Website Calling Script

1. INITIAL CALL

· Hello, Can I get your website address? (if they don’t have one..) Oh,,,, My company offers Affordable Website Solutions in the area. If I send you some information regarding a Website for your business, would someone have an interest in looking it over? 
· Whose attention should I send that to?
2. Send Features & Benefits insert with Cover Letter. (or brochure)
3. Input their contact information into the computer and set a reminder to call them in 7 days.

· If you email, fax or drop off the information you may follow-up sooner than 7 days.

4. Call them on day 7 and go through the following:

· Hello, may I speak with _______________. Hi _______________, my name is Roger Rose with maWebCenters. I recently sent some information regarding a website for your business. I’m just calling to see if you’ve had a chance to review that.

· (It doesn’t matter if they have or not. All you want is the appointment. Don’t try to sell them on what this can do for their business. Also, DO NOT LET THEM PIN YOU DOWN ON THE PRICE. It will vary depending on their needs.)

· (Even if they think they can’t afford one at this time, set the appointment. We are going to impress them with what we’ve got. So when the time IS RIGHT for them, they’ll come back to you.)

· Have you considered a website in the past?

(If they say no, thank them for their time and move on.)

· What I can do is have my corporate office put together an entire web package for you to review at no cost or obligation. Then I’ll have one of our web specialist show you what we are doing to help companies just like yours. Are mornings or afternoon least busy for you? Would Thursday or Friday be best? Okay, I’ll have someone from my office give you a call the day before as a courtesy to remind you. Also, is there anyone else that might have an interest in reviewing this with us? Thanks for your time _________, and I’ll give you a call next week.
· (There is no cost or obligation for a demonstration of our products or services. We are NOT trying to sell them a website. We are going to impress them during the presentation and give them every reason to purchase at that time.)

5. Once the appointment has been set, create the website, set the appointment in the sales calendar and send the confirmation letter.

6. 24 hours before the appointment time you need to confirm the appointment with that person.

· Hi _______________, this is Roger Rose with maWebCenters, calling to confirm our appointment for tomorrow at (what time). I think you’ll really be impressed with what you see tomorrow. Do you know if you have an updated browser on your computer? 
· (They need version 7.0 or higher of Internet Explorer or Netscape in order to use the advanced administration tools. If they are not sure, walk them through the process to check.)( If they need to download a newer version, walk them through the process)
· Wonderful! I’ll give you a call tomorrow and I’ll have one of my product specialists on the line with us. They’ll take us for a walk through the technology and show you how this might fit your needs. 
