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● “In comparing the number of new business meetings… the results are quite 
remarkable. Our Junior Brokers achieved an increase of 51% in new business 
meetings with prospective c lients, resulting in a p rojected increase in total 
revenue of $1.1 million.”
Peter Hennessy, President,The Staubach Company

● “In the four years I have been the CEO of ParishPay, we rarely have had someone 
impact our organization and improve our results as you have. Last year we had 
three inside sales staff members and this year we have two. Our results this year 
were 128 appointments set by phone in 3 months, as opposed to 45 last year. If 
anyone can do math, they can see the value of your input in a phone-based sales 
operation.”
Andrew Goldberger, CEO, ParishPay / InTuition

● “Our new sales were up 23% this past year, and I am extremely happy with the 
outcome.”
Kathleen Henry, President, Mitchell Printing & Mailing

● "Working with you has helped to develop a culture of selling at Affordable Solar 
Group that was previously missing. You've helped us become excited about 
selling again. Even more importantly, our Jan. n umbers were up 1 6% over last 
year and we  will likely double our n umbers in Feb. compared to last year."
Nestor Tarango, Sales Manager, Affordable Solar Group, LLC

● “…since your workshop, my team is consistently scheduling more and more new 
business appointments. By applying your techniques, I, personally, am nailing two to 
three appointments an hour!”
Chris Whiteside, Business Sales Manager, Sprint

● “I was able to reduce the amount of objections and increase the appointment
closing ratio…. Yesterday I was able to secure three appointments in one hour by 
practicing your methods.”
Ken Galanaugh, DSI Solutions Inc. 
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● “I recently called six companies and was able to get four solid introductory 
appointments on my calendar with minimal effort! If I can keep up this pace I can 
make more money in less time."
Tracy M. Brodd, Account Executive, American Identity

● “Just used one of your techniques and it worked! …I've gotten immediate replies 
with apologies for not following up s ooner!”
Jessica Brown, J.Brown Enterprise

● “…you taught me how to use the telephone to get appointments with prospects. 
I'm from the "timid" end of the spectrum when it comes to asking for anything from 
an appointment to an order. [Now]…I'm comfortable that I have an arsenal of 
techniques that will enable me to do it on the p hone."
Steve Blatman, Inkspot

● “Wendy Weiss, The Queen of Cold Calling, has made the process of placing those 
hated calls a much easier and more understandable process. From explaining what 
to listen for in your call, to what the person on the other end really means, to how to 
get to the right person, Wendy explains it a ll.”
Greg Busch, LTSLeaderBoardStLouis.com

● “If it wasn’t for Wendy Weiss, I wouldn’t have half the leads I do. I’m definitely 
seeing results."
Brett Maslin, Adams & Company Real Estate

● “After meetingThe Queen of Cold Calling, I can now say that I feel like a king with the 
keys to the kingdom and the ability to get past any gatekeeper. Doors that were 
fortified have now been opened…”
Carl Salvato, Grubb & Ellis

● “I honestly can’t wait to get out there and start making c alls.”
Tony Proia, President, Electronic Solutions Associates
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Wendy Weiss, The Queen of Cold Calling®, is an author, 
speaker, sales trainer, and sales coach. She is recognized as 
one of the leading authorities on lead generation, cold calling 
and new business development and she helps clients speed 
up their sales cycle, reach more prospects directly and 
generate more sales revenue. Her clients include Avon 
Products, ADP, Sprint and thousands of entrepreneurs 
throughout the country. 

Wendy has been featured in the New York Times, BusinessWeek, Entrepreneur 
Magazine, Selling Power, Forbes, Inc and various other business and sales 
publications. She is the author of, Cold Calling for Women, 101 Cold Calling Tips for 
Building New Customers in a Down Economy and the recently released, Sales 
Winner’s Handbook, Essential Scripts and Strategies to Skyrocket Sales Performance. 

She specializes in working with companies that want to increase sales revenue by 
generating new business and/or companies with under-performing sales teams. She 
has helped clients double and triple the number of new business appointments they 
can schedule resulting in a matching increase in sales. 

Wendy is also a former ballet dancer who believes that everything she knows in life 
she learned in ballet class. Visit www.ColdCallingReults.com to learn more about 
Wendy. 

http://www.coldcallingreults.com/
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Introduction 

Welcome to The Cold Calling Survival Guide! I’ve subtitled this e-book, Start Setting 
Appointments in the Next 24 Hours because it contains the basic information that you 
need to get on the phone and start generating new business right away. 

