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Use this list to jog the memories of you and your prospects when you are determining typical reasons customers choose to do business with you. Note that these reasons do not get into the “How” of what you do—just the results. You helped them save or increase the supply of money, time or other resources by: Reducing the time for a specific process to be completed “We reduce the turnaround period of printed materials for our clients by an average of 50%!” “Our customers are enabled to reduce the time needed to dispatch and get a cleanup crew on site to an average of 35 minutes!” 
Increasing the effectiveness/output/usage/uptime of an inputted resource “We enable our clients to get over four times the number of pillows manufactured using the same amount of goose down as before!” “Our customers experience uptimes of 99.9%!” 
Lowering the amount of labor/manpower needed to complete a task “Our customers can process recyclable paper materials with just half of the production staff that they previously needed!” “We give our customers the tools to eliminate maintenance personnel by one-third!” 
Raising the speed of a process or system “We give our clients the ability to send twice as many board-feet through their mill compared to their old equipment!” “Our customers run and print their invoicing in a few hours, when it used to take them days!” 
Improving the perception as well as results of a process “We improve quality and reputation of our customers so much that they receive industry recognition!” “Our clients become recognized experts to important decision makers in their field within three months!”
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Script begins after any gatekeeper has been passed, and the prospect is available to
your call.

[Prospect answers]
“Hi, [Prospect’s name], am | calling at a bad time?”

>If Yes, “Oh, sorry, I'll call back later.” Hang up immediately.

>If No, say. “Good. Let me take a quick minute, tell you why | called, and then
you can decide whether or not we should keep talking. Sound fair?” [Wait for Yes/N
If No, thank them for their time and hang up.]
“| appreciate that. My name is [your name], and I'm with [your company’s name]. Nc
you and | have never met, but [industry type, eg. Metal fabricators, accountants, groc
store chains, banks, dog kennels, restaurants, yoga studios, etc.] typically bring us ot
board because they:

[Your Core Message:
>ReasorOne:

>Reasonmwo:

>Reasomhree:

“But...l don’t even know if any of those would apply to you.” [trail off]
Wait for prospect to answer.
>If Yes, say, “Wow. Can you tell me more about that?” > Doctor for some pair

>If No, say, “Okay. Well, before | go, I'd like to ask you one more question: |
guess it's not the case that [Reason Four]...?”

>If Yes, say, “Not uncommon. Can you tell me more about that?” Get
some pain on the table.

>If No, say, “All right. Looks like we're not a fit.”

>|fprospectconfirmsyouarenotafit, thankthemfortheirtime
and move on to next call.
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If you have been talking with the prospect for over three minutes and have not
gotten any pain on the table, it may be time to qualify this prospect out. Say:
“[Prospect’s name], | appreciate you taking the time to talk with me, but it's
sounding like we're not really a fit. Do you agree?” If prospect confirms, then
thank them for their time and hang up. If prospect disagrees, then ask them, “So,
what problem in your organization do you think we could help you with, then?”
Continue to doctor for pain for a couple more minutes. If you still do not get any
pain on the table, it may be that the prospect is fishing for free information. At
that point, confirm again your belief that you and the prospect are not a fit, and
unless they immediately put pain on the table, thank them for their time and move
on to the next call.

Once some pain is on the table, say: “Do you think we should meet to talk about this? |
don’t know, but it sounds like you’re serious about doing something about it...”

>|f prospect says something like, “Why should we do that?” respond with, “Well,
it seemed to me like this was a real problem for you, and, it's up to you, but | thought you
wanted to do something about it.” [in a nurturing tone!]

>Otherwise, set appointment with prospect. Confirm where and when you will
meet, whether anyone else will be there and what their role is if so.

Thank prospect and hang up. Send email or Outlook request to confirm. Call or email
the day before the appointment to ensure it is still on.




image3.jpeg
WESMDs




