
 

 If you know someone who can benefit from this free PDF, please 

feel free to share it with them. Just send them a link to this page 

right here:  
 

https://vparagon.com/free-updates-2/ 

 

Now, let’s dive in...  

 

Find practical, actionable information about Sales, Sales 

Management and Marketing for business and for life by visiting my 

website at:  

 

https://vparagon.com/ 
 
 

PRACTICAL GUIDE FOR TELEPHONE SALES. 
 
 
QUESTION: DOES COLD CALLING WORK? 
 
ANSWER: YES, IT DOES. 
 
If you have a company and you do not put your employees to place cold calls on a daily basis you are 
losing on revenue and profit and that applies to almost all businesses.  
 
YOU ARE NOT GOING TO DO THE COLD CALLING, YOUR EMPLOYESS ARE GOING TO DO IT.  
 
The intention of this PDF is to give practical steps to the person in the company that tries to sell via 
the telephone to potential clients.  
 
The subject of this PDF is to see the whole spectrum from the moment you pick up the phone to 
place your first call until the moment you establish communication.  
 
But first things first.  
 
What is a COLD CALL?  
 
A COLD CALL is any call to a prospect without any prior interaction with him (her).  
 
That means, the prospect did not show any interest in your product nor on the niche or category of 
it. 
 
 It’s a call to someone that we assume is going to have potential interest in our product or service. 
Today’s online connected world tries to find ways to discover which clients potentially could be 
more willing to purchase specific products or services. Tendencies such as Inbound Marketing try to 



eliminate cold calling by providing to companies high qualitative leads, leads that convert better 
than cold leads.  
 
The tough reality however is that, there is no replacement of personal contact, and since visiting 
someone in person is practically most of the times not feasible, the second-best way to personally 
contact someone is calling him.  
 
 

• Before you place the call, even in the case of cold calling lists, a lot of work has been done, 
either from the marketing department of the company, or from 3rd party agencies or even 
from you. From deciding who you want to call, where to find this information, who to 
contact on a specific organization. This PDF is not going to go on details on this work. We are 
only going to look on your pre-call preparation once you receive the call information. 

• Even more work must be done after you establish communication with the prospect; this is a 
subject of in depth analysis which we are going to examine in a future point.  

• Establishing communication means we have the opportunity to talk, linkedin or email with 
the prospect. Even if this communication is negative, (which is going to be most of the times) 
is considered established communication.  

 
This PDF is very general however the steps here can be used as a skeleton to construct the process 
of a professional telephone sales pitch.  
 
The information provided here is only then complete if you see the video on the page 
http://alexvalassidis.com/cold-calling-video/ AFTER you finish reading this PDF. On this short video 
are going to be explained the fields marked with LILA COLOR ON THIS PDF.  
 
Let’s dive in:  
 
For this example:  
 
Employees name: John Schmidt 
Company: Sample technologies 
Product: Anti-Virus Software 
Prospect Client: XYZ Rent a Car 
Decision Maker: Mr David Black 
Secretary of Mr Black (Gatekeeper): Mrs Amanda Stone 
Aim of the Call: Set up a second personal sales meeting or personal sales phone call  
 
 
 
 

 
 
 
 
 
 
 

http://alexvalassidis.com/cold-calling-video/


STRUCTURE 
 

 
BEFORE YOU CALL: 
 
 
What do you need to know about your contact before you call? 
 
Here is what you need to know about the contact before you call prioritized.  
 

a. Visit the contacts website. The website is going to tell you a lot about its business directly 
but also indirectly. Poor websites often reflect a less developed or basic old-style business. 

b. Check details on the website. Those details are: the contact us page, if it has telephone 
numbers or not, if you can find the name of your contact on the website, telephones that do 
not match with the company’s origin, for example address is in the U.S.A. while the 
telephone is a Chinese telephone, check if possible who the clients of the prospect are, 
check it the prospects website is in cooperation with a bigger entity.  

c. Visit the Linkedin Profile of the contact. Check out if you have common contacts, check out 
the company that the contact works. This is very important, often you get the real company 
via the Linkedin profile. Also, many companies have different websites, the website that best 
reflects the contact is the one posted on Linkedin. Also on Linkedin you can find out in which 
branch, in which location the prospect works. For example, if you call a bigger cooperation 
with multiple international branches, and you see in Linkedin in which branch your prospect 
works, then you know where to call.  

d. Visit Xing. (DACH contacts only) 
 
IMPORTANT: BEFORE YOU CALL BEAR IN MIND WHAT THE GOAL OF THE TELEPHONE IS. ALL YOUR 
COMMUNICATION AIMS TO ONE THING AND ONE THING ONLY. TO ACHIEVE THE PREDETERMINED 
GOAL, IN THIS CASE TO ORGANIZE A PERSONAL VISIT OR A SECOND “INFO” CALL.  
 
