


Getting a relevant prospect on the phone is 90% of 
the work. Make sure when you hear that phone pick 
up you are fully prepared to close them to next steps.
 
At EngageIQ we have roughly 1,500 conversations 
a week, after 10 years in the industry we have put 
together this messaging template.



Messaging Document

[INTRODUCTION]- name, company, ice breaker.

[NATURE OF THE CALL/PRODUCT & AVAILABILITY]- e.g. “I believe you’re the best 
person to talk about with regards to…”. Never ask them if they are the best person, 
they will stop you if they’re not. Hope I have caught you at a good time, not is it a good 
time.

[IMPACT STATEMENT]- Gartner recommended, awards won, companies worked with.

[PRODUCT DETAILS]- introduce the product in no more than 3 or 4 sentences. Give 
a few benefits and features as to why it will help the prospect and how it has helped 
similar ones.

[CLOSE]- the reason of the call. Ask if you set some time aside to discuss the product/ 
solution with them in more detail. Keep it friendly and always give the prospect 
options too, you are more likely to agree a time and a date this way e.g. “would it be 
okay to come in for 45-60 minutes next week, or possibly the week after to discuss 
this in more detail and align it to any of your business goals”
Or any other suitable close which matches the outcome of the call you are aiming for.

[QUALIFYING QUESTIONS]-
Pre-determined questions agreed between to define what will constitute a good 
meeting. For it to be well qualified, all question must be answered. There’s usually 3-5 
questions to ask.

[BENEFITS]-
Benefits show the end result what a product can actually accomplish for the prospect.
6 or 7 bullet points giving quick benefits of the product.
These points will be benefits over current potential environments and over rival 
products.
Important to distinguish between benefits and features (see below)

[FEATURES]-
Features are surface statements of the product, such as what it can do 
6 or 7 bullet points giving quick features of the product.

[OBJECTION HANDLING]-
Common objections you may face and how to handle them.

[CASE STUDIES]-
Relevant case studies to reference on the call.



All of our messaging 
documents that we produce 
at EngageIQ follow this same 
layout. The idea being that you 
build repour quickly, give them 
a flavour of how your service 
or product can benefit their 
business and close directly 
with dates. You will notice 
that we don’t talk about the 
product or service at all more 
how businesses are already 
benefitting from it, talking about 
various features or history of 
the company etc often leads 
to prospects getting bored or 
worse throwing up objections 
before you can close. The idea 
here is to come away from this 
call with a meeting not to sell 
your product on the spot. 

Further to this the document 
needs to also include some 
bullet points outlining case 
studies/ benefits etc so if the 
conversation does pick up you 
are never without the ammo 

to reclose. Also after every 
objection handle make sure 
you are always reclosing ‘If 
you don’t have an immediate 
project then how about we 
put a meeting in for nearer the 
end of the month, how does 
the 28th or 29th suit you?’. By 
doing this you are turning the 
discussion away from if they 
need your service to when they 
are available to meet you.

On the next few pages we 
have included the messaging 
document that we use when 
reaching out to prospects about 
EngageIQ to give you a flavour 
of how one should look when 
complete. Remember this isn’t 
a script and should be used to 
guide conversation!



Messaging Document

Hi there, it’s XXXXXX from EngageIQ, how are you doing…?

Reason for the call, we have developed our own SaaS Intent platform that uses AI & 
Machine Learning to help internal teams with their prospecting, would you have a few 
minutes to discuss further?

The platform is called EngageIQ and it uses the unique dataset of our main business 
Engagetech whose calling team are making 20,000 calls on a weekly basis. Right 
now, the platform provides an unparalleled insight into intent within the end-user 
market allowing us to match up relevant initiatives within organisations to our client’s 
offerings. This therefore is helping inside sales to:

Sales Director: To hit their targets, provides a greater volume of opportunities, training 
through our customer success, increased end user conversations, greater industry 
knowledge

Marketing Director: to increase number of leads, increase market knowledge, clearly 
track ROI, market research and company comparison benefits

Inside Sales Manager: to hit targets, not miss opportunities they weren’t aware of, 
improve forecasting, more opportunities with same head count, reduce churn and 
support your team

The next stage, and what we’re most excited by, is the evolution of the AI & Machine 
Learning capabilities over the next 6 months that will present companies with intent 
based on the preferences and interaction you have with the platform. 

We’d be really keen to speak in more detail around this, would it be okay to come in 
for 45-60 minutes next week, or possibly the week after to discuss this in more detail 
and align it to any of your business goals.



Messaging Document

Questions:

How is your team performing at the moment? 
What pains/challenges are they experiencing?
How are you supporting them? What tools/technology are they currently using? 
How big is the team currently? 
How much are you looking to grow that team?
How are they targeted at the moment (appointments/revenue)? How many per 
month?
What is your role in the process (influencer/decision maker)?

Benefits:

Customer Success: With over 9 years’ experience as a leading business development 
agency, we have created and delivered expert training, which is offered as part of the 
Market Intelligence programme to help improve skills of your inside sales team. (have 
done with IBM, Computacenter)

AI and Machine Learning to adapt to your preferences and likes
Increase the number of opportunities for your sales team whilst reducing the time 
spent prospecting

No wasted time e.g. Prospecting a company for a few weeks only to find out they 
have just purchased a competitor’s solution.



At EngageIQ we use the latest in cutting-edge AI and 
Machine Learning to identify purchase intent data, the 
platform will highlight the companies that your sales 
team should be targeting allowing you to create more 

opportunities in a shorter time.

If you want to find out more about how we are 
currently helping inside sales teams then visit our 

website: www.engageiq.co.uk

Or

Give us a call: 020 3642 2599