They say the economy will improve and I hope it does. But whether or not the 
economy improves you can improve your personal economy by picking up the 
telephone and speaking with prospects that are likely to buy what you sell. 
Entrepreneurs, business owners and sales professionals who are looking for 
appointments take heed: When done well, cold calling is a direct and inexpensive 
way to develop new business. 

The problem is that many people cold call poorly and that’s why it doesn’t work 
for them. No one is born knowing intuitively how to cold call. The good news, 
however, is that cold calling is a communication skill and like any communication 
skill it can be learned and improved upon. 

This e-book is a quick and easy way for you to start to build the cold calling skills 
and process that you need to successfully develop new business. By the time you 
finish reading this you’ll have the basic tools that you need to get started 
making appointments right away. 

I also invite you to visit my site, www.ColdCallingResults.com. You may also contact 
me with your questions and/or comments. Also, please let me know of 
your successes. You can reach me at info@ColdCallingResults.com. I look forward 
to hearing from you. 

To your cold calling success, 

Wendy Weiss 
The Queen of Cold Calling®

http://www.coldcallingresults.com./
mailto:wendy@wendyweiss.com
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The Cold Calling Survival Guide 
Start Setting Appointments in the Next 24 Hours 

Wendy Weiss,The Queen of Cold Calling®

You’re a newbie, a new business owner or brand-new sales representative. 
You’ve never made a cold call in your life. Or perhaps you’re an old hand at sales. For 
the past many years, you’ve grown your sales pipeline through networking and 
referrals. Now because of the still extremely stalled economy you find you’re simply 
not filling your pipeline the way you used to and so you’re looking at starting to make 
cold calls again. So, what’s next? How to start? 

In this guide I’ll share with you how to get started, easily, without angst in 24 hours or 
less. I’m going to share with you the seven steps that you absolutely need to take to 
start setting appointments right away. So, let’s get started. Grab a pen and paper; 
you’ll want to take some notes. 
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1. Belief

What do you believe about cold calling? Are you one of those that think, “No one 
wants to speak with some one who cold calls,” or “Prospects will just hang up on me,” 
or “I’m bothering people,” or “No one will be interested?” If this is you, I’ve got some 
news—you’re not a mind reader. The definition of a cold call is that you’re calling a 
stranger. No matter how smart and talented you are, you do not know what prospects 
are thinking about when you call them. 

Some people will be interested in what you have to say, others will not. The more 
targeted your list and the better your skill set (more on both soon) the more prospects 
will be interested in engaging with you. 

Examine your beliefs about cold calling. Do your beliefs support you in this endeavor? 
If not, is it possible to believe something else? For example, if you believed that you 
represent a product or service of great value and that you were doing a service to your 
prospects by calling them and giving them valuable information about the extreme 
value you provide, how would your feelings about making cold calls shift? 

When I talk about examining your beliefs, I’m not talking about that silly Law of 
Attraction, chant slogans to yourself in the bathroom mirror kind of stuff. I’m talking 
about a realistic examination of your beliefs about prospecting and whether or not 
those beliefs help you or hurt you. 

Here’s an example: You might be someone who thinks, “No one wants to speak with 
me.” That’s a very common, negative belief. Ask yourself this question: “Is it possible 
there might be one person who’d be interested in speaking with me?” If your answer 
is “yes,” and of course it will be, then the idea that “No one wants to speak with me” 
cannot be true. Might there be more than one person interested in speaking with you? 
Well of course there might. 
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Unfortunately, much of the training and/or conversation that surrounds cold calling is 
extremely negative and centers on dealing with rejection and/or the idea that rejection 
simply comes with the territory. One very common myth about cold calling is that one 
must “go through the no’s and hang ups until someone finally says yes.” Who in their 
right mind would want to do that? And because this myth is so all pervasive, many 
who might otherwise easily pick up the telephone think that they will only encounter 
no’s and hang ups when they make their calls. Most rational thinking human beings 
do not want to get used to prospects hanging up on them and so they do not want to 
pick up the telephone—and who could blame them? 

