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Comments about LIVE Cold Calling Workshops

Hi Ron,

Just wanted you to know that a NYC rep closed a $208,000 deal in Dec that paid for the entire prospecting program this year! He directly relates it to the skills he learned from you!

Thanks for your help,

John B.

Program Manager, WW Sales/Field Education

Field Strategy & Support

[A Top 3 Major Software, Hardware and Services Company]

We used Ron about a month ago strictly to teach every rep (from senior to new kid on the block) how to cold call and the results a month later are on a scale of from one to ten at least a nine.  

The senior reps (who of course did not need the training) have each and every one came to me and said what a difference the class made in getting into the right people.  The more junior have literally adopted it and it is now part of their routine.

Ron conducts a hands on class and perhaps the most important part actually shows them how to use the methodology by doing many calls himself with the team listening in and then works with them to try the same things and to a person they were astounded at the level they got into within a company and then to the right person.

I have always been pretty cautious about recommending sales training but in this case I thought for what you are trying to do and with the growth you are trying to achieve I would forward Ron’s information on to you.

Roy Hogsed, VP of Sales

nuBridges

This process works – 7 to 8 appointments set in one day. Best workshop sales training I have been through.

Kevin Huxley, Sales Manager, Western Region

Sonya,

Nick and I have been trying to get a hold of [contact name] from [company name]. Nick back when he had the territory.  He continues to reach our webinars but has been difficult to get a hold of.

Using LaVine’s method I called and I spoke to Lynn, the assistant, and using the very same questions we have been trained into I retrieved two new key contacts. [Contact name], General Manager and [contact name], Project Manager IT.  Lynn mentioned she would be the best person to speak to in terms of technology and data integration exactly as trained in class.

I also retrieved her direct phone number and have given her a call. I will be giving her a call later as well. This is the training you approved and it is paying off.

Thanks,

Jimmy C., Direct Response Representative

Informatica

Subject: Ron La Vine Method.....another Appointment...this time with [company name] 

Dan S., Account Manager

[A Top 3 Major Software, Hardware and Services Company]

Hi Tim,

Let me share a case I tackled yesterday thanks to this new way of approach. Some weeks ago I got in touch with the Project Manager of [company name], an outsourcer based in [company location] with current 600 seats and some new expansions plus new launchings across Central America and Colombia too. Striking a middle of the table guy in their organization, I felt that he was part of the user team, with little decision and thus no great chances. Nevertheless he accepted a visit led by our AE (copied) and confirmed my feelings of reaching a stall point with no chances of denting its structure with this man. Using the top-bottom technique and following the main switchboard steps, I landed into his assistant office, took note of her extension and her assistant name too (gate keepers should always be on our side) and was finally routed to the Com Dir. office (name included on her conversation). 

He attended the cold call and after spending 15 valuable minutes over the phone the picture was now completely different. The Commercial Dir + CC Dir and the IT Mgr are the decision makers (one of them the Project Manager's boss), the three reporting to the COO, who reports to the CEO. Mentioning him that we spoke and met his Project Mgr reassured his previous description and accepted a conference together with the other two for next week.

Ron's technique works, especially when we are dealing with middle hierarchy players with little influence or power. I hope this may help you make a try. I may start considering the stalled cases in my pipeline, looking for new real traction and reaching the right person with either a yes or a no. The worst answer is uncertainty. 

Regards.

Jorge G. - Sales Representative

Genesys Labs

Mike,

Since we've been playing phone tag, I thought I would email you.  I just attended a two day cold-calling training session with Ron La Vine.  This could be one of the best prospecting/cold calling training sessions I've ever attended.  He spends half the time making cold calls himself and gets everyone in the class to make calls.  He's got a great process for getting to the decision makers.  I would highly recommend Ron if you ever have a critical mass of [sales reps] in one city.  Our group thought it was time well spent.

Apparently, he's an approved vendor for XXXXX, so that must be a good thing.

Tim Scono, District Manager - Financial Services

Informatica Corporation

Ron,

Thanks.  Everyone is doing well.  We just had a call blitz and we scheduled 6 appointments out of it.

Take care,

Joe R., Sales Director

We recently engaged Ron LaVine to train our sales reps on 'telephone cold calling'. It was the most meaningful training our team has had in some time, given the need for sales reps to 'always be prospecting'. Happy to discuss this further with you, to better paint the picture. It was very valuable to us.

Chris Beecroft

Senior Vice President and General Manager for Enterprise Sales

Hi Ron,

 

I can't answer for the Continental reps, but the UK reps have certainly found the training valuable. The ones that have shown the greatest improvement (+15/20%) are the somewhat less experienced reps. More experienced reps who have their own successful way of working have improved as well.

