
​Telephone​​Sales​

​First,​​you​​will​​need​​to​​establish​​and​​document​​in-house​​practices​​for:-​

​●​ ​How​​to​​answer​​different​​types​​of​​incoming​​calls​
​●​ ​Making​​outgoing​​calls​
​●​ ​When​​you​​can​​and​​can’t​​call​

​Cold​​Calling​
​If​​you’re​​a​​boat​​salesperson,​​cold​​calling​​is​​an​​essential​​part​​of​​your​​job.​​It​​can​​be​​a​​powerful​​tool​
​for​​generating​​leads​​and​​signing​​listing​​agreements​​with​​boat​​owners.​​However,​​for​​many​
​salespeople,​​the​​fear​​of​​cold​​calling​​can​​be​​a​​major​​obstacle.​​The​​fear​​of​​rejection,​​the​​pressure​
​to​​perform,​​and​​the​​uncertainty​​of​​the​​outcome​​can​​all​​contribute​​to​​this​​anxiety.​​But​​fear​​not!​​In​
​this​​article,​​we​​will​​explore​​seven​​ways​​to​​help​​you​​overcome​​your​​boat​​sales​​cold​​calling​​fears​
​and​​become​​a​​more​​confident​​and​​successful​​salesperson.​

​Understanding​​the​​Fear​​of​​Cold​​Calling​
​Before​​we​​dive​​into​​the​​strategies​​for​​overcoming​​cold​​calling​​anxiety,​​let’s​​take​​a​​closer​​look​​at​
​why​​this​​fear​​exists​​in​​the​​first​​place.​

​The​​Psychology​​Behind​​Fear​​of​​Rejection​
​One​​of​​the​​main​​reasons​​people​​fear​​cold​​calling​​is​​the​​fear​​of​​rejection.​​Rejection​​can​​have​​a​
​significant​​impact​​on​​our​​self-esteem​​and​​confidence.​​It​​can​​make​​us​​feel​​inadequate​​and​
​question​​our​​abilities​​as​​salespeople.​​Understanding​​that​​rejection​​is​​a​​normal​​part​​of​​the​​sales​
​process​​and​​not​​a​​reflection​​of​​your​​worth​​is​​the​​first​​step​​in​​overcoming​​this​​fear.​

​The​​only​​way​​to​​secure​​a​​lasting​​career​​in​​the​​yacht​
​business​​is​​to​​master​​the​​art​​of​​overcoming​​rejection​​in​
​sales.​
​The​​word​​“no”​​is​​part​​of​​every​​yacht​​broker’s​​daily​​vocabulary,​​but​​not​​everyone​​has​​the​​same​
​approach​​to​​overcoming​​rejection​​in​​sales.​​Anyone​​who’s​​spent​​more​​than​​two​​minutes​​working​
​for​​a​​yacht​​brokerage​​knows​​that​​it’s​​easier​​said​​than​​done.​​For​​some,​​it​​can​​be​​a​​real​​struggle​
​to​​face​​frequent​​rejection,​​especially​​when​​commissions​​and​​job​​security​​are​​at​​risk.​



​Here​​are​​ten​​tips​​that​​can​​help​​yacht​​brokers​​feel​​confident​​about​
​overcoming​​rejection​​in​​sales.​

​1.​ ​Don’t​​take​​it​​personally.​

​It’s​​never​​a​​good​​idea​​to​​dwell​​on​​rejection.​​There​​are​​many​​other​​sales​​opportunities​​available,​
​so​​it’s​​important​​to​​concentrate​​on​​how​​to​​make​​the​​brokerage​​experience​​more​​appealing​
​moving​​forward.​

​2.​ ​Know​​your​​audience.​

​Study​​clients​​and​​their​​needs​​to​​reduce​​the​​chances​​of​​being​​rejected​​in​​the​​future.​​Tailor​
​content​​to​​specific​​demographics​​to​​create​​more​​appealing​​campaigns.​​It​​helps​​to​​update​​each​
​client’s​​preferred​​method​​of​​contact​​in​​your​​CRM​​database​​to​​increase​​the​​chance​​they’ll​
​respond​​to​​your​​efforts.​

