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B2B prospecting 
by phone?

Everyone has 
an opinion!

Don’t ever set a 
meeting unless the 

prospect is fully 
qualified.

Cold calls may set 
some meetings, but 

too many don’t show. 
A total waste!

Don’t ever call 
without doing 

pre-call research.

Prospects prefer 
email, social, or being 
left alone. Anything 

but a cold call!

The phone 
doesn’t work 

in my industry.

You need to warm 
up prospects with 

content before 
talking with them. 

No one answers 
the phone 
these days.

We don’t sell widgets: 
We create 

relationships and solve 
complex problems.

Cold calling is old 
school: It’s no 

longer relevant.

Cold calling 
is dead!



But what about measured facts?

Let’s look at a mega-case study, combining: 

▪ More than 1,000 companies across dozens of sectors

▪ More than 7,000 sales reps

▪ Hundreds of target personas, focusing on C-Suite, owners, VPs



2021 Facts – Combined Case Study

Number of Companies 1,091

Number of Reps 7,343

Dials 42,776,540

Conversations 1,987,632

Meetings 164,602

Total Phone Prospecting Hours 251,408



Assumptions

Average Contract Value $20,000 

Meeting to Deal Conversion 10%

Labor Cost per Hour $60 

Net Meeting Show Rate 75%

Cost per Dial $0.75 



KPIs

Dials per Prospecting Hour 170

Conversations per Prospecting Hour 7.91

Meetings Set per Prospecting Hour 0.64



Phone Prospecting Investments

Labor Cost per Prospecting Hour $  60.00 

Dial Cost per Prospecting Hour $127.61

Total Cost per Prospecting Hour $187.61



Phone Prospecting Results
and Return on Investment

Meetings Held per Prospecting Hour 0.48

Value per Meeting Held $2,000 

Value per Prospecting Hour $964.83 

Return on Investment 414%



14 Keys to Maximizing 
Phone Prospecting ROI

1. Invest in high quality data with accurate phone 

numbers.

2. Create and manage one list per target persona/use 

case.

3. Craft a message per persona/use case to generate 

sufficient curiosity to set a meeting.

4. Make sure your reps really believe in the value of 

the meeting.



14 Keys to Maximizing 
Phone Prospecting ROI

5. Train your reps to get trust and sell the meeting, not 

your product.

6. Use live calling to statistically test and iterate on the 

message until you achieve a cold call meeting set 

rate of 5% or more.

7. Use regular blitz-and-coach events to maximize 

confidence and maintain competence.



14 Keys to Maximizing 
Phone Prospecting ROI

8. Set follow-up calls with everyone who is not clearly 

disqualified.

9. Call follow-ups quarterly to solve for inevitable 

timing issues.

10. Train your reps to ask for referrals and contact info 

on every conversation.

11. Use dial and conversation outcomes to maintain 

list quality.



14 Keys to Maximizing 
Phone Prospecting ROI

12. Embrace the inevitable no-shows as a source of 

efficient, effective rescheduling conversations.

13. Use technology to maximize conversation flow 

rates.

14. Coach both live and recorded conversations to 

maintain conversion rates.
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