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Phone Power
How to Make 
the Telephone 
Your Most 
Profitable 
Business Tool
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Telephone sales skills are critical to anyone in 
telemarketing, inside sales, outside sales, 
collections, and even customer service. And 
when it comes to telephone sales skills, 
George Walther wrote the book on the 
subject (Phone Power, Putnam Books). Get 
ready for a content-loaded training video that 
willwill give you specific telephone sales skills 
for immediately improving your results. You'll 
learn ideas on how to communicate with 
clarity, connect with hard-to-reach people, 
eliminate phone tag, create higher customer 
loyalty, use voice mail more effectively, and 
more. You'll learn and quickly benefit from 
thesethese proven, practical ideas for taking your 
telephone sales skills to the next level.

George Walther is an internationally 
acclaimed expert in the area of telephone 
sales skills. He's energetic, witty, organized, 
and delivers solid content. As a full-time pro-
fessional speaker since 1980, George 
Walther holds the National Speakers Asso-
ciation's Certified Speaking Professional 
designation, and has also been inducted into 
the Speaker Hall of Fame. He earned an 
MBA in marketing from UCLA, and gradu-
ated summa cum laude with a BA in Rhetoric 
and Public Address. Media appearances 
have included CNN, Live with Regis, The 
Wall Street Journal, Ladies Home Journal, 
and many others. In addition to telephone 
sales skills, George Walther offers communi-
cation skills training, and sales training for 
customer retention.

George Walther



1. Convert voicemail systems from your frustrating foe to a powerful ally

• Creating positive impressions with your outgoing greeting

• Using autodial programming for maximum messaging efficiency

• Leaving messages that get attention

• Indicating urgency with courtesy

• The “extra moment” investment that pays off

• Using the time bomb technique (when appropriate)

• Avoiding voicemail altogether

2. Terminating phone tag frustrations

• Asking “now” questions
• Setting presumptive appointments

• Moving from messaging to communicating

3.  Adapting your speaking style 
     for maximum effectiveness

• Matching key vocal elements
• Detecting appropriate vocabulary levels
• Determining stylistic preferences

Here's what you'll learn:

•	 Convert voicemail systems 
	 from foes to friends

•	 Terminate frustrating time-wasting 
telephone tag games 

•	 Adapting your speaking style             
for maximum effectiveness

•	 Using body language to reinforce    
your message

•	 Strengthening relationships by  
soliciting feedback

•	 Managing phone time for better results

•	 Concluding calls positively

Phone Power
How to Make the Telephone Your Most Powerful Business Tool

Copyright 2005, George Walther

George@GeorgeWalther.com



4. Body language on the phone?
• How they “see” your posture
• Key facial expression goal
• Arms, legs, and your brain
• Open and closed mind and body

5. Strengthening relationships with the feedback technique
• Asking for input in a way that shows you mean it
• Responding to negative criticism
• How to follow through and act on what you hear

6. Managing Your Phone Time
• The value of setting phone appointments
• The issue of “turf”
• Managing incoming calls with your assistant
• The key to getting maximum “R.O.T.”

7. Concluding Calls Positively
• Critical confirmation
• Responsibility wrap-up
• Personal courtesy and appreciation
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Additional Notes
Upcoming DVDs

For more information about
any of our DVDs, please visit:
www.seminarsondvd.com

Kerry Johnson

THE TRUST FACTOR

Advanced Techniques 

for Building Trust & Rapport 

Jane Handly 

WOULD YOU DO BUSINESS 

WITH YOU?

How to Get, Keep, and Wow 

Customers in a Highly 

Competitive Marketplace

Ed Foreman

HOW TO MAKE EVERY DAY 

A GOOD DAY

Dynamic Life Skills 

for Creating More Balance, 

Positivity & Happiness 

Brian Tracy

OUTSELL YOUR 

COMPETITION

Master Keys for Significantly 

Increasing Your Income
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