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Appointment setting and presentation script

When calling into the business…

Identify:   

· The decision maker

· The decision making process (i.e. Are there other people involved in the process)

· If the decision maker is not available, determine when the best time is to reach him/her

*Areas in the script that are in color are to be emphasized.

*untill you have the script committed to memory hang it in front of you when you are appointment setting.

FIRST CALL TO THE BUSINESS

Hi my name is ________?

Who is the person who does your promotions and marketing available?

WHEN YOU REACH THE DECISION MAKER…
Hi my name is ________?

I’m from a company by the name of AdCalls. 

I’m calling to introduce you to our customer loyalty program which will keep your customers

1. coming back,

2. coming in more often,

3. and find new customers for you.

AdCalls can help you grow your business and do it at a minimal cost.

My partner is (I am), going to be in your area this week.

I’m calling to see when you could spear 15 minutes to help AdCalls help you to grow your business. 

How would tomorrow at______ work for you?

Is there anyone else in your business that should see the product that is going to send you business into orbit?

__________________________________________________________________________ 

If you need additional ammo use The following:
AdCalls lets you give your customers free long distance over the internet. 

  
Each time they go to make their long distance calls they see your coupon or promotion.  .  

What kind of return rate are you getting on your direct mail?

When your customers click on your coupon they give us permission to capture their email address.  All of these lists of email addresses belong to you. Then with your permission we do proactive mailings, in the form of

· news letters

· promotions

· Coupons

 to them which brings them back to your business even more often because we are getting an even better return rate of 32 to 35% on these mailings and of that 35% 80% of those people come back into the store within 48 hours of the email.

