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Half Day Workshop
COLD CALLING MADE EASY

A workshop for new and experienced sales people

introducing their organisation by telephone

Trafford Park Manchester
Thursday 22" November 2007, 9.00-13.00

* Proven tips and techniques to make more calls, more
successfully.

% Results guaranteed - you will feel more confident and
motivated to make calls and your success rate will

increase -or your money back.

call

0845094 7717

to register now!

£1 25 plus VAT



Do you find making sales calls can be like banging
your head against a brick wall?

Let’s face it, cold-calling is usually the
least liked part of any sales job. Customers
don’t like receiving ‘cold calls’, there’s too
much rejection, and it’s hard to make
friends with strangers on the phone - even
though you could probably do it easily
face to face. This inspirational half-day
workshop will transform your experience
of cold calling. It not only provides you
with knowledge, it builds confidence and
motivation so that you can put your new
found skills into action in the real world.
You won’t just make more calls; you'll
actually enjoy doing it!

In just half a day, you will discover how to
pick up the phone with the confidence
and attitude to ensure your success. Get
rapport on the telephone quickly. Identify
and remove the barriers that prevent you
from succeeding. The workshop is based
on the secrets of the world’s best
salespeople, those sales professionals
who actually enjoy prospecting by phone,
consistently get through to decision
makers, identify qualified prospects, make
appointments and win more business
than their competitors.

Some of the things discovered came as a
surprise. You will learn the approaches
and methods that they used consistently
to get results. Many of these techniques
cannot be found in books. Some of them
are completely the opposite of
conventional ‘wisdom’. We cut through
the mass of conflicting ideas to show you

what works in the real world. The
workshop is packed with real life
examples that you can adapt to your own
situation. We’ll demystify the whole area
of cold calling, so that you can identify
what you do that’s working, and what you
can get rid of - fast!

With the emphasis firmly on results, you'll
discover methods used by the most
powerful, persuasive salespeople. During
the workshop you will receive individual
coaching to help tailor these methods to
your business, as the workshop is LIMITED
TO ONLY 10 ATTENDEES.

Your journey to increased
success on the telephone
starts here! Pick up the
phone and dial
0845094 7717
to reserve your place.
We’re waiting for your
call.

Alternatively complete and send the
registration form on the last page. The
course comes with an unconditional
Money Back Guarantee. We promise that
you will be delighted with this course, if
not you will immediately receive a
complete refund - no questions asked!

Enrol today, you’ll be
glad you did.



Just some of the problems you solve on this course!

‘Success rate seems
low for all the effort
expended.’

You'll learn exactly what
results you can realistically
aim for. We'll clarify the
whole process so that you'll
know exactly how many
calls you need to make to
achieve your goals — putting
you firmly in charge of your
own results!

‘It’s hard to get
rapport with strangers
on the phone - I'm
much better face to
face’

You'll learn a three-step
approach for getting
rapport with anyone on the
phone. You’ll discover
secrets that will help you
create as strong an
impression on the
telephone as you do in
person, and quickly earn
the trust and confidence of
gatekeepers and buyers
alike.

Customers hate
receiving cold calls.
Getting past
gatekeepers is almost
impossible’

Discover new techniques
that bypass the usual
resistance you get on the
phone and distinguish your

call from typical ‘pushy’
sales calls. Forget

adversarial sales techniques
that put you to war against
your prospect. Instead,
you’ll learn a collaborative
approach that instantly gets
gatekeepers and decision
makers on your side.

“Thank you for a very
useful and enjoyable
morning on telephone
selling. | now feel much
more motivated and
clearer about how to
approach what was a
dreaded task.”

Judith Monkhouse,
Business Development
Manager, Collinson

Grant

‘I'm already so busy,
it’s hard to find the
time for regular phone
prospecting’

Face up to creative
avoidance. You'll discover a
proven system to help you
organise your time for best
results. Plus you'll learn
when is reallythe best time
to call!

‘Cold calling is so
difficult and
unpleasant, it’s hard to
get motivated’

You’ll make the connection
between your phone
activity and the realisation
of your business and
personal goals. You’ll
identify and overcome
limiting beliefs about phone
selling, and transform your
experience of cold calling
into an enjoyable and
productive activity. After
this workshop, you’ll be
itching to pick up the
phone!

‘You get so much
rejection on the
phone, it’s difficult to
remain upbeat and
positive’

Quite simply, after
attending this workshop,
this won'’t be a problem.
Firstly, because you’ll know
how to avoid most of the
pitfalls that lead to rejection
on the phone. Secondly,
you’ll realise that most of
the rejection you currently
experience isn’t rejection at
all! And finally, even if a call
doesn’t turn out the way
you want it to, you'll learn
the effective ‘Bounce Back’
technique that puts you
back on track — fast!



