Webinar Takeaway Guide

cai Battle Royale

Cold Calling Champions:

Three elite sales professionals. One virtual arena. Zero fluff. In this live competition, top-performing
sales reps went all-in against an unforgiving Al prospect — judged in real-time by outbound legends.

4 A

01 Confident Tonality and Maintaining Composure

Demonstrated by: EImer Lopez, Noah London (implied by Why it works:

his initial chuckle and overall handling). « |t creates the impression that the caller "belongs on the
call" and sets the expectation that the prospect should

Description: Maintaining a strong, confident tone and listen.

composure is paramount in cold calls, especially when « It helps manage difficult interactions and prevents the

faced with aggressive or difficult prospects. A confident call from derailing, even when the caller feels "beat up".

voice establishes authority and keeps prospects engaged. « All panelists agreed that tone constitutes 90% of cold

Deren Rehr-Davis commended Elmer for his ability to "keep el SueEEss.

your cool" and maintain a "really good tone" despite the

challenging bot. KD also noted Noah's initial chuckle as a

"natural pattern break" that calms the caller. How to use it:

» Practice your pitch in a mirror to observe your facial
expressions and energy.

» Record your calls and listen to them to identify where
your tone needs improvement.

» Approach calls with a "hospitality voice" that conveys
warmth and professionalism simultaneously.

« Focus on maintaining a calm and professional tone, even
when the prospect is highly confrontational.
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(2 strategic Persistence Through Objections
Demonstrated by: EImer Lopez (continuing to ask Why it works:
questions despite pushback), Noah London (continuing the * Most prospects initially resist meeting requests out of
conversation despite the bot's aggression). habit; strategic persistence shows confidence in your
product's value.
Description: Involves continuing through multiple « It forces prospects to articulate their actual objections,
rejections or aggressive pushback while maintaining moving beyond generic brush-offs.
composure and redirecting the conversation towards « Understanding what went wrong with a previous vendor
relevant pgin points or the prospect's priorities. This prevents guessing and allows for tailored differentiation.
includes pivoting when the prospect asks "How are you
different from the last vendor?".
How to use it:

+ When asked, "How are you different from the last
vendor?", pivot by asking, "Tell me what they did?" to
understand their past experience and tailor your
differentiation.

o If a prospect asks about recovering a specific loss (e.g.,
"$800k"), inquire about "what happened" or "how did
they tank" to pull out more information.

o Apply the "rule of threes" — push for a meeting three
times before moving on, each time with a new angle
addressing the specific objection raised.

» Focus on getting prospects to reveal their true priorities,
then connect your solution directly to those priorities.
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(03 Reframing the Prospect's Experience
Demonstrated by: KD suggested this technique to the Why it works:
participants. « |t makes the prospect feel understood and validates
their prior efforts and understanding of the problem.
Description: Acknowledging and reframing a prospect's « It shifts the dynamic from a hard sell to a collaborative
negative past experience (e.g., being "burned" by a exploration, as the prospect already recognizes the
previous vendor) into a reason why they are an ideal fit for problem's importance.
your sglut?on: This involves highlighting thaF their previous « It appeals to the prospect's desire to "give their opinion”
sper.1d|rl1|g indicates they know the problem is "worth by positioning the call as an opportunity for them to
solving". assess if your solution is "better than the last one".
How to use it:

o State: "You already have spent money on this, which
means, you know, this is important to solve. And it
sounds like you didn't solve it the last time, because
someone else messed up. And that's not fair to you."

» Position the call as an opportunity for the prospect to
judge your solution: "I'm not asking you to buy yet. I'm
asking you to see whether we could solve it or not. Do
you have 15 min on Tuesday to see if you think we can
solve it better than the other people?"

* Frame the meeting as an opportunity for them to tell you
if you're better, playing into their desire to share an
opinion.
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04 Diffusing Tension and Setting Expectations for Past Issues
Demonstrated by: Noah London. Why it works:
o A "diffuser" (like responding "You want me to give you a
Description: Involves briefly restating a challenging number?") brings down the intensity of the conversation
question back to the prospect (a "diffuser") or directly and makes the prospect feel heard and involved, even
stating what your solution cannot do (e.g., retrieve lost past bringing the "Al" down a notch.
revenue) to manage expectations and redirect focus « Directly addressing the inability to fix past problems
towards future solutions. "sets the right expectation" and shifts the conversation
to future-oriented solutions, preventing a "death spiral"
of focusing on past failures.
How to use it:

o If a prospect demands a number (e.g., "Give me a
number"), respond with a question like, "You want me to
give you a number?".

« When pressed to make unreasonable commitments like
recovering past revenue losses, be direct. Clearly state
"we wouldn't be able to retrieve any lost revenue". It sets
the right expectations going forward.

« Consider using the objection as the reason: "It sounds
like the last person did give you a number. How did that
go? ... You want accuracy. You don't want hyperbole".
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05 Leveraging the Law of Consistency for Meeting Confirmation
Demonstrated by: Noah London and Elmer Lopez. KD Why it works:
specifically highlighted Noah's call as an example of this o This technique leverages Robert Cialdini's "Law of
due to the explicit confirmation from the bot. Consistency," a psychological principle where getting a
prospect to confirm verbally increases the likelihood of
Description: Actively seeking explicit confirmation from their compliance and show-up rate for the subsequent
the prospect for the next meeting details at the end of the meeting.
call. This means getting the prospect to confirm the time « It differentiates from calls that simply end without a
and date, rather than just ending the call. clear commitment, which may result in higher no-show
rates.
How to use it:

o After proposing a meeting time, follow up with a
confirming statement or question, such as, "Sounds
great, talk to you then".

» Ensure the prospect explicitly agrees or reiterates the
meeting details, signaling their commitment. In Noah's
case, the bot responded, "Fine! 15 min. Tuesday, July
1st, 10am" which constitutes this explicit confirmation.

\. J

Expert Panel Consensus:

o Comfort and Confidence are Key: Regardless of the specific approach, doing what you are
"comfortable with" and exuding confidence are main drivers for success in cold calling.

» Diverse Styles Can Succeed: There are "many ways to succeed" in cold calling, and different styles
(e.q., direct, discovery-focused, storytelling) can all lead to successful outcomes.

o The Goal is the Next Meeting: The primary objective of a cold call is to secure the next conversation
or meeting, not to conduct deep discovery or close the deal on the initial call.

o Understanding the Prospect is Critical: To make a cold call effective and "real," it's essential to have
information about your prospects, such as their industry, business activities, and potential pain
points, ideally gathered before the call. Tools like JustCall can provide this insight immediately when
someone answers.

o Working with Gatekeepers:

o Avoid "Phone Operators": These individuals literally know nothing about the prospect's needs and
are just a "route tree".

o Engage "Gatekeepers": If a gatekeeper has a relationship with the prospect, engage them. The
strategy is to "elevate them" and help them do their job of protecting the prospect's time.

 How to Engage:

« Initiate by asking for a transfer directly, e.g., "Could you transfer me over?".

o When asked "What is this about?", pivot by saying, "I'd like to chat with you real quick to make
sure | don't waste their time. Could | ask you a couple of quick questions? See if it's even worth
having a conversation".

o Ask questions they may or may not know the answer to (e.g., "Have you ever heard Deren
mention anything about deliverability issues?"). If they know, you've gained an advocate; if not,
it provides a reason to speak directly to the prospect ("That's what | was hoping to talk to
Deren about").

o Always reiterate, "l promise to not waste their time," as this is their primary concern.
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