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Telemarketing 

Telemarketing is the process of generating leads, appointments or sales through the telephone. 

 

Some people love it, most people dread it! 

 

If you are making these calls at the moment, here are some tips to make you more effective at 

making them. If you are not making any telemarketing  calls you are probably missing out on a lot of 

additional business by not making them. 

 

Here are just a couple of tips to get you started: 

 

 

TIP - KNOW YOUR OBJECTIVE 

Go into each call with a specific objective in mind. Is it to create awareness? 

Generate a lead? 

 

Make a sale there and then? Think this through. 

 

 

TIP - CREATE QUESTIONS BEFORE YOU CALL 

Armed with your calling objectives, create some questions that will enable you to move closer to your 

objective. 

 

Focus on their situation, not yours. 

 

 

TIP - KNOW YOUR OBJECTIONS IN-ADVANCE 

It's not rocket science but every telemarketer will face the same objections.  

 

"We've got no money" 

"We are not interested"  

"We don't have the time"  

"Can you call back later"  

The list goes on! 

You need to be armed with responses to each of these in advance to move the sale forward. 

 

 

TIP - HAVE A PLAN B 

So you are going nowhere with the call. Have a plan B up your sleeve! 

 

This  might  be the case of sending  them  your  brochure  or adding  them  to your mailing  list or 

digging  for some  further  information  of when  they will be in the market for your product. 

 

Be prepared. 

 

 

TIP - YOUR OPENING GAMBIT 

Introduce  yourself and then your opening  statement  when you call should create some curiosity and 

interest so that they will want to hear what you have to offer. 

 

Focus on them and not you. 

 

TIP - REVEAL  WHAT  YOU  ARE OFFERING  WHEN  YOU KNOW  WHAT  THEY WANT 

Only talk about what you are offering when you know more about their situation or 

the  problem  that  they  are  facing.  You  can  then  tailor  your  pitch  with  their requirements and 

needs in mind. 
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Do you make cold calls to generate leads? 

 

If you do, do you actually like making them? 

 

Well, whether it is your full time job to make them or whether they are part of your job, the vast 

majority of people who have to make them do not like doing so. 

 

I actually put this down to the way that cold calls are perceived by the person making the call and the 

fear of failure. 

 

Hear me out here. 

 

I bet the type of calls that you make either have a positive outcome i.e a lead generated or a negative 

outcome where the prospect does not have a need for what you are offering at this moment in time. 

 

I’ll just back track for a second. I just used the term prospect for the people that you are making cold 

calls to. You know what? They are not even a prospect are they when you think about it? A prospect 

has just that - prospects of buying your produce of service! Cold call recipients are more like suspects! 

 

I digress but it’s something to think about isn’t it? 

 

As I said before many of you will view a cold call as a success or failure activity. 

  

 

Let me ask you a question: 

 

How many people that you know actually like failure? Let me ask you another: 

How many people do you know would do something 1000 times knowing that they would "fail" 995 

times? 

 

Not many I am sure and herein lies the problem. 

 

It is the way that you approach your cold calls that makes you think that you fail if you do not get a 

certain outcome. 

 

From here on in I would like you to view making cold calls as raising the awareness of your products 

and services. Do not go into the call thinking that you MUST generate a lead for your sales team, 

instead go in with the attitude that you are just raising the awareness of what you do. 

 

Therefore, if you make 500 awareness calls per day over time you will build up a data bank of 

statistical performance that you can use. 

 

You see, you cannot determine whether your suspect actually wants your product at the time of your 

call but you can control how you approach each call and what you say during each call. 

Soon, you will know how many awareness calls you need to make to generate 1 sales appointment for 

your team and then you will know how many sales appointments your company requires to generate 1 

sale. 

 

Therefore, by knowing the stats you can mentally prepare yourself each day knowing that by making 

your 500 calls you will be generating £15,000 for your company for example and that will help you get 

through your calls. 

 

You will then know the impact of making an additional 100 calls per day overtime and what it means 

to your bonus levels. 

 

There’s an old saying – If you can’t measure it, you can’t manage it. 
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So, in summary – change your mindset and you will change the way that you view making cold calls 

and you will feel more comfortable making them. 

 

Also, understand the wider context of what you are doing in terms of calls to leads and appointments 

to sales ratios and it will help you to remain focused on the job in hand. 

 

 

Thanks again 

 

Sean 

 

Sean McPheat 

Managing Director  

MTD Sales Training 

 

 
  

 
 
 
 
 

 

About Sean: 

Sean McPheat is one of the UK's leading authorities in marketing. Sean has been featured on CNN 

International, ITV, BBC, Arena Magazine and Marketing Week. Sean helps small and medium sized 

businesses, entrepreneurs and business owners with ways to increase their profits through cost-

effective marketing strategies. 
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About Us 
 

 

 

 

 

 

 

 

 

MTD, the sales training specialists, has been working with a wide variety of clients (both large and 

small) in the UK and internationally since 2001. 

 

Since that time we have delivered training in over 23 different countries to over 2,000 different 

organisations. 

 

Our head offices are based in the Midlands where we have our very own training centre, including a 

multi-media suite that enables us to provide a full range of blended learning solutions including video, 

podcasts, e-learning and online support solutions.  

 

We specialise in providing:  

 

• In-house, tailor made sales training courses (1-5 days duration)  

• Open courses (Delivered throughout the UK at various locations)  

• Ongoing sales development programmes (From 5 days to 2 years)  

• Blended learning solutions (online and offline) 

• Sales coaching (With Sales Directors or Sales Executives)  

 
Our team of highly skilled and experienced trainers and consultants have all had distinguished careers 

in senior sales roles and bring with them a wealth of practical experience to each course. At MTD 

Training we will design and deliver a solution that suits your specific needs addressing the issues and 

requirements from your training brief that best fits your culture, learning style and ways of working.  

 

Our Key Unique Selling Point 
“Bespoke, practical and quality training delivered by a trainer experienced in your industry  

is a “given”. Where we really make a difference is how we help your sales peoples to embed  
and implement the learning after the course. We offer industry leading post course support  

to make this happen so you get a real, tangible return on your investment” 
 

 
 

Head Office:  

MTD Sales Training, 5 Orchard Court, Binley Business Park, Coventry, Warwickshire, CV3 2TQ 

 

Website: www.mtdsalestraining.com 

Email: enquiries@mtdsalestraining.com 

Telephone: 0800 849 6732                                                                                              
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MTD Have Worked With... 
 

Credibility and trust are two important factors when selecting an external training partner as you 

will want to know that you are in safe hands. From multi-nationals through to the small business, no 

matter what your industry, size or complexity is, we have delivered training to over 2,500 different 

organisations that include: 

 

 


