
 

 1 

 

  

 



 

 2 

  

GRAND APPS Sales Call Book 

The purpose of this call book is to cover a few quick strategies regarding 

cold calling. Yes, cold calling. This actually is a very effective sales 

technique still. Get excited to pick up the phone and starting dialing.  
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Cold Calling Sales Methodology 
Sure there are other lead generating lead methods such as online 

marketing, PPC’s, Social Media Ads, Mobile Ads and other routes. The 

reason cold calling is still effective is because your prospects are a highly 

qualified prospect. Let’s cover some prospect qualities for mobile app sales.  

MOBILE APP READY 
 

 

Believe it or not…but not every business is ready for a mobile 

app. All prospects should have a nicely designed website, social 

media presence and a mobile website.  

OFFER MORE 
 

 

If your prospect is not mobile app ready, upsell them on a new 

website or mobile website. We build both and can easily help 

business owners get caught up.  

QUALITY NUMBERS GAME 
 

 

Lastly, remember that Cold Calling is a simple numbers game. 

But, we do stress it is a quality numbers game. Simply calling 

100 unqualified prospects with a terrible website will probably 

get you 100 “no’s”. But, calling 100 quality prospects will 

probably get you tons of more “yes’s”.  

COLD CALLING SALES METHODOLOGY 
• Make sure prospects are mobile app ready 
• If they are not, upsell them on our other services 
• Make sure you remember it’s about QUALITY calls  
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COLD CALLING Goals 

Having a game plan and strategy to each and every single call is crucial for 
successful cold calling. You must have goals for every single call. Below are 
a few goals we believe you should have when going into a cold call.  
 

HUNTER & GATHERER 
Just like our ancestors, we must have a goal in mind to become a hunter & 
gatherer. Our main objective for the first cold call is to obtain useful 
information. You are seeking out the decision maker so that means you 
need to gather their name, email address and phone number.  
 

NEVER SELL 
The first cold call rarely ends in a sale. A B2B sale is about building 
relationships with prospects so do not expect to land a sale on the first call. 
Never try to sell either, it should be your goal NOT to sell but rather begin 
building a relationship with that prospect.  
 

K.I.S.S. 
Always remember the classic saying “Keep It Simple Stupid”. This is how 
your calls should be. Make it your goal to keep the call as simple as possible. 
Do not over pitch your call or ramble on. Get your point across and obtain 
your goals and leave it at that. If they ask you questions you cannot answer, 
simply state your job is not the technical side or sales side but rather to 
simply set a meeting to demonstrate more with an account expert.  
 

SET A MEETING 
Again, the most effective sales technique is person to person so your main 
objective is to setup a meeting during this cold call. Simply state that you do 
not wish to take up their time on this unexpected call but would rather setup a 
quick 5-10 minute meeting to cover a live app demo to show exactly what we 
offer.  
 
Overall; Your number one goal should be set up a meeting. Business owners 
might not even know what a mobile app is or how it could benefit their 
business.  
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COLD CALLING Goals 

 

COLD CALLING GOALS 
 Gather the contact information for the decision maker 

 Never sell them on the phone, work on building the relationship. 

 Keep it simple and do not ramble.  

 Goal Number One: Set a meeting.  
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Three GRAND APPS Calling Strategies  

STRATEGY #1  
EMAIL BEFORE CALLING, GREAT TALKING 
POINT. 
 

 

This strategy is a great way to begin a cold call. 
Simply get their email from their website and send 
them some quick information. So, when you “cold” 
call, it’s not really a cold call. It is a mere follow up 
call in regards to the information you have already 
sent over. We found this very effective.  
 

STRATEGY #2 
NAME DROPPING. IT WORKS.  
 
Use a competitor, a client or their connection during 
the call. Example: “Hey (Business Owner), James 
here with Grand Apps and Bill has referred me to 
you”. You can even say “Hey (Business Owner), we 
have been working with (Competitors Name) and we 
would love to show you how we have helped them 
out.  
 

STRATEGY #3 
FOLLOW UP, FOLLOW UP, FOLLOW UP. 
 
As simple as this seems, many sales people forget 
this. It is absolutely crucial you follow up with a 
prospect when you say you will. Let’s say you call 
on Monday and they are not in until 9am Tuesday. 
That means you write in your calendar to call them 
Tuesday at 9am, and don’t forget it! This is a huge 
mistake that is costing people thousands of dollars 
in sales.  
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9 CALLING TIPS 
Here are some examples & tips for Cold Calling.  
 

