UNLOCK SALES POTENTIAL

The B2B Appointment
Setting Playbook




MAXIMIZE YOUR STRATEGY

Introduction to B2B Appointment Setting

Think of B2B appointment setting like matchmaking for businesses. It's all about finding the right potential
clients, sparking their interest, and setting up that crucial first meeting. This step is key in the B2B sales
journey, acting as a bridge between saying "hello” and sealing the deal. The goal? To connect with decision-
makers at target companies and create opportunities for meaningful conversations that could lead to a
successful partnership.

The face behind the mask of appointment setting are sales development representatives (SDRs). Their job
is to successfully schedule your appointments with prospects, maintain your sales pipeline, and accurately
represent your brand. This creates the precise and focused sales tactic that is B2B appointment setting.
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UNDERSTANDING THE BASICS

What is B2B Appointment Setting?

B2B appointment setting involves scheduling meetings with
decision-makers within target companies to discuss potential solutions.
It's the bridge between initial outreach and closing deals, focusing on
high-value prospects. This process ensures that sales teams engage
with the right people, increasing the chances of conversion and
shortening the sales cycle.
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DEFINING KEY DIFFERENCES
B2B Appointment Setting
vs. Lead Generation

While B2B appointment setting and lead generation are closely
related, they serve different purposes in the sales process.
Together, they create a flowing sales pipeline that can continue
to produce sales or your business.

Lead generation focuses on attracting and identifying
potential customers (leads) who have shown interest
in a product or service. This can be achieved through
various methods, such as digital content marketing,
social media campaigns, and online advertising.

Onthe other hand, B2B appointment setting is the next step after lead
generation. Once leads are identified, appointment setters reach out to
these prospects to schedule meetings or calls with sales representatives.

Essentially, lead generation fills the pipeline with potential clients, and
B2B appointment setting moves them further down the sales funnel by
securing face-to-face or virtual meetings.



UNDERSTANDING THE BASICS
Strategic Integration

90% of B2B marketers say that B2B appointmenf
setting is effective in generating leads; however,
only 21% of marketers say they don’t currently
have an appointment setting strategy in place.

Incorporating B2B appointment setting into your
lead generation strategy is crucial for maximizing the
effectiveness of your sales efforts. Here's why:

P> Targeted Engagement: It allows your sales team to » Improved ROI: When your team focuses on qualified leads
focus on high-value prospects who are more likely and secures appointments with them, it reduces the time
to convert, rather than generalized outreach. and resources spent on unproductive outreach.

» Streamlined Sales Process: By securing P Custom Sales Approach: Allow your team to address
appointments with key decision-makers, you specific pain points and offer tailored solutions during
shorten the sales cycle and increase the chances meetings through personalized outreach.

of closing deals faster.

Integrating appointment setting into your lead generation strategy ensures that your sales pipeline remains robust and that
your sales team engages with prospects who are more likely to convert.
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STEP-BY-STEP GUIDE

Steps to Effective Appointment Setting

Research and Identify Prospects:

Start by identifying potential clients who match your ideal
customer profile. Use data analytics, industry reports, and
social media to gather insights about these companies and
their decision-makers.

Craft a Compelling Outreach Message:

Develop a personalized message that resonates with
the prospect’s needs and challenges. Highlight how your
product or service can provide value and why it's worth
their time to meet with you.

Utilize Multi-Channel Outreach:

Connect with prospects using a combination of cold
calling, email marketing, and social media outreach.
Different channels may resonate differently with each
prospect, so diversifying your approach canincrease
your chances of success.

Follow Up Consistently:

Persistence is key in appointment setting. If a prospect
doesn’t respond to the initial outreach, follow up with
additional messages, providing new value or addressing
potential concerns.

46% of our sales appointments come from
the lead nurturing phase of our process

Schedule and Confirm the Appointment:

Once interestis shown, promptly schedule the
appointment at a time that works for both parties.

Confirm the details and provide any necessary information
to ensure the meetingis productive.concerns.

Prepare for the Meeting:

Research the prospect’s business in more detail before
the meeting. Prepare a tailored presentation or discussion
points that align with their specific needs and goals.




BUILDING YOUR FOUNDATION

Creating Your Appointment Setting Strategy

Building an effective B2B appointment setting strategy starts with a clear understanding of your target market
and business objectives. Here’s how to get started:

@

Define Your Target Audience: Identify the
industries, company sizes, and decision-makers
that are most likely to benefit from your product or
service. Create detailed buyer personas to guide
your outreach efforts.

Set Clear Goals: Establish specific, measurable
goals for your appointment setting efforts. These
could include the number of appointments to be
set within a given timeframe, the conversion rate
from appointments to sales, or the average deal
size from these meetings.

Choose the Right Tools: To streamline the
appointment setting process, leverage CRM
systems, email marketing platforms, and other
sales tools. These tools can automate tasks,
track progress, and provide valuable insights.

Train Your Team: Ensure that your
appointment setters are well-trained in
communication, persuasion, and objection
handling. They should be equipped with the
knowledge and resources to effectively
engage prospects and secure meetings.

Monitor and Adjust: Review your appointment
setting strategy’s performance reqgularly. Use
data to identify what's working and what’s
not, and be ready to adjust your approach as
needed to improve results.




TACTICAL APPROACHES

Cold Calling & Email Marketing

Effective B2B appointment setting relies heavily on specific tactics, particularly cold calling and cold email marketing.
Here are some tips for building an effective cold call and email strategy:

COLD CALLING:

COLD EMAIL MARKETING:

P ResearchFirst: Understand the prospect’s P Personalization: Tailor each email to the recipient by

business needs and challenges. Personalization
is key to making a strong first impression.

referencing their specific challenges, industry trends,
orrecent company news.

