Phone Dialogue to Recruit Resellers  - Acme Software

Purpose
To get the reseller to find out more and complete the reseller application (to sign up).
Approach
Send the three e-mails that introduce the program.  Follow up by phone.
Pre-Approach
Go to the company’s Website and check it out before calling each reseller (each reseller is worth potentially hundreds of thousands if they come on board).  It gives you an idea of their market and whether or not they really are a prospect.  You are looking to see if they concentrate on ACME  or PM software, or on general areas.

Expectations
Some resellers are not looking to expand their product line.  Others are perfectly satisfied with what they sell currently.  Others don’t sell much of this type of software, might only do integration and training or sell mainly hardware.  While others are not even qualified at all (may not even be in the business anymore).  The first set of questions tells you where they are, their level of satisfaction and any holes we might leverage.  
Regardless, we may only have a fit about 10% of the time and this is fine, so I would not worry too much if everyone is not at the stage to pick us up.
Call-Backs
We will not catch everyone on every call and will have to leave a voice message.  Following is a very simple dialogue that will increase your return calls dramatically.  Example:
Hi [prospect first name], this is [FIRST name]. I'm following up on the software we talked about.  (xxx) xxx-xxxx [your phone - say is SLOW enough they can write it down].

Tips
The approach is low and slow--say your phone number slow enough they can write it down.  Do NOT tell them your last name, your title, much of why are you calling, the name of your first born son--or anything.  JUST this dialogue.  The key to getting a call back is "curiosity" so the less you say, the more curious the prospect is which generates a dramatic increase in call-backs. Use the dialogue above--it is perfectly ethical, legal and it works.
You will not sign up most of those you talk with (we don’t even want everyone you speak with)—it is not rejection in the slightest, it is strictly investigation to find a good fit.  Those that are a good fit will come on board.  This is a business call to discuss a mutually beneficial alliance—we help each other to help customers and we both benefit.  There is nothing they have to buy—it is all about having a good fit.

KEY
Your comments in black.  Questions are in blue.  Responses are in red.
**************
Phone Dialogue
Hi, I’m a software vendor.  Can I speak to the person who decides which products you guys resell?
Hi, this is ______.

Hi, _____, I’m (first name), and I’m calling to introduce myself and see if you might be a good fit to resell our software.  You’re the one I would talk to about this?

Yes.

Did you see any of the 3 e-mails I sent you?

Good.  My company is Acme Software and we make Acme Product, one of the top enterprise performance, program and project manager systems.  From what I can see, you guys already sell ___________  (LIST WHO THEY SELL). So it looks like you work in this space--is that right?
What is your typical process for deciding which products to pick up?

[you will now see if there are any holes or areas where they are not happy about their existing software ] 

How is that working for you—do you do a lot of business in this space?

How satisfied are you with the software, support or your margins?

Are there any holes in this space that you see?

Do you ever have occasions where you need something easier to install, or that has a much more competitive price?

Can I tell you a few areas where Acme Product is unique and might catch your attention and the attention of your prospects?
OK.

First, Acme Product has beat out HP, Oracle, CA, Microsoft and other enterprise ACME  software in numerous bids.  Mainly because it is has all the main enterprise features, but

1) It is much more visual—including ways to see enterprise and global projects visually (even within GPS software).
2) It is also much easier to use.  In fact, when organizations get a chance to check it out, versus the other applications, the overwhelming response is that is much more initiative, has a more modern interface and it is easy to see and work with all aspects of a project.  How is your client experience with __________ (their software).
3) Third, it can be installed on-site, or hosted remotely and paid for via license or using a SaaS model.  As such, the installs are EXTREMELY quick to install and configure—taking hours or days, not weeks and months with some of the other applications.   How long are your typical installs and configurations?
4) And finally, it is the undisputed price performance leader.  It is enterprise level, so it is not a cheap application—but it is a fraction (often half the price) of competing applications.

But the best way is to see a demo or to check it out yourself.
Do you have occasions where you have lost some deals because of the high price of _______ (their software)?

I can get you a free license to use the software and check it out.  I can also send you a PowerPoint and competitive matrix that shows how strong the product positioning is.  Do you want me to e-mail you this?

In addition to having a competitive software, our reseller program is also exceptional.

What level of authorization are you now?

What kind of margins are you getting now?

Ours are _____, plus ____ more when you register your deals.  In addition, we add ____ percentage of additional margin for all deals registered within the first 90 days—this helps pay you extra for the time it takes to get up to speed.
Did this answer a lot of your questions?

I’d like to send you the information and the original e-mail (if you haven’t gotten it).  

What is your level of interest at this point?

There are a few options.  One, you can go to the link within the e-mail and apply as a reseller partner.  Or, I can setup a product demo.  Or you can review the information I send you and respond back then.  Which do you want to do?
If you do apply, I usually respond within a day and if it is a good fit, I approve it and will give you access to all our portal content and setup an orientation meeting.
In the meantime, I’ll e-mail you with my contact information and go from there.

Thanks for chatting.

Bye

Voice Mail Dialogue
Hi [prospect first name], this is [FIRST name]. I'm following up on software you had questions about.  (xxx) xxx-xxxx [your phone - say is SLOW enough they can write it down].

[CONCEPT: do NOT leave information about the webinar (they have the invitation email already--you want to TALK and connect with this person to change it from a cold email to a warm person. Then you can present the webinar info, further qualify and engage the prospect. The key to getting a call back is "curiosity" so the less you say, the more curious the prospect is which generates a dramatic increase in call-backs. Use the dialogue above--it works]

