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Quick Card 

Telephone Prospecting Call Framework 

 

Pick up the phone!  You’ve identified your names, now how are you going to connect with them?  The most effective 
way to connect with prospects or existing clients is with the phone. 

A Repeatable Call Framework 
A consistent call framework reduces stress and helps speed your call preparation – for both your natural market and new 
contacts that you have acquired through introductions, networking or social media. See examples on following pages. 

Steps Purpose Example Tips 

 
Grab Attention 

Grab the prospect’s 
attention by saying 
their name. 

Don't ask, “How are you doing?” 
and don't pause. 

Say their name and keep moving. 

 
Identify Yourself 

Right up front, say 
your name and 
agency. 

Identify the person 
who referred them. 

If the contact is someone you  
know well, it isn’t necessary to 
mention your agency. 

 
Reason for Call 

Give the reason for 
your call. 

Be open about the objective of 
your call. 

People value transparency. 

 
Because 

Give them a relevant 
reason to give up 
their time. 

Say the word “because.” 

Your because statement should be 
about the prospect, not about you.  

 
Ask 

Ask confidently for 
what you want . . . 
and then shut up. 

Be confident, direct, and don't 
pause. Then be quiet and let the 
prospect respond. 
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Applying the Framework:  Call Examples 
Note:  Additional call examples can be found on Guardian U in the Telephone Prospecting Playbook. 

Who?  Example Approach  

Young 
Families 

Key Need:  Get Organized and Simplify Life 

Established 
Professionals 

Key Need:  Protect and Achieve What Matters Most 

Pre-Retirees Key Need:  Planning for Retirement 

Natural 
Market – 
Friends and 
Family 

Ask for Introductions 

A Referral Connect with a Referred Prospect 
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Tips 
Customizing Your Approach 

When You’re 
Calling Someone, 
You Know Well 

• Respect the relationship.  Start with a friendly conversation.  But, either at the start or 
at some point during the call, mention your call’s business purpose, such as: 

• Just say your name, it’s not always necessary to mention your agency.  

 

• Add personal details to your because statement, such as: 

When You’re 
New and Doing 
Joint Work 

• Don’t exaggerate your personal level of experience.  Talk about the experience of your 
firm, team, partner.   

• Set up a follow-up call with your joint work partner to get to know the prospect, 
typically 2 days before the meeting. 

To Expedite 
the Process 

• Once the prospect has agreed to the appointment, you may want to take a few 
minutes to do some “pre-discovery”. 

How to Connect in a “No Pick Up” World  

Become a 
Contact 

When calling people on their cell phones, it’s much more likely that they will pick up if you are a 
recognized contact.  When meeting someone in person, have a professional contact card on your 
phone ready to exchange – via email or air drop. 

Set Phone 
Dates 

When you meet a new person, ask if it’s OK for you to send them an invitation for a follow up call 
(“phone date”).  This will put the call on their calendar so that they are expecting to hear from you.  
Then be sure to send an email or text confirmation. 

Use Voice 
Mail 

No matter how proficient you become with the telephone prospecting framework, a majority of 
your calls are still going to go to voice mail.   

Use this repeatable voice mail framework to improve your callback rate: 

1. Identify yourself and your agency.  This makes you sound professional. 

2. Say your phone number twice, slowly.   

3. Tell them the reason for your call.  Transparency is respectful and professional. 

4. Give them a reason to call you back.  Make them curious about how you can help them. 

5. Repeat your name and say your phone number twice.   

Key References 

• Guardian U >> Market Development >> Essentials of Telephone Prospecting 

• Fanatical Prospecting by Jeb Blount.  Available for purchase from www.Fanaticalprospecting.com 

https://guardianlife.sabacloud.com/Saba/Web_spf/PRODTNT056/app/shared;spf-url=pages%2Fpagelistview%2Fpgcnt000000000106119
https://fanaticalprospecting.com/

