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SE L L I N G  PO I N T S

During my sales training courses, 
one of the main fears people 
share is the fear of making cold 

calls. (A close sec-
ond is anxiety about 
following up after a 
sales presentation.)
 The fact is, 
most of us abso-
lutely hate to just 
pick up the phone 
and try to sell some-
thing to someone 
we don’t know. So, 

whenever possible, we avoid having to 
do it. We take care of routine adminis-
trative tasks, check emails, run errands 
— almost anything to avoid being alone 
with the phone.
 It’s a natural re-
action. Who likes 
rejection? But 
that’s exactly 
what most 
cold calls 
result in: 
big, nasty 
“no’s.”
 In the 
Integrity 
S e l l i n g 
c o u r s e , 
we look 
at several 
methods 
of turning  
cold calls 
into warm 
prospects, 
including the use of newsletters, refer-
rals, networking and letters of introduc-
tion. We discuss ways to create mean-

Adjusting your attitude can turn 
COLD CALLS into  HOT PROSPECTS

As a fellow traveler on the road 
to improvement, I’m constantly 

devouring books about business 
growth and self-development.

This summer, I had the pleasure 
of reading The Ripple Effect: Maxi-
mizing the Power of Relationships 
for Your Life and Business. Written 
by Austin’s own Steve Harper, the 
book really resonated with my own 
philosophy of valuing others.

Steve’s premise is simple: like a 
stone thrown into a pond, our actions 
create a series of consequences for 
us and the people around us. By be-
ing intentional about the kind and 
number of “ripples” we create, we 
can positively affect family, friends, 
co-workers, clients, employees . . . 
even people we’ve never met.

Creating positive ripples also 
creates powerful karma. The good 
we do for people comes back to us 
in sometimes strange and wonderful 

ingful points of contact — many times, 
I’ve attended a seminar simply because I 
wanted to have the opportunity to meet 
one of the speakers face to face. I’ve 
also leveraged those events by sending 
the speaker a follow-up thank you note 
referencing something I learned from 
them. Even the bigwigs enjoy sincere 
compliments.
 Another way to deal with the cold 
call dilemma is internal. Believe it or 
not, something as simple as adjusting 
your attitude can work wonders.
 Given our own negative experi-
ences with dinnertime telemarketing 
calls, it’s no wonder so many of us see 
cold calls as an intrusion. But that’s the 
wrong attitude to have.
 As sales people, our emphasis 

should always — al-
ways — be on 
helping our cli-
ents and custom-
ers find solutions 
to their prob-
lems. It’s not 
about simply 
closing a deal 
or meeting a 
sales goal — 
it’s about be-
ing a resource. 

We’re not 
trying to 
do any-
thing to 
them, but 
for them.

 T h a t 
simple in-

sight can have powerful repercussions. 
One of my recent program attendees 

Connie’s Comments

“The next time I light a fire under a hot 
prospect and my sales pitch starts to 
sizzle, I don’t want to hear you whining 
about secondhand smoke!!!”
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your customers
• Mrs. Roosevelt on courage
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QUOTE OF THE MONTH

“You gain strength, courage and confidence by every experience in 
which you really stop to look fear in the face. You must do the thing 
which you think you cannot do.”   
     — Eleanor Roosevelt

Overcoming fear of cold calling a 
matter of attitude, not sales tricks 
told me how excited she was after one of 
our sessions. I had coached her on how 
to be herself during sales meetings — in-
stead of launching into a rehearsed sales 
pitch, I wanted her to talk to prospects 
in a conversational tone, asking ques-
tions about their business and showing 
sincere interest in their answers.
 So following our meeting, she de-
cided to drop in on some prospects and 
see if her new attitude made any differ-
ence. To her surprise, it did. She acquired 
one new client and opened the door to a 
relationship with another. Her positiv-
ity had helped her face — and overcome 
— her fear of rejection.
 “Easier said than done,” you might 
be thinking. “I could never do that.” 

Never say never. Have a little pep talk 
with yourself. Tell yourself, “My clients 
need me — my help can be the differ-
ence in their success.” Use power words 
— tell yourself that you are amazing, 
brilliant, powerful, invincible . . .
 After your pep talk , take action. 
Action always trumps amxiety. It makes 
you feel more confident and in control.
 Finally, I encourage you to enroll in 
my upcoming Integrity Selling course. 
For the first time in 18 months, I’m offer-
ing the 18-hour, 9-week course to indi-
viduals and small teams. It will change 
how you look at sales!
 For more information on pric-
ing and scheduling, contact me at 
connie@conniebrubaker.com or (512) 
346-7270.

ways, often when we least expect it.
For salespeople, The Ripple 

Effect offers both 
concrete 
tips and  
s e v e r a l 
i n s p i r i n g 
stories about 
the benefits 
of intention-
ally putting 
c u s t o m e r s 
ahead of raw 
sales figures. 

And Steve is exactly right — I’ve 
experienced the power of the ripple 
effect firsthand in my own life and 
business. It’s an amazing thing.

For more information, visit www.
therippleeffectbook.com. I think you’ll 
be glad you did.
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New book emphasizes 
putting others first