 
 
 
 
YOU CALL: 
 
GATEKEEPER  
 
Introduction to gatekeeper 
 
Greet gatekeeper by her (his) name.  
 
Go straight to the point, avoid conversations with gatekeeper. 
 
Give her the minimum amount of information she needs to know. That is your name, the name of 
the company and the reason of your call if you cannot avoid it. That’s it. Gatekeeper is not there to 
take any decision and should not be given the slightest opportunity to do so. Do not go on Details, 
Do not give more Information, Do not start a conversation.  
 



 Guide the conversation where you want and no where she wants, for example if she checks if the 
contact is available and he is not she is going to answer you as follows: BELLOW THE 2 SCENARIOS 
THE WRONG ONE AND THE RIGHT ONE. 
 
WRONG ONE:  
 
 
TELEPHONE IS RINGING: 
Gatekeeper: XYZ Rent a Car, this is Amanda how I may help you?  
YOU: Good morning Amanda, this is John Schmidt from Sample Technologies, may I speak with Mr 
Black please? 
Gatekeeper: Mr Black is on a meeting right now but you can send him an email at 
info@xyzrentacar.com. 
YOU: I prefer to talk to him on the phone, what time is he available? 
Gatekeeper: I do not have access to his calendar, best way is to send him an email, if there is interest 
he is going to reply to you.  
 
The email topic is already on the table, so next time you are going to call she is going to use it in 
order not to give you the chance to talk to the prospect. If you do send an email and the prospect 
does not answer, she is going to tell you that he is not interested.  
 
Therefore, we guide the conversation. In the specific example, the correct way is not to allow the 
Gatekeeper to bring the topic email on the conversation. (let alone the fact that she did not even 
gave you his personal email address but an info one.) (If you have to receive an email address DO 
NOT accept to receive the info email address. Instead insist to receive his personal email address. If 
the gatekeeper does not give you his personal email address, ask her for her address. By this way 
you are going to get an email address  on the form Amanda.stone@xyzrentacar.com or 
a.stone@xyzrentacar.com , by receiving the email address of the gatekeeper you can guess that the 
email address of the Decision Maker you want to speak has a similar structure, 
david.black@xyzrentacar.com or d.black@xyzrentacar.com , in that way you are going to send an 
email directly to Mr Black by skipping Mrs Stone. This is an offensive tactic I use; however you have 
to be aware of Mrs Stones position in the company and your chances to get through and contact the 
decision maker. If you evaluate that there is no chance to get Mr Black on the phone, skip Mrs Stone, 
and email him directly, if however you feel that Mrs Stone is really helpful and the objections not 
passing you to Mr Black are real, and then do as you’ve been told and email her personally. Again! 
DO NOT EMAIL THE INFO ADDRESS.   
 
 
 
CORRECT: 
 
TELEPHONE IS RINGING: 
 
Gatekeeper: XYZ Rent a Car, this is Amanda how I may help you?  
YOU: Good morning Amanda, can I speak with Mr Black please? 
Gatekeeper: Mr Black is on a meeting right now but ….  
YOU: What time is he available? 
Gatekeeper: I do not have access to his calendar… 
YOU: Can I have his mobile nr please? 
Gatekeeper: I am not allowed to give his mobile nr. 
YOU: OK, then I will call back later. Thank you  

mailto:Amanda.stone@xyzrentacar.com
mailto:a.stone@xyzrentacar.com
mailto:david.black@xyzrentacar.com
mailto:d.black@xyzrentacar.com


 
In this case the Email topic was not brought up, it’s only the telephone option there.  
 
