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Prologue 
 
They told you cold calling was dead. They told you no one answers the phone anymore, that 

sales now live in inboxes, LinkedIn feeds, and AI chatbots. And yet, here you are — holding a 

book about selling over the phone. Why? Because deep down, you already know the truth: 

when a voice cuts through the noise, when human energy meets human ears, the game 

changes. 

I didn’t start as a “natural” salesperson. In fact, I was terrible. Awkward, nervous, fumbling for 

words — I was everything a buyer didn’t want to hear. But failure became my greatest teacher. I 

studied relentlessly, devoured every book, tested every script, and made every mistake 

possible. Over time, patterns emerged. Techniques sharpened. And the phone — once a source 

of dread — became my most powerful weapon. 

This playbook is the result of years in the trenches. It’s not theory. It’s not fluff. It’s battle-tested, 

scar-earned wisdom from thousands of conversations — with executives who didn’t want to talk, 

with gatekeepers who tried to shut me down, with buyers who swore they weren’t interested 

until suddenly they were. 

Here’s what I discovered: phone sales isn’t about scripts. It’s about psychology. It’s about 

controlling attention, transferring conviction, and guiding a stranger from resistance to curiosity 

to commitment. The words matter, yes — but your tone, your timing, your discipline, your 

mindset matter even more. 

This book is not safe. It won’t tell you what you want to hear. It will tell you what actually works. 

It will challenge your assumptions, break your bad habits, and force you to rethink the way you 

approach every conversation. If you’re looking for “easy,” put this book down now. If you’re 

looking for real — welcome. 

The chapters ahead are your training ground. You’ll learn how to command the first 30 seconds, 

how to reframe rejection, how to close for meetings with confidence, and how to practice like an 

athlete until success is second nature. You’ll see why some reps stay average while others 

become unstoppable. And you’ll understand, once and for all, why the phone is not just alive — 

it’s lethal in the hands of those who master it. 

So take a breath. Pick up the receiver. And prepare to captivate. 

Because the phone is ringing. And it’s your turn to answer. 
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Chapter 1 – Why the Phone Still Matters in 
the Digital Era 
If you’ve been around sales long enough, you’ll hear the same debate pop up again and again: 
“Is cold calling dead?” 

Every time a new technology arrives — email, LinkedIn, AI, social selling — someone declares 
the phone obsolete. And yet, when you walk into the offices of the top-performing sales teams in 
the world, what sound do you hear? Not silence. Not keyboards clattering. You hear the hum of 
voices dialing prospects. 

The truth is simple: the phone is still the fastest way to create a real human connection. 

 

A Story From the Field 

I once trained a team of junior sales reps at a fast-growing tech startup. They were all under 25, 
brilliant with social media, experts at sending clever LinkedIn messages, but terrified of picking 
up the phone. 

On day one, one of them asked me: 

“Why would anyone want me to call them when they can just read my email?” 

So I gave him a challenge: 

●​ He could send as many emails as he wanted during the week.​
 

●​ But he also had to make 20 phone calls a day.​
 

At the end of the week, the scoreboard was brutal: 

●​ Emails sent: 120.​
 

●​ Meetings booked from emails: 1.​
 

●​ Phone calls made: 100.​
 

●​ Meetings booked from calls: 7.​
 

Seven conversations that turned into real opportunities, seven chances for his team to present 
the product live. That young rep never doubted the power of the phone again. 

 

 



Why the Phone Wins in the Digital Era 

1.​ Speed of trust – It takes weeks to build trust over email. On the phone, prospects hear 
your voice, your energy, your conviction. Trust builds in seconds.​
 

2.​ Real-time feedback – Emails are static. On the phone, you hear tone, hesitation, 
curiosity. You can adapt your pitch instantly.​
 

3.​ Cuts through the noise – LinkedIn inboxes are flooded. Email boxes even more. But a 
phone ringing? That still cuts through.​
 

4.​ Direct human interaction – Sales is not about screens, it’s about people. When you 
speak, you remind the prospect there’s a human on the other end who actually cares.​
 

 

Lessons from the Masters 

●​ Zig Ziglar used to say: “Selling is essentially a transference of feeling.” You can’t 
transfer energy, confidence, or enthusiasm in a cold LinkedIn message the way you can 
in a five-second phone introduction.​
 

●​ Brian Tracy taught: the most successful salespeople use the phone not just as a tool, 
but as a weapon. They don’t fear rejection — they chase it, because they know rejection 
means activity, and activity creates results.​
 

●​ Jeb Blount (author of Fanatical Prospecting) is even more direct: “The phone is the 
fastest, most direct, and most powerful way to connect with a prospect.” Period.​
 

 

Why This Matters to You 

You might be a junior rep, nervous about making that first call. Or maybe you’re senior, with 
years of experience under your belt but a creeping doubt that “maybe I should just focus on 
LinkedIn and referrals.” 

Let me tell you: the fundamentals haven’t changed. The reps who master the phone will 
always outperform those who hide behind screens. 

In fact, in today’s world where fewer people are calling, being good on the phone is even more 
powerful — it makes you stand out. Your competitors are sending emails. You are having 
conversations. That alone is a competitive edge. 

 

 



Key Takeaway 

If you remember nothing else from this chapter, remember this: 

👉 Sales start with conversations. And the fastest, most effective way to start a real 
conversation is still the phone. 

 



 
 
 
 
 
 
 
Chapter 2 – Mindset of a Successful 
Phone Seller 

 



Chapter 2 – The Mindset of a Successful 
Phone Seller 
There’s a saying in sales: “You don’t rise to the level of your goals. You fall to the level of your 
mindset.” 

That’s never truer than when you pick up the phone. Because let’s be honest — phone selling is 
tough. You don’t get the comfort of hiding behind a polished email or a pretty slide deck. You’ve 
got your voice, your energy, and about 30 seconds to prove to a complete stranger that you’re 
worth their time. 

If you walk into that call with the wrong mindset, you’ve lost before you even say hello. 

 

The Battle is in Your Head, Not the Prospect’s 

Most reps think the enemy is the prospect on the other end — the decision-maker who’s busy, 
distracted, maybe even annoyed you called. Wrong. 

The real enemy is the voice in your head saying: 

●​ “They’re probably not interested.”​
 

●​ “I don’t want to bother them.”​
 

●​ “What if they reject me?”​
 

That voice is louder than any objection a prospect will ever throw at you. The greats — Ziglar, 
Tracy, Belfort, Blount — all agree: mindset is the number one predictor of success on the 
phone. 

 

Three Pillars of the Phone Seller’s Mindset 

1. Resilience – Falling in Love with Rejection 

Rejection is not a failure, it’s the tax you pay for success. 

●​ Zig Ziglar said: “Every sale has five basic obstacles: no need, no money, no hurry, no 
desire, no trust. Your job is to push through.”​
 

 



●​ The best reps don’t count “no’s” as defeats. They count them as progress. Because 
statistically, every “no” brings you closer to a “yes.”​
 

👉 Practical drill: At the start of the day, set a goal for how many “no’s” you’ll collect. Not 
meetings booked. Not “yeses.” Just no’s. Do this, and watch how rejection loses its power over 
you. 

 

2. Curiosity – Becoming a Detective, Not a Pitchman 

Bad sellers call to talk. Great sellers call to discover. 

Think of yourself as a detective, not a telemarketer. Your job isn’t to dump information, it’s to 
uncover the truth: Does this person have a problem I can help solve? 

Brian Tracy hammered this home: “Approach each customer with the idea of helping them solve 
a problem or achieve a goal, not of selling a product or service.” 

👉 Practical drill: Before calling, write down one simple question: “What can I learn about this 
prospect today?” If you stay curious, conversations flow naturally — and meetings book 
themselves. 

 

3. Conviction – Owning Your Value 

Here’s the harsh truth: if you don’t believe 100% in the value of the meeting you’re offering, your 
prospect won’t either. 

Jordan Belfort (yes, the Wolf of Wall Street, but also a world-class sales trainer) calls this 
“tonality transfer.” When you speak, you’re not just transmitting words. You’re transferring 
certainty. 

👉 Practical drill: Record yourself delivering your opening line three times: 

1.​ As if you barely believe it.​
 

2.​ As if you’re over-the-top excited.​
 

3.​ As if you’re calm, confident, and absolutely certain.​
 

Play it back. Which version would you trust if you were the prospect? That’s the energy you 
need every time. 

 

 



The Senior Rep’s Trap 

If you’re a senior seller, here’s your danger zone: complacency. 

You’ve made thousands of calls. You think you’ve heard every objection. But when you start to 
believe you’re “above the basics,” your performance quietly slips. 

The best in the world — even the ones writing the sales books — never stopped practicing. 
Michael Jordan still shot free throws after every practice. Jeb Blount still roleplays calls before 
big sessions. 

👉 Lesson: Seniority doesn’t give you a pass on mindset. If anything, it raises the standard. 

 

Junior Reps: Your Hidden Advantage 

Juniors often feel like they’re at a disadvantage because they lack experience. Let me tell you 
the truth: your energy, hunger, and lack of bad habits are your weapons. 

Where seniors might get lazy, you have enthusiasm. Where seniors might sound robotic, you 
can sound fresh. Use that. Prospects feel energy. 

 

Key Takeaway 

When you pick up the phone, you bring more than a script. You bring your mental state. And 
your mindset will either build or break the bridge to the meeting. 

👉 The formula is simple:​
 Resilience + Curiosity + Conviction = Unstoppable Phone Seller. 

 



 
 
 
 
 
 
 
 
Chapter 3 – Preparation Before the Call 

 



Chapter 3 – Preparation Before the Call 
There’s a myth that the best phone sellers are “naturals” — smooth talkers who can charm 
anyone without preparation. That’s a lie. 

The truth? World-class phone sellers prepare like athletes before a championship game.​
 They don’t wing it. They build a system. 

Let’s break down what real preparation looks like. 

 

1. The Mental Warm-Up: Getting Your Head in the Game 

Would you run onto a football pitch without stretching? Of course not. Yet many reps sit down, 
grab the phone, and call cold. No mental prep, no warm-up, just chaos. 

