Phone Courage

Virginia Stein, Manager of Sales Training

I. Attitudes and Beliefs

a. Self-Created Fear

i. Fantasized

ii. Exerience

iii. Appearing

iv. Real

b. Activity

i. What 2 words describe the emotions you feel when it’s time to make business calls

1. Anxious

2. Self-Doubt

ii. What makes us negative

1. Not sure what to say

2. Afraid won’t be successful

3. Exhaust lead list

4. Waste of our time

5. Afraid will be rejected

iii. What makes us positive

1. Someone asked you to call

2. Exciting News

3. Hot referral

4. Home office lead

5. Safe call

a. Morning after call

b. Out of the box call

c. What makes you fearful?

i. Projection makes you fearful

1. Defence mechanism whereby you “project” or attribute to others your own undesirable thoughts, motivations, desires and feelings

a. Write your own positive ending instead of picturing a negative

i. Negative: I’m going to be rejected

ii. Positive: They’ll be happy I called

iii. Negative: I don’t want to hear another no

iv. Positive: I’m getting closer to a yes

ii. Unrealistic expectations make you fearful

1. NOS ARE NORMAL

2. Manage your reaction

a. A “no” isn’t about you!

b. Positive outcomes aren’t just a booking, order, etc.

i. They mean you moved the connection along

1. Gave a recipe, tip, sent a catalog, etc

iii. Fear of the unknown makes you dread business calls

1. Do what you’re afraid of doing

a. Try it once!

II. Tips

a. Voicemail

i. Hi, you’ve reached Alison with The Pampered Chef. Sorry I missed your call,  please leave your number. Or you can visit my website at www.pamperedchef.biz/gourmetgirl. There’s always excitement at The Pampered Chef and I look forward to talking with you.

b. Permission

i. Ask when a good time to call is when you are originally getting their number
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