e Battle Rqule Webinar Takeaway Guide

The Difficult Prospect Playbook:

5 Battle-Tested Cold Call Wins

Three elite sellers duked it out with our unforgiving Al prospect, under the
watchful eyes of two outbound legends. Here are the top five sales techniques
they demonstrated that you can steal for your next cold call.

01 02

Stay Calm Under Pressure with Double (and Triple) Down

Controlled Tonality on Proof

Demonstrated by Holly: Demonstrated by Alexandria:

Even when our Al prospect “Derek” became increasingly hostile, Rather than relying on a single customer story, Alexandria gave
Holly kept her tone steady, calm, and professional. Instead of multiple proof points throughout. For example, she cited two
matching his aggression, she held her ground, which made it pipeline recovery numbers and paired deliverability

harder for him to sustain rudeness. improvements with exact timelines.

Why it works: Why it works:

Prospects often mirror your energy. A calm, confident voice de- Buyers distrust one-off data points. Multiple proof points show
escalates tension, projects authority, and makes it harder for the consistency, not chance, and help prospects benchmark against
prospect to sustain aggression. peers. This makes your claims harder to dismiss.

How to use it: How to use it:

Practice de-escalation. When faced with rudeness, lower your Always prepare 2-3 customer proof points per persona. Share
energy. This signals control and authority while keeping the door multiple results (numbers + timelines) to anchor believability and
open for meaningful dialogue. urgency.

03 04

Ask Early, Ask Often for the Meeting Reframe Pain into Agreement

Demonstrated by Alexandria: Demonstrated by Nia:

She didn’t wait until the end to go for the close. She asked for When Derek vented about “losing $800K in pipeline with the last
the meeting twice around the 1 and 2 minute mark, each time vendor,” Nia didn't defend or pitch over him. Instead, she

tying it back to the proof she had just shared. Many reps only reframed: “Given you invested in the first place, would it be fair
ask once and miss their window, and this practice helps you to assume you originally had a problem with deliverability?” That
avoid that. shifted him from blame to acknowledgement.

Why it works: Why it works:

Prospects rarely agree on the first ask. Repeating the ask, each This approach transforms defensiveness into agreement.

time linked to value, increases your odds and keeps control of Empathy-based reframing takes the sting out of negative

the call. experiences and guides the prospect toward admitting the core

problem you solve.

How to use it:

Don’t save your close for the last minute. As soon as you've How to use it:

created some buy-in with the prospect, ask for time on their When a prospect shares a negative past experience, don't pitch
calendar. If they deflect, address it, then circle back with over it. Acknowledge their frustration, then pivot to the root
another question. issue, so they connect yesterday’s pain to today’s need.

05 Close with Next-Step Clarity

Demonstrated by Nia:
Instead of stopping at a simple “yes,” Nia pushed for confirmation: “I'll send over the invite. Can you confirm?” That extra step turned a soft
commitment into a firm one.

Why it works:
An ambiguous close leaves room for no-shows. Explicit confirmation and agenda-setting increase accountability and show rates.

How to use it:
After securing a “yes,” lock it down. Send the invite on the spot, ask the prospect to confirm, and clarify what they’d like covered. This shifts
ownership to them and makes attending the meeting like their decision.

Expert Panel Consensus:

o Avoid vague closes, be directive, and tie the next step to what the prospect cares about. Something like “To
make sure | don’t disappoint, what specifically do you want covered?” ensures the next meeting is relevant and
prospect-driven.

o Keep your tone calm under pressure; adjust your delivery without escalating.
o Use proof that resonates: customer results, hard numbers, and name-drop peers when possible.

» When handling the “How did you get my number?” objection, be transparent about the source (e.g., data
providers/enrichment) and immediately pivot with a question to regain control. Keep the answer short, then re-
engage discovery so the call doesn't stall.

o Matching prep depth and talk track to company size improves relevance and conversion. For SMBs, prioritize
speed, concise context, and crisp value framing. However, for enterprises, invest in pre-call intel (org chart,
initiatives, tech stack) and align your first 30 seconds to what they already care about.

» Use omnichannel outreach, but don’t sideline calls. Live conversation cuts through noise and accelerates
qualification.
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