Here’s the ritual elite sellers use: 

●​ Voice check: Read a script out loud for 2 minutes to warm up your tone. A cold voice 
kills trust.​
 

●​ Energy reset: Do 10 pushups, a quick walk, or power breathing. Sound flat on the 
phone, and you’re dead.​
 

●​ Mindset lock: Remind yourself: “This call is not about me. It’s about helping the 
prospect win.”​
 

👉 Pro tip: Have a trigger song — the one track that flips your energy into confidence. Play it 
before your first call of the day. 

 

2. Research Without Drowning 

Here’s where most reps screw up. They think preparation = 20 minutes on LinkedIn per 
prospect. By the time they’re ready, the day’s gone and they’ve only made three calls. 

Preparation must be smart, not heavy. 

The 2-Minute Rule: 

●​ 30 seconds: Company basics (what they do, recent news, size).​
 

 



●​ 30 seconds: Prospect role (decision-maker or influencer?).​
 

●​ 1 minute: Personal hook (LinkedIn headline, shared interest, or recent activity).​
 

That’s it. If you spend more than 2 minutes, you’re procrastinating, not preparing. 

👉 Scripted opener example:​
 “Hi [Name], I saw you’ve been leading expansion into LATAM markets. I work with companies 
in your space, and we’ve been helping X with exactly that. Can I steal 30 seconds to tell you 
why I called?” 

Notice: short, contextual, and straight to value. 

 

3. Define Your Mission — ONE Goal Per Call 

Most sellers fail because they chase too much in one call: qualify, pitch, close, sell, follow-up. 
No wonder they sound desperate. 

Your mission here is razor-sharp: book the meeting. That’s it. 

●​ Not closing a deal.​
 

●​ Not giving a full demo.​
 

●​ Not telling your life story.​
 

👉 Golden rule: “Every word I say should lead the prospect closer to yes, let’s meet.” 

 

4. Building Your Arsenal – Tools Ready Before Dialing 

Pros respect pros. Amateurs fumble with notes. Before calling, you need: 

●​ A clean call list (CRM updated, no duplicates, numbers verified).​
 

●​ Your opening lines written down — never improvise the first 10 seconds.​
 

●​ Calendar open & slots ready — because if they say yes, you lock the time right then. 
No “I’ll email you later.”​
 

 

 



5. Crafting the Power Opening 

The first sentence out of your mouth is life or death. Research shows you have 7 seconds 
before the prospect mentally decides whether you’re worth listening to. 

Bad openers: 

●​ “How are you today?” → Sounds fake.​
 

●​ “Do you have a minute?” → You’ve already lost.​
 

Great openers (playlist-tested & master-approved): 

●​ “Hi John, it’s Maria — we’ve never spoken before, but I promise to be brief.”​
 

●​ “Hi Sarah, quick call — I work with [similar company], and I think this will resonate.”​
 

●​ “Hi Mark, the reason I’m calling is [direct, benefit-driven hook].”​
 

👉 Drill: Write down 3 variations of your opener. Record yourself delivering them. Play it back 
— do you sound like a confident advisor or a nervous telemarketer? 

 

6. Pre-Call Visualization 

This is where senior reps separate from juniors. Top performers run a mental simulation before 
dialing: 

●​ What if they say, “Not interested”? → I’ll respond with curiosity, not fear.​
 

●​ What if they say, “Send me info”? → I’ll pivot to booking the meeting anyway.​
 

●​ What if they’re rude? → I’ll stay calm, thank them, and move on.​
 

This isn’t paranoia. It’s rehearsal. Athletes visualize winning shots before they take them. You 
should visualize objections before they arrive. 

 

7. The Pre-Call Checklist 

Before you dial, tick these boxes:​
 ✅ Energy on point.​
 ✅ Voice warmed up.​

 



 ✅ Prospect researched (2-minute rule).​
 ✅ Goal: book the meeting.​
 ✅ Opening line ready.​
 ✅ Calendar open.​
 ✅ Objection answers rehearsed. 

If even one is missing, don’t dial. Because sloppy preparation = sloppy calls. 

 

Key Takeaway 

The phone is unforgiving. You don’t get a second first impression. Preparation is not optional; 
it’s the price of entry. 

👉 Formula for success:​
 Preparation = Confidence. Confidence = Meetings. Meetings = Sales. 
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Chapter 4 – The First 30 Seconds: Winning 
or Losing the Call 
You’ve prepared. You’ve dialed. The phone is ringing. 

Your heart rate jumps. And then — a voice. The prospect answers. 

This is the moment that separates the amateurs from the pros. 

Because in those first 30 seconds, the prospect’s brain is screaming one question:​
 👉 “Do I want to keep talking to this person, or do I want to get rid of them?” 

If you stumble, hesitate, or sound like every other telemarketer, you’re dead.​
 If you nail it, you earn permission for a real conversation. 

 

The Psychology of the First 30 Seconds 

Prospects are busy. They don’t care about you. They don’t owe you time. 

Research shows: 

●​ In under 7 seconds, people decide whether they trust you.​
 

●​ By 30 seconds, they’ve decided if you’re worth continuing with.​
 

This isn’t about words only. It’s about tonality, confidence, and clarity.​
 Your voice is judged before your content is even processed. 

 

3 Fatal Mistakes Most Reps Make 

1.​ Sounding like a robot → Monotone = instant death.​
 

2.​ Overly polite small talk → “How are you today?” screams telemarketer.​
 

3.​ Talking too much → If you’re still introducing yourself after 30 seconds, you’re losing.​
 

 

The 3 Golden Rules of Openings 

 



1.​ Be Direct – State who you are and why you’re calling.​
 

2.​ Be Respectful of Time – Acknowledge you’re intruding, then earn the right to continue.​
 

3.​ Be Interesting – Use a hook tied to them, not you.​
 

 

Examples of Killer Openings 

From the masters and modern best practice, here’s how it sounds: 

●​ The Transparency Approach (Jeb Blount):​
 “Hi Sarah, this is Tom. We’ve never spoken before, but I’ll be brief — 30 seconds, and 
you can decide if it makes sense to continue.”​
 

●​ The Value Hook (Brian Tracy-style):​
 “Hi John, I’m calling because we just helped [similar company] increase their [key 
metric] by 20%. I thought it might be relevant for you.”​
 

●​ The Human Angle:​
 “Hi Mark, quick call — I noticed you just expanded into Europe. I work with companies in 
your space during that stage, and thought this might resonate.”​
 

Notice the common thread: direct, brief, benefit-oriented. 

 

Tonality: Your Secret Weapon 

Jordan Belfort drilled this into thousands of reps: tonality sells before words do. 

You need three tones in your first 30 seconds: 

1.​ Absolute Certainty → You believe in the value of your call.​
 

2.​ Calm Authority → You’re not begging for attention; you’re controlling the frame.​
 

3.​ Warmth → You’re human, approachable, not a slick script machine.​
 

👉 Drill: Record yourself reading the same opener three ways: monotone, overly excited, and 
calm confidence. Play them back. Only the last one works. 

 

 



Handling the Instant Brush-Off 

Sometimes the first 30 seconds aren’t smooth. The prospect pushes back. 

Common brush-offs: 

●​ “I’m busy.”​
 

●​ “Send me an email.”​
 

●​ “Not interested.”​
 

Here’s where pros shine: they don’t panic, they pivot. 

●​ Busy Response:​
 “Totally understand — I promised 30 seconds, let me give you the reason I called, and 
you can decide if it’s worth another chat.”​
 

●​ Email Response:​
 “Happy to send something, but to make sure it’s relevant, can I ask you one quick 
question first?”​
 

●​ Not Interested Response:​
 “That’s fair — most people say that before they realize X was possible. Can I check one 
thing quickly?”​
 

 

The Micro-Commitment Close 

Your first 30 seconds should always lead to a micro-commitment, not a full pitch.​
 Examples: 

●​ “Does that sound worth a quick chat?”​
 

●​ “Would it make sense to set 15 minutes to explore this?”​
 

●​ “Can I ask you one quick question before I let you go?”​
 

Once they say yes to a small thing, the meeting close becomes natural. 

 

The Pre-Call Ritual for First 30 Seconds 

 



1.​ Stand up when dialing (energy doubles).​
 

2.​ Smile before the prospect answers (your tone changes).​
 

3.​ Script your opener — but deliver it like a conversation.​
 

4.​ Rehearse objection pivots before the call.​
 

 

Field Story: The Rookie Who Transformed 

One of my rookies, Alex, started with the worst opener:​
 “Hi, uh, this is Alex… I’m calling from [Company]… I wanted to see if you might be interested in 
our services…” 

Prospects killed the call in 10 seconds. 

We rebuilt his opener:​
 “Hi, this is Alex. We’ve never spoken before, but I work with [similar company] and thought it 
might be useful to connect. Do you mind if I take 30 seconds to explain why I’m calling?” 

Within a week, his connect-to-meeting ratio tripled. Same product, same prospects, same list. 
The only difference? Those first 30 seconds. 

 

Key Takeaway 

The first 30 seconds are not about selling. They’re about earning permission to continue. 

👉 Rule of Thumb:​
 Sound human, be direct, transfer confidence, and earn the right to speak longer. 

Master this, and the rest of the call becomes 10x easier. 
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Chapter 5 – Building Instant Rapport 
Here’s the truth: people don’t buy from strangers, and they don’t book meetings with people they 
don’t trust. 

Rapport is the bridge between interrupting someone’s day and earning their attention. On the 
phone, you don’t have the luxury of a smile, a handshake, or body language. All you’ve got is 
your voice, words, and timing. 

So how do you build instant rapport in 60 seconds or less? 

 

The Myth of Rapport 

Many sellers confuse rapport with chit-chat: “How’s the weather?” “Did you watch the game?” 

Forget it. That’s lazy rapport. Prospects see right through it. 

👉 Real rapport = showing you respect their time, understand their world, and can bring 
value. 

