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COLD CALL RELUCTANCE
For some sales people, picking up the phone to call a person they don’t know is a daunting
task.  Even with a referral in hand, calling a stranger can feel uncomfortable and at times,
be intimidating.

At Christine McMahon & Associates, we have interviewed over 3000 sales professionals
and have asked them what is at the core of their call reluctance.  The most common
reasons they tell us about why they are reluctant to make a cold call is because:

1.  They don’t want to sound foolish and compromise a potential business opportunity.

2.  They don’t know what to say.

3.  They don’t place a high value on their product or service offerings.

4.  They feel like they are supposed to make a sale vs. initiate a relationship.

5.  They are uncomfortable talking on the phone; they prefer face-to-face meetings.

Prospecting MUST be
a dedicated practice.  
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THE INITIAL CALL

Compelling
Benefit Statement

The Close

Jean, Good Morning.

This is Angela Carson.  
I represent Christine McMahon & Associates.
Have I reached you at a convenient time?

Credibility Builder
Jean, our expertise is helping sales teams 

gain a competitive foothold in their marketplace.  
Some of our clients include:  Northwestern Mutual,

TAB Canada and Wausau Insurance.    

For example, many clients who use our cold call process 
have seen their call to appointment ratio move from

 1 appointment for every 10 calls, 
to 8 appointments for the same 10 calls. 

Jack, I’d like to schedule a short 30 minute meeting 
with you to learn more about your sales 

organization.  At the end of the meeting, we can 
mutually decide if it makes sense for us to meet again. 

Are you available the week of May 12th?

Individual’s Name
and Greeting

Your Introduction & 
Professional Courtesy


