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Breaking Through The Voice Mail
Barrier
By Lori Turner-Wilson
Print | Front Page | Email this story

Thirty years ago, prior to caller ID and voice mail, we
actually answered our phone to find out who was on the
other end. Eek. Gasp. The horror.

While those days are long behind us, savvy sales reps
view caller ID and voice mail as vital selling tools rather than agonizingly
restrictive systems used to prevent sales people from ever reaching a live
prospect.

Consider these strategies for winning the voice mail battle.

A live first connection is always ideal. Call just before or after office hours,
or over the lunch hour, when busy professionals are often in the office
and not yet in meetings. Befriend the gatekeeper to learn the best time to
reach your prospect. If you’re unable to successfully connect on multiple
occasions, it’s time to prepare to leave a voice mail.

Less is more when it comes to content – keep your message between
eight and 14 seconds. That doesn’t allow for anything less than a concise,
well-crafted message. So don’t wing it. Script it and then leave the
message in your own voice mailbox. Listen to it. Would you return your
call?

To leave a strong impression, speak slowly with confidence and authority.
Fast talkers come across as unsure and absent influence. Avoid passive
phrases such as “I’m just calling to … .”

Call the prospect by his first name only for a more personal message.
Provide a meaningful reason your prospect can benefit from talking with
you. “We have a mutual friend, Bob, who suggested we connect. We’ve
put some creative strategies in place at his operation, which are driving
significant revenue. Let’s talk to see if we can do the same for you.”

Avoid saying too much. Your objective is simply to pique your prospect’s
interest enough to take your call. Say too much and you risk giving him a
reason not to meet with you.

Increasingly challenged to get more done, successful business people
must prioritize the calls they’ll return. So when they don’t call you back,
don’t take it personally. Absent a prior relationship, assume they won’t
and manage accordingly.

Know your message is the first in a multi-pronged strategy to land a first
meeting. If you have a strong case study outlining how you’ve helped
similar companies, mention in your message that you’ll be sending it for
review prior to your next call. Then give a specific time window in which
you’ll call back.

Know before you call what your next steps will be. To send a message
that you’re persistent but not too aggressive, consider leaving three
messages with varying content spaced three business days apart
supplemented with email or direct mail.

Follow us on Facebook, Twitter & RSS:
  

Sign-Up For Our FREE email edition
Get the news first with our free daily email

 Name 

 Email  
Sign Up

Get more from The Daily News

New MAHBA Prez to Lobby for
Statewide Homebuilders
Cheers: Ghost River Golden Ale is
officially available in bottles
Finally – a Regions executive talks
(a little bit) about Morgan Keegan
The Little Tea Shop is Reopening
Med Device Shares Tumble After
Letter Reveals Medicare Changes

RECORD TOTALS DAY WEEK YEAR
PROPERTY SALES 53 204 14,273

MORTGAGES 101 304 21,386
FORECLOSURE
NOTICES 0 70 9,038

BUILDING PERMITS 0 289 36,440

BANKRUPTCIES 67 239 17,417

BUSINESS LICENSES 17 51 5,455
UTILITY
CONNECTIONS 79 337 25,613

MARRIAGE LICENSES 0 41 5,371

THROUGH THE LENS

Home > Article

More of what you want to know.

