Getling Comfortable: How To Overcome Your Call Reluctance

By Bill Gager
Would you rather walk through a
fire than make a cold call? As a
ersun or manager, if you even
ated with your response lo that
stion, then you may be suffering
m call relugtance. That's okay—
yon're not alone. In fact, nearly Y0 per-
cent of :u{LhJLU!‘[(' exporience some
level of call refuclance.

res prolession is that—due Lo call
refuctance —they r.l(m’t initinte enough
sales Lo be ful. Most br‘l("‘l‘u ple

1C

prefer to wait lel lnuumnmu initi-
# a sales discussion, rather than
the topin up on their own. This

in all fields including
2y and graphic arts ind
where even the most c‘xpununu_d &nleb
8] th!LH_mm.m«:lL re JJL Ll upon Lo expand

5

¢ number of causes for call
but the main reason is
3 vi 3L vor feel
ancomfor with the possibility of
rejection, .or vou don’l know what to
Say ot do to iniliate the sales fonversa-
tioi. Regardless of the wool, you can
avarcoms vour cali reluel tance and m’l
mare combortable approaching
lamers sl prosp when you uge
e Tollowing

wxist,

wix ’.iL‘|1\

Confront Your Feelings

Recognize, acknowl ge, and ex-
s your negative feclings. Many
pr’up!( don’t like making new

singss f:m,nnm h’.‘.‘j to custemers ‘(11""('!.
prospects. These feelings are natural,
putthey dow't have to hinder your suc-
vess, o facl, vesearch has shown that a
alegperson’s asttitude toward cold call-
ing hag littie effect on their prospecting
effectiveness, as long as they don't lel
these negative [eelings stop them.
Recognizing your negative fee
and expressing how v
making sales approaches Lo a friend or
eolleague can actually help overcome
zall reluctance. ulml.w through ex-
ing haw you feel, you can release
ing energy of your negative
1 be more comfortable initi-

Lhe pa

sales situations. So talk aboul
call reluctance with semeon
T eall your 1live fe

yveu'dl find that this alone
e vou perform much betler.

How Muoch is Eﬂnudh"
sine Lhe
contact. The next step in oy ercoming
call refuclance requires you to look at
how gour discomlort affects your sue-
st T miget the goals that you set for
- and the goals your company
0N YGU N eems of new accounts
and growth of exj accounts, you
must figure oul Il(\m nmnv new sales
vou need 1o gel, Hor ti\,ztu‘lpl , to ineet
your goals, vou may need to make 10
sales pe ak subtract num-
ber of new sal WJ.I come o you
either th ()ugh
exasting accaunty §
sales seek you out, leimu! any effort
on your part. 3o 10 nunuos five means

Y

you need to initiate five new sales per
week to be successful.

Behave Yourself

Setl goals. Now that you know how
many sales you must initiale, you must
set behavioral goals for yourself by
looking at what you're currently doing.
Do you need to initiate five sales per
week lo meet your goals, but currently
aren’t initiating any? If you decide
you're going to stretch yourself for five
calls in the first week, you're setling
yoursell up for failure, because the
behavior change is too drastic. Instead,
set a Jeasondee tretch goal. If you're
initiating zero new sales now, anythmw
preater L]mn zero is u_asombk

Suppose you set your goal for this
week at one new sales (_al Alter you
reach that goal, you can set it one
higher at twu The key is to set goals
you know you can male, and build
your confidence until you become more
comfortable.

Alsu, your goal must be behavior
based, rather than time based. If you
say you'll spend two hours pr 0=;peflmv
this WL‘LL, then you’ll never do it.
Human beings are extremely talented
al pulting off the things they don’t
want to do. No matter how disciplined
you are, you'll never find the time for
the Ihings that tyou don’t enjoy.

Ready, Aim, Fire

Pick largets. Once you have set your
goal for umtau% you must determine
who you want to farget. When you're
just starting to overcome your call
reluctance, you must pick the low-
hanging fruit-—typically vour current
customers. With these people, you've
already accomplished the hardest part
ol the sales process, which is to get peo-

Ple to buy from you the first time. Don't
start ook.mg for new customers until
you've completely exhausted the new

business opportunities with the ones
you already have. Plus, at this stage in
overcoming call reluctance, you want
to recondition yourself and build your
confidence lhroug,h small successes.

Blueprint for Success

Devise a plan. Part of the reason
salespeople feel uncomfertable with
initfating new business is that they
don’t know what to say or what to do to
win people over. After targeting spe-
prospects for sales efforts,
you must plan how to approach them.

Research has
shown that a
salesperson’s
attitude loward
cold calling has
little effect on their
prospecting
effectiveness, as
long as they don’f:
let these negative
feelings stop them.

Your plan must be very specific in what
you will say and what you will do Lo
win their business, and then you must
practice it until it feels natural.

Your approach plan should alse be
easy to memorize and duplicate, so you
can use it over and over again and
make it your own. The more detailed

you are in your plan and the more you
practice your approach, the more con-
versational it will be and the more com-
fortable you will feel delivering it.

Grab the Bull hy the Horns

Quercoming your call reluctance will
not be easy; it takes work and commit-
ment to make behavioral changes, One
of the greatest ways [o make something
you lind uncom{ottable feel more com-
fortable is o get out and o it If you
don’t start making (‘1”9 dmf mlhahutf
sales discussions, you'll never over-
cotne your fear. You must kold vourself
accountable for the goals you set.

By communicating your goals (0 a
colleague, you can ensure grealer fol-
low through. Make yourself account-
able for results by telling sameone
aboul the behavioral goal you've sex for
yaurself, and then ph‘m for Follow-uy:
discussions lo make sure you slay on
track. Plus, by sharing your g wilh
someong, you take the goals out of vaur
head and malke them real,

Call reluctance is a common proh
s, bul with commitment and practice
anyone can overcome it. By recognizing
your discomfort and expressing your
negative thoughts, you can release voun

paralyzing feclings and focus on the
process of improving yoursell and your
sales. By selling atlainable goals

according to the ne ry level of con-
tacts you must male o be successful,
you can develop an on plan that
¥ positive wsn\lﬂ By choos
easy targeis at f then planmsw \(am
approach, you'll LL'”] more comnfortable
wilh initiating  sales  discussions.
Through implementation ancl practice,
vou'll overcome your call reluctance
on esslul sale at a time. PR

Bill Gager s president
national, n soales fraiing and coacling
firi. You can wisit his Web site al
. gageriniernational.com or reach him
al (860) 526-5422.
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