
TELEMARKETING SCRIPTS




SPEAKING WITH GATEKEEPER:


SCRIPT 1:

Gatekeeper: “XYZ company, how can I help you?”
YOU: “Hi, may I speak with the Decision maker, please?” (Say this with a bright, warm smile in your voice. Be confident and friendly.
Gatekeeper: “And what is your name please?”
YOU: “Please, tell him that X is calling, please.”
Gatekeeper: “And may I tell him the company you are calling from?”
YOU: “Yes, please! Please tell him X from {Your company name} is holding.”
If they ask: “And what is this call regarding?”
YOU respond: “Please tell him/her that I want to offer them a FREE TRIAL of a Mobile App that best suits their business, and I’m happy to hold, please…”










SCRIPT 2:

YOU: Hey, It’s [Your Name] from XYZ.

Gatekeeper: Yes, How can I help you?

You: Can you please confirm this email address? [Marketing head/Company email] I’ve a very important matter to discuss with him.

Gatekeeper: Yes, that’s the email address.

YOU: Is there any way I can talk with your Marketing Head on call?

Gatekeeper: If “Yes”

YOU: Please let me know the procedure, can you please?

And move forward with your sales pitch with Decision Maker….

Gatekeeper: If “No”

YOU: Thank you for your time. The matter was so important that it was better…. The sooner I could’ve talked to him…
But, again thank you.

IF they give you hints of interest, move forward with your solution…


[Focus on scheduling a call/meeting]




SCRIPT 3: [When Not Sure If It’s Decision Maker or Reception]


Good Morning/Afternoon, Mr/miss, thank you very much for taking my call, I'm [Your Name] and I’m very grateful for you giving your time to speak to me.
YOU: If you like what I'm about to offer you, does anyone else need to know about this OR.. You are the decision maker?

If it's the decision maker, Continue….
YOU: I want to offer you a 7 days free trial of a mobile app for your business that will ignite your customer engagement and sales…

If that’s something you are interested in, please let me know and we can have a scheduled call or meeting later

If [YES] is the reply… move forward with a natural tone.

If [NO] is the reply… add this:

YOU: “What If I told you that you’d see results in the first week… would that interest you?

If they show interest

YOU: let’s schedule a call/meeting where I’ll walk you through the whole process. Does that make sense?

If Yes

[Schedule the call]




Speaking Directly to the Decision Maker:



SCRIPT 4:

Hey,

It’s [Your Name] here from [Company]. What are the biggest challenges you are facing when it comes to bank more profit each month?

Share that and I’ll provide you a solution.

If “they share”

It is hard to do that alone but with the solution I’m going to provide you isn’t available anywhere for this much low price…

Let’s discuss that in detail on a scheduled call/meeting.

If “Why should I share”

Proceed with:
Because I’ve helped businesses just like to supercharge their profits. If I can show you some proof, would that interest you?

If “yes”

Schedule a call.

If “No”

Proceed with:
Your competitor [Rival company name in that area] is using the same strategy to bank more profits every month, wouldn’t you want to dominate them?

If “Yes” schedule the call by stating a few benefits 


SCRIPT 5: (If you know someone who knows the biz owner)

Hello [Name],

I am {Your Name].

Yesterday, I was talking to [Person’s Name] over the issue of less sales and lack of customer engagement and your name came out.

{Person’s name] has told me that you’re experiencing the same issue…
Would you mind If I can help you with that?

If “yes”

Schedule a detailed call by sharing a glimpse of what you can do.

If “No”

Well that was what [Person] told me. If you don’t need that I’ll move forward to someone who needs it. Although I’ve limited spots to help.

They’ll consider moving forward

Now show them benefits and schedule a call/meeting.




IMPORTANT:
The purpose of the call is to get a straight YES or NO. Don’t try to sell on the first call. Be more focused on scheduling a detailed call or meeting where you’ll have more time to persuade them.