Another pervasive myth is that “prospects will just say ‘no’, so it’s important to 
practice rebuttals.” This myth also does a disservice in that many potential cold callers 
believe; that should they manage to engage with their prospect the encounter will be 
combative. They believe that in order to succeed they will need to do battle and/or 
manipulate prospects. Most people do not want to do this and so again, they do not 
pick up the telephone. 

This is where most people who want to use the telephone to develop new business 
get stuck, right at the beginning before they’ve made a single call. Many, many people 
have such extremely negative views about cold calling that make it close to 
impossible for them to successfully cold call. You do not have to get stuck here. 

This is the bottom line: There are the Facts and there are the Stories that you tell 
yourself about the Facts. The Facts are: 

● You need to reach out to more prospects.
● You will dial the phone.
● You will either reach your prospect or you will not.
● If you reach your prospect, you will say something and they will say something.
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The Stories are: 

● “I’m bothering my prospects.”
● “They will not want to speak with me.”
● “They probably already have a vendor.”
● “No one wants to speak with a cold caller.”
● Etc.

If you are telling yourself the Stories above, it’s time to get yourself some new Stories. 
Here is the most important point: You do not have to love cold calling. You simply have 
to get to neutral because neutral is a place where you can function. 
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2. Create a targeted list

Here’s another place where people who cold call go wrong. Contrary to popular 
mythology, cold calling is not about opening the phone book and calling anyone. Cold 
calling is about figuring out who is most likely to need what you are selling and then 
calling them. A call to a prospect that has no need or very little need of what you sell is 
an extremely difficult call; calling someone who has a need, that’s a whole different 
ballgame. 

An e-mail I recently received from a reader: 

Dear Wendy, 

I am so upset. I just got off the phone with a totally obnoxious prospect. He was 
mean and he was rude. And to top it off, he wouldn't have even been a very big 
customer. He didn’t have much of a budget and he wouldn’t have bought very 
much. There was no reason for him to be so rude! What should I do in this kind of 
situation? 

My response to this e-mail? 

If the prospect would not have turned into a “very big customer,” if he “didn’t have 
much of a budget,” why were you wasting your time calling him in the first place? 

You see, prospects that are not qualified prospects, prospects that “wouldn’t even be 
a very big customer,” don't need what you are selling. They are not interested because 
you don’t have anything they need or want. You're making things harder for yourself 
by calling this type of prospect. 

The solution? Do your homework. Before you ever get on the telephone put together a 
list of researched, targeted, qualified prospects. This will increase the odds that your 
prospect will actually need what you have to offer and it will increase the odds of 
having a productive conversation. 
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What this means is that you need to take some time to figure out who is most likely to 
buy. If you’ve been in sales for a while go back and take a look at your best customers. 
By “best” I mean customers who have spent the most and the most frequently. You’re 
looking for prospects that are just like your best customers. Create a profile of your 
“best” customers. Here are some of the questions to ask: How large is the company? 
What is their revenue? What is the number of employees? Where are they located? 
What industry or vertical market? And so on… you are looking for prospects that 
match the profile of your best customers. 

If you’re a newbie, that’s ok. Simply ask your manager the above questions. If you’re 
a brand-new business owner just starting out, take a look at your competition’s 
web sites. These days most companies have partial customer lists on their web 
sites. Bingo! You’ve got a list of qualified prospects. Profile them. 

“But wait, Wendy!” you cry. “I don’t have names, I don’t have phone numbers.” Never 
fear, we’re coming to that. 

If you have customers, take a look at the titles of your customers. More than likely 
your prospects will have the same titles. If you’re a newbie ask your manager 
about the best titles to target. If you’re a brand-new business owner take your best 
guess at the appropriate title. (After some time spent making calls, you’ll begin to see 
a pattern in the best title to target.) And here’s the secret: You want to call the 
highest-level person that you believe is the decision-maker. Most callers are afraid 
to call too high. They believe that calling a Coordinator rather than a Director or a 
Manager rather than a Vice President will be easier. Not true. This is how you get 
stuck in limbo-land, never ever making a sale. 

Once you’ve identified a title, it’s very easy to get a name and phone number. There 
are many, many resources available, MountainTop Data, Telephonelists.biz, and D & 
B Hoovers to name just a few. You can even go to your local public library where 
you can access Reference USA and many other databases for free. A slightly more 
time-consuming way to build a list is to Google your target companies’ web sites. 
Many companies have all of their contact information on their web sites along 
with names of top executives. 

http://www.netprospex.com/
http://www.data.com/
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In the worst-case scenario, when looking for a name, you can call the target 
company after looking up the phone number and simply ask the receptionist for the 
name that goes along with that title. 