Home | About Us | Public Notices | Public Records  

Search
Help | Your Account | Contact Us | Log In |
Subscribe

Lori Turner-Wilson

converted by Web2PDFConvert.com

http://www.memphisdailynews.com/Subscribe.aspx
http://www.memphisdailynews.com/
http://www.memphisdailynews.com/
http://www.memphisdailynews.com/About.aspx#about
http://www.memphisdailynews.com/Notices.aspx
http://www.memphisdailynews.com/PublicRecords.aspx
http://www.memphisdailynews.com/Help.aspx
http://www.memphisdailynews.com/service/Service.aspx
http://www.memphisdailynews.com/Contact.aspx#contact
http://www.memphisdailynews.com/Login.aspx
http://www.memphisdailynews.com/Subscribe.aspx
http://www.memphisdailynews.com/Search/Search.aspx
http://www.memphisdailynews.com/Search/Search.aspx
http://www.memphisdailynews.com/lists/ListBuilder.aspx
http://www.memphisdailynews.com/lists/ListBuilder.aspx
http://www.memphisdailynews.com/WatchService.aspx
http://www.memphisdailynews.com/WatchService.aspx
http://www.memphisdailynews.com/DataDirect.aspx
http://www.memphisdailynews.com/DataDirect.aspx
http://www.memphisdailynews.com/Neighborhood.aspx
http://www.memphisdailynews.com/Neighborhood.aspx
http://www.memphisdailynews.com/CrimeReport.aspx
http://www.memphisdailynews.com/CrimeReport.aspx
http://www.memphisdailynews.com/home/2011/dec/2/
http://www.memphisdailynews.com/home/2011/dec/1/
http://www.memphisdailynews.com/home/2011/nov/30/
http://www.memphisdailynews.com/home/2011/nov/29/
http://www.memphisdailynews.com/home/2011/nov/28/
http://www.memphisdailynews.com/home/2011/nov/24/
http://www.memphisdailynews.com/home/2011/dec/7/
http://www.memphisdailynews.com/public-records/2011/dec/6/
http://www.memphisdailynews.com/public-records/2011/dec/5/
http://www.memphisdailynews.com/public-records/2011/dec/2/
http://www.memphisdailynews.com/public-records/2011/dec/1/
http://www.memphisdailynews.com/public-records/2011/nov/30/
http://www.memphisdailynews.com/public-records/2011/dec/2/
http://www.memphisdailynews.com/public-records/2011/dec/9/
http://www.memphisdailynews.com/notices/2011/dec/7/
http://www.memphisdailynews.com/notices/2011/dec/6/
http://www.memphisdailynews.com/notices/2011/dec/5/
http://www.memphisdailynews.com/notices/2011/dec/4/
http://www.memphisdailynews.com/notices/2011/dec/3/
http://www.memphisdailynews.com/notices/2011/dec/2/
http://www.memphisdailynews.com/money
http://hosted2.ap.org/TNMDN/mmIndexReturns?CN=AP707&idx=4&SITE=AP&SECTION=&TEMPLATE=
http://www.memphisdailynews.com/
http://www.facebook.com/sharer.php?u=http%3A%2F%2Fwww.memphisdailynews.com%2Feditorial%2FArticle.aspx%3Fid%3D64023&t=Breaking Through The Voice Mail Barrier - Memphis Daily News&src=sp
http://www.memphisdailynews.com/editorial/ArticleEmail.aspx?id=64023
http://www.memphisdailynews.com/home/2011/nov/23
http://www.facebook.com/pages/Memphis-TN/Memphis-Daily-News/77067817854
http://twitter.com/memphisdaily
http://feeds.feedburner.com/memphisdailynews/bbde
http://blog.memphisdailynews.com
http://blog.memphisdailynews.com/?p=3623
http://blog.memphisdailynews.com/?p=3602
http://blog.memphisdailynews.com/?p=3594
http://blog.memphisdailynews.com/?p=3580
http://blog.memphisdailynews.com/?p=3582
http://www.memphisdailynews.com/lists/HomeSales.aspx
http://www.memphisdailynews.com/lists/Mortgage.aspx
http://www.memphisdailynews.com/lists/Foreclosure.aspx
http://www.memphisdailynews.com/lists/Permits.aspx
http://www.memphisdailynews.com/lists/Bankruptcy.aspx
http://www.memphisdailynews.com/lists/BusLicenses.aspx
http://www.memphisdailynews.com/lists/Newcomers.aspx
http://www.memphisdailynews.com/lists/MarLic.aspx
http://www.memphisdailynews.com/Editorial_Images/12653.jpg
http://www.memphisdailynews.com/Editorial_Images/12644.jpg
http://www.web2pdfconvert.com?ref=PDF
http://www.web2pdfconvert.com?ref=PDF


Account Info
Log In
Your Account
Create an Account

Subscribe
Subscribe to The Daily News
Upgrade Your Subscription

About
About Us
Contact Us
Privacy Policy

Help
Help
Customer Service

MemphisDailyNews.com
Home
Blog
Facebook
Twitter
RSS

Our Services
Public Notices
Public Records
Name & Property Research
Data Direct
Watch Service
Custom List Builder
Crime Reports
Neighborhood Reports

Nasdaq -35 -1.3 2,614

NYSE 0 0.0 7,539

Morningstar

Small Cap
-83 -1.8 4,675

© Copyright 2011 Morningstar, Inc.

Voice mail doesn’t have to be a dead end. Demonstrate you have value to
offer, and you’ll ultimately break through the voice mail barrier.

Lori Turner-Wilson is an award-winning columnist and managing
partner of RedRover Sales & Marketing, www.redrovercompany.com.

You can follow RedRover on Twitter (@redrovercompany and
@loriturner) and Facebook (facebook.com/redrovercompany).
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