Marketing Scripts 
· TAILOR THIS SCRIPT SO IT REFLECTS YOUR OWN STYLE

· USE YOUR OWN WORDS  

· INJECT YOUR PERSONALITY INTO THE DELIVERY

· NEVER READ THE SCRIPT TO THE CLIENT

MARKETING SCRIPT  /  NEW CLIENTS

1.    GREETING / INTRO
· Good morning/afternoon, my name is _______________, and I'm with Management Recruiters.    Hope you are doing well today! 

 

· I know that you are busy, so I'll be brief .   You may already know my name as I had e-mailed you earlier this week regarding your search for a ____________________.  Do you recall reading it?  

 

2.   REASON FOR CALL
· I'm connecting today simply to check-in and see if you have had any success in filling that spot. 

--  If  NO success, go to #5.  
        --  If YES, go to #4A.  

 

3A.   IF THE RESPONSE IS THAT THE JOB HAS BEEN FILLED:  

· Well, I'm really sorry that I missed the boat on that opportunity  --  but you should know that I specialize in    ____________________________________ searches, and I'd love to work with you on any other difficult recruiting assignments on your  desk.  

· May I be of some other service?      

--  If YES, go to #4.    

       --  If NO, go to #3B.    

 

3B.    IF THE RESPONSE IS THAT THERE ARE NO OTHER SEARCHES:  

· In that case, I’ll forward another e-mail to you with my name and contact information so you’ll have it handy in the event I may be of service to you on your next difficult search assignment.    

· Also, I’ll reconnect with you in a couple of months to see if your recruiting needs have changed.     

· If they say no problem, then set up a tickler file, and make sure that you call them back in a month or so.  

4.     POTENTIAL JOB ORDER
        If the position has not yet been filled, BINGO!!  You’ve got a live one!  Get the Job Order!!!!!    
· Well, how long has this position been open?   These days, quality on-target people are sure hard to find in this job market.  

· But if you'll work with us, our goal would be to source  3 “bull’s-eye” candidates for you within the next 1 to 2 weeks, and we feel confident we can deliver on that goal.  
· What do you think?    Have I piqued your interest and can I tell you a little about our services?   

· Review  “A Breed Apart” Sheet.    Our “A Breed Apart” Sheet is our Sell Sheet, consisting of  the 4 or 5 bullets that outline why the prospective client should be doing business with us.     

· In selling the client, always talk about our unique commitment to providing the highest level of client services.  Tell them that they will be overwhelmed with your attention to detail and your commitment to find them the best qualified person in the market for their specific assignment.    

· Always emphasize quality resumes delivered in a timely fashion!  

 ____________________________________________________________________________
5.    FEES
        Then, from here, you get into the fees discussion.  

· Tell them that MRI has a standard fee agreement and that you work on _____% terms with a _____day guarantee.  

· You'd love to work with them on an exclusive basis, and in order to introduce your services to them, if they'll give you this assignment for 45 days on an exclusive basis (meaning that they work only with you and no other recruiter), then you'd be happy to discount your fee to ______%.    

· And from there, negotiate as you feel it is necessary.  Keep in mind, don't lose the job order right up front because of the fee agreement.    Always attempt to negotiate  --  especially when you are starting out or have no other job orders on your desk. 

· Cover the other fee agreement details & get the fee agreement e-mailed to the client right after the phone conversation.  

6.    JOB SPECS
· Take the specs over the phone and ask questions as you see fit.   

· Then ask if they can e-mail you over a detailed copy of the job specs, pretty much you'll be asking for a copy of the sheet that they are reading from. 

 

7.   AFTER THE CALL
· After the phone conversation, e-mail the fee agreement.  

· Go into Candidate Search mode and produce 3 “bull’s-eye” candidates for the client within 7 to 14 days.  

· This becomes your #1 work priority!  

 

 
Marketing Scripts 

Email  opportunities.

Subject line is huge:  key words, phrases, industry stuff: tradeshow, conference, associations, directory, product, service, 

Don’t use opportunity, job, candidate, ….  

1. You are asking for a referral, the person is of no help.  “  Would you mind if I 

sent you may contact information and the bullet points concerning this position?

             IF someone comes to mind feel free to forward the information or call me.”

             Many feel very comfortable forwarding an email rather than sharing a name.   

             Victory:  you have their email address and can then figure out others in the         

       Company.

