IBM People Productivity Telemarketing Script


1. GREETING

Hello, may I please speak with _____?

            1a. Contact is Decision-Maker: (Go to 2)


1b. Gatekeeper says D.M. is unavailable:


This is (___) calling for <Business Partner Name>.  I’m calling to discuss how to improve responsiveness and productivity within your organization by better connecting people, information and applications with IBM People Productivity solutions.  Would you be able to tell me when would be a good time to call him/her back?  Does he/she have a direct extension?


1c. Gatekeeper asks “What is this about?”:


This is (___) calling for <Business Partner>.  I’m calling to discuss how to improve responsiveness and productivity within your organization by better connecting people, information and applications with IBM People Productivity solutions. Is he/she available?


1d. Gatekeeper says “They don’t take sales calls.”


That’s fine. This is not a sales call but a service call.  I’m calling to make sure he/she has the most up date information on <Business Partner> solutions utilizing IBM People Productivity software, and by improving responsiveness and productivity within your organization by better connecting people, information and applications will result in a significant impact on your business.  When’s the best time for me to call and reach him/her?


1e. DM No longer with Company:   


Well then, perhaps you can help me.  Would you be able to put me in contact with the (IT Manager/IT Director) or the person responsible for your <Department or Function>? Before you transfer me to him/her, could you give me <Decision Maker>’s direct extension?

1f. Voice Mail Reached: 

Good Morning/Good Afternoon, this is (___) calling for <Business Partner>.  I’m calling to discuss how to improve responsiveness and productivity within your organization by better connecting people, information and applications with IBM People Productivity Solutions. I am hoping we can set up a time to speak, in the near future, to insure that you have best information available as you consider how to address issues such as, giving your employees, partners customers and suppliers easy  and secure access to the information they need, wherever and whenever they need it, speeding up employee response times while minimizing their downtime, and of course achieving fast time to value through quick, simple deployment from our <Business Partner Solution> built upon IBM software.  Improving responsiveness and productivity, not only will help you reduce operating costs, but will also result in agility to market opportunities but also bring you closer to your key partners and customers. .As a certified IBM Business Partner, we can help implement a cost-efficient system that provides you with a foundation for growth in the future.  Please feel free to visit us online at <Business Partner’s Web registration URL> or call us at (###-####).  Thanks for your time. 

2. DECISION MAKER:
Hello, this is (_____) calling on behalf of <Business Partner>.  I know you weren’t expecting my call so I’ll be brief.  I’m calling to discuss how to improve responsiveness and productivity within your organization by better connecting people, information and applications with IBM People Productivity solutions.

Mr./Ms._____, may I ask, are you still confronted with a work environment where employees, partners and suppliers don’t have all the resources they need whenever and wherever they need them?  Does this cause delays in response times? Does this waste time looking for the right information, application or expertise?  And does this not make the most efficient use of your resources which drives up costs? 

Continue: Well, I’d like to discuss with you how <Business Partner> solution built upon IBM software can provide a improved virtual work environment, connection people with the right resources for improved responsiveness and productivity. Would you be interested in having this conversation now or in the near future?

If Needs more information/Not interested: Go to A

Referral: Go to B

If Not correct decision maker:  Go to C

If early interrupt/not interested: Go to D      

A. Not interested/Needs more information:

Mr./Ms._______, <Business Partner> understands you have increased pressure to get the most out of your limited resources in today’s work environment. We can introduce to you solutions that help <IT managers or applicable job title> like yourself meet the challenges they are facing.  We would like to provide you with important details on how you can improve your productivity capabilities. Would you be interested in this important information?  

Yes:    Great!  Mr./Ms.______,..... and move to 3.

No:   No problem, Mr./Ms._________.  Move to close. 

B. Referral

Is there anyone else in your company that would benefit from discussing this topic?  We would be happy to extend an invitation to them.

Yes- (Capture name/phone number/email) for follow-up purposes.

No- Okay, thanks

C. If Not correct decision maker:

Can you please tell me the name of the person who is responsible for <solving Productivity issues>?  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)

D. If early interrupt/not interested: 

OK, no problem.  If you would like to learn more about <Business Partner> and IBM People Productivity solutions at your convenience, please visit our Web site at <Business Partner’s company URL> or local People Prod landing page site

3. CONFIRM/CAPTURE ATTENDEE INFO:

I just need a moment to verify the spelling of your name and your 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, _____? Is that correct?

I’m showing your company address as ____? Is that correct? (#, Street, Suite, City, State, Zip Code)

Just to confirm, your phone number and extension are ____?

May I have your email address? ______ (EMEA: 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:  

Thank you for your time on behalf of <Business Partner>. If you have any additional questions or would like to speak with a sales representative, please feel free to give us a call at (###-####) or visit us on the web at <Business Partner’s company URL>.  Thank you. Have a nice day.