 

In my experience these trainings need to be repeated about 2x per year in order to get the reps to consistently use this methodology, only through consistency will long lasting results be achieved. 

 

Kind regards,

Jan V.

Inside Sales Management

Hi Ron, 

Here is an update of the Cold Calling Derby you helped us implement after your sales training.

Since April, the sales reps have made over 1500 Derby-driven face-to-face visits (with about 1000 starting from May 1st alone). They have also added 27 Derby-eligible Forecasted Opportunities at 50% or higher due to your cold calling workshops!!! 

We would like you to train all our reps on a continuous basis.

I'll be in touch.

Regards,

JD, Sales Training Director

Based on the key highlights from http://tinyurl.com/c8t4t, our sales increased 19.3% and profit before taxes increased 24% for the past fiscal year. 

Doug Little, VP of North American Direct Sales

Micro Focus (U.S.) Inc. 

Dear Ron:

I'd like to take this time to thank you again for the live cold call training workshop you delivered to the 

CyrusOne Sales Team. 

We met all of our management objectives and were pleased with the manner in which the workshop was conducted. Our seasoned Sales Team now has an effective and efficient way to generate leads and penetrate top accounts at the highest level. 

Your repeatable process and methodology was easy to implement and entertaining to watch. We were all amazed how easily you were able to navigate through accounts and obtain key information in a “live” environment. And to hear one of our own reps set an appointment with the CFO of a Fortune 100 during a training exercise (in front of both peers and management) was both amazing and motivating for the team. 

Thank you again for the workshop and sharing your best practices and methodologies for cold calling. 

Sincerely,

Joshua Howard, Marketing Manager

CyrusOne, Inc.

Over the past month our Call Center has tripled their lead generation performance, and our 

Inside Sales group has doubled their results in setting qualified appointments. It is my belief that the Intellworks training played a significant role in this increase in performance. 

Charlie Simmons, SVP - Inside Sales and Call Center

divine, inc. 

I am happy to report that my specific district demonstrated significant increases quarter after quarter in both revenue and pipeline strength. 

In addition, your ongoing support via your email subscription lists and willingness to answer ongoing questions clearly demonstrate your commitment to your client's success. 

Brian Freese, District Sales Manager Northwest District

MicroStrategy, Inc. 

We sold more during the demo calls that we invested in the training. Now that is ROI! 

I've participated in a lot of training in my career, but I've never seen a program that impacted performance so directly. The workshop clearly exceeded our expectations.

Tom Brooksher, President

NCTI 

All I can say so far is “what a difference”. Confidence levels have skyrocketed. We are actively measuring numbers of new quality contacts, number of new deals generated, size of pipeline, etc. and all are on the rapid rise. I now can say with confidence that we have the right sales tools to effectively grow the business like we want. 

Gig Willson, District Manager

SAS Software

I've been very successful with your program. I had 4 meetings with the CTO of AXA, 800flowers, ADP all from your system.

Karloff R., Regional Sales Director 

I liked the systematic approach to developing a successful process of planning, follow through, lead development and setting up meetings and conference calls. I also used this process to help close a $160k deal.

Anthony B., Director of International Accounts

Subject: Ron La Vine - the best cold calling training I've ever attended

Mike,

Since we've been playing phone tag, I thought I would email you.  I just attended a two day cold-calling training session with Ron La Vine.  This could be one of the best prospecting/cold calling training sessions I've ever attended.  He spends half the time making cold calls himself and gets everyone in the class to make calls.  He's got a great process for getting to the decision makers.  I would highly recommend Ron if you ever have a critical mass of Client Principals in one city.  Our group thought it was time well spent. 

Tim S.

District Manager - Financial Services

Sonya,

Nick and I have been trying to get a hold of [contact name] from [company name]. Nick back when he had the territory.  He continues to reach our webinars but has been difficult to get a hold of.

Using LaVine’s method I called and I spoke to Lynn, the assistant, and using the very same questions we have been trained into I retrieved two new key contacts. [Contact name], General Manager and [contact name], Project Manager IT.  Lynn mentioned she would be the best person to speak to in terms of technology and data integration exactly as trained in class.

I also retrieved her direct phone number and have given her a call. I will be giving her a call later as well. This is the training you approved and it s paying off.

Thanks,

Jimmy C.

Direct Response Representative

Subject: Ron La Vine Method.....another Appointment...this time [company name] 

Dan S.