1 OPEN WITH A QUESTION 
When you finally get to the decision maker, ask them this simple question: “Did I catch you at a 
bad time?”. This is the best question you can start a call off with because if it is a terrible time 
for them to talk, then you will not have their full attention anyway so you probably want to chat 
later. Usually they will say “no, what is this in regards too?”. Then you hammer them with your 
goals as previously discussed.  
 

2 FRIENDLY CONVERSATIONS 
When you are speaking with the decision maker, talk to them like your friend. Try not to be 
nervous because they can hear it in your voice. Speak with full confidence as if they are your 
friend and you are having a normal conversation, not a cold call. The best way to do this is 
record yourself as you are calling businesses and record yourself when you talk to friends, 
then compare both. If they sound similar then you’re all set in this category, but if they sound 
completely different, it is time to really focus on being natural.  
 

3 VOICE TONE 
Remember when your parents would harp on you to “use your inside voice”? That same rule 
applies to cold calling. Some people get so nervous when calling, which directly relates to 
their tone. Some people get really loud and some get quiet. Make sure you speak in your 
inside voice which seems natural. This may seem so simple, but you would be surprised how 
many times this actually happens.  
 

4 ASK FOR HELP 

When you are calling a business and the receptionist picks up, ask them for help. Simply say 
“Hey, Samantha, I was wondering if you could help me out really quick?” They have no idea 
what you are calling about at first so they are likely to say “Yes, what can I help you with?”. 
Now you can ask for the decision maker by saying, “I was wondering if you could point me in 
the direction of the person in charge of making decisions?”. Try this out, tweak it…but we 
promise this works majority of the time to get someone’s name (One of your goals).  
 

5 FIRST NAMES, TWICE 
People seriously like hearing their name said in 
conversation so try to use it as much as possible, without 
sounding unnatural. A great way to utilize this tip is in 
voicemails. Simply start with their name & end the 
voicemail with their name.  
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5 BE A READER 

 

Make sure you are reading their reactions when you’re 
talking with them. If they sound busy or rushed, simply ask 
if there is a better time to call back instead of forcing your 
message upon them.  
 

6 VOICEMAILS 
This is something you can’t get around. You will leave tons of unreturned voicemails, just like 
you’ll send tons of unreturned emails. This is not a problem if you use this tip. Do not state the 
reason you’re calling, simply say “Hey Barbra, my name is Kyle with Grand Apps. Could you 
give me a call back at 333.888.1111? Thanks Barbra & have a great day!” This has increased 
the percent of our call backs from leaving voicemails.  
 

7 CALL PACE 
This relates back to tip number 3, but must be covered. Make sure you are speaking with a 
natural voice tone, but also speak with a slower pace. This will be hard for natural fast paced 
speakers, but just remember you are catching your prospect off guard so you want to speak at 
a pace they can really grasp what you are asking and calling about. Coming out of the gates at 
100 MPH will only confuse the decision maker on the other line.  
 

8 GIVE THANKS 

Always, always, always give thanks to the person for taking time out of their busy day to listen 
to you for even two minutes trying to setup a meeting. It was proven that by saying Thank You 
& showing gratitude, you can get someone to do something 30% more of the time than not 
saying it.  
 

 

9 PLEASE RESEARCH 
Again, it is the simple steps in sales that separate success 
from defeat. Please research the business you are calling by 
browsing their website on your PC & Mobile device. Check 
their social media to see if they are marketing online. 
Example: See if a restaurant has online ordering, if not 
call them and ask if that was something they have 
thought about. You can then explain the statistics proving 
why it’s a smart investment.  
 9 CALLING TIPS 

 • Open with questions 
 
• You’re only “talking with a friend” 
 
• Remember your voice tone 
 
• Ask to be pointed in the right direction of the decision 
maker  

 

• Read them like a book 
 
• Leave simple voicemails with call to action 
 
• Slow your call pace 
 
• Always THANK them for listening 
 
• Remember, research them before calling 
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GRAND APPS Consultation 
Remember to put yourself in the business owner’s shoes before you call them. Think 
about your last cold call where some insurance agency tried calling you to sell you 
on a new policy.  
 

- Were you ready for this call? 
- Were you actively involved in something else? 
- Were you engaged with that caller? 

 
Chances are that you probably were busy and not engaged. This happens when you 
call business owners too. They’re busy worrying about new orders, employee 
problems, scheduling, ordering and many other tasks.  
 
Even think about when a friend calls that you are not expecting, sometimes you don’t 
even have time for your closest friends on the phone. This means that even second 
is precious on the phone with a business owner. Your main objective is to setup a 
time later where they can give you full attention later.  
 

CONTACT 

www.grandapps.com 

support@grandapps.com 