 

3 Levels of Rapport You Must Build 

1.​ Professional Rapport – “I’m credible.”​
 

○​ Demonstrate you’ve done your homework.​
 

○​ Mention something specific about their role, company, or industry.​
 

○​ Example: “I noticed you recently expanded into LATAM. That’s exactly the stage 
where we help most.”​
 

2.​ Human Rapport – “I’m not a robot.”​
 

○​ Warmth in your tone. Natural pauses. Empathy in your words.​
 

○​ Example: “I know you weren’t expecting my call. Let me be brief so I respect your 
time.”​
 

3.​ Future Rapport – “Talking to me is worth it.”​
 

 



○​ Hint at the benefit of continuing.​
 

○​ Example: “Companies in your space usually find we help them reduce [pain]. If 
that’s relevant, we should set a time to dig deeper.”​
 

 

Voice: Your #1 Rapport Tool 

Zig Ziglar used to say: “People don’t buy because of logic, they buy because of how they feel.” 

Your voice is how you transmit feeling. 

●​ Smile when you talk → It changes your tone instantly.​
 

●​ Mirror pace & energy → If they speak fast, speed up slightly. If they’re calm, soften 
your rhythm.​
 

●​ Lower your pitch on key points → Signals authority.​
 

👉 Drill: Record your opener twice: once sitting slouched, once standing tall and smiling. Play it 
back. The difference is shocking. 

 

Questions: The Secret Rapport Builder 

Most reps talk too much. The fastest way to build rapport is to ask smart, respectful questions. 

Examples: 

●​ “How are you currently handling [pain point]?”​
 

●​ “I’m curious, what’s the biggest challenge you face with [area] right now?”​
 

●​ “Would it make sense to explore how others in your industry are solving this?”​
 

These questions do three things: 

1.​ Show interest in them.​
 

2.​ Position you as a problem-solver, not a seller.​
 

3.​ Create natural dialogue — the soil where rapport grows.​
 

 



 

Respect: The Rapport Multiplier 

Prospects are allergic to pressure. If you bulldoze them, rapport dies. 

Instead: 

●​ Always acknowledge objections.​
 

●​ Keep your tone respectful, not defensive.​
 

●​ Give them the power of choice: “Does it make sense to…” “Would you be open to…”​
 

This creates a partnership vibe instead of a power struggle. 

 

Field Story: The Senior Who Forgot Rapport 

One senior rep I coached — let’s call him Martin — had decades of experience. He knew his 
product cold. His problem? He treated calls like interrogations. Rapid-fire questions, no warmth, 
no human connection. Prospects felt like they were on trial. 

We worked on one thing: his tone in the first minute. He had to slow down, smile, and add one 
sentence of empathy at the start of every call:​
 “I know you weren’t expecting me, but I’ll keep this short and relevant.” 

That single change doubled his meeting bookings in a month. Same product, same lists, same 
skills. The only difference was rapport. 

 

Rapport in B2B vs. B2C 

●​ B2B: Credibility and professionalism first. Busy decision-makers respect brevity.​
 

●​ B2C: Relatability first. Emotions and friendliness open the door.​
 

But in both cases, rapport = trust. Without it, you’re fighting uphill. 

 

The Rapport Checklist 

Before you move past the first minute, ask yourself:​
 ✅ Did I show I respect their time?​

 



 ✅ Did I use warmth and authority in my tone?​
 ✅ Did I mention something relevant to their world?​
 ✅ Did I ask at least one smart, curious question? 

If yes, you’ve built rapport. If not, you’re just another cold caller. 

 

Key Takeaway 

Rapport isn’t about pretending to be their friend. It’s about proving you’re worth talking to. 

👉 Rule: Credibility + Warmth + Curiosity = Instant Rapport. 
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Chapter 6 – The Power of Questions 
Great phone sellers don’t win by talking. They win by asking. 

Think of the best doctors you’ve ever met. Did they start by prescribing medicine right away? Of 
course not. They asked questions: 

●​ Where does it hurt?​
 

●​ How long has this been happening?​
 

●​ What have you tried already?​
 

Why? Because until they diagnose, they can’t prescribe. 

Sales is no different. On the phone, your questions are your X-ray machine. They let you see 
what’s hidden and guide the conversation without ever sounding pushy. 

 

The Rookie Mistake: Pitching Too Soon 

Juniors often feel pressure to impress, so they blast features and benefits right away. The 
problem? Prospects don’t care yet. 

👉 Rule: If you’re talking more than 40% of the call, you’re losing. 

 

The Psychology of Questions 

Questions achieve three powerful things at once: 

1.​ Control – Whoever asks the questions controls the conversation.​
 

2.​ Engagement – People love to talk about themselves; questions make them lean in.​
 

3.​ Trust – Smart, respectful questions signal expertise.​
 

Brian Tracy said it best: “He who asks questions has control. He who talks has none.” 

 

Types of Questions Every Phone Seller Must Master 

 



1. Open-Ended Questions – Invite stories and detail 

●​ “How are you currently handling X?”​
 

●​ “What’s been your biggest challenge with Y?”​
 

●​ “What’s working well for you right now?”​
 

👉 Use these to uncover pain points and get them talking. 

 

2. Closed Questions – Create clarity and commitments 

●​ “Are you the one responsible for this area?”​
 

●​ “Would you agree this is a priority right now?”​
 

●​ “Can we set 15 minutes next week?”​
 

👉 Use these to lock things down and move forward. 

 

3. Problem Questions – Expose pain 

●​ “What’s the most frustrating part of your current process?”​
 

●​ “If you could change one thing about how this is handled, what would it be?”​
 

👉 Pain is the fuel for meetings. No pain = no urgency. 

 

4. Vision Questions – Paint a better future 

●​ “What would an ideal solution look like for you?”​
 

●​ “If this problem disappeared, how would it impact your day-to-day?”​
 

👉 These create emotional buy-in. They move the conversation from problem to possibility. 

 

5. Control Questions – Steer without pressure 

 



●​ “Can I ask you something quickly before I explain why I called?”​
 

●​ “Would it make sense to explore how others in your industry are handling this?”​
 

👉 These keep the frame in your hands while sounding polite. 

 

The Golden Ratio: 70/30 

Prospects should be talking 70% of the time. You talk 30%. 

If you’re dominating the call, you’re pitching. If they’re dominating the call, you’re selling. 

 

Field Story: The Silent Seller 

One of my reps, Elena, wasn’t the loudest or most charismatic. In fact, she was shy. But she 
crushed everyone’s meeting-booking numbers. Why? 

She barely spoke. She just asked smart questions, listened, and took notes. Prospects felt 
heard, not pitched. And when she finally suggested a meeting, it felt natural. 

Her secret wasn’t charm. It was questions. 

 

Question Flow: The “Funnel” Model 

Think of your questions as a funnel: 

1.​ Start wide → Open questions to get them talking.​
 

2.​ Go narrow → Problem and vision questions to find pain.​
 

3.​ Finish tight → Closed questions to secure the meeting.​
 

👉 Example: 

●​ “How do you currently handle hotel distribution?” (open)​
 

●​ “What challenges do you face with rate parity?” (problem)​
 

●​ “If you could streamline that, what impact would it have?” (vision)​
 

 



●​ “Would it make sense to book 20 minutes next week to explore solutions?” (close)​
 

 

Rapport + Questions = Trust 

Remember Chapter 5: rapport earns the right to ask. Questions deepen that trust. 

When you combine the two: 

●​ They feel respected.​
 

●​ They feel understood.​
 

●​ They want to keep talking.​
 

And that’s the whole point. 

 

Key Takeaway 

👉 Questions are not small talk. They are your steering wheel.​
 The right questions: 

●​ Keep you in control.​
 

●​ Get them talking.​
 

●​ Lead naturally to a meeting.​
 

As Jeb Blount says in Fanatical Prospecting: “Your questions are the engine of your pipeline.” 
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Chapter 7 – Pitching Without Pitching 
Here’s the paradox of phone sales:​
 👉 The harder you “sell,” the faster people want to get rid of you. 

Why? Because everyone hates being pitched. The second a prospect feels you’re trying to 
“close” them, they throw up walls: 

●​ “I’m busy.”​
 

●​ “Send me info.”​
 

●​ “Not interested.”​
 

So how do the best sellers win meetings, day after day, without triggering those alarms? They 
don’t pitch. They guide. 

 

The Shift: From Pitchman to Problem-Solver 

Think about this: when you go to the doctor, they don’t say, “I have the perfect medicine for you!” 
before asking what’s wrong. They listen, they probe, and then they recommend. 

That’s what you need to do on the phone. Your job is not to dump product features. It’s to show 
the prospect you understand their problem — and that there’s a better way forward. 

👉 Rule: Sell the meeting, not the product. 

 

3 Principles of Pitching Without Pitching 

1. Anchor on Pain, Not Product 

Instead of: 

●​ “Our platform automates your workflows and increases efficiency…”​
 

Try: 

●​ “Most companies I speak with are frustrated by how much time they waste on manual 
processes. Does that sound familiar?”​
 

 



Now the conversation isn’t about your product. It’s about their problem. 

 

2. Use Contrast, Not Features 

The human brain understands contrast better than complexity. 

Example (instead of a feature dump): 

●​ “Right now, many teams spend hours chasing down hotel contracts manually. With the 
right system, that work takes minutes. Which side of that picture would you prefer to be 
on?”​
 

You haven’t pitched. You’ve painted two realities — one painful, one appealing. The prospect 
naturally wants the second one. 

 

3. Tell Micro-Stories 

Stories sell because they bypass logic and hit emotions. 

Example: 

●​ “I just spoke with another travel agency your size. They used to struggle with rate parity 
across markets — it was a nightmare. We helped them streamline that, and now they’ve 
doubled their booking speed. I figured you might be dealing with something similar.”​
 

Notice: short, relevant, and customer-centered. 

 

Tonality: The Trojan Horse 

Jordan Belfort teaches the idea of “tonality loops.” The way you say it often matters more than 
what you say. 

When you pitch without pitching: 

●​ Curiosity tone: “I’m curious, how are you handling this today?”​
 

●​ Sincere tone: “A lot of people I talk to feel the same pain you just mentioned.”​
 

●​ Confident tone: “That’s exactly why a short meeting makes sense.”​
 

This is how you “slip the message under the door.” 

 



 

The Mini-Pitch Framework (for Meeting-Booking Calls) 

When it’s time to gently pitch the meeting, use this 3-step structure: 

1.​ Acknowledge their world → “I know you’re busy.”​
 

2.​ Hint at value → “Most companies in your space are struggling with X. We’ve helped 
teams cut that in half.”​
 

3.​ Call to action → “That’s why I suggest a short 15-minute call next week to see if this 
applies to you.”​
 

That’s it. No features. No jargon. Just curiosity + contrast + invitation. 

