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Simple Tips You Can Implement Today 

To Close More Client Deals  



If you’ve been doing business for a while, I’m sure at some point, you’ve made a 

cold call, right? 

 
So, what was the experience like? 

 
… Great, 

 
Or it was terrible? 

 
Without being told, I can bet the experience was unpleasant for you. 

 
And it’s not just you, virtually every marketer I know have had their own share of 

Unpleasant experience from cold calling. 

 
Over 90% of marketers are still struggling to land their first client from cold calling. 

It’s because of this that many people believe cold calling is dead. 

The truth is - cold calling is alive & very much effective up to this day… there are a lot of 

successful businesses out there that rely on cold calling as their #1 strategy for driving 

huge revenue in their business. 

 
The problem is not cold calling, but the strategy you’re implementing to cold call 

people. 

 
If you’re using outdated strategies to cold call in 2021, that’s a big problem and you’ll 

definitely struggle to close deals & land clients. 

 
The good thing is that, 

 
In this article, I’m going to show you 3 simple cold calling tips that you can implement 

immediately to get more clients & bookings. 

 
But, 

 
Before we go into these 3 tips, let’s go back a bit & see what Cold Calling means. 



What Is Cold Calling? 
 
Cold calling is the act of reaching out to an individual or business that you've never 

made contact with before, with the intent to sell them your product or service. 

 
As you may have guessed, cold calling is hard. 

 
It’s not easy to reach out to people that don’t know you from anywhere and get them to 

listen, while you talk about your business. 

 
It sounds crazy! 

 
… And because of this, many marketers believe cold calling is dead. 

But as I said earlier, that’s not true. 

There are a lot of successful businesses that are turning over huge revenue every year 

and cold calling is their only sales technique. 

 
Cold calling still works. It’s like every other skill that you need to learn & be good at, 

before you can use it in your business. 

 
The 3 tips I’m about sharing with you will show you how to cold call & sell your products 

or Service like an expert. 



How To Cold Call - 3 Hot Tips That You Can Easily 

Learn & Implement 

 
Tip #1 - Introduction. 

 
Before indulging in any conversation, you’d usually start with a formal introduction of 

yourself, right? 

 
... that’s how it is here. 

 
It’s not in the place of the person you’re calling to start guessing who you are. 

 
Don’t forget they don’t know you and they’ve never spoken to you before. So, before you 

start up any conversation, it’s important that you state your name clearly & try to speak 

audibly (if it’s a phone call). After that, you state what you do. 

 
If you’re sending an email or you’re reaching out to your prospect via social media, after 

saying what your name is & the service you offer. 

 
You can go straight to the problem you observed with their business & how your service 

or product can be a solution. 

 
When doing this, make sure the message is short & precise… Nobody has time to read a 

long message or sales pitch from someone they don’t know. 

 
Before you even reach out to your prospect, it’s important that you carry out a research 

on their business. Go as deep as you can - If they are already doing well, try to find out 

how you can help them to improve on their results and if they are struggling, point out 

what they MAJOR problem is & the solution that you can proffer to them. 



Here’s a Perfect Example; 
 
 
 

 

 
Moving forward, 

 
If you’re speaking with your prospect via phone call, then take note; 

 
First of all, you have to assume that the person you’re talking with will be distracted with 

other things while on the phone with you. 

 
You have to be prepared for that before you even start. 

 
It’s your job to grab their attention & reduce the distractions on their side. 

 
How do you do this? 

 
It’s simple! Don’t make the call to be about you… After introducing yourself, find a way to 

get them to tell you their name also. 

 
You can do something like this; 

 
 “My name is John, I run a successful Facebook marketing agency and we help 

 businesses like yours to skyrocket their profit using Facebook Ads. Pls, am I 
 speaking with Mr. Tom, the person in charge of sales & marketing?”. 



 
 

That’s it! 

 
With this, you’ve been able to throw a question & your caller will be inclined to 

Speak with you further & answer your question. 

 
Example; 

 



Tip #2 - Ask to Meet the Gatekeeper 
 
This is very important if you’re reaching out to a big brand. 

 
The Gatekeeper here is the person that has direct access to the main decision maker 

of the business you’re targeting. 

 
The last thing you want is to waste your time speaking or chatting with the wrong 

person. 

 
It’s why I advised earlier that before you make contact with your prospect, it’s good you 

take time to study their business carefully. Identify who the gatekeepers are & reach out 

to them. 

 
So, let’s assume you’ve been able to reach the gatekeeper, your goal now is to get 

past the gatekeeper & meet the decision maker. 

 
But don’t assume you will be taken straight to the decision maker just like that. It doesn’t 

work that way. 

 
Getting past the gatekeeper is a skill on it’s own and you just have to learn & master it 

quickly. 

 
Don’t see the gatekeeper as an obstacle. 



Instead, do your best to build a good rapport with he/she and you’ll get the green flag to 

meet with the decision maker. 

 
Here’s A Script for Getting Past the Gatekeepers; 

 
 
 



 

Tip #3 - Go Straight to Your Value Proposition 
 
Now, you’re finally speaking with a decision maker or a person of authority, don’t beat 

about the bush. 

 
Nobody has time to waste on a phone call or chat, especially when the person they are 

communicating with is someone they don’t know. 

 
Cut the chase and just go straight to the point. 

 
You can start by asking them if they have some time to spare. If the response is No, try 

to get another time when they will be free, so you can reach out to them again. 

 
If you can fix a face-to-face meeting with the decision maker, perfect! 

 
Keep your sales pitch short & straight to the point. Identify the problem that their 

business is facing & go straight to your value proposition. 
 
 
 



Conclusion 
 
Cold calling is not dead. 

 
Sure, it has its disadvantages, but it’s easy when you’re using the right strategies to cold 

call prospects. 

 
First of all, identify businesses that need your product or service. Then do research on 

these businesses, spot their biggest problems & find a way to bring your product or 

service in as the BEST solution for their problem. 

 
After that create your sales pitch. Keep it precise & simple… Remember that people are 

always busy, so don’t waste their time-sharing unnecessary information. 

 
With the 3 tips I explained in this article, you can start closing more clients and take your 

business to the next level fast. 
 
 

 

 

Thank you! 

 
Rob 

 


