Business Development Prompter 

· New Opportunity Approach:

This is MACROBUTTON DoFieldClick [your name] with MACROBUTTON DoFieldClick [your company].  You and I haven’t spoken before, but we have been working with MACROBUTTON DoFieldClick [specific industry] for the last MACROBUTTON DoFieldClick [number] years.  One of the chief concerns we are hearing (lately) from other MACROBUTTON DoFieldClick [job titles] is their frustration (difficulty) with MACROBUTTON DoFieldClick [the job title's likely critical issue/need].  We have been able to help our customers address this issue.  Would you like to know how?

· Menu Approach:

This is MACROBUTTON DoFieldClick [your name] with MACROBUTTON DoFieldClick [your company].  You and I haven’t spoken before, but we have been working with MACROBUTTON DoFieldClick [specific industry] for the last MACROBUTTON DoFieldClick [number] years. The top three issues (concerns) we are hearing (lately) from other MACROBUTTON DoFieldClick [job titles] are: 

· MACROBUTTON DoFieldClick [job title's first critical business issue/need] 

· MACROBUTTON DoFieldClick [job title's second critical business issue/need]
· MACROBUTTON DoFieldClick [job title's second critical business issue/need] 

We have helped companies like: MACROBUTTON DoFieldClick [first reference company], MACROBUTTON DoFieldClick [second reference company], and MACROBUTTON DoFieldClick [third reference company] address some of these issues.  Would you be curious to learn how?

· Customer Referral Approach:
This is MACROBUTTON DoFieldClick [your name] with MACROBUTTON DoFieldClick [your company].  You and I haven’t spoken before, but MACROBUTTON DoFieldClick [reference person's name], MACROBUTTON DoFieldClick [reference person's title] at MACROBUTTON DoFieldClick [reference person's company] suggested that I give you a call.  We were able to help  MACROBUTTON  DoFieldClick [her or him] address  MACROBUTTON  DoFieldClick [her or his]  MACROBUTTON  DoFieldClick [frustration or difficulty] with MACROBUTTON DoFieldClick [reference person's critical business issue/need].  Would you be interested to know how?
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