2.   Precursor to a recruit call.  Email Message that states.  ______________ my name is __________ you may recall I am an executive recruiter in the __________ industry.  One of my clients has asked me to find an A player that has___________, ______________, ____________.  I wanted you to have time to think about whom you would feel comfortable recommending.  I will be calling you within the next 2 days.  Thank you  _______________.    Many will forward this message to good people.

2. Precursor to a Marketing call.  Email  ___________ my name is ___________ you may recall that I am an executive recruiter in the ____________ industry.  I will be calling you with some interesting news.  I have identified and excellent ________  that has ________, __________, ___________.  I wanted you to have time to think about how this person would fit into your team. .  Thank you.  This again may get a response or forwarded to another hiring manager.

3. Holiday Greeting

Happy __St Patricks Day,  You may recall I exclusively recruit in the ____________ industry.  Let me know if I can be of help as you grow your company and seek confidential employment news regarding your career.”    This is done to track whose email bounced back.  Where did they go, has their position been filled, are they hiring in their new job?  

4. To Market a lower level Candidate:

_____________ my name is __________ you may recall I am a Recruiter that specializes in _____________.  I have identified a true all star with an affordable salary.  This person has  __________, __________, _________.  If you would like more information on this person please give me a call.  Low salary junior people can be marketed this way by leveraging your database and email addresses.  Email often sent to HA’s and HR.

5.   By far most important email   “When is a great time to talk ?”

Scripts for the future famous

HI _________________.(confirm title)  My name is _________________  I am a consultant in the _____________________ industry.  The focus of my work is targeting the best candidates within our Industry and in some cases your competition..  I bring them to you.  It is yours to decide if 10 minutes of your time could be well served by talking to someone that has
 

1.

2.

3.  

 

I believe this individual can make an immediate positive impact on your ____________ ( company or group )

 

When can we make this work.  (When in your schedule can we set a time for you to talk)

Hi _______________________________(confirm title), My name is ____________________.  I am a consultant in the ________________________ industry.  One of the ways I market myself and my company is to bring to your attention the best talent in the industry.  I have identified someone in a very elite class.  They have….

1.

2.

3.

You have an opportunity to discuss with this individual your goals and problems and see if they may be a solution.

When is the best time in your schedule.

Good morning ______________ (confirm title) My name is ______________ and I work exclusively in the _____________ industry as a Recruiter.  .   I communicate with roughly 500 people a week in our industry  These are interesting times for sure.  Hear is what I hear...

Options

1. Trend in hiring, 

2. Difficulty in finding these critical people (share titles or functions)

3. Positive industry news 

4. Industry problems you see people addressing with a specific kind of candidate.

Meeting the challenges and opportunities takes talent.  What is the kind of person I could bring to your attention that can make a difference to you and your company?

Recruiting

Hi ___________________,  My name is _______________________.  I consult in the _____________ industry.  I am really hoping that you  will  give me a suggestion.  One of my best clients has asked me to help them find  a   _______________.  He is looking for an impact player.  Someone  that has 

1.

2.

3.

Who do you know you would feel comfortable recommending?   ( no one )

 Often people refer me to people that have  

· Worked with their company and have left

· Someone they have interviewed and respected

· Contact from a trade association

· Someone you would hire if you could  

· Even a competitor   ( still no help )

Can I email the bullet points of this position and if someone comes to mind later please send them my way. 

What do you see as your companies most pressing need for talent?  Engineers?…….

Many of the people I work with like the fact that I keep my eyes and ears open on their behave.  I keep them apprised of opportunities.  Would it make sense for you to invest 10 minutes of your time in confidence   so that I can get a snap-shot of what positions may be of interest.

Hi _______________, are you the __________________ (one title above theirs )   I could really use a suggestion.   I consult in the ____________ industry.  The focus of my  work is finding the very best talent in the industry.  One of my clients has asked me to help them find a ____________________.  The company I represent is well thought of because_____________________________.  In this case I am looking for someone with

1.

2.

3.

We offer an aggressive pay plan and a career path to be envied.

Who comes to mind as the kind of person you would hire for a similar position

( Same closing sequence as above )

Dude you won’t believe this.  I have got this great job with an awesome company. I have no clue where to look for someone good or great.  What the hell would you do if you were me?

Scripts 

MRI NETWORK CAPABILITIES PRESENTATION

1. WHO IS MRINETWORK? WHAT IS OUR ORGANIZATION ABOUT? WHAT IS OUR PROMISE?  

-The MRINetwork has been a leader and innovator in recruitment for over 40 years. Our proprietary approach, Accelerated Recruitment (tm), is a customized combination of our streamlined methodology and the knowledge of our industry experts all over the world. We focus on BUILDING THE HEART OF BUSINESS (tm) by locating and placing the top 20% - Impact Players" - the right people who provide extraordinary value to your team.