The key point here is that if you do not have a targeted prospect list, you will spin your 
wheels and get nowhere--so do not skip this crucial step. 
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3. When they say, “Hello…”

…what are you going to say? Another very popular cold calling myth is that scripting 
will make you sound canned and uninteresting. Again, not true. The truth is, having a 
script, being prepared for how you will introduce yourself, how you will ask for the 
appointment and how you will respond to questions and/or objections is vital to your 
success. 

A script is not something that you’re going to read word-for-word, no matter what 
your prospect says. Instead, your script is your map. It keeps you focused, on point 
and it makes you successful. 

These are the key elements of an appointment-setting script: First, the Introduction. 
How are you going to gain your prospect’s attention and willingness to engage with 
you? Next, how will you ask for the appointment? Last, but certainly not least, 
responses to any questions you believe you may be asked or any objections you may 
hear. 

Your Introduction: Figure out the number one way that you help your customers and 
write it down. Another way of looking at this is what is the number one problem that 
you solve for your customers? Write it down. Or what is the number one outcome that 
you achieve for customers? Write it down. 

If you’re a newbie at your company, how has that company historically helped 
customers? Or what is the number one problem the company has historically solved 
for customers? Or what is the number one outcome the company historically achieves 
for customers? If you’re an entrepreneur, starting your own business, then how do 
you plan on helping your customers? Or what problem do you plan to solve for your 
customers? Or what outcome do you plan to achieve for your customers? That really is 
the key for your introduction—how do you help. That’s what’s going to get a prospect’s 
attention and their willingness to engage. 
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This is the most important part of your script. It’s what’s going to grab your prospect 
by the ears and get them to pay attention, so spend some time thinking about this 
step. 

Here’s a template you can use: “We’re known for helping our customers… (Fill in the 
blank with how you help customers.)” 

You’ll also want to include a sentence about your credentials (number of years in 
business, awards or recognition, other customers that you’ve worked with). 

And, if you have one, (and you really do only need one, your first customer) you can 
give a concrete example of a customer that you worked with and how you were able 
to help them. 

Next, you need language to ask for the appointment. Your prospect will not read your 
mind, guess or offer. You really do need to ask. Write down how you’re going to ask 
for the appointment. (It’s important to write these things down because then you 
don’t have to worry about what you’re going to say. You won’t forget—its right in 
front of you. You’ll let go of the anxiety about what you’re going to say and be able to 
focus on your prospect and what they are saying.) 

A note: Write your script the way you talk. Written English and spoken English are very 
different. Write your script in spoken English and you will sound conversational. Write 
your script in written English and you will sound canned and artificial and you will 
be very uncomfortable saying it to a prospect.

To finish, write down every single question or objection you think you might hear. 
Even if you are worrying about a question or an objection and you’re not really 
sure that anyone will ask it, if you’re worrying about it, write it down. 

http://www.wendyweiss.com/pdf/Howtowriteaneffectivecoldcallingscript.pdf
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Once you have a complete list of all of the questions or objections you think you might 
hear, write down at least one response for each question or objection. When you’re 
making calls, every time that you hear a question or objection that you’ve never heard 
before--write it down. Later on, take the time to brainstorm a response. There’s no 
shame in being stumped by a prospect’s objection or question once. There’s no reason 
to be stumped a second time. 
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4. Practice

As a former ballet dancer, I know the value of rehearsal. Dancers create 
“muscle memory” when they rehearse. You practice the same dance steps over and 
over again until they become an ingrained habit. That’s “muscle memory.” Elite 
athletes do the same thing. They go to practice, they work with a coach and they 
create the “muscle memory” they need to win games. 

“Muscle memory” makes actions automatic. Dancers rehearse steps or choreography 
over and over until the steps or choreography become automatic. When you’re on 
stage you don’t have to worry about remembering to point your feet or what step 
comes next or which leg to use because you’ve practiced so many times. Elite athletes 
experience exactly the same thing. They go to practice so that later when they’re out 
on the field, playing the game, they’re not worried about the proper grip for holding 
the ball, or the best stance; it has all become automatic. 

