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IBM Content Manager Educational

Telemarketing Guide
Overview of material
This telemarketing guide is a tool designed to help IBM Business Partners realize additional service and software opportunities among existing and potential customers. The ideal customer is one who needs to enhance the way their organization captures, accesses, integrates and utilizes business-critical content.

Some of the reference stories refer to solutions developed by IBM and IBM Business Partners.   We recommend reading the entire document to familiarize yourself with all of the prospecting tools so that you can choose which will be most effective for your particular marketing campaign.
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Drive to event script example

Use this script to invite prospective customers to attend a seminar (an event that an IBM Business Partners would host) exploring the business needs for implementing organization-wide content management.
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Drive to event script
1) GREETING
Hello, may I please speak with <Name>?

1a) Contact is Decision-Maker (Go to 2)
1b) Gatekeeper says, “Decision Maker is unavailable”:
This is <Your Name> calling from <IBM Business Partner>.  I’m calling to invite <Decision-Maker> to a seminar featuring information management solutions using IBM Content Manager. Can you suggest a better time to for me call back?  Does <he/she> have a direct extension?

1c) Gatekeeper asks, “What is this is reference to?”
This is <Your Name> calling from <Business Partner>.  I’m calling to invite <Decision-Maker> to a seminar featuring information management solutions using IBM Content Manager. Is <he/she> available?

1d) Gatekeeper says, “They don’t take sales calls.”
That’s fine.  This is not a sales call.  I’m calling to invite <Decision-Maker> to a seminar addressing ways your business can improve its core processes and enhance customer experience.  The seminar is called: <Seminar Title>.  When would be the best time for me to call and reach <him/her>?

1e)  Decision Maker No longer with Company:   


Well then, perhaps you can help me.  Would you be able to put me in contact with the <IT Manager/Director> or the person responsible for your <Department or Function appropriate to the seminar>?

Before you transfer me, could you give me <Decision Maker>’s direct extension?

1f)  Voice Mail Reached: 

<Good Morning/Good Afternoon>, this is <Your Name> calling from <Business Partner>.  I’m calling to invite you to a seminar called <“Seminar Title”>. We’ll discuss solutions that explain how you can use IBM Content Manager to deploy a robust and scalable platform that manages all kinds of business-critical information. The seminar will introduce solutions that help managers meet the challenges they’re facing today, including decreased employee productivity and a lack of operational efficiency. The seminar will take place on <Date> at <Location>. IBM has pre-paid the registration fee for you, so you can simply register online at <Business Partner’s Web registration URL> or call us at <Your 800#>.  Thank you for your time and have a nice day. 

2) DECISION MAKER

Hello, this is <Your Name> calling on behalf of <IBM Business Partner>.  I know you weren’t expecting my call so I’ll be brief. I’m calling to invite you to a seminar entitled <”Seminar Title”>.  We’ll discuss solutions that explain how you can use IBM Content Manager to deploy a robust and scalable platform that manages all kinds of business-critical information.
Mr./Ms.<Name>, we’ve heard from decision-makers like yourself that <pain appropriate to the DM’s title> is a serious threat to your organization. Is that a challenge you also face today?

  If early interrupt/not interested: Go to 2d      
Continue: Well, this seminar will explain how <state how value proposition of the seminar can help DM achieve objectives>.  IBM has pre-paid the registration fee for you, so there is no charge for you to attend. We’ll be meeting <Date> at <Location>. Would you be interested in joining us?

1. If Needs more information/Not interested: Go to 2a
2. Referral: Go to 2b
3. If Not correct decision maker:  Go to 2c
4. If early interrupt/not interested: Go to 2d      

2a) Not interested/Needs more information: Mr./Ms. <Name>, <Business Partner> understands you have increased pressure to quickly identify and implement applications that are mission critical. IBM Content Manager is an infrastructure that can help you manage the full spectrum of digital information in your enterprise – from reports and documents to Web content and videos. We’ll be meeting <Date> at <Location>, but space is limited. Can I reserve one of the seats in your name today?
If Yes:    Great!  Mr./Ms. <Name>, let me give you all of the details regarding the upcoming seminar.  <Provide Logistics and move to 3>
 If No:   No problem, Mr./Ms. <Name>. <Move to close>
2b) Referral

Is there anyone else in your company that would benefit from attending this seminar?  We would be happy to extend an invitation to them.
If Yes- <Capture name/phone number/email for follow-up purposes>
If No- Okay, thanks.
2c) Not correct decision maker:  Can you please tell me the name of the person who is responsible for <appropriate function>?  Is there a direct phone number for that person?  Can you please transfer me?

If Yes:  Thank you.

If No:  Can you please transfer me to the receptionist?

(Edit record)

2d) If early interrupt/not interested: Well, thank you for time today.  If you would like to learn more about <Business Partner> and content solutions at your convenience, please don’t hesitate to call us or visit our Website.
3) CONFIRM/CAPTURE ATTENDEE INFO  I just need a moment to verify your name and contact information.

 I have your full name as <say and spell complete name>. Is that correct?

 May I have your title please?

 I’d like to confirm your company name, <Name>? Is that correct?

 I’m showing your company address as <Address>?  Is that correct? (#, street, suite, city, state, zip code)

 Just to confirm, your phone number and extension are <phone>?

 May I have your email address to confirm your registration? (IBM Business Partners in Europe, Middle East and Africa: Insert local opt-in question)

 What is the best day of week and time of day to contact you? 

 We look forward to seeing you on (Date).

SURVEY/CRM QUESTIONS  (optional)
In order to help us learn more about your current business challenges, do you have time to answer <number> brief survey questions?

1) TBD –  Business Partner to determine.

2) TBD –  Business Partner to determine.

4) CLOSE CALL  

If attending seminar: 
Thank you for your time today, Mr./Ms. <Name>. If you have any questions before the seminar and would like to speak with one our representatives, please feel free to give us a call at <Your 800#> or visit us on the Web at <Business Partner’s company URL>.  Thank you again and have a nice day.
If not attending seminar: 
If you should change your mind or would like more information please don’t hesitate to call or send an email. Our contact information can be found on our Website <Business Partner’s company URL>.  Thank you for your time and have a nice day. 
 






	
	

	
	

	
	

	
	

	
	

	
	
