 
DECISION MAKER COMMUNICATION ESTABLISHED 
 
Speak with confidence, clear and straight to the point.  
 
Example.  
 
Good morningMr Black,  
 
My name is John Schmidt and I am the Sales Account Manager for Sample Technologies.  
 
We are a Dutch Company specialized anti-virus solutions for companies like yours.  
 
Ask him if he is the one in charge regarding those matters.  
 
Explain the Unique Selling Point of our Solution and ask him if a solution like ours is going to add 
value to his business. 
 
We have 4 Scenarios here:  
 
Scenario 1:  
 
His company does not need a solution like ours because is a local company and does most of the 
work manually.  
 
I thank him for his time and I send him a short email to have my contact details.  
 
RESULT = CLOSE LOST  
 
Scenario 2:  
 
His company is compatible;however, they are already working with a competitor that provides Anti-
Virus.  
 
Then I ask, who the competitor is 
What does the competitor offer them and in how far he covers all aspects of Internet Security? 
 
Most of the times the competitor covers them until a certain extent which gives us the path to 
pursue a more in-depth call or a personal visit.  
 
If the contact insists that his partner does cover him 100% or that he does not want another 
solution, offer the second call for educational reasons, in order for him to see where he stands and 
get informed about new tendencies and practices, to expand his horizon on the topic.  
 
On the second call or personal visit is our chance to get him as a customer. (EXPLAIN) 
 
 
 



 
Scenario 3: 
 
He wants to have an Anti-Virus Solution and is positive for a second in depth call or a personal 
meeting.  
 
Then I ask him 10 screening questions to understand his situation and to be able to find out his 
needs and his budget. 
 
Then I ask him to propose me 3 different slots where we could have this phone call or personal visit. 
 
After that I send him an Info email about our Solution and organize the Personal Visit or the second 
in depth phone Call or online meeting.  
 
 
Scenario 4: 
 
He wants to have an Anti-Virus Solution and is positive for a second in depth call or a personal 
meeting however he says now is not the right time for various reasons. 
 
Find out if the reasons are real reasons, follow your heart on that, and follow up on the proposed 
future date that the prospect proposes.  
 
BE AWARE, put a time limit on your availability to call this client.  
 
KEEP IN MIND  
 
In Sales you have 2 outcomes only not 3. 
 
YES 
 
NO 
 
NOT NOW LATER, I DON’T KNOW, MAYBE … = NO 
 
Is better that you push for an answer after a certain period and you get a NO, than to follow up 
endlessly hopeless cases.  
 
 
COMMUNICATION NOT ESTABLISHED ( 5 ATTEMPTS RULE) 
 
It is also very common that the communication is not going to be established, this means that we are 
never get the chance to talk to the prospect.  
 
You cannot continue attempting forever because you are losing time from other calls which 
potentially are going to establish communication.  
 
Here are the 5 attempts rule I follow (The rule is not written in stone, and it can be varied, 
depending your feeling and special situations such as the time period you are calling (for example in 
the summer months the prospect might be on holidays), or if for example the importance of the 



potential prospect is so big that insisting and not giving up on him is worth attempting to 
communicate with him more times. 
 
1st Call: NOT THERE 
2nd Call: NEXT DAY , NOT THERE, ask for his email address and email prospect  NEVER ACCEPT 
GENERIC EMAIL ADDRESS SUCH AS INFO. 
3rd Call: 2 DAYS AFTER CALL 2, NOT THERE, linkedin him 
4th Call: 2 DAYS AFTER CALL 3, NOT THERE, Xing him (DACH Region) 
5th Call: 2 WEEKS AFTER CALL 4, This called is being placed after a certain amount of time, NOT 
THERE,  
 
CLOSE 
 
EXAMPLE LINKEDIN (or XING)  MESSAGE: 
 
Hi David, my name is John Schmidt and I am the Sales Account Manager at Sample 
Technologies. I tried to call you today at 11:40 am at the: +44 15284xxx548 
unfortunately with no success. The reason why I am trying to contact you is because we 
can help you increase the security of your corporation. We already work with similar 
companies in your Industry such as XXXXXX and XXXXXX and we strongly believe that 
we can add value to XYZ Rent a Car and at the same time reduce the expenses for 
Computer Security. David, I would like to have a short telephone chat with you regarding 
our Antivirus Software and its capabilities. Let me please know, when and at which nr I 
can call you for a short 10 min chat. Thank you in advance. Best regards, John Schmidt / 
Sample Technologies 
 
 
EXAMPLE EMAIL:  
 
Dear David,  
 
my name is John Schmidt and I am the Sales Account Manager at Sample 
Technologies.  
 