Account Rep

Hi Tim,

Let me share a case I tackled yesterday thanks to this new way of approach. Some weeks ago I got in touch with the Project Manager of [company name], an outsourcer based in [company location] with current 600 seats and some new expansions plus new launchings across Central America and Colombia too. Striking a middle of the table guy in their organization, I felt that he was part of the user team, with little decision and thus no great chances. Nevertheless he accepted a visit led by our AE (copied) and confirmed my feelings of reaching a stall point with no chances of denting its structure with this man. Using the top-bottom technique and following the main switchboard steps, I landed into his assistant office, took note of her extension and her assistant name too (gate keepers should always be on our side) and was finally routed to the Com Dir. office (name included on her conversation). 

He attended the cold call and after spending 15 valuable minutes over the phone the picture was now completely different. The Commercial Dir + CC Dir and the IT Mgr are the decision makers (one of them the Project Manager's boss), the three reporting to the COO, who reports to the CEO. Mentioning him that we spoke and met his Project Mgr reassured his previous description and accepted a conference together with the other two for next week.

Ron's technique works, especially when we are dealing with middle hierarchy players with little influence or power. I hope this may help you make a try. I may start considering the stalled cases in my pipeline, looking for new real traction and reaching the right person with either a yes or a no. The worst answer is uncertainty. 

Regards,

Jorge G.

Sales Representative

What did you like about the workshop? 

This was hands down some of the best training I’ve ever attended. I’m a guy who has went at cold calling for nine years and this will change how I do business. I will start Monday morning with a new attitude and a new weapon in the battle of lead generation. Fitting together the puzzle from the top down is the way to go! Thanks Ron for everything.

B.S., Account Executive

I liked the system. It provides a nice flow in which you can ask questions and find out valuable information within the company.

J.R., Sales

Straight forward real-world approach with tangible examples versus marketing spin around ideal hypothetical’s. Great hands-on learning and reinforcement of solid practices.

C.W., Account Executive

Nice takeaway handouts, workbook, etc. Sitting next to reps helping them (us) with each call.

B.D., Team Leader/Inside Sales

Different approach to other methods. Like the hands on style. I really like listening to Ron’s calls.

B.J., Inside Sales Rep, SMB

Interactive. Effective teaching materials. Instructor used a peer driven approach to teaching/coaching (vs. I am an expert and this is how you do things).

M.Q., GMA AE

I liked how hands on the workshop is i.e. Ron calling in front of us.

M.Q., Account Executive

Ron’s demeanor and expertise.

B.M., AE

The interaction with the group. The profiling of accounts. The reps making live cold calls. It gives everyone the ability to hear other styles of calling and puts the teaching into reality.

T.B., Inside Sales SLE

Seeing the plan in action.

J.R., GMA Inside Sales Financial Services

Ron was a good teacher. Got right to the point with what we needed to learn. Good pacing. Kept the class moving along so it did not get boring.

P.S., Inside Sales

Overcame some discomfort about cold calling.

R.F., Account Executive

The trial by fire. The instructor first proved that it worked the first day.

J.D., Business Development Rep

The callings from Ron and other students.

S.K., GMA Financial Services Inside Sales

The simple repeatable process.

K.D., Account Executive

Live. Interactive. Coaching.

M.L., Global Account Manager

Talk tracks are worth their weight in gold!

M.D., Account Executive

It was real, live and easy to follow. I thought it was solid training!

T.W., Account Executive

Laid back.

S.W., Account Executive

The practical hands-on presentation and coaching. I also like the CDs that we get to walk away with.

A.O., BDR for GMA East

Course was great because it got me to think differently about how to get into companies/gain useful information. Good tactics to defer gatekeeper.

J.P., GMA – Life Sciences

I liked the email writing exercise and definitely will use the strategies going forward.

B.P., BDR

I liked the hands on calling. No two calls are the same. So it is great to see different scenarios.

J.G., Inside Sales

Live cold calls. Schedule: 9 – 3pm is very manageable with the workday. Don’t fall too far behind.

C.L., Inside Sales

Hands on approach.

L.S., Inside Sales Rep

Live calls.

B.M., ISR

I like the simplicity – easy to follow, understand and implement.

S.O., BDR

I enjoyed hearing Ron’s live calls as well as each colleague calls using Ron’s methods.

E.B., Sr. BDR

The approach, format, techniques gained.

V.G., Manager Business Development

It is real and you get to see it work in class.

K.M., Manager Business Development

Live calls.

J.K., Account Executive

I liked the examples that Ron did. Doing it myself and watching others.

