
NEW RULES OF COLD CALLING



THE NEW RULES OF COLD CALLING

6 Cold Calling Scripts That Work

An e-guide from



You don’t need a rigid call script. Still, the words you use matter.

The wrong words lead to unsuccessful calls and lost opportunities. The 
right words keep your calls focused, help you steer the conversation 
toward favorable ground, and maximize the chances of a positive 
outcome.

Deploy the tactics and “mini-scripts” in this e-guide to make your calls 
as successful as possible.
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The Double Handshake

1

4



“Hello, I’m [FIRST AND LAST NAME]. We haven’t met, but do you have 
a moment to speak with me?”

If the answer is “yes,” move on to the purpose of your call. If the answer 
is “no,” say:

“Okay, thanks. Is there a better time today we can talk?”
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SCRIPT



The Double Handshake is designed to reduce friction and obtain 
permission from your prospect to begin a conversation.

By excluding your company name and establishing that you haven’t 
met, you avoid distracting your prospect with thoughts of “Have I met 
this person before?”

In the second step, the word “today” adds urgency and increases your 
odds of obtaining permission to continue now.
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The Reason I Called… (TRIC)
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Use the acronym TRIC to remind yourself to start the substantive your 
call with these four words:

“The Reason I Called...”
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When you start with TRIC, what comes next is more likely to offer 
substance and value to your prospect.

If you focus on what matters to your prospect, you’ll engage more 
quickly and take the first step toward a meaningful relationship.

In addition, if you’re straightforward about the purpose of your call, you 
show your prospect respect and demonstrate that you have integrity. 
No games or bait-and-switch.
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Ask the Right Questions
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Steer the conversation with questions:

● “If changing your approach isn’t a top priority right now, what are your top priorities?”
● “It sounds like your process is firing on all cylinders! Are there things about your 

process you wish were better?”
● “Wow, I don’t hear that very often. Can you share some of the details of what you’re 

doing so I can understand what’s working so well (and maybe use it for myself!)?”
● “It sounds like things are going pretty well. Are you ever concerned about [INSERT 

COMMON PROBLEM]?”
● “I hear that a lot. What’s the one thing you would change about your process if you 

could?”
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Your prospect is likely to offer resistance.

Asking questions keeps the conversation moving and shifts the focus to 
your prospect’s priorities and challenges.

Asking questions gets your prospect talking. When your prospect talks 
and you listen, that’s a good thing. It means she’s engaged, interested, 
and focused on what matters to her—and it increases your odds of 
continuing the conversation at an in-person appointment.
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Sell the Meeting (Not Your Product)
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When your prospect shares a challenge or priority, respond with:

“That’s exactly why I called. Our clients experience a lot of the same 
dilemmas and obstacles, and when we meet, we can look at potential 
solutions.

“You may never become a customer, but you’ll gain some good ideas 
either way.”
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You won’t complete a complex B2B sale in one short phone call.

When you focus on getting to the next stage in the process (a meeting) 
rather than the final step (a signed contract), your job becomes much 
easier.

And when you sell the benefits of an appointment (instead of your 
product or services), you entice your prospects with the promise of 
value—at no cost to them.
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As a Last Resort, Use 3-6-9
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If your prospect won’t budge, say:

“Okay, I understand you’re not interested in meeting right now. So: 3, 
6, or 9?”

When your prospect asks what you mean, say:

“When should I follow up—in 3, 6, or 9?”
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The 3-6-9 question offers one last chance to continue your 
conversation.

Whatever timeframe your prospect chooses, you can ask what might 
change to warrant a follow-up. Even if the conversation ends there, you’
ll have another bite at the apple.

Let your prospect choose the timeframe (days, weeks, months)—you 
might get an earlier answer than you expect.
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The Boomerang Message

6

19



If you reach voicemail:

"Hi [PROSPECT’S FIRST NAME]. This is [YOUR NAME]. I'm calling 
regarding [COMPETITOR COMPANY WHO IS YOUR CLIENT]. Please 
get back to me at [PHONE NUMBER]. Again, this is [YOUR NAME] at 
[PHONE NUMBER]. I look forward to speaking with you."
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The Boomerang Message increases the chance of a callback. It’s clear, 
concise, and direct; it conveys a sense of urgency and/or danger; and it 
contains no unnecessary information.

When your prospect calls back, say: “We’ve been working with 
[COMPETITOR] to advance their priorities and I thought you might be 
interested in hearing about it... and about how we might be able to 
help you in the same way.”
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