
PROSPECTING TIPS & SALES PITCHES
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PROSPECTING BEST PRACTICES

Strategy

1. Be a consultant and not a salesperson.
2. Understand the prospect’s needs so you can match them with the right 

product to fit their needs.
3. Confirm your process upfront with your assigned Senior Loan Officer. This 

makes for a smooth transition when handing off from broker to lender.
4. You are going to make mistakes! This is part of the learning process!
5. Leverage relationships and create new ones.
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PROSPECTING BEST PRACTICES

Cold Calling – Sales Pitches

Every CEO and Leadership Circle member will be seeded in each mailing so when you 
receive your mailer, that’s the perfect time to start calling.

Option 1:

We help small businesses just like yours capitalize on their growth potential with short-term, 
unsecured loans through community banks. We have been making fast, hassle-free loans 
for over 20 years now, and I would love to learn more about your business and its plans to 
grow to see if ARF Financial may be a good fit. 

Option 2:
HI my name is _________with ARF Financial. You’ve probably seen one of my mailers 
recently. The purpose for me calling is that I have helped many small businesses like 
yours in the area get the funding they need fast to expand, purchase equipment, buy out
a partner, or simply provide an unsecured bank line of credit for emergency purposes. 
I was hoping to ask you a few questions to see if I can help you too?
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PROSPECTING BEST PRACTICES

Cold Calling – Sales Pitches

Option 3:
HI my name is __________ and I recently sent you a mailer with a valuable offer. My company helps 
small businesses like yours capitalize on their growth potential with fast access to short-term, 
unsecured bank loans and lines of credit. For over 20 years, we’ve been making fast, hassle-free loans 
to similar businesses in your area. I would appreciate the chance to learn more about your business 
along with any growth projects you may be planning to see if ARF Financial can help

Option 4:
HI my name is _________with ARF Financial. You’ve probably seen one of my mailers 
recently. The purpose for me calling is that I have helped many small businesses like yours 
in the area get the funding they need fast to expand, purchase equipment, make 
renovations, or simply provide an unsecured bank line of credit for emergency purposes. I 
was hoping to ask you a few questions to see if I can help you too?
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PROSPECTING BEST PRACTICES

Cold Calling – Sales Pitches

Option 5:
Hi my name is __________ we haven’t spoken before, but I recently sent you a mailer 
describing how I help small businesses like yours capitalize on their growth potential 
with fast access to an unsecured bank loan or lines of credit. We have been making 
hassle-free loans for over 20 years, and I would appreciate the opportunity to learn a bit 
more about your plans now that things are starting to normalize. We are also offering 
our borrowers up to $2,000 cash back if their loan funds in the next 30 days!

Whenever cold calling, always be fishing for additional ways to contact the decision 
maker; email address, mobile phone, etc.
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GETTING PAST THE GATEKEEPER

How to Get Past the Gatekeeper

• Always treat the Gatekeeper with Respect because they can be your biggest asset 
to help you get to the owner.

• Speak with Confidence. If you sound like a salesperson, you will get hung up on or 
rushed off the phone.

• Don’t try to sell to the gatekeeper. Believe it or not Gatekeepers are people and 
people do like to help others. Be friendly and try to find out as much info as you can 
and call back later.

Example 1:  “Hi, is Tom available?” – ask the gatekeeper for the owner by the first name.  
Speak as if you already know this person.  

Example 2: “Hi, this is Celeste,  is Tom available? No- who is this? This is Celeste with 
ARF Financial. I sent him financial information for his review via mail. When is a good 
time for me to call him back?  Get to the point, but very friendly and in a relaxed state.  
Always try to gather some information that will help you for the next call.
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