About Your Trainer

s 2 Carolyn Blunt is an experienced Training Consultant who has helped thousands

of people to improve their skills. Carolyn has worked with organisations such
as United Utilities, Vertex, Morgan Est, CalINorthWest and The University of
Manchester. Before becoming a consultant, Carolyn was employed by Tesco
HQ, ICL and Fujitsu Services and has specialised knowledge in both in and
outbound contact centres. Carolyn founded ‘Real Results’ in 2003 and is
passionate about pragmatic, real results from training. All of Carolyn’s sessions

are engaging, enjoyable and extremely useful.

What delegates say about Carolyn:

“Carolyn made me realise how much easier my job could be to me personally by changing
the little things.” Vicky Leatham, United Utilities
“Pace & delivery was excellent. The relevance of the course was perfect for me.”
Jane Goodliff, Woolworths
“Carolyn is very confident and good at her job. Overall | was very pleased with this course.”
Graeme Clark, Vertex
“Excellent trainer delivery.” Sharon Pratt, Carphone Warehouse

Who will benefit from ‘Cold Calling Made Easy’

Are you...?

A field sales executive booking appointments with new prospects

A salesperson using the phone to find new customers

A sales co-ordinator booking appointments for the sales team

A telemarketer booking business-to-business sales appointments

A self-employed business person using the phone to find new customers

A sales manager looking for new techniques to motivate your sales team
Someone who has just moved over to sales, and looking for a motivational and
confidence building boost

Responsible for new business development and using the phone to generate new
business
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If you answered ‘yes’ to any of the above, you’ll love this workshop! It’s filled with
motivational and inspirational new techniques that you can adapt to your particular
business situation.

Call to enrol now on 0845 094 7717.




What you will learn 9.00-13.00

Building Motivation
and Overcoming Call
Reluctance

How to motivate
yourself to pick

up the phone and
stay calling!

How to overcome the
fear of ‘cold

calling’.

What to do before
your calls to

ensure that you're
never rejected
again!

Before You Pick Up
the Phone

How to delete
‘inferior’ messages
from your vocabulary.
Discover your secret
weapon: 3 questions
to ask yourself which
define why people
will buy from

YOU!

6 new methods to
identify hidden
prospects.

The Sweet Sound of
Success

How to sound the
way you want to
‘look’ over the phone.
How to use your voice
to doubleyour rate of
success on the
telephone.

Getting Through
How to get the
gatekeeper on your
side: the 6 most
common forms of
resistance and how to
deal with them.

How to tell whether
you’re being
screened, or whether
the person reallyisn’t
available.

How to get through to
the decision maker
more easily and more
often.

Dealing with the
dreaded voicemail:
techniques that will
increase the rate of
returned calls by 61%.

How to make every
call count

How to get further on
cold calls than 95% of
all other callers.

How to squeeze
maximum value out
of every single phone
call.

How to move the sale
forward on each
contact.

Opening statements
that create interest ¢
not resistance

What to do and say in
the first 10 seconds.

Cold Calling Made Easy

Discover which words
and phrases that
immediately turn
buyers off - and what
to say instead.

What you must do
within the first 30
seconds to ensure a
successful call! (97%
of phone prospectors
miss this step)

Fantastic Follow Up
When you should
send information, and
when you shouldn’t....
... What to say apart
from, ‘Did you

get the information |
sent you?’

Objection Handling
How to deal with
objectionsin a
conversational, non-
adversarial way.

How to spot both
objections and buying
signals before they
are explicitly
expressed.



What will NOT
attending this
workshop cost
you?

In the short term, it may

appearOEAO OEAOABO

much tolose by not
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person, and it may be hard
to justify half aday away
from your usual business.

Have you ever:

Felt reluctant to pick up the phone?
Had your called screened by a gatekeeper?

I Ode&n! rbfused an appointment, even though you

knew
that what you have to offer was absolutely right for
that prospect?

&OAT EI UR EA UTO c:’\Iﬁaéld vabéénﬁ %ErQMany benefit if you could:

with results you and your
teamare getting on the

Feel confident and motivated to pick up the phone?

phone,youb O AAAT U Ai T & O Get past the barriers between you and the decision

need to atend this
workshop. But the fact that

maker - including voicemail?
Get rapport easily with receptionists, secretaries
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indicatesthat you probably
AT 160 tdblshesdl I
you can handle Just half a
day at thisworkshop can
provide you with

everything you need to take
your phone performance to
the next level.You can

decision makers alike?

