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[This is the 1350-word text written by Alfred C. Martino and
Dr. Rick Sheridan for the audiobook program, "Audio Nuggets:
Getting Past The Gatekeeper," published by Listen & Live Audio.]



Do you have problems getting through
to the decision-maker?

Do gatekeepers seem to always screen
out your calls?

Today’s decision-makers are busier
than ever. As a result, more of them are having their calls
directed to gatekeepers--typically secretaries, receptionists, and
assistants--who prioritize who should or shouldn’t get
through.

This program will give suggestions for
ways to avoid being screened out so you can communicate directly
with the decision-maker.

Be prepared. You generally
have a thirty-second time limit to impress the gatekeeper. Write
down your pitch, learn it by heart, then practice it until it
doesn’t sound like you’re reading from a script.

Be up front and honest about why you
are calling. Let he or she know you need help reaching the
decision-maker.

Further, plan what
approaches you might take depending upon the key objections or
responses the gatekeeper might make. But leave yourself room to
improvise the dialogue.

It is important to keep in mind the
gatekeeper is not your enemy. That person is simply doing their job
of managing the decision-makers’ time. Often, the gatekeeper is the
face or voice of the organization when people call in. Generally,
they want to help if they can.

In a very real sense, the
gatekeeper has quite a lot of power. They determine whether or not
you speak to the decision-maker. Make friends with them. Be social.
Conversation is your key to success. As soon as you find out their
name, use it. Try to get them to
become your ally and personal advocate. Building rapport with the gatekeeper is the most important
step of this process. Let them know how
much you appreciate their professionalism and their
assistance.

Explain exactly why you are calling
and provide your first and last name as well as company name. Use
enthusiasm, patience, passion, and humor (when appropriate), when
you speak.

One little trick is to ask
for the decision-maker by their first name. It gives the impression
that you know this person and have a right to talk to them. When
doing this, be confident and don’t hesitate.

Keep in mind, the
gatekeeper is used to taking hundreds of calls on a daily basis.
The majority of these calls are salespeople trying to con and trick
them into getting through to a decision-maker. Instead, be honest
with the gatekeeper. If you are unable to
get to the decision-maker directly, ask the gatekeeper for
advice.

Gatekeepers generally don’t
run the decision-maker’s social media profiles. Ask the gatekeeper
if there is another method, email, or social media, where you can
contact the decision-maker.

Or you could ask the gatekeeper if
there is another person you should be speaking with. Or if there is
a better time to reach the decision-maker.

And while the gatekeeper
has the power to connect
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