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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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Additional business development scripts and prospecting guidelines

Customize these supplemental scripts for marketing efforts.
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Additional business development scripts and prospecting guidelines 

Sample business development scripts

New customers

This is  <Your Name> calling on behalf of <Business Partner>.  The top three issues we’re hearing lately from other <executives> in the  <industry> industry are: <insert pain point>, <insert pain point>  and <insert pain point>. If you would allow me, I’d like to find out how we might help you develop effective solutions to similar challenges.

Existing customers

This is <Your Name> with <Business Partner>.  One of the chief concerns we are hearing lately from <executives> is their <frustration/difficulty> with <insert pain point>.  If you’d allow me, I think we can help you find effective solutions to this challenge.

Channel opportunity

This is <Your Name> calling on behalf of <Business Partner>.  We have been working with other <executives> within the reseller/VAR community.  The top three issues we are hearing lately from them are: <insert pain point>, <insert pain point>  and <insert pain point>.  We have helped other VARs achieve results like: <insert success story>. If you’d allow me, I’d like to find out how we can help you find a cost effective solution to achieve your goals.
For more product information

The following Websites contain information you may find helpful.

www.ibm.com/software
www.ibm.com/software/data/cm
www.ibm.com/software/success/cssdb.nsf/topstoriesFM?OpenForm&Site=cmportfolio
www.ibm.com/software/data/cm/cmgr/400
http://www.ibm.com/software/data/cm/library.html