To be successful at cold calling, you need to create “muscle memory” for your calls. 
Before you ever dial the phone, practice your script out loud. It’s not enough to 
simply go over it in your head. You need to practice. Record yourself on your voice 
mail. Play the recording back and listen. Do you like the way you sound? Do you sound 
warm? Friendly? Confident? Engaging? When you practice, it gives you a chance to 
become comfortable with the language. You want to stay conversational and sound 
real. You can achieve that conversational, real tone with practice. 

In addition, grab a friend, colleague or significant other and practice with them. Ask 
your practice buddy to give you a really hard time by asking a lot of questions and 
giving you a number of objections. After practicing, your answers should simply roll 
off of your tongue. That’s how you sound spontaneous and conversational. 
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Practicing your script helps on another level. When you practice, you become secure 
and confident in what you’re doing. It will help you feel ready to make your calls. It will 
also help you listen to your prospect once you start making calls. You won’t have to 
worry about what you’re going to say because you’ve already written your script and 
you’ve practiced it. 

At this point, you should be ready to start making appointments. You’ve examined 
your Beliefs about cold calling and are ready to meet them head on. You’ve put 
together a Targeted List of prospects that you believe, from the information you’ve 
been able to gather, have a need for what you’re selling. You’ve written down your 
Script, including how you’ll introduce yourself, how you’ll ask for the 
appointment and responses to questions and/or objections you think you might 
hear. You’ve taken the time to Practice so that you’re comfortable with the language 
and approach. 

Now it’s time for Step Number 5 and this is often the hardest step of all… 
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5. Take Action

Ultimately, setting appointments is about taking action. Not in the outmoded, “smile 
and dial,” “cold calling is a numbers game” mythology, but in a very specific, 
structured, planned-for-success way. 

If you are looking to fill your sales pipeline, especially if it currently is an empty sales 
pipeline, then you need to take action every single day. This is not an activity that 
can be relegated to occasional time slots when you have nothing else to do. To be 
successful, to set appointments consistently, every day, over time you will need to 
take action consistently, every day, over time. 

Set yourself up to succeed. If you are new to sales and/or have an empty pipeline, plan 
to spend about 80% of your time looking for new business. Once you have a full 
pipeline, then plan to spend about 20% of your time looking for new business. To 
ensure that you make your calls, schedule an appointment with yourself. Put that 
appointment in your calendar, your phone or what ever you use to keep track of your 
time. 

At the appointed time, close your door (if you have one) or go to someplace quiet. Do 
not take calls. Do not allow interruptions. Use the time that you have scheduled to 
make appointment-setting calls. This time is sacred. It’s the time you’re using to build 
your pipeline that will ultimately result in food on the table and money in your pocket. 
Once the time you’ve scheduled is up, go do something else. 

A big mistake that I see over and over again is prospectors who decide to set aside the 
entire day (usually the following week) to make calls. You are actually much better off 
and will get much better results making some calls every single day rather than saying 
you’re going to do a blitz on one particular day. Invariably what happens on ‘blitz day’ 
is that you find you have other things you need to do, making calls for 6 or 7 or 8 hours 
at a stretch can be a daunting proposition and you don’t really have the stamina built 
up to make that many calls. Instead of making calls for 6 or 7 or 8 hours, you say to 
yourself, “I’ll make calls next week.” This is a set up for failure. 
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Instead, make your calls consistently every day over time and you will be astonished 
to see how your pipeline will grow. 

You may find you need some support to be able to make calls consistently. If that is the 
case, find an accountability partner, a friend or colleague who also needs to make 
prospecting calls. When you work with an accountability partner you agree to support 
each other’s efforts. You can call your partner for a pep talk when you don’t feel like 
making calls or when you are frustrated or need some help. And of course, your 
partner can call you for exactly the same reasons. 

Reward yourself for taking action. This is an important step that many skip. If you’ve 
made an appointment with yourself to make calls and you’ve actually made your calls 
then give yourself a reward. It doesn’t need to be a big expensive reward; it can be as 
simple as giving yourself and ice cream cone or taking a walk around the block if it’s a 
nice day. The idea is that you consistently reward yourself for taking action. 

Once you have started making calls and setting appointments it gets easier and easier. 
Take a deep breath and pat yourself on the back. Congratulations! Then, keep making 
your calls. 