2. IS THE MRINETWORK & MR MADISON A VIABLE AND LEGITIMATE ORGANIZATION?

-Our Approach - Accelerated Recruitment (tm) -i s founded on 3 pillars:

1. GLOBAL REACH Every day, we leverage the power of over 1,100 offices in more than 38 countries with a state of the art IT infrastructure that enables us to share information with the click of a button.

2. INDUSTRY EXPERTISE - Our offices and our recruiters are niche-focused, not generalist, giving us the unique ability to provide specific, targeted advice better than anyone else.

3. PROVEN METHODOLOGY - MRINetwork has developed a field tested recruitment methodology, the MRINetwork Way (tm), that begins with your specific job requirements and blends client collaboration, research, and intuition to deliver a few well chosen qualified options, instead of a mass of untested resumes.

MR MADISON: WHAT SPECIFIC AREAS OF EXPERTIES DOES MR MADISON OFFER TO YOU?

Since 1995, MR Madison, part of MRINetwork, has excelled at being one of the leading Executive Search Firms in the Nation, specializing in Engineering and Product Management for the Outdoor Sports Fitness & Recreation.  Our specialty is providing recruiting services to companies seeking uniquely qualified Professionals to fill key positions.  We understand your business - the changes, trends, and how the right people in the right jobs can have tremendous impact on your company's growth.

We are specialists and devote 100% of our time to our industry and we have developed a superior level of successful placement expertise.  The people you seek to hire are the people we talk to every day.  We know their vision for the future - what makes their goals and your needs compatible and mutually beneficial.

As a result, we don't just find "a person" to fill a slot for a year or two. We find you "the person" - "The Impact Player" - who will have a positive effect on your bottom line for the long term.

We work faster and at a higher level of accuracy than any other firm.

We cross all departments and disciplines within the industry - from Sr. Management to Sales and Marketing and from Product Development to Engineering and Operations.

We enjoy our long-term relationships with candidates and clients throughout the US, Asia and Europe.

Again, we specialize in providing search and recruitment services in the following industries:

-Engineering, Manufacturing, Product Management, Sales and Marketing for the Outdoor Sports, Fitness and Recreation Industry & for the Power Equipment Industry , as well as Civil Engineers for Civil Engineering Firms.

HOW CAN MR MADISON HELP YOU ACHIEVE YOUR HIRING GOALS?

-We evaluate each potential assignment based on alignment with our areas of expertise and the timing and urgency of each search and a cultural fit with our clients.

-Before we ask you to sign our service agreement, we provide a timeline or project plan for your search to confirm that expectations are aligned, respective roles have been agreed to, and that all parties are committed to the process.

-Most recruiters only qualify to skills ... that is not our goal. We qualify candidates based on skills, chemistry and motivation.  Once we have qualified potential candidates, we take careful consideration to insure that we present only those who meet your criteria, specifically the 20% Impact Players - generally, those who are currently employed, are not actively on the market, and would be motivated by the right opportunity.

-Once Candidates are selected for interviews, we coordinate and ensure that all parties are prepared to meet.  We provide extensive preparation on both sides. Candidates are given an in-depth understanding of position, company and people.  Hiring managers are provided with detailed "hot buttons" regarding a candidate's interest, motivation, compensation and family when appropriate.

-Our process doesn't end with Candidate acceptance.  We assist candidates in tendering their resignations and can offer complete and thorough relocation assistance, when appropriate.

-Upon completion of the hiring process, we will actively solicit your complete and thorough evaluation of how our process worked.  The relationship does not end after the candidate is on board. Our goal is to develop long term relationships.

THE FOUNDATION OF THE  MARKETING CALL

1. Create Curiosity

"Employer, my name is ____________.   Earlier this morning, I left a staff meeting in which your firm's name surfaced. It motivated me to give you a call.  Do you have a moment?  

2. Introduce your Company with Credibility. Make a Positioning Statement; Position both the Quality of the Client Base and the Quality of the Candidate Base

Alternate #1

"I represent a company that is in the business of identifying, locating, and evaluating some of (city or region) strongest (title).  We are hired by some of the finest corporations to separate those (titles) that excel from those who are average in skills.  The name of my firm is Management Recruiters of Madison.  In essence, I work for an executive search firm, specializing in the field of Engineering & Manufacturing in the Sports, Fitness and Recreational Industry.  Let me be brief.