Craft a Strong Opening: Start the call with a P Compelling Subject Lines: Use subject lines to grab
compelling reason for reaching out. Be clear and attention and entice the recipient to open the email.
concise, and convey value immediately. Keep it short, relevant, and focused on the

Active Listening: Listen carefully to the prospect’s prospect’s needs.

responses. This helpsin understanding their pain P Clear Call-to-Action: Include a clear and specific
points and allows you to tailor your pitch. call-to-action in your email. Whether it’s scheduling
Handling Objections: Be prepared for objections and ameeting, replying with a suitable time, or visiting a
have responses ready that address concerns without landing page, make it easy for the recipient.

being pushy. Align solutions with their needs. P Follow-Up Strategy: If you don't get a response to

Close Confidently: If the prospect shows
interest, suggest two dates and times for
ameeting confidently.

It takes an average of three cold
calls to connect with alead

your initial email, follow up with additional emails that
provide more value or address potential concerns.

€€ Abstrakt sets out to schedule close to
20,000 sales meetings this year from cold emails

alone. To do that, we needed to consistently

reevaluate our email marketing strategy.

- ERIC WATKINS, President of Abstrakt



ENHANCEMENT TIPS
Fine-Tuning Your Process

Improving your B2B appointment setting is like fine-tuning a well-oiled machine—it requires constant attention and the
right adjustments. There are a few different ways to continue to elevate your cold calling appointment setting:

P Leverage Data Analytics: Which tactics are driving P Train Your SDR Team: By keeping skills sharp, your
the best results? team can handle any objections.

P Utilize A/B Testing: Test what resonates best with P Sprinkle In Social Proof: What testimonials and case
your target audience. studies show your value?

P Identify and Highlight Value: Your differentiators P Follow Up With Prospects: A "no” today might become
should be your unique selling point. a"yes”inthe future!

AVOIDING PITFALLS
Common Mistakes to Avoid

Avoid these common mistakes that can derail your B2B appointment setting efforts and reduce your chances of success:

P Overlooking research on prospects: Skipping P Skipping personalization in communication:
research can lead to wasted efforts on unqualified Generic messages often get ignored, while personalized
leads. HOWEVER, remember to not spend too much ones stand out.
time researching when you could spend the time » Neglecting follow-up after initial contact: Without follow-

talking to prospects and learning
about their needs.

up, potential opportunities can easily slip through the cracks.

P Failing to prepare for objections: Being unprepared
P Ignoring datainsights: Failing to use data means for objections can cause you to lose credibility and
missing out on valuable guidance for your strategy. miss appointments.
» Being overly aggressive in outreach: Pushing too
hard can turn prospects away rather than engaging
them. Aim to learn first, and the sale will follow.
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DRAFTING EXCELLENCE

Beginner Cold Call Script

1. Introduction:
“Hi[Prospect’s Name], thisis[Your Name] from[Your
Company]. I hope I'm catching you at a good time.”

2. Reason for Calling:
“I'm reaching out because | noticed that [Prospect’s
Company] has been[mention arelevant industry
trend or challenge]. We typically work with
companies in your industry to help them [briefly
mention the solution or value your product/service
offers].”

3. Qualifying Question:
“Is this something that [Prospect’s Company] has
been focusing on, or are you looking to address this
in the near future?”

4. Handling Objections:

“I completely understand if now isn't the right time. | just
want to make sure that when you're ready, you have all the
information you need to make the best decision for your
company.”

. Closing the Call:

“Let’s schedule a quick 15-minute call to discuss how we
can help [Prospect’s Company]achieve [specific benefit].
Does[suggest two dates and times] work better for you?

. Follow-Up Plan:

“Great! I'll send over a calendar invite with the details. If you
need to reschedule or have any questions in the meantime,
feel free to reach out to me directly. I'm looking forward to
our conversation!”




GETTING RESULTS
The Benefits of Outsourcing B2B
Appointment Setting Efforts

Our Outbound SDR team is on pace to schedule
100,000+ sales meetings through cold calling
in 2024, using this exact talk track.

Outsourcing your B2B appointment setting to a firm like Abstrakt Marketing
Group can help you achieve better results by streamlining your efforts and
ensuring consistent lead generation. Here's how Abstrakt supports sales
effectiveness:

P Fill Your Sales Pipeline: Ensure a steady stream of qualified leads
through our focused, targeted outreach that keeps your sales pipeline
full.

P Set More Sales Appointments: Increase the volume of high-quality
appointments with our proven strategies and skilled appointment
setters who connect you with decision-makers.

P Boost Your Sales Growth: Accelerate your sales growth by providing
your team with more opportunities to close deals and drive revenue.

P Real-Time Reporting: Stay informed with transparent, real-time
reporting that offers actionable insights and complete visibility
into the performance of your appointment setting efforts.

Partnering with Abstrakt Marketing Group for B2B appointment setting
ensures that your outreach efforts are not only more efficient but also
more successful, helping you achieve better results with less effort.

Integrate Successful
Appointment Setting

By now, you understand that B2B appointment setting is vital
for driving sales growth. But did you know that many companies
outsource these services?

Abstrakt Marketing Group offers superior solutions to help you
succeed inappointment setting. With expertly trained SDRs
and digital marketing professionals, think of the growth your
business can experience with the right partner. Ready to take
the next step? Let’s connect.




