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TELE-SALES SKILLS -  
OUTBOUND CALLS 

 
INTRODUCTION 
 
All of us have heard one too many cold calls that scream FAKE. 
 
Here are some examples of how Tele Sales people get it WRONG. 

 “How are you today?”     (Oh, like you really care!) 

 "Do you have a few minutes available?'  (Oh sure, I was just waiting for your call) 

 "I'm phoning to share with you  ...…."  (Like hell, if I wanted it I would have got it)  

 "If I could show you how ……    (Oh no, he’s just been on a Sales Course)  

 "We're giving away a …… to a new customer"  (Sure...I don’t believe you)  

 "We are inviting you to  ...…."    (Like hell and anyways when do I get to speak?) 

 

We have all heard these kinds of calls before and we know to either: hang up, be rude or play dumb. 

We look for an authentic reason to connect that is stated right at the beginning of the chat. Then we 

look at qualifying and the principles of engagement. 

 

AIMS 

 

1. What to say in the first few seconds that creates IMPACT. 

2. How is a sales conversation created  

3. How do we get a positive engagement? 

4. How to overcome objections 

5. Arrive at a CLOSE 
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COURSE CONTENT 

 

 Research and Planning 

 Tele Scripting 

 Opening Statement 

 Finding the KDM 

 The Link 

 Effective Voice Techniques 

 Control with Questions 

 Sell the Benefits, they will buy 

 Features, Advantages and Benefits 

 Emotions, The Triggers of Selling 

 The Objection Handling System 

 Test Closing 

 What makes People Buy?   

 How to handle Fear and Rejection 

 Power Closes of a Champion 

 How to Motivate your way out of a Slump 

 

WHO SHOULD ATTEND 
 

All Tele Sales staff 

 

TRAINING METHOD  

Our training is based on creating an environment where the learner is the most important person.  The 

trainer is there to guide and facilitate. Within our programmes, participants become engaged in an 

experience that mirrors the pressures and challenges faced in a real-world situation.  

A personalised Certificate is issued at the end of the day. 
 

 
DURATION 
 

 
One day High Impact workshop 
 

CONTACT 
 
Peer Training Group on 011 787 6781 or email admin@mypeergroup.com for more information. 
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