​3.​ ​Focus​​on​​customer​​service.​

​Confidence​​is​​crucial,​​but​​arrogance​​is​​a​​sure-fire​​way​​to​​scare​​clients​​away.​​Be​​sure​​to​​give​
​boat​​buyers​​an​​experience​​that​​is​​focused​​on​​their​​needs,​​not​​how​​great​​you​​are.​​Because​​59%​
​choose​​a​​brokerage​​based​​on​​reputation,​​we​​know​​that​​exceptional​​service​​will​​lead​​to​​better​
​reviews,​​which​​is​​not​​only​​a​​confidence​​booster​​but​​a​​great​​way​​to​​attract​​new​​clients.​

​4.​ ​Develop​​a​​daily​​routine.​

​Creating​​a​​disciplined​​daily​​schedule​​will​​help​​ensure​​the​​hours​​you​​spend​​at​​work​​are​​more​
​productive.​​Be​​strict​​about​​setting​​aside​​time​​to​​generate​​new​​lead​​options​​and​​to​​maintain​
​follow-ups​​with​​existing​​clients.​​It’s​​a​​lot​​easier​​to​​bounce​​back​​from​​rejection​​when​​there’s​​an​
​abundance​​of​​promising​​leads​​available.​

​5.​ ​Stay​​organized.​

​Organization​​isn’t​​just​​about​​being​​tidy;​​it’s​​also​​about​​having​​all​​the​​necessary​​information​
​available​​to​​sell​​a​​vessel​​in​​the​​most​​efficient​​way​​possible.​​According​​to​​research​​72%​​of​
​buyers​​want​​to​​save​​time​​at​​the​​brokerage.​​Salespeople​​who​​are​​disorganized​​will​​sell​​fewer​
​vessels​​because​​they’re​​irritating​​shoppers​​by​​wasting​​precious​​time​​pausing​​transactions​​to​
​search​​for​​lost​​paperwork​​or​​sale​​information.​​Increase​​efficiency​​and​​reduce​​rejection​​by​​using​
​the​​CRM​​to​​keep​​business​​organized.​​Take​​it​​up​​a​​notch​​by​​using​​the​​CRM​​mobile​​app​​to​
​access​​that​​information​​at​​any​​time,​​anywhere.​

​6.​ ​Perform​​self-audits.​

​In​​yacht​​sales,​​it’s​​never​​a​​good​​idea​​to​​abide​​by​​the​​motto​​“fake​​it​​till​​you​​make​​it.”​​Prevent​
​future​​rejection​​by​​performing​​regular​​performance​​audits.​​Use​​CRM​​reporting​​to​​find​​out​​how​
​many​​times​​a​​day​​new​​and​​existing​​clients​​are​​contacted,​​how​​they’re​​contacted,​​and​​which​



​efforts​​are​​most​​successful.​​This​​data​​can​​help​​salespeople​​decide​​which​​initiatives​​are​​most​
​profitable.​

​7.​ ​Set​​realistic​​goals.​

​Increase​​confidence​​by​​using​​existing​​data​​to​​set​​attainable​​goals.​​It’s​​better​​to​​aim​​for​​a​
​consistent​​increase​​than​​to​​set​​unrealistic​​goals.​​Figure​​out​​how​​many​​calls,​​texts,​​and​​emails​
​your​​sales​​team​​completes​​each​​day.​​Set​​small​​goals​​to​​increase​​these​​numbers​​gradually​​each​
​week.​

​8.​ ​Make​​adjustments.​

​It’s​​essential​​to​​give​​new​​sales​​processes​​and​​procedures​​the​​time​​to​​work,​​but​​if​​results​​are​
​lacking​​it’s​​time​​to​​make​​adjustments.​​Just​​make​​sure​​to​

