
Cold Calling 
 
Anyone who has ever had to cold call for a sale will probably agree with the statement 
that it is one of the least enjoyable experiences a sales professional must engage in. 
Most of the time, the target of the cold call sees the effort as an imposition and is more 
eager to be rid of you than to learn of the benefits and/or savings you may be able to 
bring to his/her company.  Worse are those times when the individual won’t meet with 
you, or worse yet, refuses to even acknowledge your presence, hiding behind a 
“meeting” or some other previous engagement. So, yes, cold calling is tough. That’s why 
Tudog is presenting an article to make it just a little bit easier.  
 
The idea of cold calling stems from the principle that all sales are up for grabs – meaning 
that any account is within reach if the offer you are presenting has sufficient benefits 
over the provider (of services or goods) the target is currently buying from. Therefore, if 
your offer is good, the idea is that you can simply knock on any door, say “I have a 
superior offer for you”, and start writing up the P.O.s. Naturally it doesn’t work this way, 
mostly because a lot of lousy sales people started knocking on doors even when their 
offer was not superior. In fact, in many cases, the offer wasn’t good at all. And so, 
people started locking their doors. 
 
Prior to exploring how to effectively execute a cold call, a fair question to consider might 
be whether cold calling is really necessary. After all, why can’t someone simply make do 
with the network they already have and progressively expand it to include others? Why 
is it necessary to reach out to potential customers that have you have no connection to 
whatsoever?  
 
The answer is that cold call is a way of expanding that network. By meeting someone 
you don’t already know or have a connection with, you are giving yourself the 
opportunity to create a new branch of contacts. That’s why it is so important to execute 
the cold call perfectly. 
 
The art of the cold call has five elements to it. They are: 
 
1. Get the Person’s Attention – there are a lot of ways you can get someone’s attention 
and a lot of gimmicks are being used to try to grab that one moment during someone’s 
busy day when they may have a willingness to notice you. The clever ideas are okay, 
but only if they also have substance, and only if you have in place the plan and 
mechanisms to take advantage of the attention once you have it. Too often people 
spend more time planning cute ways to attract attention and not enough time planning 
on what to do with the attention once you have it. You can gain someone’s attention the 
old fashion way – ask for it, as long as you make it meaningful to them. 
 
2. State Your Purpose – we live in hyper active times. People don’t have the time or 
patience to hear your life story. When you get their attention give them a one minute 
overview of who you are, what company you are from, and most importantly, why they 
want to keep talking to you (what you have to offer and why it is something they want or 
need). 
 
3. State the Offer – once you have their attention, state your offer in. Make sure they 
already understand the reasons why the product/service you’re selling is better-faster-
cheaper than what they are already using, and make sure you have given them every 



reason to trust your service is top-notch (by the professional nature of your appearance, 
presentation, materials, offer structure, etc.). Getting your offer in now gives them 
something to consider and gives them a stake in the dialogue. 
 
4. Pause for Questions – too often once we have our mojo working we can’t seem to 
stop talking. This converts what should be a dialogue into a presentation and inhibits the 
ability of the person you are calling on to establish a relationship and ask questions. So, 
once you have stated the offer (after you stated your purpose), pipe down and let them 
do some talking. If you succeed in engaging them in a conversation, your chances of a 
sale jump up dramatically. 
 
5.  Set Up a Follow–Up – whether you were involved in a cold call telephone call or a 
pop-by visit, chances are you will not be able to close the deal on this chance meeting 
alone. Your goal is not the sale, but the prospect of the sale, and that will be signified by 
the willingness of the individual to meet with you again. Once you have given him/her the 
chance to ask questions, make comments, etc., try to set up an “official” business 
meeting where you will bring additional information and make a more formal sales pitch. 
 
This cold calling process is guided by a number of principles or concepts that you should 
keep in mind. They are: 
 
1. Timing is Everything – you need to time your call sensibly. The time of the day is 
critical (not lunchtime, not at the end of the day, etc.), as is the timing of who you 
approach and why. Remember there is a difference between cold calling and blind 
calling. You are not simply picking up the phone book and dialing numbers or knocking 
on door after door. You are making the outreach overture because you discovered 
something that leads you to believe they should want what you have to sell. So monitor 
the press and your network and be in tune for hints that may point toward opportunity. 
 
2. APS – APS stands for Appointments gains Prospects and prospects give Sales. If you 
are staying in your office wondering why you’re not making any sales, APS should 
provide you with some insight. You have to get out there and pound the pavement, 
shake some hands and engage in some other corny clichés. 
 
3. No is a Good Thing – “No” lets you know where you stand. Don’t waste time trying to 
convert a no into a yes. Move on. Plenty more prospects out there. 
 
4. Call Calling can Generate Leads – you can use your cold calling a way to find others 
who might need what you’re selling. Even if the person doesn’t buy from you, find out if 
he/she knows someone who might. 
 
It is cozier to sell only to those within our 3 degrees of separation. However, if you want 
to sell more you need to reach more people. Cold calling may be old fashioned, but it’s 
been around for a long time…because it works.  
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