Traci Bild’s Calling System, the simple approach
When you are calling someone, you want to maximize your results!  Below is a great, flexible script for you to use when making phone calls for your business.
OPENING:  

“Hello ______________, this is _______________ calling.”

Do not add that you are with Usborne Books.  The purpose of this exact opening is to elicit a “Yes?” from the person you are calling.  You want to get them in yes mode!

DISARMING:  

*If this is someone you have already met or spoken to, say:

“If you recall ___________________________________.”

For example, “If you recall, we met at Sally’s home show last week.” or “If you recall, we talked at the playground yesterday.”

*If this is a referral, say:

“I understand _________________________________.”

For example, “I understand you are a good friend of Sally Jones.” or “I understand you are president of the PTCO.”

You want them to say “yes” again.  

Then say, “Do you have a quick minute?”

You will have now gotten 3 yeses from them!  That’s a great start to a call!

REASON:

“The reason I’m calling is __________________________________.”

For example, “The reason I’m calling is because you expressed an interest in _________________.  I’m currently scheduling shows for the next four weeks and I was wondering what works better for you….______________or__________?”
Or, “The reason I’m calling is because I’m an educational consultant with Usborne Books and I’ve been trying to find the time to visit with day care providers in the area to talk briefly about how to get you books for free.  I was hoping to visit with you for just 15 – 20 minutes and I was wondering what might work better for you _______ or ___________?”

Or, “The reason I’m calling is because I have been trying to find the time to contact people who expressed an interest in learning about the opportunities of a career with Usborne Books at Home.  I was hoping to visit with you for about 15 – 20 minutes and was wondering if ________ or ______________works better for you?”

Most people will say yes at this point and you will have your appointment or home show booked!

If they say no, you can add a

CHECKMATE QUESTION:

“Ok, but while I have you on the telephone, may I ask you one quick question?”

Wait for a yes response

“If you could improve any aspect of your financial situation, what would it be?”

Or, “What is most important to you regarding ______ and __________?” Could fill in your children and their education.

CHECKMATE CLOSE:

“Well, __________, that’s one of the reasons I was hoping to visit with you.  Actually a number of my clients had the same concerns, especially with _________.  I would like to get together and share with you how I have helped them.  Is ________ or _________ a better time?”