I tried to call you today at 11:40 am at the: +44 15284xxx548 unfortunately with no 
success.  
 
The reason why I am trying to contact you is because we can help you increase the 
security of your corporation.  
 
We already work with similar companies in your Industry such as XXXXXX and XXXXXX 
and we strongly believe that we can add value to XYZ Rent a Car and at the same time 
reduce the expenses for Computer Security. 
David, reply please to this email and let me know when and at which number I can call 
you for a short 10 min telephone call regarding our solution.  
 
Thank you in advance 
 
John Schmidt / Sample Technologies 
 
 
ADVISES:  



 
Call after prospect was on holidays.  
 
If the prospect you are trying to reach was on holidays, NEVER – EVER call him the first day he is back 
in his office.  Respect this rule, let him first return in his office, get organized and then call him. 
 
Try calling your prospect different hours, if the first call you placed for example was at 10:00 am 
place the second one at 03:00 pm, the 3rd one at 08:00 am and the 4th one at 05:00 pm. It is very 
possible that specific hours of the day he is absent from his position for various reasons.  
 
Also Trying very early in the morning or late in the afternoon, might make you avoid the Gatekeeper. 
If his secretary works 9 to 5 and he is in the office from 08:00 am until 07:00 pm, contacting him 
before 09:00 or after 05:00 increases the chance to speak directly with him.  
 
If you have any information you can use, use it. For example, if you have a common contact on 
Linkedin use it, if you have his contact details from someone, then use his name, if both of you took 
part in the same event, use this information.  
 
Be always exact on what you say, be specific, the more specific you are the more credible you are.  
 
Be always polite, but not to polite. 
 
Use the word Sales in your pitch, I am the sales account manager, the sales manager, the sales 
advisor... etc, in that way you set clear to the prospect that this conversation is about sales. Even if 
you will not directly admit it, subconsciously you set your terms on the conversation.  
 
Prospect: Are you trying to sell me XXXX? 
You: No, I just call you in order to ask you some questions to see if there is a common basis for 
potential test trial of our product.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Q & A: 
 
Question: What is the success rate of cold calling?  
 
Answer: It’s hard to answer. Depends on many variables, such as the product that you are selling, 
the target group you are aiming, who delivers the cold calling lists, the quality of these lists, the price 
of the product etc. In general if you have a 1% success rate (this means 1 sale after 100 calls ) 
consider that as a very successful rate. But as I said, depends. 
 
Question: How can you keep being positive after being rejected so many times?  
 
Answer: Download my Free EBook with the title: “Breaking Free” and you are going to find the 
answer on that.  
 
Question: My employee is a customer service employee, can he do sales? 
Answer: Yes, he can. You are going to be surprised with the results he can bring. Let us personally 
train him and create a competitive sales person out of your employee. A person that is going to add 
more value to your organization. We have over 30 years experience in sales. Press here 
 
 
------------------------------------------------------------------------------------------------------------------------------------- 
 
The information above is practical and actionable, is being tested thousands of times and brings real 
results.  
 
Your read it, you understand it, you implement that and you bring results.  
 
Give to your employee(s) this guide to read.  
 

If Questions arise or more information is needed, advise which CRM  
(Customer Relationship Management) Software to use, which phone call 
system, or which phone call system integrates best with your CRM, or for any 
other question related to phone call sales, please go to my webpage, 
www.alexvalassidis.com on the contact us form and let me know what your 
questions are. I will try to answer them as precise as possible.  
 
The information provided here is only then complete if you see the video on the page 
http://vparagon.com/cold-calling-video/ AFTER you finish reading this PDF. On this short video are 
going to be explained the fields marked with LILA COLOR ON THIS PDF.  
 
 

If you know someone who can benefit from this free PDF, please 

feel free to share it with them. Just send them a link to this page 

right here:  
 

https://vparagon.com/free-updates-2/  
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