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Cold Calling Champions:

Top 5 Techniques from Elite Sales Professionals

Two elite sales teams. One virtual arena. Zero fluff. In this live competition, top-performing reps went
head-to-head in cold calls — judged in real time by outbound legends.
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Will Padilla & EImer Lopez demonstrated: Using strong,
confident tone establishes authority and keeps prospects
engaged.

"Tonality is everything... if you sound confident and you
sound like you know the person... it sounds like I'm
supposed to be talking to you, and you're supposed to be
talking to me. We're gonna be on the phone longer."

0] Confident Tonality Trumps All Else

Why it works: All panelists agreed that tone constitutes
90% of cold call success. A confident voice creates the
impression that you belong on the call and sets the
expectation that the prospect should listen.

How to use it: Practice your pitch in a mirror to observe
your facial expressions and energy. Record your calls and
listen to them during commutes to identify where your tone
needs improvement. Approach calls with a "hospitality
voice" that conveys warmth and professionalism
simultaneously.

Will Padilla & EImer Lopez demonstrated: Continuing
through multiple rejections while maintaining composure
and redirecting the conversation.

When the prospect repeatedly refused to book a meeting,
Will smartly pivoted to ask about priorities and then tied his
solution directly to the prospect's stated focus on time
management: "What if | could save you 5 hours per week
from having to go through your team's email settings and
checking on deliverability?"

02 Strategic Persistence Through Objections

Why it works: Most prospects initially resist meeting
requests out of habit. Strategic persistence shows
confidence in your product's value while forcing prospects
to articulate their actual objections rather than giving
generic brush-offs.

How to use it: Apply the "rule of threes" - push for a
meeting three times before moving on. With each attempt,
pivot to a new angle that addresses the specific objection
raised. Focus on getting prospects to reveal their true
priorities, then connect your solution directly to those
priorities.

specific pain points to control the conversation.

Instead of pitching features, Elmer repeatedly asked: "Are
your emails getting stuck in spam filters?" When the
prospect dodged, he maintained control by returning to the
same direct question.

Elmer Lopez demonstrated: Using pointed questions about

03 Effective Qualification Questions

Why it works: Targeted questions force prospects to
consider whether they might actually have the problem you
solve. Even when they deflect, continuing to push on pain
points demonstrates your expertise and confidence.

How to use it: Prepare 2-3 highly specific qualification
questions that highlight common industry pain points.
When prospects attempt to rush you to pricing or skip
discovery, firmly but politely redirect to these qualification
questions. This keeps you in the driver's seat.

Will & Brandon demonstrated: Anchoring pricing
conversations in value rather than cost.

When pressed about pricing, Brandon first established
value metrics: "We typically see 14% employee retention in
the first 6 months and 11% engagement increase." Will
similarly deferred pricing questions by emphasizing the "5x
return" customers typically see.

04 Value-Based Pricing Discussions

Why it works: Discussing ROl before pricing prevents
price-based objections by establishing the solution as an
investment rather than an expense.

How to use it: When prospects demand pricing early,
explain how your pricing model works rather than giving an
immediate figure. Share specific ROl metrics from similar
customers, then frame your price as a fraction of the value
delivered.

that break the typical cold call pattern.
"Hi! This is Will with inboxghost.ai, hey? You're probably

hang up or roll the dice to give me an opportunity to tell
you why I'm calling today?"

Will Padilla demonstrated: Using unexpected opening lines

gonna hate me because this is a cold call. Would you like to

05 Pattern Interrupts in Opening Lines

Why it works: According to Darren Rehr-Davis, this bold
approach requires confidence that "you can't teach." It
immediately differentiates your call from the dozens of
others your prospect receives and creates curiosity.

How to use it: Develop an opening that acknowledges
you're interrupting their day, but does so in a refreshingly
honest way. Avoid asking multiple permission-based
questions in succession. Focus on quickly transitioning to
your value proposition using industry-specific language
that establishes your expertise.

Expert Panel Consensus:

The most successful cold callers combine confident tonality with genuine industry expertise. They avoid
excessive permission-based language, maintain control of the conversation through strategic questions,

and know when to walk away from prospects who demonstrate they aren't a good fit.

As Darren Rehr-Davis noted: "I would much rather you learn the entire ecosystem and industry than
even learn our products... if you're going in trying to sell something, people are gonna put their guards
up right away."
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