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A Best Practices Guide “ SALES & MARKETING SOLUTIONS

Callbox is an industry award-winning full service sales and marketing firm that provides global market access via
direct marketing, web marketing, sales support, database services, and sales force management. Callbox provides
targeted market access to leading industries such as software, information technology, financial, medical, and
business services from its offices in North America, Europe, Asia, and Australia to every major market worldwide.

This guide is a product of our extensive sales and marketing expertise and will help you to become familiar with the
intricacies of running a successful telemarketing campaign.

For comments and questions, call us at +1(888) 810-7464 or email us at INFO@CALLBOXINC.COM.

KNOW YOUR TARGETMARKET

An effective telemarketing campaign starts with a well-qualified and targeted list. To build the right database of
prospects, you must first define your target market. If you're unsure of your market, tell us who you’re doing business
with so we can help you determine your sweet spot.

The three primary areas to define are:

* [NDUSTRY * COMPANY SIZE * GEOGRAPHICAREA

BUILDYOURLIST

Building a list takes a considerable amount of time. If your firm is moving into new market sectors, internal lists may not
provide the information needed thus there may be a need to assemble lists from external sources to find targets that
match your desired customer profile. You may opt to buy lists from reputable list providers that can provide
comprehensive business, consumer, residential and other specialty lists. You should supply each agent with1000-3000
targets per month to maximize their voice contact time between scheduled follow-up calls.

Ensure your lists have the following basic business information:

* PHONENUMBER © CONTACTNAME&TITLE e EMAILADDRESS
 COMPANYNAME e COMPANY ADDRESS e FAXNUMBER

IDENTIFY YOURDECISIONMAKER

The decision maker (DM) is usually the person who signs the check, but not always. Other individuals may also play a
vital role in the buying process, and they may be the ones that need the most convincing. It helps to hone in on the key
players involved in your target’s buying decisions — specifiers, influencers and final DMs - to pursue the right contact
persons rather than waste time with the wrong ones.

SETYOURGOALS

Set tangible goals and realistic targets. Are you trying to generate leads or set appointments? Are you calling to
introduce a new product/service to current clients? Invite them to register for a company event? When you have the
goals of your campaign clearly laid out, you can then effectively craft a compelling marketing message. Well-defined
goals and measurable targets are also a way for you to evaluate the outcome of a campaign and a means to make
adjustments if necessary.

DEFINEAVIABLELEAD

Setting your lead criteria before starting the telemarketing campaign keeps the agent on point in objectively discerning
between highly viable sales opportunities and chatty but unworkable calls. A viable opportunity may be defined differently
by different companies, though generally, you should prepare questions to determine if a lead is worth pursuing:

* DOTHEY HAVE ACONSIDERABLE NEED FOR YOUR PRODUCT OR SERVICE?
*|SYOURCONTACT THEPERSONAUTHORIZED TORECOMMEND OR MAKE THE PURCHASE?
*HAVETHEY SETA TIMEFRAME FORMAKING THE DECISIONTOBUY?

*DOTHEYHAVE THEBUDGET DEFINED?
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PREPAREAWELL THOUGHT-OUT SCRIPT

Keep it simple and tailored to your target audience. Generally, prospects respond better if the caller is offering
something they need — not just trying to pressure them to buy. It should be fine-tuned in the early stage of the campaign
based on the feedback received from the prospects. Also, come up with a list of possible objections that may be
encountered and prepare rebuttals for them. Likewise, preparing campaign FAQ’s regarding the company and services
enables agents to answer questions quickly and accurately.

Proguct Benefits TAKETIMETOTRAINYOURAGENT

savings It is essential for the agent to have ample knowledge about your company’s products and services. A short presentation

dvantz s about your company’s capabilities prior to the start of the campaign will familiarize the agent with your target market.
Constant training and coaching are the best ways to ensure that the agent gives the right answers at the right times to
potential clients. It would also be helpful to provide websites, brochures, whitepapers, demonstrations, and any other
background information to increase the agent’s familiarity with your product and company.

UPDATE YOURPIPELINECRM

It is imperative to keep your PipelineCRM updated to help your telemarketing team keep track of the status of all your
leads and appointments. Your calendar should be kept current to avoid scheduling conflicts. This allows PipelineCRM
to give you a clear picture of how your campaign is progressing.

BEINVOLVEDANDPREPARED TOMAKE ADJUSTMENTS

Once the campaign is launched, continue your active participation. Review the campaign results and collaborate with
your telemarketing team to check if there’s a need to modify your lead criteria or target market. Schedule a weekly
meeting with your telemarketing team to make sure that the campaign is progressing as planned.

KEEP YOURAPPOINTMENTS

Keeping appointments is vital. Needlessly disrupting your potential client's schedule will compromise a sale as well as
your company’s reputation. Remember that these leads have been pre-qualified for you and are likely to yield positive
results so don’t waste the sales opportunity by failing to turn up at their door or forgetting to call when expected.

St,.si;;s;m STAY THECOURSE

It's important that telemarketing campaigns are given enough time to build up momentum. As with building a sales
pipeline, building a lead pipeline requires constant follow-up of previously called targets until they can be definitely
disqualified or converted into strong, well-qualified sales appointments. Depending on the type of sales campaign, it is
often recommended to run a program for a minimum of 3 months. Anything shorter would leave a large number of leads
not fully converted to qualified appointments.
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