After you’ve scheduled your first appointments, there is an additional step. This is not 
just an optional step--it’s a crucially important step: Look around and see how you 
might be able to set even more appointments, set appointments even faster, with 
fewer dials and fewer call backs. The next steps then become: How can you become 
even more efficient setting appointments? And, how can you become even more 
effective setting appointments? 
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The Journey Continues… 

6. Become efficient
One area where appointment-setters fall down on the job is lack of organization. Excel 
spreadsheets, notebooks or index cards in a box just don’t cut it in today’s competitive 
environment. With today’s difficult economy you do not want to miss out on 
opportunities because you misplaced a lead or forgot to make the phone call. 

Organization makes you faster and more efficient. It’s a simple equation: When you 
have more conversations with qualified prospects you will ultimately close more 
sales. There are only so many hours in the day that one can make calls. Leverage your 
time by using the software that makes you more organized and thus more efficient. 

The Queen of Cold Calling® recommends Contact Science; software that is 
perfect for appointment-setting and/or selling over the phone. You can be up and 
running quickly, with your appointment-setting script in front of you, making more 
calls and never, ever missing out on opportunities. Best of all, Contact Science gives my 
tribe a discount, so make sure to mention that "The Queen sent you."

http://www.vanillasoft.com/wendyweiss?source=WendyWeiss
http://www.vanillasoft.com/appointment-setting-ww?pmc=WW-EB
http://www.vanillasoft.com/wendyweiss?source=WendyWeiss
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7. Continue to educate yourself

One of the most insidious myths about cold calling and selling in general is the myth 
of the “born sales person”—that some people are simply born knowing what to say 
and what to do. This is not true. 

A comparable example can be found in the world of elite athletes. Talented, athletic 
people are born every day. Talent alone is no guarantee of making it to the majors. 
Talent is an important component of success, but it is not the only component of 
success. 

While some top performing sales professionals may make it all look effortless, they’ve 
spent years honing their skills. You can also eventually make it all look effortless. If 
you have the desire and the willingness to improve your skill set then you, too, can 
have success beyond your wildest dreams. 

The bottom line is that cold calling and selling in general are both communication 
skills. Like any communication skill, they can be learned and they can be improved 
upon. 

This e-book is only the beginning. Every day look to improve your skills. One new tip, 
one new idea, one new approach… over time as your skills grow your success, your 
self-esteem and your bank account will grow as well. I am honored that you 
have chosen to start this journey with me. 

If you’ve found value in this Survival Guide and want to take it to the next level NOW… 



“I received your Sales Winner’s Handbook – and LOVE it!!! It is so practical and 
specific and can be implemented very quickly.” 
Nancy Bleeke, The SalesProInsider 

“…a truly great guide to innovative cold calling. While some books have a few 
good points and lots of filler, The Sales Winner’s Handbook has an enormous 
amount of good information on virtually every page.” 
Errol Greene, Verity Insight Partners 

“In comparing the number of new business meetings… the results are quite 
remarkable. Our Junior Brokers achieved an increase of 51% in new business 
meetings with prospective clients, resulting in a projected increase in total 
revenue of $1.1 million.” 
Peter Hennessy, President, The Staubach Company 

“Our new sales were up 23% this past year, and I am extremely happy with the 
outcome.” 
Kathleen Henry, President, Mitchell Printing & Mailing 

“I honestly can’t wait to get out there and start making calls.” 
Tony Proia, President, Electronic Solutions Associates 

Skyrocket Your Sales with 
The Sales Winner’s Handbook 

Essential Scripts & Strategies to Skyrocket Sales Performance 
Insider Secrets to Make Your Cold Calling Success a Slam Dunk! 

● 155 pages of valuable, effective & exciting sales techniques
● 53 proven appointment-setting, deal-closing scripts
● 12 word-for-word from the trenches examples of each script
● 144 questions to qualify prospects, gather critical 

information, gain agreement, justify price, and close the sale
● Claim $200 worth of additional business-building videos and 

guides - free!
● 100% results – satisfaction guaranteed

Learn more about how you can increase your sales with 
The Sales Winner’s Handbook. Click here now. 

https://wendyweiss.infusionsoft.com/cart/store.jsp?view=4&amp;i=39&amp;navicat=null&amp;navisubcat=null&amp;naviprod=39
https://wendyweiss.infusionsoft.com/cart/store.jsp?view=4&amp;i=39&amp;navicat=null&amp;navisubcat=null&amp;naviprod=39
http://www.coldcallingresults.com/products/sales-winners-handbook-3/
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