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Hello and welcome to this course on getting past the gatekeeper. In this course, we'll show you how to reach more decision-makers with your b2b sales calls. This course is divided into three modules, modules one and two will give you a brief overview of gatekeepers and useful methods and tactics for getting past them, and module three goes over pre-call intelligence gathering, by the time this course is over, you'll be equipped with the tools and methods you need to get past gatekeepers, so you can make more sales. So, without further ado, let's dive into the first module. Okay guys, welcome to module one. In this module, our trainer will give you a brief overview of gatekeepers and some ideas of how to get past them, so get ready to take some notes, and let's jump right in.
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The dreaded gatekeeper has been a part of the cold calling game for decades. Sales professionals have spent their careers trying to develop and fine-tune different tactics for getting past these b2b guardians and through to the decision-makers, so they can book appointments, and make sales. A gatekeeper is someone whose job it is, to keep you away from the person you're trying to reach. Typically, there is a receptionist, secretary, or executive assistant, although that's not always the case. They man the phones, they take incoming calls, they assess those calls to determine whether they're important or legitimate expected calls, and they filter out the calls that they think the decision-maker won't want to be bothered with. They know you're out there. They've been warned, trained even coached to look for telltale signs of cold calling salespeople. They've been lied to, tricked made to look like fools around the office by some cold callers and many of them regularly lie themselves too, although it's usually to say someone who's in a meeting or not in the office. For most of them, it's not their first rodeo. They're ready for you, and with every passing year, they're getting smarter, savvier, and better at their job, which is why you and your business need to stay on the cutting edge of this concept as well. 





Let's go over some ways you can do that. So, for starters, remember what your parents tell you. And what I mean is just use basic manners, make sure you're saying please make sure you're saying thank you. Make sure you're using emphatic versions of those, like, thanks so much for your help and so on and so forth. Be nice, you have to keep in mind that the gatekeeper is someone who the company likes, that's why they're in that position. They wouldn't be manning the phones if the company didn't like him or her. Does that kind of make sense? If they're sitting there at the counter and they've had that job, clearly the decision-maker that you want to work with, whose good side you want to be on, likes this person, enough to keep her or him there in that position. So, the last thing you want to do is be on bad terms with someone who everybody in the office likes. And the very last thing you want to do is end up on the blacklist for being rude or impatient, social bonds and camaraderie, all that's really very real, in an office environment. And in many cases that will override profit, which means no matter how cool what you're selling is, they'll choose not to do business with you if they had the impression that you were not respecting one of their valued team members. 
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