​track​​any​​changes​​to​​ensure​​you’re​​moving​​in​​the​​right​​direction.​

​9.​ ​Make​​a​​review.​

​A​​quick​​look​​around​​your​​listings​​is​​a​​great​​way​​to​​gather​​your​​thoughts​​after​​a​​difficult​​sale.​​It’s​
​also​​the​​perfect​​time​​to​​give​​new​​inventory​​a​​closer​​look.​​When​​you​​know​​what​​you’re​​selling​
​you​​can​​sell​​it​​with​​confidence.​

​10.​​Practice​​often.​

​Role-playing​​difficult​​sales​​scenarios​​is​​a​​great​​way​​to​​increase​​confidence​​when​​dealing​​with​
​real​​customers.​​It’s​​better​​to​​have​​a​​slip-up​​with​​a​​co-worker​​than​​to​​end​​up​​in​​a​​situation​​that​
​puts​​you​​at​​risk​​for​​battling​​negative​​reviews.​

​How​​Fear​​Impacts​​Your​​Sales​​Performance​
​Another​​important​​aspect​​to​​consider​​is​​how​​fear​​can​​impact​​your​​sales​​performance.​​When​
​your​​mind​​is​​consumed​​with​​fear,​​it​​becomes​​challenging​​to​​focus​​on​​the​​task​​at​​hand.​​This​​can​
​lead​​to​​a​​lack​​of​​confidence,​​hesitations​​in​​your​​pitch,​​and​​an​​overall​​decrease​​in​​your​
​effectiveness​​as​​a​​salesperson.​​Recognizing​​the​​negative​​impact​​fear​​has​​on​​your​​performance​
​is​​crucial​​for​​overcoming​​it.​

​Furthermore,​​it’s​​essential​​to​​understand​​that​​the​​fear​​of​​cold​​calling​​is​​often​​rooted​​in​​the​​fear​​of​
​the​​unknown.​​When​​reaching​​out​​to​​potential​​clients,​​you​​are​​stepping​​into​​uncharted​​territory​
​where​​the​​outcome​​is​​uncertain.​​This​​uncertainty​​can​​trigger​​anxiety​​and​​self-doubt,​​making​​the​
​act​​of​​cold​​calling​​seem​​daunting.​​By​​acknowledging​​this​​fear​​of​​the​​unknown,​​you​​can​​start​​to​
​reframe​​it​​as​​an​​opportunity​​for​​growth​​and​​learning.​

​The​​Power​​of​​Positive​​Thinking​



​On​​a​​more​​positive​​note,​​adopting​​a​​mindset​​of​​positivity​​and​​resilience​​can​​significantly​​impact​
​how​​you​​approach​​cold​​calling.​​Instead​​of​​focusing​​on​​the​​potential​​for​​rejection,​​shift​​your​
​mindset​​to​​see​​each​​call​​as​​a​​chance​​to​​connect​​with​​a​​prospect​​and​​offer​​them​​value.​​By​
​reframing​​your​​perspective​​in​​this​​way,​​you​​can​​turn​​cold​​calling​​from​​a​​dreaded​​task​​into​​a​
​valuable​​opportunity​​for​​building​​relationships​​and​​driving​​sales.​

​Techniques​​to​​Overcome​​Cold​​Calling​​Anxiety​
​Now​​that​​we’ve​​explored​​the​​reasons​​behind​​cold​​calling​​fears,​​let’s​​move​​on​​to​​some​​practical​
​techniques​​to​​help​​you​​overcome​​them.​

​Cold​​calling​​anxiety​​is​​a​​common​​challenge​​faced​​by​​many​​sales​​professionals,​​but​​with​​the​
​right​​strategies,​​you​​can​​effectively​​manage​​and​​reduce​​this​​stress.​​In​​addition​​to​​breathing​
​exercises​​and​​visualization​​techniques,​​there​​are​​other​​methods​​you​​can​​incorporate​​into​​your​
​routine​​to​​boost​​your​​confidence​​and​​improve​​your​​cold​​calling​​experience.​