Identify business opportunities over the phone
quickly?

Overcome resistance and objections on the
telephone with ease?

Make more qualified appointments, in less time?

either learn those skillsand If you’ve answered YES...this workshop is tailor-made for

techniques the hard way you!
(probably over many years
and hundreds of lost sales), 2 Kl G oa A y Of dzZRSRK

or you canlet us show you

the short cuts tosuccess.

V  Remember, you will be
oneof just 10delegates
receiving personal
guidance and tuitionto
help you achieve your
goals with ease.

V  You will be delighted
with this workshop, and
very soon achieving
results on the phone
that up until
now seemed
impossible.

Register today!

You'll receive individual attention, as registration is
limited to only 10 delegates, ensuring that your
individual needs are met.

You'll take home an invaluable manual that’s yours
to keep - complete with information covered in the
workshop, indispensable supplementary
information, and plenty of room for your own
notes. Everything you’ve learned will be right at
your fingertips, ready for quick reference long after
the workshop ends.

Your refreshments are included, giving you the
opportunity to network with delegates in pleasant,
modern surroundings.

Ccall0845 094 7717



Our vital statistics!
Infollow up survegsix months aftetraining,
of delegates said they were still benefiting from what they had
learned on our training course
of delegates say they would recommend thi@kshopto others
of clients use our training services agaihe true measure of
customer satisfactin

Five reasons why you should choose Real Results for your training

1. Our training really works!

Managers and directors consistently report a noticeable change in attitude, skills and
behaviour as a result of our training.

2. The results are lasting...

We’ve identified a core set of behaviours, skills and beliefs that define successful
communication on the phone and have developed a unique way to successfully transfer
them to course participants so

that the results are lasting

od 2 S Rp@ofigeinforghatani we deliver the ability to put it into action.
Sometimes it’s not enough to know the right thing to do, the hard part is doing it. A critical
part of the process is helping delegates identify and remove hidden obstacles to their
success and formulating tangible action plans.

4. WeQe got the knowledge and experience

Our trainers have specialist areas that are matched to their unique skills and experience.
This means they understand the challenges of their specialist industries and topics, giving
them real credibility with groups and real tips to share; that often they have learned the
hard way.

5. We are committed to your results because we measure our success by your success.
Take a look at our name. We can only consider ourselves to be successful when we’ve
helped you to achieve the results you want. Whether you want more sales, happier
customers, more motivated staff or just better results in less time, we can help you achieve
those real results.

You can also bring our programmes in-house!

This workshop can be brought to your location, and customised to meet your
specific training needs. Call us on 0845 094 7717 to discuss your requirements
and find out about our other courses on phone communication.

[ |y QU ohthidd&e? Rall us on 0845 094 7717 to get your early bird
notification of future sessions.



Cold Calling Made Easy

Half-Day Workshop
IT'S EASY TO ENROL ON THIS COURSE!

BY TELEPHONE BY FAX BY POST
Call 0845 094 7717 Fax 0161 338 8099 Post this booking

. . form to:
Pay by credit or debit £125 + VAT (£146.88) Real Results Training Ltd
card by telephone. Results House

3 Bowercup Fold
Yes! Please enrol me on ‘Cold Calling Made Easy’ on Stalybridge
' Cheshire

Thursday 21st November at the Golden Tulip Hotel, SK15 3RN

Waters reach, Trafford Park, Manchester. 09.00-13.00

Attendee(s):
Mr/Mrs/Miss/Ms:
Job Title:

Mr/Ms:
Job Title:

Email:

Contact telephone:
Booking Approved by:
Job Title:

Please list additional names on separate sheet
Organisation:
Organisation:
Address:

Town/City:
County/Postcode:
Telephone:

Method of Payment Enclose payment, purchase order or credit information. Make cheques
payable to Real Results Training Ltd Limited and post to: Real Results Training Ltd, Results
House, 3 Bowercup Fold, Stalybridge, Cheshire, SK15 3RN

BOOKING INFORMATION

On receipt of your booking form, we will send you confirmation of booking. Full instructions

will be sent to each delegate on confirmation of booking. Confirmed bookings may
not be cancelled. If you are unable to attend, you can send another delegate in your place
or attend a future workshop for a 5% admin charge. Please note that transfers made within
14 days of the course will incur an additional 15% administration fee. The course price
includes refreshments and course manual. An invoice will be sent to cover VAT. Course fees must be paid no later than 14 days before the
start of the course. VAT is
charged at the current rate on accounts. VAT Registration No. 884 7128 86



