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Relationship selling is not about 
getting the player to like the 
host … but rather, getting the 
player to want the host to like 

him or her.





• Fear
• Attention 
• Ego
• Time
• Assuming 
• Accountability 
• Discipline 
• Embrace the suck

Common Obstacles …



The only way to 

overcome is to engage! 



Secret to successful calls ...

CONVERSATION!



Tele-selling success starts 
and ends with this …
1. Planning 
2. Preparation





1. Tell them WHY.
2. Be in the moment … listen.
3. Don’t pontificate!
4. Use open-ended questions.
5. Use what you hear to form the next 

question. 
6. Answer a question with a question. 
7. Go with the flow.

8.  Be honest.
9.  It’s not about you!

10. No distractions! 
11. Prepare!
12. Be brief!
13. Take notes!

Teleselling Guidelines



Secret to successful calls …

LISTENING!!!



Three Ls: Listen, Learn, Lead
Listen, so that you can…

Learn, what you need to know to…

Lead, the conversation!





Four Key PD Strategies
1. Acquisition
2. Retention
3. Growth
4. Reactivation



• You most likely will not know the guest
• Introductions
• Sell the property
• Who, What, When, Where, Why & How 

Acquisition Call





• You SHOULD know the guest
• You have some type of relationship
• You don’t know enough history
• Get to know the guest’s preferences
• ASK QUESTIONS

Retention or Growth Call



• May or may not KNOW the guest
• What happened? If anything?
• Where do they go now?
• Why do they go there? 
• Ask questions, get to KNOW the guest

Reactivation Call



1. Be prepared, be present
2. Every call is important
3. Smile
4. Assume your telephone voice
5. Project a natural, enthusiastic tone
6. Focus your entire attention
7. Enunciate your words
8. Avoid jargon

Phone Presence 



Q & A



Stay connected with Raving!
Want a copy of this presentation? 

Drop your business card or add your contact info to the list at 
the back of the room.

Questions? Contact Amy Hergenrother
(775) 329-7864 | amy@ravingconsulting.com