 

Field Story: The Rep Who Over-Pitched 

Carlos, a senior rep I coached, was smart and passionate — but his calls failed. Why? He 
treated every cold call like a one-hour demo. By the 90-second mark, prospects were 
exhausted. 

I made him cut everything down to a 30-second curiosity pitch, ending with:​
 “Would it make sense to explore this in more detail over a short call?” 

Within two weeks, his meeting bookings doubled. He didn’t get better at selling — he got better 
at not selling. 

 

The Senior Rep’s Advantage 

If you’ve been in the game for years, you have stories, case studies, and proof. Use them as 
mini stories, not monologues. A single sharp example is worth more than a five-minute feature 
list. 

 

The Junior Rep’s Advantage 

If you’re new, lean on curiosity. You don’t need to sound like the expert who knows it all. You just 
need to sound like the curious guide who can connect them with value. Seniors may sound 
scripted — you can sound fresh. 

 

 



Key Takeaway 

👉 Don’t pitch products. Pitch curiosity, contrast, and stories.​
 When you make the prospect feel understood, they’ll lean in and ask for the meeting. 

As Jeb Blount says: “Prospecting is not about selling. It’s about starting conversations.” 
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Chapter 8 – Handling Objections: Why 
They’re Gold, Not Roadblocks 
Every rep knows the sound. 

●​ “I don’t have time.”​
 

●​ “Send me an email.”​
 

●​ “We’re happy with our current provider.”​
 

●​ “Not interested.”​
 

And every rep feels the sting. 

But here’s the secret: objections are not rejection. They are signals of interest. 

Think about it: if the prospect truly didn’t care, they wouldn’t even bother responding. They’d 
hang up. The fact that they push back means you’ve touched something worth defending. That’s 
opportunity. 

 

The Reframe: Objections = Engagement 

Prospects only object when they’re still listening. Silence is death. Objections mean you’re alive. 

👉 Rule: Don’t fight objections. Don’t fear them. Lean into them. 

 

The 4 Most Common Phone Objections 

Let’s break them down and arm you with real responses. 

1. “I don’t have time.” 

Translation: “Prove to me you’re worth my time.” 

●​ Wrong answer: “Okay, I’ll call back later.” → You just lost.​
 

●​ Pro response:​
 “Totally understand — I promised I’d be brief. Give me 30 seconds to explain why I 

 



called, and then you can decide if it’s worth another conversation. Fair enough?”​
 

👉 You’ve respected their time, taken control, and created a micro-commitment. 

 

2. “Send me an email.” 

Translation: “I’m brushing you off, but not hanging up.” 

●​ Wrong answer: “Sure, I’ll send info.” → Your email goes to spam heaven.​
 

●​ Pro response:​
 “Happy to send something, but to make sure it’s relevant, can I ask you one quick 
question first?”​
 

👉 If they answer, you’ve turned a brush-off into engagement. 

 

3. “We already have a provider.” 

Translation: “We’re not convinced you’re different.” 

●​ Wrong answer: “Oh, okay, thanks anyway.”​
 

●​ Pro response (3F Method — Feel, Felt, Found):​
 “I understand how you feel. A lot of companies I talk to felt the same way — until they 
found that we actually complement what they’re already doing. Can I share a quick 
example?”​
 

👉 You empathize, normalize, and reframe. 

 

4. “Not interested.” 

Translation: “I don’t see relevance yet.” 

●​ Wrong answer: “Okay, goodbye.” → That’s quitting.​
 

●​ Pro response:​
 “That’s fair. Most people say that before they realize how we help with [specific pain]. 
Let me ask you — how are you currently handling [pain point]?”​
 

👉 You don’t fight. You redirect with curiosity. 

 



 

The Golden Rules of Objection Handling 

1.​ Stay Calm – Never sound defensive. Prospects hear fear instantly.​
 

2.​ Acknowledge First – People want to be heard before persuaded.​
 

3.​ Redirect, Don’t Resist – Flow around the objection like water, don’t push through it like 
a brick.​
 

4.​ End With a Question – Keep the ball in their court.​
 

 

Tonality: Your Shield 

Your words matter. But your tone decides if they work. 

●​ “Totally understand” (said with empathy) builds trust.​
 

●​ “Totally understand” (said flat or rushed) sounds fake.​
 

👉 Drill: Practice common objections with three tones — defensive, dismissive, empathetic. 
Only the empathetic one wins. 

 

Field Story: The Rookie Who Learned to Dance 

A rookie on my team, Sophie, dreaded objections. She froze every time someone said “Not 
interested.” Calls ended in 10 seconds. 

We role-played. She learned to smile, acknowledge, and pivot:​
 “That’s fair. Just so I don’t waste your time — how are you currently doing X?” 

The next week, she booked 5 meetings from calls that would’ve died before. Her secret wasn’t a 
magic script. It was learning to dance with objections instead of fighting them. 

 

Advanced Technique: Pre-empt Objections 

The elite don’t just react to objections, they anticipate them. 

 



Example:​
 “I know I caught you out of the blue — I’ll be brief.” (neutralizes “I don’t have time”).​
 “You’ll probably say you already have a provider — most people do.” (neutralizes “we already 
work with someone”). 

👉 By calling it out first, you disarm the objection before it’s thrown. 

 

Objection Drill Routine 

Every team should practice objections daily. 

1.​ Partner up. One plays the prospect, the other the seller.​
 

2.​ Throw out common objections at random.​
 

3.​ Practice acknowledging, redirecting, and asking a follow-up question.​
 

4.​ Rotate roles.​
 

Do this for 10 minutes a day. Your team becomes bulletproof. 

 

Key Takeaway 

Objections aren’t barriers. They’re bridges.​
 👉 Feel → Acknowledge → Reframe → Ask. 

The reps who master objections don’t fear the word “no.” They see it as the next step toward 
“yes.” 

As Zig Ziglar said: “Every sale has five basic obstacles: no need, no money, no hurry, no desire, 
no trust.” Handling objections is simply learning to remove each one, patiently and confidently. 
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Chapter 9 – The Most Common Objections 
in Phone Sales 
If Chapter 8 was about learning the dance, Chapter 9 is about knowing the choreography. 
Because while every prospect is unique, their objections fall into predictable patterns. 

The good news? Once you know the playbook, you can respond calmly, confidently, and 
consistently. 

 

Objection #1: “I don’t have time.” 

This is the king of objections. It’s not personal — it’s a reflex. Everyone is busy. 

Wrong response: “When would be a good time?” → They’ll never call back.​
 Pro response:​
 “Totally understand — you weren’t expecting my call. Let me take 30 seconds to explain why I 
reached out, and then you can decide if it makes sense to continue. Fair enough?” 

👉 Why it works: You respect their time, create safety, and win a micro-commitment. 

 

Objection #2: “Send me an email.” 

Classic brush-off. It means they don’t see the value yet. 

Wrong response: “Sure, what’s your email?” → Your message dies in their inbox.​
 Pro response:​
 “Happy to send something. Just so I don’t waste your time, can I ask you one quick question 
first to make sure it’s relevant?” 

👉 Why it works: You turn a dismissal into dialogue. 

 

Objection #3: “We already have a provider.” 

This one hides under 1,000 variations: “We’re all set.” “We’re happy with our current solution.” 

Wrong response: “Okay, thanks anyway.” → Conversation dead.​
 Pro response (3F Method):​
 “I hear you. Many of our best clients felt the same way — they already had someone. What 

 



they found, though, is that we added value on top of what they were doing. Can I share a quick 
example?” 

👉 Why it works: Empathy + social proof + curiosity. 

 

Objection #4: “Not interested.” 

This is the gut reaction objection — usually automatic. 

Wrong response: “Alright, goodbye.” → That’s quitting.​
 Pro response:​
 “Totally fair. Just so I don’t make assumptions — how are you currently handling [problem 
area]?” 

👉 Why it works: You don’t argue, you redirect with curiosity. 

 

Objection #5: “It’s not a priority right now.” 

Translation: “I don’t feel urgency.” 

Wrong response: “I understand, I’ll call in six months.”​
 Pro response:​
 “I get that. Just out of curiosity — when it does become a priority, what would have to change in 
your business?” 

👉 Why it works: You future-pace them into visualizing the problem. That often reveals urgency 
hiding under the surface. 

 

Objection #6: “We don’t have budget.” 

A universal classic. 

Wrong response: “Okay, maybe next year.”​
 Pro response:​
 “I understand. Most of our clients didn’t budget for this initially either — until they realized it was 
costing them far more not to solve the problem. Out of curiosity, what do you estimate this issue 
costs you each month?” 

👉 Why it works: You flip the frame — cost of inaction vs. cost of solution. 

 

Objection #7: “We handle that internally.” 

 



Often pride talking. 

Wrong response: “Okay, thanks.”​
 Pro response:​
 “Got it. Many companies do. What they’ve found, though, is that even with strong internal 
teams, there are blind spots. Curious — what’s been the biggest challenge your team faces in 
managing this internally?” 

👉 Why it works: Respect + curiosity = they start admitting cracks. 

 

Objection #8: “Call me back later.” 

The eternal stall. 

Wrong response: “Sure, when’s better?” → You’ll chase forever.​
 Pro response:​
 “Of course — I can definitely follow up. Just before I let you go, can I take 30 seconds now to 
explain why I called, so you know if it’s even worth me calling back?” 

👉 Why it works: You salvage the conversation in the moment. 

 

Objection #9: Gatekeeper Resistance (“What is this about?”) 

The gatekeeper’s job is to protect the decision-maker. Your job is to earn safe passage. 

Wrong response: “I just wanted to talk to them about our product.” → Blocked.​
 Pro response:​
 “Sure — I work with companies like yours on [problem area]. The reason I’m calling is [short 
value hook]. It usually makes sense to discuss directly with [decision-maker]. Could you connect 
me?” 

👉 Why it works: Respectful, specific, not evasive. 

