
Cold Calling



Cold Calling

• Definition of Cold Calling : is a sales and marketing technique where a 
salesperson or representative contacts a potential customer who has had 
no prior interaction with the company or product. The call is "cold" 
because the recipient has not expressed interest or initiated contact 
beforehand.

• Every PP has been allocated his/her personal folder called: Data Base

• The PP gains access to this data base when he/she logs into the back office 
using his/ her users name and password.

• Under Resources they will find the folder  Data Base.

• The data base is a list of contact details of potential clients.

• On the data base list is an outcome collum.



Cold Calling

• Every Monday the administrator will load 300 names and contact 
number on every PP Data base.

• It is mandatory that every PP completes this list in the 7 day period.

• GTR has made a Phone APP called Glocom for every PP to download 
and use.

• This app uses Data to make calls

• The agent access the app and can call as long as he/she has access to 
Data.

• At the end of every week every PP will be assessed as to their 
progress during the Wednesday feedback meeting.


	Slide 1: Cold Calling
	Slide 2: Cold Calling
	Slide 3: Cold Calling