​Breathing​​Exercises​​for​​Stress​​Relief​
​Deep​​breathing​​exercises​​are​​a​​simple​​yet​​effective​​way​​to​​calm​​your​​mind​​and​​body​​before​
​making​​a​​cold​​call.​​Take​​a​​few​​moments​​to​​inhale​​deeply​​through​​your​​nose,​​hold​​your​​breath​​for​
​a​​few​​seconds,​​and​​then​​exhale​​slowly​​through​​your​​mouth.​​Repeat​​this​​process​​several​​times,​
​focusing​​on​​relaxation​​and​​releasing​​tension.​

​Incorporating​​mindfulness​​practices​​into​​your​​daily​​routine​​can​​also​​help​​alleviate​​cold​​calling​
​anxiety.​​Mindfulness​​involves​​being​​fully​​present​​in​​the​​moment​​and​​can​​be​​achieved​​through​
​techniques​​such​​as​​meditation​​and​​body​​scans.​​By​​practicing​​mindfulness​​regularly,​​you​​can​
​increase​​your​​self-awareness​​and​​better​​manage​​stress​​and​​anxiety.​

​Visualization​​Techniques​​for​​Confidence​​Building​
​Visualization​​is​​a​​powerful​​tool​​that​​can​​help​​you​​build​​confidence​​and​​overcome​​fear.​​Before​
​making​​a​​cold​​call,​​take​​a​​moment​​to​​visualize​​yourself​​making​​a​​successful​​sales​​pitch,​​building​
​rapport​​with​​the​​potential​​customer,​​and​​ultimately​​closing​​the​​deal.​​Visualize​​every​​detail​​and​
​use​​this​​imagery​​to​​boost​​your​​confidence​​and​​calm​​your​​nerves.​

​Another​​helpful​​technique​​is​​positive​​affirmations.​​By​​repeating​​positive​​statements​​to​​yourself,​
​such​​as​​“I​​am​​confident​​and​​capable,”​​you​​can​​reframe​​your​​mindset​​and​​approach​​cold​​calling​
​with​​a​​more​​optimistic​​outlook.​​Incorporate​​these​​affirmations​​into​​your​​daily​​routine​​to​​reinforce​
​your​​self-belief​​and​​combat​​negative​​thoughts.​

​Developing​​a​​Positive​​Mindset​



​In​​addition​​to​​specific​​techniques,​​developing​​a​​positive​​mindset​​is​​essential​​for​​overcoming​​cold​
​calling​​fears.​

​Having​​a​​positive​​mindset​​is​​not​​just​​about​​thinking​​happy​​thoughts;​​it’s​​about​​cultivating​​a​
​mental​​attitude​​that​​empowers​​you​​to​​face​​challenges​​with​​optimism​​and​​resilience.​​By​​focusing​
​on​​the​​potential​​for​​growth​​and​​learning​​in​​every​​situation,​​you​​can​​reframe​​rejection​​as​​a​
​stepping​​stone​​towards​​success.​

​Embracing​​Rejection​​as​​Part​​of​​the​​Process​
​Rejection​​is​​an​​inevitable​​part​​of​​sales.​​Instead​​of​​fearing​​it,​​embrace​​it​​as​​a​​learning​​opportunity.​
​Each​​rejection​​brings​​you​​closer​​to​​success.​​Focus​​on​​the​​lessons​​you​​can​​learn​​from​​each​
​interaction​​and​​use​​them​​to​​improve​​your​​sales​​skills.​

​Understanding​​that​​rejection​​is​​not​​a​​reflection​​of​​your​​worth​​as​​a​​salesperson,​​but​​rather​​a​
​natural​​part​​of​​the​​sales​​process,​​can​​help​​you​​approach​​cold​​calling​​with​​a​​sense​​of​​curiosity​
​and​​resilience.​​By​​embracing​​rejection​​as​​a​​chance​​to​​refine​​your​​approach​​and​​better​
​understand​​your​​target​​audience,​​you​​can​​transform​​setbacks​​into​​opportunities​​for​​growth.​

​Cultivating​​a​​Growth​​Mindset​​in​​Sales​
​Adopting​​a​​growth​​mindset​​is​​crucial​​for​​overcoming​​cold​​calling​​fears.​​Believe​​that​​your​​sales​
​skills​​can​​improve​​with​​practice​​and​​experience.​​View​​every​​cold​​call​​as​​a​​chance​​to​​learn,​
​adapt,​​and​​grow.​​Embrace​​challenges​​and​​setbacks​​as​​opportunities​​for​​personal​​and​
​professional​​development.​