 

The Pattern Behind Every Objection 

No matter how it’s worded, every objection boils down to one of five roots: 

1.​ No need​
 

2.​ No urgency​
 

3.​ No trust​
 

 



4.​ No money​
 

5.​ No authority​
 

👉 Your job isn’t to “destroy” objections. It’s to uncover which root is showing and address it with 
empathy, curiosity, and proof. 

 

Roleplay Drill: The Objection Gauntlet 

1.​ Line up your reps.​
 

2.​ One plays the seller, others fire objections rapid-fire for 60 seconds.​
 

3.​ Seller must respond smoothly, always ending with a question.​
 

4.​ Rotate.​
 

This builds muscle memory. When the real objections hit, your reps won’t flinch. 

 

Field Story: The Brush-Off That Became a Meeting 

One prospect told me, flat: “I’m not interested.” I smiled and said:​
 “Totally fair. Out of curiosity — how are you handling [specific pain] right now?” 

He sighed. Then he answered. Ten minutes later, he admitted they were struggling. We booked 
a meeting. 

Lesson? The first “no” is rarely the real answer. 

 

Key Takeaway 

Objections are not roadblocks. They’re the map. Each one tells you where the prospect is stuck. 

👉 Formula:​
 Acknowledge → Reframe → Question → Redirect. 

Master this rhythm, and you’ll never fear objections again. 
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Chapter 10 – The Art of Reframing 
In sales, the words you hear aren’t always the words your prospect means. 

●​ “Not interested.” often means “I don’t see the relevance yet.”​
 

●​ “We’re fine as we are.” often means “We’re afraid of change.”​
 

●​ “We don’t have time.” often means “You haven’t proven you’re worth it.”​
 

If you take those words at face value, you lose.​
 If you know how to reframe, you win. 

 

What is Reframing? 

Reframing is the art of taking the prospect’s statement and shifting its meaning — without 
fighting, arguing, or contradicting them. It’s verbal judo: using their momentum to guide them 
where you want them to go. 

 

Why Reframing Works 

1.​ It lowers resistance. When you argue, they push back. When you reframe, they lean in.​
 

2.​ It builds trust. You show empathy before you redirect.​
 

3.​ It changes perspective. You don’t deny their truth; you add a new truth.​
 

 

The 3 Steps of Reframing 

1.​ Acknowledge → Show you heard them.​
 

○​ “I get that.”​
 

○​ “Makes sense.”​
 

 



○​ “You’re right to think about that.”​
 

2.​ Pivot → Gently shift the frame.​
 

○​ “Many of our clients felt the same way…”​
 

○​ “What they found was…”​
 

○​ “Here’s the interesting part…”​
 

3.​ Redirect with a question → Keep the dialogue alive.​
 

○​ “Out of curiosity, how are you handling [pain point]?”​
 

○​ “Would it make sense to compare that with what others are doing?”​
 

 

Examples of Reframing in Action 

Prospect: “We don’t have budget.” 

You:​
 “I get that — a lot of companies didn’t either at first. What they found, though, was that the cost 
of not solving the problem was actually higher. Out of curiosity, what do you think this issue 
costs your team monthly?” 

 

Prospect: “We’re happy with our current provider.” 

You:​
 “Totally understand — many of our best clients said the same. What they found, though, is that 
we added value alongside their existing setup. Where do you feel your current provider could 
improve?” 

 

Prospect: “Not interested.” 

You:​
 “Fair enough — most people say that before they realize we help with [specific pain]. How are 
you currently managing that today?” 

 

 



Advanced Reframing: Pre-emptive Frames 

Elite sellers don’t just reframe after an objection — they build frames into their pitch before 
objections surface. 

Examples: 

●​ “I know you weren’t expecting my call — I’ll keep it brief.” (pre-empts the “no time” 
objection).​
 

●​ “Most companies already have someone in this space — but what they tell me is…” 
(pre-empts the “we have a provider” objection).​
 

 

The Psychology of Agreement 

When you start by agreeing (“I get it,” “Makes sense”), you disarm defensiveness. The prospect 
thinks: “Finally, a salesperson who actually listens.”​
 From there, your reframe slides in smoothly. 

 

Field Story: Turning ‘Not Interested’ Into Curiosity 

One rep I coached, David, used to freeze at “Not interested.” His calls died instantly. I drilled him 
on reframing. 

Next time he heard it, he said:​
 “Totally fair — I hear that a lot. Quick question though: how are you handling X right now?” 

The prospect paused. Then answered. Ten minutes later, meeting booked. 

David learned: “Not interested” doesn’t mean “go away.” It means “you haven’t reframed me 
yet.” 

 

Reframing Drill: The Flip Game 

1.​ Partner up.​
 

2.​ One gives objections rapid-fire.​
 

3.​ The other must:​
 

 



○​ Acknowledge.​
 

○​ Pivot.​
 

○​ Redirect with a question.​
 

4.​ Switch roles.​
 

Do this daily. In a week, your team will stop fearing “no.” 

 

Key Takeaway 

👉 Reframing is not arguing. It’s guiding.​
 Every objection is an opportunity to show you understand, to add perspective, and to move the 
prospect closer to “yes.” 

As Zig Ziglar said: “Every sale has five obstacles: no need, no money, no hurry, no desire, no 
trust.” Reframing is how you remove those, one by one. 
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Chapter 11 – Closing for the Meeting 
Here’s the brutal truth: if you don’t ask for the meeting, you won’t get it. 

Too many reps talk themselves in circles, waiting for the prospect to magically say: “So… should 
we set up a meeting?” Newsflash: they won’t. You have to lead. 

Closing for the meeting is not about pressure. It’s about clarity, confidence, and control. 

 

The Goal of Every Prospecting Call 

One mission only: secure the next step.​
 Not sell the product.​
 Not give a 20-minute pitch.​
 Not answer every technical detail. 

👉 The goal = get a date and time in the calendar. 

 

The #1 Mistake Reps Make 

They “kind of” ask. 

●​ “Would you maybe want to meet sometime?”​
 

●​ “Should I send you some information first?”​
 

That’s not closing. That’s begging. 

Prospects respect professionals who lead with clarity. 

 

The 3 Golden Rules of Closing for a Meeting 

1.​ Be Direct – Don’t hide behind vague language.​
 

2.​ Be Specific – Suggest a time/date instead of leaving it open.​
 

3.​ Be Confident – Assume the meeting makes sense. Your certainty transfers to them.​
 

 



 

The Meeting Close: Word-for-Word Examples 

●​ “Let’s set up 15 minutes next week to explore this in more detail — how’s Tuesday 
morning?”​
 

●​ “The next step would be a quick call with our solutions team. Does Wednesday 
afternoon work?”​
 

●​ “Why don’t we lock in a short follow-up? That way you can see if this is relevant without 
any pressure.”​
 

Notice: each is direct, specific, confident. 

 

Micro-Closes Along the Way 

The best closers don’t spring the close out of nowhere. They get small yeses first: 

●​ “Does that sound relevant to you?” (yes)​
 

●​ “Would it make sense to explore further?” (yes)​
 

●​ “Great — let’s lock a quick call. How’s Thursday?”​
 

👉 Each micro-close makes the final close feel natural, not forced. 

 

Handling Pushback at the Close 

Prospects rarely say “Yes, let’s meet!” without hesitation. Here’s how pros pivot: 

●​ Prospect: “Just send me info.”​
 You: “Happy to, but most people find it’s easier if we walk through it together. That way I 
can tailor it to your situation. Does Thursday or Friday work better?”​
 

●​ Prospect: “I’m too busy.”​
 You: “Totally understand — that’s why a quick 15-minute call makes sense. It saves you 
hours of back-and-forth. Would next week be lighter?”​
 

👉 You don’t fold. You gently redirect back to the calendar. 

 



 

The Calendar Rule 

Never end a call with: “I’ll email you later to set something up.”​
 That’s weak. Prospects will ghost you. 

👉 Always get the meeting booked live on the call. Have your calendar open. Offer two 
concrete slots. 

 

Field Story: The Hesitant Senior Exec 

I once coached a rep who was terrified of asking for meetings with C-level executives. He’d 
dance around it, ending with “I’ll follow up.” His pipeline looked busy, but nothing moved. 

We trained him on one simple close:​
 “Let’s lock in 20 minutes on your calendar next week. I’ll walk you through what we did for 
[similar company]. Does Wednesday or Thursday work better?” 

The first time he used it, the exec paused… then said, “Thursday, 2 PM.” 

That single shift — asking clearly — changed his career. 

 

Drill: Closing Reps Bootcamp 

1.​ Role-play calls.​
 

2.​ At random points, trainer says: “Close!”​
 

3.​ Rep must immediately go for the meeting with confidence and specificity.​
 

4.​ Rotate.​
 

👉 After a week, reps stop hesitating. Closing becomes second nature. 

 

Key Takeaway 

👉 Closing is not the end of the call — it’s the purpose of the call. 

If you’ve built rapport, asked smart questions, and reframed objections, the natural next step is 
clear: a meeting. 

 



●​ Don’t apologize.​
 

●​ Don’t hesitate.​
 

●​ Don’t leave it vague.​
 

Ask, assume, and lock it in. 

As Jeb Blount says in Fanatical Prospecting: “You don’t get meetings you don’t ask for.” 
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Chapter 12 – How to Book the Meeting 
Like a Pro 
Congratulations — the prospect has agreed. They’ve said the magic words: “Sure, let’s set up a 
call.” 

Here’s where most reps blow it. They get so relieved they forget the golden rule:​
 👉 A meeting isn’t real until it’s on the calendar. 

 

The Ghosting Problem 

If you end with “Great, I’ll send you an invite later,” you’ve just invited disaster. 

●​ Prospect gets busy.​
 

●​ Prospect forgets.​
 

●​ Prospect changes their mind.​
 

And suddenly, your “meeting” becomes a no-show or a cold trail. 

 

Rule #1: Lock It in Live 

Always, always, always lock the meeting on the call. 

Example: 

●​ “Perfect — I’ve got Tuesday at 10 or Wednesday at 3 available. Which works better for 
you?”​
 

●​ “Great, let’s put it in the calendar now so we don’t lose track. Do mornings or afternoons 
work best?”​
 

👉 This shifts the prospect from vague agreement to concrete commitment. 

 

Rule #2: Offer Two Options 

 



Never ask: “When works for you?” That puts pressure on the prospect and leads to stalls. 