Alternate #2

My company is an organization that aligns some of the strongest ________(discipline) professionals with some of the most powerful companies in the country.  In essence, we are a consulting firm hired by some of the most innovative players to help them stay out front.

Alternate #3

We specialize in a "client" rather than a "specific discipline". Our focus is technical, professional, managerial, sales, and executive talent throughout the American workplace, especially in the following areas.
· Engineering and Manufacturing Professionals in the Consumer Products Manufacturing and the Outdoor Sports, Fitness and Recreation Industries, such as Bicycle, Motorcycle, ATV, Snowmobile, Marine, Golf Cart and Fitness Equipment and related Manufacturers. 

· Sales and Marketing in Wisconsin and Northern Illinois.
Alternate #4

We are in the executive search business. MRI of Madison is hired by only a select group of companies that sit at the top 10% of their industry. These leading client companies charge us with sourcing, identifying, qualifying, recruiting and then aligning only "A Players" with their opportunities. Our clients refuse to hire mediocrity and our recruiting division evaluates talent offering only the top 20 percentile of skill sets the opportunity for client exposure.
3. 20-Second Grabber

Yesterday, I had an opportunity to evaluate an individual who …

Alternate #1
…comes directly from one of your competitors.  He/She is geared for progression and feels he/she can make a strong contribution to your firm.  I thought you'd be as impressed as we were.

Alternate #2

…clearly stands out as a rarity in the (field) marketplace.  He/She expressed a great respect for your company.  Based on that, I thought we might coordinate an exploratory meeting between both of you."

Alternate #3

…definitely stands out amongst his/her peers.  I'd like to share my knowledge of this individual's achievement with you in hopes of coordinating a meeting this week.  What are your thoughts?"

4. Make a Well-Planned, Short Presentation

Alternate #1

"Despite the fact that his/her technical skills were extremely high, what really causes this (title) to stand out from the pack are his/her . . .

Intangibles



Work Ethic

People Skills


Project Completion



Commitment

Business Acumen


Ability to Plan



Problem solving

Ability to interface with other departments



"which has resulted in . . . "

Technical


Alternate #2


"Technically speaking, he/she's capable of (technical skills and accomplishments)."

5. Set SO Time
6. Confirm Fee
7a.
Back into the JO
7b.
COUNTER - "NO OPENINGS"
"That's refreshing to hear.  What do you attribute your low turnover to?  (Pause to discuss).  We are not solely in the business of filling vacancies.  Many of our clients use us to present only the most talented people as they surface.  Would you have an interest in that type of relationship?  If no,

8. Enter into a business discussion and build rapport

· How is your year projecting out?

· What economic factors affect your volume?

· How do you typically locate exceptional people?

· What are the common denominators of your most successful staff?

· What makes your company unique?

· What do you value in a search firm?

· What would you add or subtract in your relationships with existing recruiters?
9. Ask for permission to follow up.

10. Repeat your Name and Company Name, send literature if appropriate.

11. Get email address for follow-up and thank you.

12. You terminate the call

13. Tickle File

Try this on your next cold marketing call....

"The world only breaks down in to 2 types of clients that we serve.

The first is the 911 client. Perfectly acceptable and the relationship that our whole industry was designed for..... You lose someone of value that must be replaced. We jump into action, gathering as much data as we can and in as short a period as quality will muster, we fill the hole. Pretty simple, and straight forward. We do it well with some of the strongest candidates that can be sourced at that pace. We would be pleased to serve you in that need.

However, the other type of client we serve has a different motive. They want to be kept abreast of talent as the talent surfaces. They know the game. When you're crunched..you can never find the right player....when your house sells first, you can never take your time on the buy side. However, when there is no need and you have no openings... the best candidates are out in full force. So they adapt.

 They let us come in and do our corporate profiling, walk the halls, meet players the company considers to be a strong role model to duplicate for future hiring.... Then we PRECRUIT. We keep an eye open continuously for that profile. When we find it, we set up a cup of coffee with both sides knowing it's a networking excercise for the future. Everyone loves it. We all stay connected. We become fast when you need us. The candidates' make an impressive contact. You have an exposure to excellence constantly. And, it's not a bad thing for your boss to know how you can handle staffing issues during a crisis.You are prepared as hell and ready to roll.

Just an idea. I want your business either way. On the sprint, or strategically ahead of needs."

