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Cold calling techniques that really work by Stephan Schiffman have become a cornerstone
of effective sales strategies in the modern business landscape. With the increasing
reliance on digital communication, the art of cold calling may seem outdated to some, but
Schiffman’s techniques demonstrate that it remains a powerful tool when executed
correctly. This article delves into Schiffman's methods, offering insights and practical
applications for sales professionals looking to enhance their cold calling prowess.

Understanding Cold Calling

Cold calling is the process of reaching out to potential clients who have had no prior
interaction with your business. It can be challenging due to the inherent rejection and
resistance that salespeople often encounter. However, Schiffman emphasizes that with the
right techniques, cold calling can yield significant results.

The Psychology Behind Cold Calling

1. Building Rapport: Establishing a connection quickly is essential. People are more likely
to engage with someone they feel they know or trust, even in a brief phone conversation.

2. Understanding Customer Needs: Successful cold callers focus on identifying the needs
and pain points of their prospects. This requires thorough research and active listening
during the call.

3. Positive Mindset: Schiffman stresses the importance of maintaining a positive attitude.
A confident and enthusiastic demeanor can influence the prospect's perception and
willingness to engage.

Schiffman's Cold Calling Techniques

Stephan Schiffman has developed a series of techniques that can transform the way sales
professionals approach cold calling. Below are some of the most effective strategies.

1. Preparation is Key

Before making any calls, Schiffman insists on the importance of preparation. This involves:

- Researching Prospects: Utilize social media platforms like LinkedIn to gather information



about potential customers.
- Creating a Script: Develop a flexible script that outlines key points and questions, but
allows for natural conversation.
- Setting Goals: Define what you want to achieve with each call, whether it's securing a
meeting, generating interest, or closing a sale.

2. The Right Timing

Timing can significantly impact the effectiveness of your cold calls. Schiffman suggests:

- Best Times to Call: Research indicates that late mornings and early afternoons are often
more effective times for reaching decision-makers.
- Avoiding Mondays and Fridays: Many professionals are busy catching up or winding
down, making them less receptive to cold calls.

3. The Power of the Opening Statement

The first impression is crucial. Schiffman recommends crafting an engaging opening
statement that captures attention. Consider these components:

- Personalization: Use the prospect's name and mention something relevant to them or
their business.
- Value Proposition: Clearly articulate the potential benefits of your product or service
within the first few seconds.
- Question-Driven Approach: Instead of launching directly into a sales pitch, ask an open-
ended question that invites dialogue.

4. Active Listening Techniques

Listening is as important as speaking during a cold call. Schiffman emphasizes:

- Paraphrasing: Repeat back what the prospect says to demonstrate understanding and
encourage further discussion.
- Asking Follow-Up Questions: This shows genuine interest and helps uncover deeper
needs or concerns.
- Taking Notes: Keep a record of important points during the call to reference later,
showing the prospect that you value their input.

5. Handling Objections Gracefully

Objections are a natural part of cold calling. Schiffman teaches salespeople to:

- Prepare for Common Objections: Anticipate objections you may encounter and prepare



thoughtful responses.
- Stay Calm: Maintain a composed demeanor when faced with pushback; this reflects
professionalism and confidence.
- Turn Objections into Opportunities: Use objections as a way to provide more information
or clarify misunderstandings.

Follow-Up Strategies

Following up after a cold call is essential for maintaining momentum and fostering
relationships. Schiffman offers these follow-up techniques:

1. Timely Follow-Ups

- Immediate Follow-Up: Send a thank-you email or message shortly after the call,
regardless of the outcome.
- Consistent Scheduling: Create a follow-up schedule that adheres to the prospect's
timeline and preferences.

2. Utilizing Multiple Channels

- Email: Craft personalized emails that reference specific points from your conversation.
This reinforces your commitment to addressing their needs.
- Social Media: Connect with prospects on platforms like LinkedIn to maintain visibility
and engagement.

3. Providing Value in Follow-Ups

- Share Relevant Content: Send articles, case studies, or insights that align with their
interests or industry trends.
- Offer Additional Help: Position yourself as a resource by inviting them to discuss further
or answering any questions they may have.

Measuring Success in Cold Calling

To ensure that cold calling efforts are fruitful, Schiffman highlights the importance of
measuring success through specific metrics:



1. Call Metrics

- Call Volume: Track the number of calls made and the time spent on each call.
- Conversion Rates: Measure how many calls result in meetings or sales to evaluate the
effectiveness of your approach.

2. Feedback and Improvement

- Self-Assessment: Regularly review your calls, looking for areas of improvement in tone,
pacing, and content.
- Peer Review: Engage with colleagues to share experiences and gain insights into
different approaches and techniques.

Conclusion

In conclusion, cold calling techniques that really work by Stephan Schiffman provide a
comprehensive framework for sales professionals aiming to enhance their outreach
efforts. By focusing on preparation, timing, effective communication, and follow-up
strategies, salespeople can significantly improve their success rates. Emphasizing the
psychology behind cold calling, Schiffman’s techniques encourage a proactive and positive
approach that fosters meaningful connections with prospects. As the business
environment continues to evolve, mastering the art of cold calling remains an invaluable
skill that can lead to lasting success in sales.

Frequently Asked Questions

What are the key principles of effective cold calling
according to Stephan Schiffman?
Stephan Schiffman emphasizes the importance of preparation, understanding your
audience, establishing rapport quickly, and maintaining a positive mindset throughout the
call.

How can I improve my cold calling script based on
Schiffman's techniques?
Schiffman suggests tailoring your script to address the specific needs of your prospects,
using open-ended questions to engage them, and incorporating a strong value proposition
early in the conversation.



What role does mindset play in successful cold calling
as per Stephan Schiffman?
Schiffman believes that having a positive and resilient mindset is crucial for cold calling
success; it helps you stay motivated, handle rejection gracefully, and maintain enthusiasm
during calls.

How does Stephan Schiffman recommend handling
objections during cold calls?
He advises listening carefully to the prospect's objections, acknowledging their concerns,
and responding with empathy while providing relevant solutions that address their specific
needs.

What techniques does Schiffman suggest for building
rapport with prospects?
Schiffman recommends using a friendly tone, personalizing your approach, finding
common ground, and actively listening to create a connection with the prospect.

Can you explain the importance of follow-up in cold
calling according to Schiffman?
Stephan Schiffman highlights that follow-up is essential for nurturing leads and
maintaining relationships; he suggests scheduling follow-ups immediately after the initial
call to keep the conversation alive.

What are some common mistakes to avoid in cold
calling as outlined by Schiffman?
Common mistakes include failing to research the prospect, using a one-size-fits-all script,
talking too much instead of listening, and not asking for the sale or next steps.

How does Stephan Schiffman suggest measuring
success in cold calling?
Schiffman recommends tracking key metrics such as call volume, conversion rates,
number of appointments set, and overall sales generated to evaluate the effectiveness of
your cold calling efforts.
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