Instead: 

●​ “Would Tuesday morning or Wednesday afternoon be better?”​
 

●​ “Do you prefer early in the week or later?”​
 

👉 Give them a choice between A or B — either way, you win. 

 

Rule #3: Confirm the Details Out Loud 

Before hanging up, repeat: 

●​ The day​
 

●​ The time​
 

●​ The purpose​
 

Example:​
 “Perfect, I’ve got you down for Wednesday at 2 PM CET. That’ll be a 20-minute call where we’ll 
review how we can help with your distribution challenges. I’ll send the invite right now.” 

👉 Saying it out loud reinforces commitment. 

 

Rule #4: Send the Invite Immediately 

Don’t wait. Don’t batch. Don’t forget. 

●​ While they’re still on the call, hit “send.”​
 

●​ If they don’t accept within a few hours, follow up.​
 

👉 This shows professionalism and prevents slippage. 

 

Rule #5: Anchor the Value 

Remind them why it’s worth showing up. 

 



●​ “I’ll come prepared with examples from companies like yours.”​
 

●​ “We’ll focus on saving you time on X.”​
 

●​ “The goal will be to see if this is relevant enough to take further.”​
 

👉 This makes the meeting feel important, not just another appointment. 

 

Advanced Move: Get Verbal Buy-In 

Once booked, ask:​
 “Is there anything specific you’d like me to prepare so this time is valuable for you?” 

●​ Shows respect.​
 

●​ Increases buy-in.​
 

●​ Reduces cancellations.​
 

 

Field Story: The Slippery Prospect 

One of my reps, Clara, used to celebrate too soon. She’d finish with: “I’ll send you an invite 
later.” And 60% of her “meetings” never happened. 

I coached her to lock it in live:​
 “Let’s pull up our calendars now. Does Tuesday at 10 or Wednesday at 3 work better?” 

The next month, her show-up rate jumped from 40% to 85%. Same pitch, same list — different 
discipline. 

 

Drill: Calendar Close Training 

1.​ Reps practice mock closes.​
 

2.​ Trainer interrupts: “Book it!”​
 

3.​ Rep must:​
 

○​ Offer two options.​
 

 



○​ Lock time and date.​
 

○​ Confirm details out loud.​
 

4.​ Rotate until flawless.​
 

👉 Builds muscle memory so locking meetings becomes automatic. 

 

Key Takeaway 

A prospect saying “yes” is only half the job.​
 👉 The real win is the meeting on the calendar. 

Formula:​
 Agreement → Options → Lock It Live → Confirm → Invite. 

Do this, and you’ll never lose meetings to ghosting again. 
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Chapter 13 – Follow-Up That Converts 
Booking a meeting is not the finish line. It’s the halfway mark. 

Studies show that 20–40% of booked meetings never happen — prospects forget, get busy, 
or deprioritize. That’s not because they weren’t interested; it’s because you didn’t secure the 
follow-up. 

👉 The goal of follow-up isn’t nagging. It’s reminding, reinforcing, and re-selling the 
value of the meeting. 

 

Rule #1: Confirm Immediately 

Before you even hang up: 

●​ Send the calendar invite.​
 

●​ Include the purpose of the meeting in the description.​
 

●​ Add dial-in details (Zoom/Teams/phone).​
 

👉 A clean, professional invite signals respect and increases the chance they accept. 

 

Rule #2: Reinforce the Value 

Your invite and follow-up should remind them why showing up matters. 

Example invite description:​
 “20-minute call to explore how [Company] can reduce manual workload around [pain point] and 
streamline [specific process].” 

👉 Avoid vague descriptions like “Sales Call” or “Catch-up.” Make it outcome-driven. 

 

Rule #3: Multi-Channel Touches 

Don’t rely on the calendar alone. Layer reminders across channels: 

 



●​ Email: 24 hours before — “Looking forward to our call tomorrow. Here’s what I’ll bring to 
the table…”​
 

●​ Phone: Same day, 1–2 hours before — short, polite confirmation.​
 

●​ LinkedIn (optional): Connect after booking — soft reminder of who you are.​
 

👉 The more “surface area” you create, the harder it is for them to forget you. 

 

Rule #4: Personalize the Reminder 

Generic reminders get ignored. Personalized ones get read. 

Bad:​
 “Reminder: we have a meeting tomorrow.” 

Good:​
 “Hi Sarah — looking forward to tomorrow’s call. You mentioned rate parity has been a 
challenge; I’ll walk through how similar agencies solved that. Speak soon!” 

👉 Personalization = relevance = higher show-up rate. 

 

Rule #5: Control the Frame 

Always position the meeting as valuable to them, not you. 

●​ “This will give you clarity on…”​
 

●​ “You’ll leave with…”​
 

●​ “We’ll explore whether this makes sense for your team.”​
 

👉 Prospects don’t show up to help you hit quota. They show up if it helps them. 

 

Advanced Move: Same-Day Reminder Call 

The pros don’t just send emails. They pick up the phone an hour before. 

“Hi Mark, just confirming we’re good for 2 PM today. Looking forward to sharing how others are 
solving [pain point]. See you then.” 

 



👉 A 30-second call cuts no-shows dramatically. 

 

Field Story: The Rep Who Lost Half Her Meetings 

A rep I trained, Julia, booked plenty of meetings but kept complaining: “They never show up!” 

We looked at her process. She ended every call with: “I’ll send you an invite.” That’s it. No value 
reinforcement. No reminders. 

I had her change three things: 

1.​ Lock it live on the call.​
 

2.​ Personalize the invite description with the prospect’s pain.​
 

3.​ Send a 24-hour reminder email with one teaser of value.​
 

Her show rate jumped from 50% to 85% in a month. 

 

Follow-Up Template Sequence 

1.​ Immediately (while still on the call): Calendar invite with value-based description.​
 

2.​ 24 hours before: Email reminder.​
 Subject: “Tomorrow’s call — quick prep”​
 Body: “Looking forward to our 2 PM call. I’ll walk through how companies like X solved 
[pain point]. You’ll get a clear sense of what’s possible for [Company].”​
 

3.​ Same day, 1–2 hours before: Quick phone confirmation.​
 

4.​ After the meeting (if no-show):​
 

○​ “We missed each other earlier — would you like to reschedule?”​
 

 

Drill: Reminder Roleplays 

Have reps practice leaving short, sharp voicemail reminders: 

●​ Polite.​
 

 



●​ Value-driven.​
 

●​ Specific.​
 

👉 Builds confidence so they don’t sound needy. 

 

Key Takeaway 

👉 Booking the meeting is step one. Securing attendance is step two. 

The formula:​
 Lock it live → Reinforce value → Multi-channel reminders → Personalize. 

Do this, and your no-show rate will plummet. 
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Chapter 14 – Metrics That Matter in Phone 
Sales 
Here’s a painful truth: most sales reps confuse activity with productivity.​
 They brag about how many calls they made… but can’t tell you how many meetings they 
booked. 

Top performers know the numbers. They live by ratios. They track progress like athletes tracking 
performance stats. Because in sales, what gets measured gets improved. 

 

Why Metrics Matter 

1.​ Clarity – You know if you’re on track or drifting.​
 

2.​ Coaching – Managers can spot weak points and fix them.​
 

3.​ Motivation – Numbers create targets; targets drive focus.​
 

4.​ Predictability – If you know your ratios, you can forecast meetings and pipeline like 
clockwork.​
 

 

The Core Metrics of Phone Sales 

1. Dials (Calls Made) 

●​ Raw activity.​
 

●​ Shows consistency and discipline.​
 

●​ Goal: set a daily/weekly standard.​
 

👉 But beware: high dials with low connects means poor data quality or bad lists. 

 

2. Connects (Conversations Reached) 

 



●​ How many live conversations you had.​
 

●​ Separates real work from voicemails and missed calls.​
 

👉 If connects are low, fix your timing, lists, or dialing strategy. 

 

3. Conversations → Meetings (Conversion Ratio) 

●​ % of conversations that result in a meeting booked.​
 

●​ This is the true performance metric.​
 

👉 Example: 50 conversations → 10 meetings → 20% conversion. 

 

4. Meetings Booked → Meetings Held (Show Rate) 

●​ % of scheduled meetings that actually happen.​
 

●​ Reveals strength of your follow-up game.​
 

👉 A low show rate = weak reminder process or poor value communicated. 

 

5. Meetings Held → Opportunities (Quality Metric) 

●​ % of meetings that convert into real pipeline.​
 

●​ Keeps you honest: not all meetings are equal.​
 

👉 Tells you if you’re booking good meetings or just filling calendars. 

 

The Golden Ratios 

Every team has different numbers, but here’s a benchmark: 

●​ 100 dials → 20 conversations → 5 meetings booked → 4 meetings held → 2 
opportunities.​
 

 



If your ratios are way off, don’t guess — diagnose. 

 

Diagnosing With Metrics 

●​ Low dials? → Discipline issue.​
 

●​ Low connects? → Bad timing or bad list quality.​
 

●​ Low conversion from conversation to meeting? → Weak opener, poor questioning.​
 

●​ Low show rate? → Bad follow-up, weak value in invite.​
 

●​ Low opp conversion? → You’re booking the wrong prospects.​
 

👉 The numbers don’t lie. They tell you exactly where to train. 

 

The Sales Scorecard 

Every rep should track daily: 

●​ Dials made.​
 

●​ Conversations held.​
 

●​ Meetings booked.​
 

●​ Show rate.​
 

●​ Opportunities created.​
 

Weekly coaching should focus on ratios, not just totals. 

👉 Example: If Maria books 10 meetings from 30 conversations (33%), and Tom books 10 from 
70 conversations (14%), Maria is more effective — even if Tom looks “busier.” 

 

Field Story: The Busy Rep vs. The Effective Rep 

Two reps on my team — let’s call them Anna and Ben. 

 



●​ Anna made 200 calls a week, booked 3 meetings.​
 

●​ Ben made 120 calls a week, booked 8 meetings.​
 

Anna looked busy. Ben looked effective. 

When we dug into the metrics, Anna’s opener was weak — her conversation-to-meeting ratio 
was 5%. Ben’s was 20%. 

👉 By coaching Anna’s opener, not her activity, we doubled her results. That’s the power of 
metrics. 