​A​​growth​​mindset​​in​​sales​​involves​​recognizing​​that​​mastery​​is​​not​​a​​fixed​​destination​​but​​a​
​continuous​​journey​​of​​improvement.​​By​​approaching​​cold​​calling​​with​​a​​growth​​mindset,​​you​​can​
​see​​each​​call​​as​​a​​chance​​to​​hone​​your​​skills,​​deepen​​your​​understanding​​of​​your​​product​​or​
​service,​​and​​build​​stronger​​relationships​​with​​potential​​clients.​​Embracing​​the​​process​​of​​growth​
​and​​learning​​can​​help​​you​​navigate​​the​​challenges​​of​​cold​​calling​​with​​confidence​​and​​resilience.​

​Mastering​​the​​Art​​of​​Cold​​Calling​
​Once​​you’ve​​developed​​a​​positive​​mindset,​​it’s​​time​​to​​focus​​on​​mastering​​the​​art​​of​​cold​​calling.​

​Essential​​Skills​​for​​Effective​​Cold​​Calling​



​To​​become​​a​​successful​​cold​​caller,​​it’s​​important​​to​​develop​​essential​​skills​​such​​as​​active​
​listening,​​effective​​communication,​​and​​persuasive​​speaking.​​Practice​​these​​skills​​regularly,​
​seek​​feedback​​from​​colleagues​​or​​mentors,​​and​​strive​​to​​continuously​​improve.​

​Tips​​for​​Improving​​Your​​Telephone​​Etiquette​

​Telephone​​etiquette​​plays​​a​​significant​​role​​in​​the​​effectiveness​​of​​your​​cold​​calls.​​Ensure​​your​
​tone​​of​​voice​​is​​friendly​​yet​​professional,​​speak​​clearly​​and​​confidently,​​and​​actively​​engage​​with​
​the​​person​​on​​the​​other​​end​​of​​the​​line.​​Polishing​​your​​telephone​​etiquette​​can​​greatly​​enhance​
​your​​cold​​calling​​success.​

​Creating​​a​​Winning​​Cold​​Calling​​Script​

​A​​well-crafted​​cold​​calling​​script​​can​​make​​a​​world​​of​​difference​​in​​your​​sales​​performance.​

​Components​​of​​a​​Successful​​Sales​​Script​

​A​​successful​​sales​​script​​should​​include​​an​​attention-grabbing​​opening,​​a​​clear​​value​
​proposition,​​and​​a​​strong​​call​​to​​action.​​Tailor​​your​​script​​to​​address​​the​​pain​​points​​of​​your​
​prospective​​clients​​and​​highlight​​the​​benefits​​of​​your​​product​​or​​service.​​Practice​​your​​script​​until​
​it​​flows​​naturally.​

​Tailoring​​Your​​Script​​to​​Your​​Prospective​​Client​

​While​​having​​a​​general​​script​​is​​useful,​​personalizing​​it​​for​​each​​prospective​​client​​can​​greatly​
​increase​​your​​chances​​of​​success.​​Research​​each​​potential​​client​​before​​making​​the​​call​​and​
​tailor​​your​​script​​to​​address​​their​​specific​​needs,​​concerns,​​and​​interests.​​This​​personalized​
​approach​​will​​show​​your​​dedication​​and​​increase​​the​​likelihood​​of​​building​​a​​connection.​

​By​​implementing​​these​​seven​​strategies,​​you​​can​​conquer​​your​​boat​​sales​​cold​​calling​​fears​​and​
​become​​a​​more​​confident​​and​​successful​​salesperson.​​Remember,​​cold​​calling​​is​​a​​skill​​that​​can​
​be​​mastered​​with​​practice​​and​​the​​right​​mindset.​​Embrace​​the​​process,​​continue​​to​​grow,​​and​
​watch​​your​​sales​​soar!​