T.L., Account Executive

Booked a meeting with CIO of PG&E – Yes!

G.A., Account Executive

The relaxed format. The live calls. Documentation so I can implement immediately. The hands-on exercises.

J.D., Sr. Account Executive

The live format. It showed me how to use the ideas in practice.

J.M., Account Executive

If you had a wish list and you could improve or change this class in any way, what would you do?

More time to make more calls and hear more how Ron does it as well.

J.R., Sales

Workshop is “solid”. Very valuable.

C.W., Account Executive

More calls by Ron into a broader range of companies.

B.D., Team Leader/Inside Sales

More calls by Ron.

B.J., Inside Sales Rep, SMB

Maybe some additional calling time. Found listening to the instructor making calls a very effective method of reinforcing his techniques.

M.Q., GMA AE

More time hearing Ron call.

M.Q., Account Executive

Hard to do; but hear more live cold calls with decision maker.

T.B., Inside Sales SLE

Nothing.

P.S., Inside Sales

Wouldn’t change it.

R.F., Account Executive

Have students break into smaller groups and conduct calls.

S.K., GMA Financial Services Inside Sales

Nothing – or reach more of my accounts that day!

K.D., Account Executive

Frankly, nothing.

S.W., Account Executive

More time for live coaching. This probably isn’t necessary – I’m reaching for something to improve.

A.O., BDR for GMA East

Listen to more calls from Ron!

J.P., GMA – Life Sciences

I wouldn’t change anything.

J.G., Inside Sales

No change.

C.L., Inside Sales

Nothing.

A.K., BDR

Nothing came to mind.

S.O., BDR

Some time allocated for call preparation and planning.

T.L., Account Executive

Right on…Get Ron in front of BDRs right AWAY!

G.A., Account Executive

Nothing.

J.M., Account Executive

Here is a sampling of comments and statistics from three live cold calling sales training workshops.

How do you rate the following?





Excellent
     

Average
       

  Poor

1. Overall Program

10
9
8
7
6
5
4
3
2
1

   135/140 =   96.42%

    58.5/60 =   97.50%

       50/50 = 100%

111.5/120 =   92.91%

Overall Average 96.70%

Comments 

One of the most valuable sessions I’ve attended in years.

C.W., Account Executive

Fantastic.

B.J., Inside Sales Rep, SMB

Good content. Good process. Very interactive.

M.Q., GMA AE

Good workshop. Kept interest. No PowerPoint.

J.K., Account Executive

Great workshop. I’m a believer!!

T.L., Account Executive

Excellent course! Very effective responses from calls made using script. Definitely a different approach in regards to cold call training.

J.P., GMA – Life Sciences

Very helpful. I look forward to integrating the system into my current processes and job functions.

B.P., BDR

Pace of the class was great.

J.G., Inside Sales

This workshop really emphasized how easy it is to obtain information and get to the decision maker.

C.L., Inside Sales

Booklet and templates are great takeaways.

L.S., Inside Sales Rep

Very solid approach to cold calling seminar.

B.M., ISR





Excellent
     

Average
       

  Poor

2. Workshop Met Your or

Exceeded Expectations

10
9
8
7
6
5
4
3
2
1

135/140 = 96.42%

    60/60 = 100%

    50/50 = 100%

114/120 = 95%

Overall Average 97.85%

Comments

It was better than expected. Really good material. I plan to listen to the CDs.

B.J., Inside Sales Rep, SMB

Exceeded my expectations.

M.Q., GMA AE

I wanted to walk away with a new method for prospecting. 

M.Q., Account Executive

I did not expect this to be nearly as productive.

J.D., BDR

I didn’t have any expectations so I was very happy with the workshop.

S.K., GMA Financial Services Inside Sales

To be honest, I had low expectations for the class. Needless to say, I am amazingly surprised.

S.W., Account Executive

Met expectations. Have tools to help maneuver around a prospective organization.

J.K., Account Executive

Awesome.

T.L., Account Executive

I expected to learn Ron’s approach to cold calling and how to implement it into my calling campaigns. Yes, this expectation was met.

A.O., BDR for GMA East

I was unsure of what to expect; however, I found the training to be valuable to my current role.

B.P., BDR

The workshop provided a great process for cold calling into companies. This is something I will follow moving forward. I did not expect to walk away with something so valuable.

C.L., Inside Sales





Excellent
     

Average
       

  Poor

3. Delivery of Information 
10
9
8
7
6
5
4
3
2
1

133/140 = 95%

    57/60 = 95%

    50/50 = 100%

114/120 = 95%

Overall Average 96.25%

Comments 

Ron did a very good job. He’s credible.