 

Drill: Scorecard Challenge 

1.​ Give each rep a simple scorecard.​
 

2.​ Have them track dials, connects, meetings daily.​
 

3.​ At the end of the week, compare ratios across the team.​
 

4.​ Coach the weakest ratio.​
 

 

Key Takeaway 

👉 In phone sales, numbers are your mirror.​
 Don’t just count calls — track ratios. 

●​ Dials show discipline.​
 

●​ Connects show data quality.​
 

●​ Conversions show skill.​
 

●​ Show rate shows follow-up.​
 

●​ Opportunity conversion shows targeting.​
 

As Brian Tracy put it: “If you can’t measure it, you can’t improve it.” 
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Chapter 15 – Practicing & Roleplay 
Here’s the uncomfortable truth:​
 👉 Most salespeople only “practice” when they’re live with a prospect. 

That’s like a boxer training only on fight night. No wonder they get knocked out. 

The top performers — the ones who dominate pipelines — practice off the field so they can 
perform on the field. 

 

Why Practice Matters 

1.​ Confidence – You don’t hesitate when objections hit, because you’ve handled them 100 
times before in roleplay.​
 

2.​ Consistency – Every rep delivers the opener with the same crisp energy, every time.​
 

3.​ Resilience – The sting of rejection fades when you’ve rehearsed it daily.​
 

As Jeb Blount says: “Sales is a contact sport. You have to drill like an athlete.” 

 

The 4 Core Drills for Phone Sellers 

1. The Opener Drill 

●​ Pair up.​
 

●​ One is the rep, the other is the prospect.​
 

●​ Rep delivers their first 30 seconds, word-for-word.​
 

●​ Prospect gives immediate feedback: tone, clarity, confidence.​
 

👉 Do this 10 times before the day starts. It sharpens the blade. 

 

2. The Objection Gauntlet 

 



●​ Trainer fires objections rapid-fire:​
 “I don’t have time.”​
 “Send me an email.”​
 “Not interested.”​
 

●​ Rep must respond instantly using Acknowledge → Reframe → Question.​
 

👉 Builds reflexes. No more freezing when the real call happens. 

 

3. The Question Funnel Drill 

●​ Rep practices moving from open → problem → vision → close.​
 

●​ Partner plays a prospect, giving realistic answers.​
 

●​ Goal: 70/30 talk ratio (prospect talks more).​
 

👉 Trains reps to guide, not pitch. 

 

4. The Closing Drill 

●​ Rep must secure a meeting time live.​
 

●​ Trainer roleplays a hesitant prospect.​
 

●​ Rep practices offering two options and locking it in.​
 

👉 Builds the habit of never leaving the close vague. 

 

Advanced Practice: Recorded Call Reviews 

Every pro athlete watches game tape. Sales is no different. 

Steps: 

1.​ Record real calls.​
 

2.​ Pick a 2–3 minute segment (first 30 seconds, objection handling, closing).​
 

 



3.​ Replay as a group.​
 

4.​ Coach tone, wording, and flow.​
 

👉 It’s uncomfortable at first — but it’s where the fastest growth happens. 

 

Creating a Practice Culture 

The difference between average and elite teams is culture. 

Average teams: “We don’t have time to practice, we need to be dialing.”​
 Elite teams: “We practice daily, then we dial — that’s why our ratios crush the average.” 

 

Field Story: The Team That Turned It Around 

I once worked with a team hitting just 3% conversation-to-meeting ratio. They blamed lists, 
product, market. 

We implemented 15 minutes of daily roleplay — openers, objections, closes. Within six 
weeks, their ratio doubled to 6%. Same product. Same lists. Same market. The difference? 
They became athletes, not amateurs. 

 

Drill Routine: Daily Warm-Up 

1.​ 5 minutes → Opener drill.​
 

2.​ 5 minutes → Objection gauntlet.​
 

3.​ 5 minutes → Closing drill.​
 

👉 In 15 minutes a day, your team becomes battle-ready. 

 

Key Takeaway 

👉 You don’t rise to the occasion. You fall to the level of your training. 

If you only practice with real prospects, you’re gambling your quota.​
 If you drill daily, you’re stacking the odds in your favor. 

 



As Brian Tracy said: “Luck is predictable. The harder you practice, the luckier you get.” 
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Chapter 16 – Becoming a Sales Athlete 
Great phone sellers aren’t born. They’re built.​
 They train, prepare, and perform like athletes. 

Think about it: athletes step onto the field with their body primed, their mind focused, and their 
routines drilled into muscle memory. Why should sales be any different? Every phone call is 
your arena. Every conversation is your match. 

 

The 3 Dimensions of a Sales Athlete 

1. Physical Energy 

Selling is physical. Your voice is your instrument, and your body fuels it. 

●​ Stand when you call → Your diaphragm opens, your tone strengthens.​
 

●​ Hydrate constantly → A dry throat kills clarity and authority.​
 

●​ Micro-breaks → 5 minutes every hour to reset posture and avoid fatigue.​
 

●​ Warm-up routine → Read a script out loud, do push-ups, or blast a hype song.​
 

👉 If your energy is flat, the prospect feels it instantly. 

 

2. Mental Toughness 

Phone sales is a rejection sport. You will hear “no” more than “yes.” Athletes don’t crumble after 
a missed shot; neither should you. 

●​ Rejection reframing → Every “no” is progress toward the next “yes.”​
 

●​ Short memory → Bad call? Forget it. Next dial is a fresh start.​
 

●​ Visualization → Picture a successful call before you dial.​
 

👉 Your mind must be stronger than the objections you face. 

 

 



3. Skill Mastery 

Athletes drill basics daily: free throws, footwork, sprints. Sales athletes do the same: openers, 
objection handling, closes. 

●​ Daily drills (see Chapter 15).​
 

●​ Call reviews → Watch your own “game tape.”​
 

●​ Peer feedback → Let teammates sharpen you.​
 

👉 Talent fades without training. 

 

The Sales Athlete Routine 

Here’s a high-performance structure your team can adopt: 

1.​ Pre-game (before calling):​
 

○​ 10 minutes of warm-up drills.​
 

○​ Energize physically (music, exercise, breathing).​
 

○​ Review daily targets.​
 

2.​ Game time (calling block):​
 

○​ Dial in sprints (45–60 minutes of focused calls).​
 

○​ Eliminate distractions (no email, no Slack).​
 

○​ Log ratios live.​
 

3.​ Halftime (midday):​
 

○​ Review numbers: dials, connects, meetings.​
 

○​ Adjust strategy if ratios are off.​
 

○​ Reset energy with movement and food.​
 

4.​ Post-game (after calling):​
 

 



○​ Reflect: what worked? What didn’t?​
 

○​ Share one lesson with the team.​
 

○​ Celebrate small wins.​
 

 

Advanced Edge: Voice Training 

Your voice is your brand. Train it like a muscle. 

●​ Record yourself daily.​
 

●​ Practice pacing, pauses, and tonal variation.​
 

●​ Lower pitch slightly for authority, raise for curiosity.​
 

👉 A strong voice = instant credibility. 

 

Field Story: The Sales Marathoner 

One rep I coached, Luis, was burning out. He’d smash dials all morning, then crash after lunch. 
His energy tanked, his voice flattened, and his results suffered. 

We rebuilt his day like an athlete’s: 

●​ Morning warm-up routine.​
 

●​ Power blocks of focused dialing.​
 

●​ Movement and hydration between sprints.​
 

Within a month, he doubled his conversion rate — not by working more hours, but by working 
like an athlete. 

 

Drill: The Athlete Challenge 

●​ For one week, track not just your calls but your energy levels each hour.​
 

 



●​ Note when you sound sharp vs. flat.​
 

●​ Adjust routines (food, sleep, breaks, exercise) to peak during calling hours.​
 

👉 Over time, you’ll learn your personal performance rhythm. 

 

Key Takeaway 

👉 Selling by phone is a performance. And performance demands preparation, energy, 
and resilience. 

●​ Fuel your body.​
 

●​ Harden your mind.​
 

●​ Drill your skills.​
 

Do this, and you stop being “just a rep.” You become a sales athlete — consistent, 
unstoppable, and elite. 

As Zig Ziglar said: “You don’t have to be great to start, but you have to start to be great.” 
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Chapter 17 – Sample Call Flows & Scripts 
Scripts aren’t meant to make you sound like a robot.​
 👉 They’re frameworks — safety nets that guide you through the conversation. 

The best reps don’t read word-for-word; they internalize the flow, then deliver it naturally. Think 
of these as maps: follow them, but drive in your own style. 

 

1. B2B Meeting-Booking Script (Junior-Friendly) 
Opener (First 30 Seconds):​
 “Hi [Name], this is [Rep]. We haven’t spoken before — I’ll keep it brief. The reason I’m calling is 
we’ve been working with [similar company] to help them [solve X pain]. I thought it might be 
relevant for you. Can I take 30 seconds to explain?” 

Rapport & Questions: 

●​ “How are you currently handling [pain area]?”​
 

●​ “What’s the biggest frustration with that process today?”​
 

●​ “If you could improve one thing, what would it be?”​
 

Mini Pitch (Without Pitching):​
 “Got it. That’s exactly what we’ve been helping [peer company] with — they were in the same 
spot. The reason I reached out is to explore if something similar could work for you.” 

Close:​
 “Let’s set up a short 20-minute call next week to dig deeper. Would Tuesday at 10 or 
Wednesday at 3 work better?” 

 

2. Advanced B2B Call Flow (Senior Reps) 
Opener:​
 “Hi [Name], this is [Rep]. You weren’t expecting my call, but I’ll be quick. We recently helped 
[industry leader] reduce [specific pain] by 25%, and I wanted to see if it might be relevant for you 
as well.” 

Rapport & Discovery: 

 



●​ “What’s the top priority for your team this quarter?”​
 

●​ “What’s slowing you down the most in that area?”​
 

●​ “How does this challenge impact your bottom line?”​
 

Reframe Objections (Examples): 

●​ Prospect: “We already have a provider.”​
 Rep: “That makes sense — most do. Many of our best clients felt the same until they 
saw how we actually complemented what they already had. Out of curiosity, where do 
you wish your provider did more?”​
 

Close:​
 “Sounds like this is worth a deeper look. Why don’t we lock 20 minutes next week? I can show 
you what others in your space are doing. Would early in the week or later work better?” 