THE FOUNDATION OF THE  MARKETING CALL

7. Create Curiosity

"Employer, my name is Brad Schenkel.  Earlier this morning, I left a staff meeting in which your firm's name surfaced. It motivated me to give you a call.  Do you have a moment?  

8. Introduce your Company with Credibility. Make a Positioning Statement; Position both the Quality of the Client Base and the Quality of the Candidate Base

My company is an organization that aligns some of the strongest Senior Engineering professionals

with some of the most powerful companies in the country.  In essence, we are a consulting firm hired by some of the most innovative players to help them stay out front.

9. 20-Second Grabber

I am currently fortunate enough to be working with an individual who has displayed the ability to progress along the fast track within his current organization.  Since joining his company, a $550 million dollar consumer products organization 13 years ago, he has been promoted 5 times, from Product Design Engineer to his current role as Senior Engineering Manager.   

10. Make a Well-Planned, Short Presentation

He not only has a strong technical background but also a solid understanding of market dynamics, trends and customer needs.  His MBA adds an advanced level of corporate understanding to the technical expertise he received with his Engineering Bachelors.

This candidate has lead advanced engineering departments and has earned recognition for innovative product design to go along with his 6 patents.

This individual has the ability to offer your company stability while remaining motivated and driven to succeed.

11. Set SO Time
12. Confirm Fee
7a.
Back into the JO
7b.
COUNTER - "NO OPENINGS"
"That's refreshing to hear.  What do you attribute your low turnover to?  (Pause to discuss).  We are not solely in the business of filling vacancies.  Many of our clients use us to present only the most talented people as they surface.  Would you have an interest in that type of relationship?  If no,

14. Enter into a business discussion and build rapport

· How is your year projecting out?

· What economic factors affect your volume?

· How do you typically locate exceptional people?

· What are the common denominators of your most successful staff?

· What makes your company unique?

· What do you value in a search firm?

· What would you add or subtract in your relationships with existing recruiters?
15. Ask for permission to follow up.

16. Repeat your Name and Company Name, send literature if appropriate.

17. Get email address for follow-up and thank you.

18. You terminate the call

19. Tickle File

Marketing Scripts 
Marketing Script Buyer and Planner

Hello-----

This is Larry Scofield, President of Bayside Executive Retail Search Group. I am sure you have heard of our firm. We have been doing Retail Executive Search for close to 15 years.


We work only in the retail industry, and we specialize mainly in Corporate level positions within Merchandising, Product Development, Ecommerce, Planning and Allocation, Marketing and Field Operations areas.

Reason for my call today, is I am currently working with some talented Planners and Buyers that you may have interest in:

Planner in NY that has extensive experience in Planning with:

Polo Ralph Laureen

Aeropostale

Macy’s experience

Buyer in NY that has extensive experience in Merchandising with:

Tommy

Club Monaco

Gap

Both of these candidates are currently employed, but are open to new opportunities.

Wanted to see if you have any critical needs that we can discuss with you?

Close….  

Marketing Script – Sr Product Manager Home Softlines

Hi_____, ….  This is Nick Kish, VP Business Development and Recruitment with The Bayside Group, we specialize in surfacing impact players for both the Retail and Manufacturing industries.

The reason for my call today is to introduce a talented Product Manager and Merchandiser in Home Softlines interested in exploring some opportunities with ______.

This individual has extensive experience in Merchandising, Product Development, and Sourcing in the home division for numerous top organizations. This talented merchant has experience in numerous Home Textile categories throughout their career.

_____ …. How do you see this type of impact player as a fit within your organization?

Voicemail Script – Sr Product Manager Home Softlines

Hi _____, This is Nick Kish, VP Business Development and Recruitment with The Bayside Group at 813/229-0545, extension 118.  We specialize in surfacing impact players for the Retail and Manufacturing industries.  

The reason for my call today is to introduce a talented Product Manager and Merchandiser in Home Softlines interested in exploring some opportunities with ______.

This individual has extensive experience in Merchandising, Product Development, and Sourcing in the home division for numerous top organizations. This talented merchant has experience in numerous Home Textile categories throughout their career.

Please call me back to discuss this top performer and other talented individuals that we are currently working with.  I would also like to discuss some of your current critical needs to see if it would make sense for us to partner together.  Again, this is Nick Kish at 813/229-0545, extension 118.  
I look forward to hearing from you!
Marketing Scripts 

Hi xxxx, David Hill here.  I'm a national recruiter based in San Antonio, focused on your industry.  I am confidentially working with a superb leader, and have presented him/her to some of your competitors.  This guy walks on water.  All the bells and whistles.  Degree, experience, leadership, etc....  In setting up interviews, he/she mentioned that they would also like to talk to you.  XXXX, you must talk with this guy!  When can I get the two of you together to discuss?  You will not regret this, I assure you.   Thanks.

