Cold call script template
Six B2B cold call scripts, discovery questions, objection answers and a checklist. Replace every {blank}. Examples use a fictional company (Brightquay) and fictional prospects. Source page: https://growigami.com/tools/cold-call-script
Call prep (fill in before you dial)
	Field
	Your notes

	Who I am calling
	[Name, title, company]

	Why now (one true sentence)
	[Hire, job post, funding, tool change, expansion, something they said]

	The problem it points to
	[What peers in this role usually deal with after that event]

	What we do, in one sentence
	[We help {peer type} {result in plain words}]

	One proof
	[Approved customer result or a sourced number]

	The ask
	[20 minutes on {day}]

	Who else is involved in the decision
	[Roles]


Opener data to keep in mind
In Gong's analysis of 90,380 cold calls (gong.io/blog/cold-call-opening-lines, checked November 3, 2026): "How have you been?" 10.01% success vs a 1.5% baseline; stating the reason for the call 2.1x higher success; "Did I catch you at a bad time?" 0.9%.


1. Trigger-based opener (the default)
When to use it: First call to someone who has never heard of you, when you have a real, recent reason: a hire, a job post, a funding round, a tool change, an expansion.
Script
Hi {first name}, it's {your name} from {company}. How have you been?

[Let them answer. They will usually say "Fine, who is this?"]

The reason for my call: I saw {trigger}. When {peer type} {trigger short}, {problem} usually lands on the {title}'s desk.

Is that on your plate right now, or is it handled?

[If yes] What are you doing about it today?
[Two or three questions, then] We help {peer type} {result in plain words}. Worth 20 minutes on {day} to see if it applies to you?
Filled example (illustrative)
Hi Dana, it's Sam from Brightquay. How have you been?

The reason for my call: I saw Brightline posted three payroll roles in Texas and Ohio. When a logistics company starts hiring in new states, multi-state payroll tax usually lands on the VP of People's desk.

Is that on your plate right now, or is it handled?

We help logistics companies with 200 to 2,000 staff run payroll in every state from one system. Worth 20 minutes on Thursday to see if it applies to you?


2. Permission-based opener
When to use it: When you have no trigger, or the person sounds busy. You ask for 30 seconds, not for their time, and give them an easy way out.
Script
Hi {first name}, {your name} from {company}. This is a cold call. Can I take 30 seconds to tell you why I called, and then you decide if we keep talking?

[If yes] Thanks. We work with {peer type}. The ones I talk to usually tell me one of two things: {problem 1}, or {problem 2}. Does either sound like {their company}?

[If yes] Tell me more about that. [Discovery questions]
[If no] Fair enough. What is the bigger headache for you this quarter?
Filled example (illustrative)
Hi Marcus, Sam from Brightquay. This is a cold call. Can I take 30 seconds to tell you why I called, and then you decide if we keep talking?

Thanks. We work with finance teams at logistics companies. The ones I talk to usually tell me one of two things: payroll errors keep coming back from new states, or month-end takes a week because payroll and the ledger do not match. Does either sound like Brightline?


3. Referral opener
When to use it: Someone at the account, or someone the prospect knows, pointed you to them. Only use a name with that person's OK.
Script
Hi {first name}, it's {your name} from {company}. {referrer name} suggested I call you.

I was talking with {referrer first} about {topic}, and they said you own {area} at {their company}. Do you have a minute?

[If yes] {referrer first} mentioned {problem}. How is that showing up for you?

[Discovery, then] Would it make sense to set up 20 minutes, with {referrer first} too if useful?
Filled example (illustrative)
Hi Priya, it's Sam from Brightquay. Leo Chen in your Dallas office suggested I call you.

I was talking with Leo about the new warehouse sites, and he said you own payroll for the whole group. Do you have a minute?


4. Gatekeeper script
When to use it: A receptionist or executive assistant answers. Be honest about who you are and treat them as someone who can help, not a wall.
Script
Hi, it's {your name} from {company}. I'm trying to reach {first name} {last name}. Could you help me?

[If asked what it's about] It's about {topic in plain words}. I wanted to ask {first name} whether it's a priority this quarter.

