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I wish I had a loonie for every time I’ve been asked “how do I get someone to return my voicemails (emails)?”
If the answer was easy we’d all be relaxing in Maui sipping a piña colada or an iced Corona.
First off, you need to understand the prospect you’re dealing with and start to use your head for
more than a place to keep your toque.
Let’s look at the average business owner, cheque writer or purchaser. They get on average 100
combined voicemails and emails every day. She’s constantly under pressure to meet this quarters
earnings and is currently developing a cover your butt posture in case she doesn’t make it.
His desk has a “must do” basket that will easily eat up a further 50 hours of his time (probably the
weekend). He’s being pushed to do more with less – translate “don’t spend any more money, but
get the work done” and every single meeting steals precious time and means more work.
And you want a meeting to tell him a little bit about the fine product or service your award winning
company has to offer.
Forget it.
First let me tell you what they don’t want from you:
• They don’t want you to waste one minute of their valuable time.
• They don’t want to hear you go on and on about the features or benefits of doing business with you.
• They don’t want to have to explain their business to you.
• They don’t want to hear how your company was voted best in class at the Widgets of Ontario Conference.
• They don’t want to be your new best friend.
• They don’t want to think about what value you bring to the table.
• In fact don’t make me think, period.
If you were to make a list of all the things you’ve done in the past month: meetings, answering
e-mail and voice-mail, attending networking get-togethers, family time or even playing Guitar Hero
with your buddies; then priorize what things were at the top of the list and what ones were at the
bottom; I’ll lay odds that taking cold calls from sales reps is at or near the bottom of your list.
Why?
Sales people have little or no credibility at the onset of the process.
Even you don’t like getting cold calls. (Think telemarketers)
In order to pique their curiosity you will need to have a very focused message that will begin to
immediately establish you as someone worthy of speaking with. To be taken seriously you gotta
research the client before calling and express your opening statements and questions in such a
way that it will be unmistakable that you are a specialist that they should talk to. If not you don’t
stand a chance of getting in the door, let alone making a sale. Knowing about the prospect’s
business challenges is simply the price of the ticket. They don’t give a rat’s patootie about you or
your company until you demonstrate your knowledge of their company and their needs.
You show them that you can help them accomplish their business objectives and maybe they’ll talk.
Start with what they want:
• Make it easier for me to run my business.
• Show me you understand my business goals and objectives and how to attain them.
• Bring me ideas that demonstrate how you can make a difference to my bottom line.
• Show me how others are getting results and how you can help me achieve mine.
• Show them the successful outcomes of using your product or service and how it will improve profits.
Everyone hates change and it’s easier and less time consuming to stick with our current supplier,
so you will have to prove that you can make an unmistakable difference before they will make the
leap. As it turns out your competition is the existing state of affairs.
To be taken seriously and to avoid the delete button you will need to prove your worth. Do the
research, practice the statements and questions, and then make the call.
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