
 
 

Be The TELEMASTER 
Using Your Phone Like a Sales Pro! 

“Timid sales people have skinny kids.” 
-Zig Ziglar 

Analysis Paralysis 
When anyone asks me, “How do you grow your business on a daily basis?” I speak from 
my own experience and simply say, “I call prospective clients on the telephone. Calling 
will make you a Sales Pro!”  
 
I met a gentleman at a meeting last summer who wanted to know how to make a lot of 
money in his one-man sales business. I told him to get on the phone and start making calls. 
“The more calls, the better your results,” I said.  He looked disappointed. (FYI: I make an 
average of 30 - 40 calls per day for business). 
 
I told him that I was driving by a construction site in the desert Southwest that summer. I 
saw contractors putting roofing tiles on homes in 110 degrees Fahrenheit temperatures!  It 
should make him thankful that the hardest part of his job would be making phone calls.  I 
hoped that would encourage him to make contacts to grow his business. 
 
We saw each other again seven months later and I asked, “How are the calls going?”  
“Well, I haven’t been calling. I’m just not ready to get on the phone and make those calls. 
I’m waiting for the right time.” Another lady told me the following year would be her “year 
of marketing.” 
 

People who wait on the “right time” will never see it. 
 
They have what I call, “Analysis Paralysis.” It’s the “Ready, Aim, Aim, Aim...” syndrome. 
The woman woke up, started calling people; She is doing quite well today. 
 
With a multitude of emails bombarding people every hour, “snail” and SPAM mail, I have 
found it easier to speak with people directly on the phone.  I can trace almost every client 
I have to a phone call I made at some point… even the referrals. 
 



Someone said, “You’re a “telemarketer.” No. The name carries a negative connotation. I 
believe in MASTERING telephone marketing and sales. I’m a TELEMASTER.  
 

I’m not persistent; I’m DILIGENT! 
 
Do you know that you can do this, too? Do you know that you can move from being a tele-
marketer to telemaster, too? Do you know that there are subtle differences you can apply 
today and watch your sales and career sky-rocket in a matter of a few months? The 
difference is in moving telemarketing to mastering the use of your telephone!  
 
 
Telemaster Techniques 

• Telemarketers ask, “How are you doing?” or  
Have you got a minute?” TELEMASTERS ask for assistance or help. The first 
thing to say when someone answers the phone is, “Would you help me, please?” 
This will almost always get the “gatekeeper” (the person hired to keep 
telemarketers from reaching the decision-makers) on your side. In my experience 
of being on the receiving end of telephone sales calls, many sales people start out 
by asking how I am doing, or if I have a minute. What a waste of time!  

 
Most people in business are too busy to tell a total stranger how they are doing. They 
don’t have time to discuss their time (or the weather), either.  

 
Everyone wants to help someone. 

 
I witnessed a terrible automobile accident the other day and many people stopped 
during rush hour to help the victims. No matter what our priorities are, we like to set 
them aside to help other people. 

 
• Telemarketers ask, “Would you do me a favor?” TELEMASTERS work with you. 

The second thing to say is, “What do we need to do to get in touch with 
____________?” Notice the word, “we.” I have found that it is hard, almost 
impossible, to argue with someone who is on your side.  
 

You need to get the people you are speaking with to work with you, not for you. The 
gatekeeper is now working with you (who they are now helping) and they are usually 
eager to connect you with the decision maker. I use the same approach when speaking 
with the decision-maker. “What would you say we need to do to make sure the past 
mistakes aren’t repeated?”  
 

It is hard to hang up on someone who is on your side. 
 

• Telemarketers talk about themselves and the features of what they are selling. 
TELEMASTERS ask about YOU and what you VALUE most.  Ask anyone what 
most people like to talk about and they will tell you – themselves! We all love to 
tell our story. Engage your prospective clients in telling about themselves.  



 
Do this by asking great questions. Ask questions that don’t require a “Yes” or ‘No” 
answer. Ask personal business questions that get the person to tell their story. Ask, 
“What product have you been using?” “What are the results of your latest training 
event?” “What is your competition doing to take your business away?” “What are your 
customers like?”  
 
Get the client to tell you what they value before they ask you what you are selling. Then 
you can tell them whether or not you can meet their need. How can they refuse you if 
you have exactly what they just told you they want or need?  

 
• Telemarketers persuade. TELEMASTERS become your partner. We all like to feel 

in control and buy things that we like. No one got up this morning and said, “I hope 
someone tries to sell me something today.” But almost everyone got up with the 
desire to buy something. We buy for many reasons. Hollywood and the advertising 
geniuses who write all of those television commercials and magazine ads have 
convinced us that we aren’t smart, attractive or successful unless we buy what they 
are selling. 

 
I have noticed that most telemarketers who call me go right into a sales pitch and 
don’t let me answer. Nothing could turn me off more! It leaves me feeling powerless 
and like I am getting sucked in by a slick script (which is usually being read to me 
rather than spoken from the heart). 

 
Telemasters have a script, but you don’t know that they are using it. 

 
• Telemarketers Focus on NUMBERS and get frustrated. TELEMASTERS focus on 

PEOPLE and get RESULTS. Telemarketers know that the name of the game is 
getting their call numbers up. They use a formula that says that X number of calls 
= Y number of potential clients = Z number of actual sales. They are right in their 
numbers.  

 
TELEMASTERs focus on people’s needs and they know that the more needs they meet 
turn into more business through great referrals. Sure, a great telemaster sets numerical 
goals, but he/she knows that the bottom line is making a difference in people’s lives 
and that gets results. That can’t just be measured by a simple equation. It will keep you 
from getting frustrated more often.  

 
• Telemarketers get burned out and move on to something else. TELEMASTERS 

build a fulfilling career. I’ve known many telemarketers in my life, but only a few 
telemasters. My friend, Joe Bonura, is one of the best. He said to me years ago that 
very few people are willing to put in the time and effort it takes over the long haul 
to build a career in telephone sales. 

 
In a study conducted by the National Retail Dry Goods Association, it was revealed that 
unsuccessful first attempts lead almost half of all sales people to quit.  



• 48% of all sales people make one call and stop  
• 25% of all sales people make two calls and stop  
• 15% of all sales people make three calls and stop  
• 12% of all sales people keep calling and calling and calling 
   …They make 80% of all sales!   

 
I have been asked by many aspiring sales people what it takes to be a Sales Pro quickly. 
“It won’t happen quickly,” I tell them, “but if you put in the effort, you can see results in a 
few months.” If you keep it up, you can be very successful in under two years. I know 
because it happened to me.  
 
It will happen for you, too. 
 

Change your approach and become a Sales Pro 
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