensure that the office gossip
committee waits until you've completed vour work. To
avold distractions, clear your desk of mewﬂm:d but vour
progpecting Lools,

H von can’t have uninterrapted time at the office,



comsidder calling from home. Yon should be insulated from
UI;}'im"S \\"—l’lﬂf} }"{)'U. pr."(}sp(’:(:t.

Having a positive, upheat attitude can mean the Jif-
ference ht tween cold-calling success and failure. So
before you hegin cold-calling, think about the benefits
vou'll derive from the activity, and
focus on being confident. That
weuns vou should know what to
SEl}" \r‘\’hen SOMOeDne answers l'h(‘?
telephone. You can either use a
seript or make « guide of ftems to
cover during the eall and have
mare of a free-Howing conversa-
tion. The seript or guide vou
develop is vour treasure map, so
follow it levl Deviations may
gel yvou fost,

Warm Up to Cold Calls

in Four Steps

These steps will help ensire that
vour cold-calling campaign is a
SHOCeSs:

1. Use a warm and sincere grect-
ing. Say, for example, “Good
wnorning, Mrs. Gardner,” rather
than simply *Iele.” This will set a
good tone lor the call. Use people’s
title {Mr., Mrs., Ms., Dr.. Rever-
end? along with their last name
until you've been asked or given
permission to nse their first name
instead.

2. ldentify yourself and your
company. I vour company hasn't
heen around Jong or isn't easily
identitiable, you wmust also pro-
vide vour telephone munber. This
is required under the Telephone
Consunier Frotection Act of 1991,

3. State the reason o phoned.
When vou cold-call just to ask
for business, vou'll be rejected
more often than if von ¢all Lo pro-
vide u service. So think of some-
thing usefud von could provide
CORSUMETS.

If the homes in vour farm are old, for example, it
may be a good idea to compile a list of tradespeople and
m('ludn‘ it in your next newsletter. (But don't lorget to
insert a disclaimer.) When vou cold-call, you could ask
prospects whether they know of a good piumhex OF £0n-

All too often people
don’t get business
because they fail to
ask for it. Always

end each call by
saying, “Have you
considered selling

your home?”

tractor and are willing to share the nane. {(Mention, of

COTSe, lhdt \"ﬂll H g_,(_’t t}]b pel%{)ﬂ ‘i pt‘rlmssum b@F{)I(‘ |n'
cluding the name on vour list.) H people can’t recom-
mend anvone, tell them to watch for the fist and keep it
handy for when they need to find a repair person,

Or call apartment dwelers
ang offer to send literature ou the
benefits of home ownership or
how to get o !'1'1()rt'galgf:. N‘lelrl)'
lenders and title companies will
provide you with free information
to send to prr)sp(.‘(‘.fs.

4. Ask for business. This seems
obvious, hut all too often people
don’t get business becanse they
fuil to ask for it. Always end cach
call to homeowners by saying,
“Tave vou considered solhng YOur
home?™ I prospects say no, thank
them anyway and ask them to
think of vou if they hear of any-
one who wants to bay or sell a
home. You could wlso mention a
home vou've listed; they just
ight know a bover alter vou
describe it to them.

The Work's Not Over When
You Hang Up the Phone

Be sure to take good notes during
any conversation you have with a
prospect. Jot down what vou offer
{for example. to make a trades-
people list) and whether the per-
son seems interesked. Write down
any family names the prospect
mentions and indicate whether
vou promised to mail anything,
Send a thank-vou note to anyone
W}]() ‘“\f(‘“’t \«{)11 lnfﬂ)illldtl(}]] Y‘Jl]
ask for espeuaﬂ\ areforral. That's
more than common cour tesy; it's
good business.

it you promise to send
snrn(*thn% to someone, gel it in
the mail that dav, Include vour
business card und stamp vour
e O (‘.‘-\"E‘)]‘)’ iteln ,\_"'01.1 S{?nd..
Follow up by phone o few days
later to see whether prospects rec eived vour mailing.

It someone says she can't talk becanse her daughter
has chicken pox and she’s about to go 1o the deoctor, jot
that information down. Send a short note a few davs later
and gay vou hope the daughter is better. Ask for nothin gt
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Build rapport with prospects.

When it's tiine to phone the same party again, glance
at vour notes before vou dial. After you've identified your-
sell ask whether the daughter had a guick recovery from
the chicken pox and then continue the call in the usual
format,

1ry to km:*p vour calls interesting. If voure (‘;ﬂ]in;,
vour farm, (.cl[)]tdll[(‘ on the name recognition you've
rﬁrfmd\f established, For example, vou might sav, "M,
Hale, have vou been receiving my nCwsh,ttf’T The
Frreka? Tmail it to all homeowners i the Rick Digs sub-
division every month.” It she's not familiar with it, verify
her address and offer to send her a few back issues.

I vou compile a list of tradespeople one month, you
can follow up the ned month by saving it was so well
received that yuu re gmng to d(:\elop ansother Hst. You
miglt ask for names of the best car mechanics, restau-

rauts, or weekend get-
aways. People like
to help, and the in-
[ormation that you
gather will be useful
to them.

Let Your Fingers Do
the Prospecting
When vou get an ap-
pointment, do ret quit
calling and run around
the oftice bragging to your
vo-workers. That may cause
vou to lose your momentam. Instead. give s voursell a pat
on the back and continue making calls. You could soon
have another appointment,

When you cneounter rucde people, never argue with
or insult them, Consider that they may be hd\mg a bad

day; perhaps the bathtub

REAL-LIFE SUCCESS STORIES:
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was overflowing when you
phoned. Do call those num-
Bers again next month unless
the people ask you not {o, in
which aase it's wnlawful to do
o. But if someonc is rude

more than once, don’t call
again. Above all, don't be dis-
couraged and allow rude
people to interfere with vour
morenium- “WP?(‘\S (28] dn{]
muke another call,

Cold-calling may be the
least expensive, fastest, and
most Juerative business tonl
araune, Not only does it help
you find new business, but it
also helps you market your
current histings. Think of how
impressed sellers would be if
you told them you had made
200 calls in the past three
weeks to discuss their prop-
erty with potential buyers.

So if you aren’t pros-
peeling with cold calls, starl
doing it now! More business
could be just a phone call
away. <P

REALToR® Ausich-Austin Is a
broker with RE/MAX-West
Valley, 1035 Sunngvale-
Saratoga Road, S'!L'Efé' 2,
Sunﬂ:i;:,ah’ CA 94087, 408/
736-2900.
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