MPC Script

Hi _______.  My name is ________ and I can be reached at________.

I know we have not met yet but I run a 22 year old search firm that has spent the last couple of decades placing sales and marketing talent exclusively in the ____________environment.

The reason I’m calling is I just recruited a top notch sales rep in the _______space.

His most recent accomplishment is __________________________.

And I see no reason to believe he couldn’t bring the same type of results to your team since he is with one of your major competitors.

We see candidates this strong maybe once per quarter and they aren’t found on the internet so I am calling competitive companies in the same niche to determine interest and to introduce myself.

My # again is ______________. 

I am normally in meetings and interviews until 10.30 am anytime after that is good. 

If I don’t hear from you I will try you later this week.

Marketing Scripts 

MPC Candidate Name: _____________________________________________

MPC PRESENTATION CALL (SELL BENEFITS)

___________, I’d like to introduce you to someone who is currently a _________________________ at one of your competitors.

This is someone who: 

1. Has outstanding educational credentials including ________________________ (if significant).

2. He’s been with his current employer since _________ and has reached the stage in his career where he is looking to take the next step towards _______________________  (identify desired position. 

3. He is responsible for ________________________ (brief outlines of duties) and manages _____________________________ (outline any management responsibilities).
4. I believe the two most impressive achievements of this individual are that s/he _______________________________________________________________________  (outline two most significant achievements).

We have developed a short list of prospective clients and based on your company’s reputation & position in the marketplace, my candidate was interested in learning more about his potential contribution to your organization’s continued success. 

What I’d like to do is formally introduce you to him/her and give you the opportunity to explore their candidacy. Would you have time this week to speak to him?

__________, my name is _____________. I’m an executive recruiter specializing in ________________     professionals within the _________     industry.

Considering your calendar, would ________ be a good day to talk to him/her?

OBJECTIVE OF CALL:

1. Get job order/sendout/search assignment

2. Get alternate job order (same HA, different job)  

3. Get referral to another manager (who else is hiring in the company and/or candidates they interviewed, liked but chose someone else)

4. Get company information &/or industry/market information (who else is hiring in the market)

5. Get their resume

Candidate Name __________________________________________

	GRABBER/ZINGER

	Feature/Characteristic/Behavior
	Achievement/Proof
	Benefit/Value

	1.


	1.
	1.

	2.


	2.
	2.

	3.


	3.
	3.

	4.


	4.
	4.

	5.


	5.
	5.

	6.


	6.
	6. 


	EDUCATION:
	

	HISTORY/PRIOR CO.:
	

	SALARY (PRESENT/NEXT):
	

	POSITION/TITLE (PRESENT/NEXT):
	

	REASON FOR CHANGE:
	

	LOC’N/RELO. ISSUES:
	


MPC VOICEMAIL CALL

	Voicemail 1: Key Bullets
	Voicemail 2: Key Bullets

	
	


References completed

Full CDS/Profile

Additional Notes: ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Candidate Name __________________________________________

TARGET MARKETING CALLS

	Company
	Manager
	HR
	Phone
	Status

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Notes:  ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Voice Mail 

Terry was kind enough to send me his voicemail scripts which I think are very good.

First remember that there are two reasons that people will call you back:  

1 You have insight / an understanding of a change in their world or a referral from a respected peer…

2 Curiosity

Voicemail message – Hello this is _______ - I’m a consultant to the ____ industry. I’m working on a time sensitive project and I need your help.  Call me at _____.  Thanks.

Voicemail message – Hello this is _____ - I’m a consultant to the ____ industry.  I have a _____ question and need some resolution. Call me at _____.  Thanks.

VM Message 

CALLBACK VOICEMAIL

Would you like to raise your callback percentage?  Try changing the voicemail you leave.

Here is one that we have had much success with.

“Hi (individual’s name).  My name is Barb Bruno; my number is (your phone number).  Someone suggested we talk.  I don’t want you to end up in my voicemail so when you call me back, please tell whoever answers the phone to interrupt me no matter what I’m doing.  I don’t want to miss your call.”

“Again, it’s Barb Bruno, my number is (your phone number).  I very much look forward to our conversation.  Have a great day.  Thanks!”