 

3. B2C Example Call Flow 
Opener:​
 “Hi [Name], this is [Rep]. The reason I’m calling is we’re helping homeowners in [area] lower 
their [pain point, e.g. energy bills], and I thought it might be useful for you as well. Do you mind if 
I ask you a quick question?” 

Questions: 

●​ “How much are you currently paying per month on [pain area]?”​
 

●​ “What would you change about that if you could?”​
 

Mini Pitch:​
 “Most people I talk to felt the same way — until they switched. The result? Lower costs and less 
stress. That’s why I’m reaching out.” 

Close:​
 “Why don’t we schedule a quick consultation? It only takes 15 minutes. Would mornings or 
afternoons work better?” 

 

4. Gatekeeper Script 

 



Gatekeeper: “What is this about?”​
 Rep:​
 “Sure — I work with [type of companies] on [problem area]. It usually makes sense to discuss 
directly with [Decision Maker]. Could you please connect me?” 

👉 Polite, specific, never evasive. 

 

5. The “Brush-Off” Recovery Script 
Prospect: “Just send me an email.”​
 Rep:​
 “Happy to — but to make sure it’s relevant, can I ask you one quick question first?” 

👉 Keeps you in dialogue. 

 

The Flow Checklist 

Every effective call follows this rhythm: 

1.​ Opener → Direct, confident, respectful.​
 

2.​ Rapport → Warmth + credibility.​
 

3.​ Questions → Open → problem → vision → close.​
 

4.​ Mini Pitch → Contrast + story, not features.​
 

5.​ Close → Specific time, locked in live.​
 

6.​ Confirm → Calendar invite sent immediately.​
 

 

Field Story: The Script That Saved a Rookie 

A new rep, Mateo, was nervous. He improvised every call, rambled, and lost control. We gave 
him a simple script: opener + 3 questions + close. 

He practiced it until it felt natural. Within 2 weeks, he went from booking 1 meeting a week to 6. 

Lesson: scripts aren’t crutches — they’re training wheels. Once you internalize them, you 
can ride without thinking. 

 



 

Key Takeaway 

👉 Scripts are your foundation. Delivery is your art. 

Use them to stay on track, but always sound human. The best reps don’t memorize; they master 
the flow and adapt in real time. 
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Chapter 18 – Do’s and Don’ts of Phone 
Sales 
Phone sales is simple — but it’s not easy. The difference between reps who book meetings daily 
and reps who struggle often comes down to habits. The little things compound: how you open, 
how you listen, how you close. 

This chapter lays out the non-negotiables. 

 

✅ Do’s – The Golden Rules 

1.​ Do stand and smile when calling.​
 Your energy and tone instantly improve. Prospects can hear your body language.​
 

2.​ Do respect their time.​
 Always acknowledge: “I’ll be brief.” Decision-makers value this more than any feature.​
 

3.​ Do prepare an opener.​
 Never improvise the first 30 seconds. The opening decides the call.​
 

4.​ Do ask smart questions.​
 Guide with curiosity: “How are you handling X today?” That’s how you uncover pain.​
 

5.​ Do listen more than you talk.​
 Aim for a 70/30 ratio — the prospect speaks 70%, you 30%.​
 

6.​ Do handle objections with empathy.​
 Acknowledge → Reframe → Redirect with a question. Never argue.​
 

7.​ Do close clearly.​
 Offer two time slots, lock it in live, confirm out loud.​
 

8.​ Do follow up like a pro.​
 Calendar invite → value in the description → reminder email → same-day check-in.​
 

9.​ Do track your numbers.​
 Dials, connects, meetings, show rate. Numbers don’t lie.​
 

10.​Do practice daily.​
 Roleplay openers, objections, and closes. Amateurs practice until they get it right. Pros 

 



practice until they can’t get it wrong.​
 

 

❌ Don’ts – The Deadly Sins 

1.​ Don’t ask “How are you today?” as your opener.​
 It screams telemarketer. Busy people don’t have time for fake chit-chat.​
 

2.​ Don’t pitch features.​
 Nobody cares about your platform or service — they care about their problems.​
 

3.​ Don’t talk too much.​
 If you’re monologuing, you’ve lost. Questions win, not speeches.​
 

4.​ Don’t ignore objections.​
 Brushing them off kills trust. Acknowledge them, then reframe.​
 

5.​ Don’t accept “send me an email” at face value.​
 It’s a brush-off. Pivot with: “Happy to, but first let me ask you one quick thing…”​
 

6.​ Don’t end without a concrete next step.​
 A vague “I’ll follow up later” = ghosting guaranteed.​
 

7.​ Don’t sound desperate.​
 Neediness kills authority. Be confident, calm, and respectful.​
 

8.​ Don’t argue.​
 You don’t win by being “right.” You win by guiding.​
 

9.​ Don’t give up after one try.​
 Prospects rarely pick up on the first dial. Elite sellers keep dialing, keep following up.​
 

10.​Don’t wing it.​
 Every pro has a plan: opener, questions, objections, close. If you’re improvising, you’re 
gambling.​
 

 

Field Story: The Rep Who Broke the Rules 

One rep, Victor, insisted on “being natural” — no scripts, no tracking, no drills. He bragged about 
making 150 calls a day. 

 



His results? 2 meetings booked. 

Another rep, Sara, followed the rules: crisp opener, smart questions, empathy with objections, 
live calendar close. She made 100 calls… and booked 8 meetings. 

Same product, same list. The difference? Sara followed the do’s, Victor broke them. 

 

Drill: The Do/Don’t Roleplay 

●​ Partner up. One rep roleplays with all the “don’ts” (bad habits).​
 

●​ Other rep must catch and correct them in real-time.​
 

●​ Switch roles.​
 

👉 This builds awareness and eliminates sloppy habits fast. 

 

Key Takeaway 

👉 Success in phone sales is not luck. It’s habits. 

●​ The Do’s compound into trust, meetings, and pipeline.​
 

●​ The Don’ts compound into rejection, ghosting, and burnout.​
 

As Jeb Blount said: “Sales is a game of probabilities. Stack the odds with the right habits, and 
success is inevitable.” 
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Chapter 19 – Recommended Reading & 
Listening 
Top performers never stop learning. They don’t just rely on experience; they feed their mind with 
new tactics, perspectives, and voices. 

The truth? Every great phone seller I’ve met was also a great student. They read, listened, and 
absorbed wisdom constantly. 

Here’s the essential library for every sales athlete. 

 

📚 Books – The Classics & The Modern Musts 

1.​ Fanatical Prospecting – Jeb Blount​
 

○​ The bible of modern prospecting.​
 

○​ Brutally clear: “The phone is the fastest, most direct, and most powerful way to 
connect with a prospect.”​
 

○​ Full of scripts, objection handling, and mindset drills.​
 

2.​ The Psychology of Selling – Brian Tracy​
 

○​ Timeless lessons on persuasion, confidence, and mindset.​
 

○​ Great for juniors who need the basics and seniors who need reminders.​
 

3.​ Secrets of Closing the Sale – Zig Ziglar​
 

○​ Story-driven, motivational, and practical.​
 

○​ Reinforces that sales is a transfer of feeling, not just information.​
 

4.​ Way of the Wolf – Jordan Belfort​
 

○​ Focuses on tonality and control of conversations.​
 

○​ Great for learning “straight line” communication on the phone.​
 

 



5.​ Smart Calling – Art Sobczak​
 

○​ Tactical: how to make cold calls warmer with research and personalization.​
 

○​ Especially useful for B2B teams.​
 

6.​ The Challenger Sale – Matthew Dixon & Brent Adamson​
 

○​ Less about scripts, more about mindset: teaching, tailoring, taking control.​
 

○​ A must-read for advanced reps in complex B2B.​
 

 

🎧 Audiobooks & Podcasts 

Perfect for salespeople on the move — learn while commuting or between calls. 

1.​ Fanatical Prospecting (Audiobook) – Narrated by Jeb Blount himself, high-energy and 
motivating.​
 

2.​ The Sales Evangelist Podcast (Donald Kelly) – Practical cold calling tips, mindset 
shifts, and guest interviews.​
 

3.​ Make It Happen Mondays (John Barrows) – Raw, tactical advice on prospecting, 
objection handling, and meeting booking.​
 

4.​ The Advanced Selling Podcast (Bill Caskey & Bryan Neale) – Long-running, great for 
sharpening strategy.​
 

5.​ Your Sales MBA Podcast (Jeff Hoffman & CeCe Aparo) – Especially strong on call 
openers and objection handling.​
 

 

👤 Masters to Study 

If you want to get great, study the greats. 

●​ Zig Ziglar – The original motivator. His energy and storytelling are legendary.​
 

●​ Brian Tracy – The professor of sales psychology and self-discipline.​
 

 



●​ Jeb Blount – The modern voice of prospecting discipline.​
 

●​ Jordan Belfort – Controversial, yes, but his mastery of tonality and control is 
unmatched.​
 

●​ Art Sobczak – Practical, tactical, step-by-step cold calling frameworks.​
 

 

🔄 How to Use This Library 

1.​ Pick one book per quarter. Don’t rush. Study deeply. Apply the drills.​
 

2.​ Listen daily. 10 minutes of a podcast or audiobook while commuting.​
 

3.​ Share insights. In team meetings, have one rep present a key lesson from what they’re 
reading or listening to.​
 

4.​ Keep it alive. Sales knowledge fades if it’s not refreshed.​
 

 

Field Story: The Rep Who Fed His Mind 

A rep I trained, Marco, struggled badly in his first months. He was nervous, robotic, and couldn’t 
book meetings. Instead of giving up, he devoured Fanatical Prospecting, listening to it twice in 
a week. 

Within a month, he transformed — confident opener, fearless with objections, booking meetings 
daily. His secret weapon wasn’t luck. It was constant learning. 

 

Key Takeaway 

👉 Mastery doesn’t end with this manual.​
 The best reps feed their minds daily — books, podcasts, audiobooks. 

As Jim Rohn said: “Formal education will make you a living. Self-education will make you a 
fortune.” 

 

 