[If they can't put you through] Thanks. Who would be the best person to talk to about {topic}? And when is the best time to reach {first name}?

[Always] Could I have your name, so I can say I spoke with you?
Filled example (illustrative)
Hi, it's Sam from Brightquay. I'm trying to reach Dana Ortiz. Could you help me?

It's about payroll for the new Texas and Ohio sites. I wanted to ask Dana whether it's a priority this quarter.


5. Voicemail script
When to use it: No answer. Keep it under 30 seconds, give one reason and one next step, and say your number twice.
Script
Hi {first name}, it's {your name} from {company}, {phone}.

I'm calling about {trigger short}. {peer type} in that spot usually run into {problem}, and I have an idea on it.

I'll send you a short email today with the subject "{subject}". If it's useful, call me back at {phone}, or reply to the email.
Filled example (illustrative)
Hi Dana, it's Sam from Brightquay, 555-0142.

I'm calling about the new payroll roles in Texas and Ohio. Logistics companies in that spot usually run into multi-state tax filing problems, and I have an idea on it.

I'll send you a short email today with the subject "payroll in Texas and Ohio". If it's useful, call me back at 555-0142, or reply to the email.


6. Follow-up call after an email
When to use it: You emailed first and got no reply. The call refers to the email so it is not fully cold.
Script
Hi {first name}, it's {your name} from {company}. I emailed you on {day} about {trigger short}. Did it reach you?

[If no or not sure] No problem. Short version: {one sentence reason}. Is that on your radar?
[If yes, no reply] Thanks for reading it. Was it a "not now" or a "not relevant"?
Filled example (illustrative)
Hi Dana, it's Sam from Brightquay. I emailed you on Tuesday about the new payroll roles in Texas and Ohio. Did it reach you?

No problem. Short version: companies adding states usually find out about filing errors at quarter-end, and we fix that before it happens. Is that on your radar?


Discovery questions
Pick two or three. Ask about the problem before you mention your product.
How are you handling {problem} today?
What happens if it stays the way it is for another six months?
Who else is involved when you change how you do {area}?
Have you tried to fix it before? What happened?
If you could change one thing about {area} this quarter, what would it be?
Objection handling
Acknowledge, ask one question, and accept a real no.
	Objection
	What to say
	What to do next

	"I'm not interested."
	Fair. Usually that means it's not a priority, or I explained it badly. Which one is it?
	Ask what would make it a priority, or ask to send one example and call back in a month.

	"Just send me an email."
	Happy to. So I send something useful and not a brochure: is {problem} something you deal with, or not at all?
	If they answer, you are in discovery. If not, send the email the same day and reference the call.

	"We already use {competitor}."
	Makes sense, a lot of {peer type} do. What made you choose them? Is there anything you wish they did better?
	Never criticize the competitor. Look for the gap the buyer names.

	"We don't have budget."
	Understood. When does budget for {area} get set? I'd rather call you a few weeks before that.
	Log the budget date in the CRM as a follow-up task.

	"Now's not a good time."
	No problem. Is it the call right now, or the topic this quarter?
	If it's the call, book a time. If it's the quarter, ask when to call back.

	"How did you get my number?"
	From {data source}. If you'd rather I didn't call this number, I'll take it off my list now.
	Be honest, and honor the request in the CRM before the next call.

	"Take me off your list."
	Done. I'm sorry for the interruption.
	Remove them from calls in the CRM at once and don't argue.


Call checklist
[ ] Before: one true reason to call this person now, in a single sentence.
[ ] First 30 seconds: name, company, greeting, the reason for the call. Then a question.
[ ] During: ask more than you tell. Write down the words they use for the problem.
[ ] Close: a specific day and length. Send the invite while still on the phone if you can.
[ ] After: log outcome, objection and next step in the CRM the same day; send the promised email.
[ ] Compliance: honor every do-not-call request at once; check local rules before calling a new country.
Call log
	Date
	Contact
	Outcome (no answer / voicemail / conversation / meeting)
	Objection
	Next step and date

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	






