Conversation Starters
The goal is to engage the prospect in a conversation, not read a script.  It is important to be able to recite your 10-15 second “commercial” about the product when asked, but it is better to start the sales process later after you’ve already engaged the prospect in an actual conversation.

There are a few methods of starting a conversation with the prospect, but these typically require a curious mind and research.  Nearly all that you need to engage the prospect can be found on the prospect station’s web site.  

It is better to engage prospects in a conversation about something totally unrelated to what you’re selling to help develop a personal relationship with the prospect.   

(a) Visit the station web, find a unique promotion and ask them how it went;
(b) If you find something on their web site that you like, ask them about it;
(c) [bookmark: _GoBack]


Voicemail
People are busy, and you’ve got to give them a reason to call you back.  Just leaving your name, company name, and number is not enough to get them to call back.  It takes more to get someone’s attention.  

Pick three unique methods of leaving a voicemail; test them; and keep what works.

Here are a few 