C.W., Account Executive

Good pace. Lots of breaks. Important to break it up to keep attention.

B.J., Inside Sales Rep, SMB

Ron has good understanding of the process and material.

S.K., GMA Financial Services Inside Sales

The format is unlike any other sales training course I’ve had which made it extremely worthwhile.

S.W., Account Executive

Direct and to the point.

J.K., Account Executive

Effective presentation of concepts. Seeing results from live calls was very helpful.

A.O., BDR for GMA East

I would like to learn more about the system and the evolution/development of the system.

B.P., BDR




      
Excellent
     

Average
       

  Poor

4. Demonstration of Skills 

and Content 


10
9
8
7
6
5
4
3
2
1

133/140 = 95%

    59/60 = 98.33%

    50/50 = 100%

112/120 = 93.33%

Overall Average 96.66%

Comments 

Very good. Proven value

C.W., Account Executive

Great calls. Got me a phone meeting.

B.J., Inside Sales Rep, SMB

Nice to see my peers trying to work through the calls just like me.

S.W., Account Executive

Impressive!

A.O., BDR for GMA East

Ron was a pro on the phones getting contacts and information.

B.P., BDR

Content presented directly related to the live cold calling activity.

C.L., Inside Sales





Excellent


Average
       

  Poor

5. Instructor’s Knowledge
10
9  
8  
7  
6 
5
4
 3
 2
1

137/140 = 97.85%

    58/60 = 96.66%

    50/50 = 100%

117/120 = 97.50%

Overall Average 98%

Comments 

Excellent. Clearly a master of the phone.

B.J., Inside Sales Rep, SMB

He knows the game well and has simplified his approach for all to learn.

T.W., Account Executive

Not only does he know his stuff, he was able to comfortably use some of our vernacular.

S.W., Account Executive

Great. “Been there done that”. [Ron] articulates what he learned about doing “cold calls”.

J.K., Account Executive

Ron’s like a “mad scientist” of cold calling. His process works.

J.G., Inside Sales

Outstanding.

V.G., Manager Business Development





Excellent
     

Average
       

  Poor

6. This training vs. 

other sales training

10  
9  
8  
7  
6 
5
4
 3
 2
1

138/140 = 98.57%

    60/60 = 100%

    50/50 = 100%

115/120 = 95.83%

Overall Average 98.60%

Comments 

Forces you to practice techniques. Again techniques I probably wouldn’t use on my own.

B.J., Inside Sales Rep, SMB

I would encourage this format of training in the future; much more effective.

M.Q., GMA AE

Very generic script that seems to work. Other types of training seem to use very detailed information that tends to be overkill.

T.B., Inside Sales SLE

Others can’t even compare.

S.W., Account Executive

Excellent. Only way to present data.

J.K., Account Executive

This was the best part obviously.

G.A., Account Executive

Great! Very effective/helpful!

J.P., GMA – Life Sciences

It was very helpful and interesting to listen to different persons on our team and their styles.

B.P., BDR

Can’t say enough good things about the live session. It was tough and uncomfortable, but that’s great.

J.G., Inside Sales

I’ve sat in three day sessions which were strictly presentations and walked away with nothing. The live call format meshed well with my learning processes. I prefer on the job training.

C.L., Inside Sales

Makes the class.

L.S., Inside Sales Rep

Very hands on – excellent coach.

V.G., Manager Business Development

Best part of the class.

K.M., Manager Business Development

More Comments…

Ron: I hope all is well. I have to tell you after your class and continuing to work on this I really found this helpful. It really works. I have been working with others here getting them up to speed with it. I tell people having a hard time getting in touch, bring it to me, I got my rep a meeting with a CFO in less then 5 minutes and he's been trying for weeks. Thanks again or everything. I would be more then happy to share information with you regarding my adventures in this process. Thanks, 

Wayne M., BDR

Hi Ron,

Just wanted to let you know that I have been cold calling this afternoon and I really think the system is great, have got loads of information just need to work it to the next step but its so much easier!!

Thank you very much. 

Regards 

Jackie Shelton, Account Manager 

I love the guided phone scripts, it worked for me.  I also liked the exercises on value prep, voicemail and e-mail formulas.

David F. – Sr. Account Exec. 

A simple, repeatable way to be consistently closing for appointments and information gathering.  Confidence that I will be more organized and prepared for continued improvement. 

Matthew Spencer – Inside Sales Rep. 

Over 100 more recommendations can be read here: http://www.linkedin.com/in/ronlavine
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