Performers phone call script

SUBTEXT

This is your most important tool in developing your phone call technique. All the cold techinique and languaging in the world will be ineffective if you are undermined by your subtext. If you can’t live it yet, act it!

BASIC SUBTEXT

I’m a busy professional actor. This phone call is one of the tasks in my business today. I’ve got five minutes to get back to them before my next appointment. I’m getting back to them regarding such and such. I have a relationship with them. My action is about taking it to the next step. It is a benefit to us both to work together. (Let’s find out if it’s a good match.)i.e. I’m an actor. They’re an agent who represents actors. We need each other.)

SAMPLE LANGUAGE

(These conversations are not linear, but give you a sense of openings and responses. All the language implies a relationship but does not lie about one. Italics are the office dialogue.)

Allan Applegate’s office

Hello, Penelope Brackett for Allan.

(Not, Is he there? May I speak to Allan?…)

Is he expecting your call?

Yes.

(Period. Keep it simple, direct, businesslike. Don’t add anything you don’t have to. He is expecting. You told him in a letter, round, call…)

What’s this in reference to?

I’m getting back to Allan about .

(show…)

Does he have your headshot?

Yes. I’m calling to set up an appointment.

(subtext- We’re well past that point.)

Does he know you?

No, this is our first appointment.

(re show- No, he’s seeing my work for the first time. Subtext-he’s wants to get to know me.)

He’s busy now. (…in a meeting, on a call,…) Can I have take your number?

Just let him know I called and I’ll give him a call back tomorrow morning.

(option- Is this afternoon a better time for us to speak? Say, three o’clock?)
He’ll call if he’s interested.

Thank you. (subtext- He will be.) Please let him know I called. (subtext- he’ll want to get back to me.) What’s your name? (warmer, interested in him/her, always get a name. Bottom line objective for call is to initiate a relationship and this person will be helpful. It will make the next call easier.)

Betty.

Thanks Betty.

Allan Applegate’s office.

Hi, Is this Betty?

Yes.

Hi, Betty, I spoke to you earlier. This is Penelope Brackett. May I speak to Allan? (subtext: Of course, he wants to talk to me.)

GETTING ALLAN

Hi, Allan Applegate.

Hi, Allan. Penelope Brackett. I dropped you a note last week regarding getting together. I just finished Mama Mia at The Holly Theater to great reviews and audiences. I’m looking at the most of it and I’d like to talk about working together. Can we set up something for next week?

(Name reference point, from letter- mutual contact, specific training, job, background… and request. Subtext: You are exactly right.)

I’m the one with the short, sexy, brilliantly entertaining scene.

I’m not setting up any appointments (…seeing anyone new…) It’s slow.

I understand. But since it’s slow, can we steal the time while you have it and you’ll know who I am when business picks up.

I’m way too busy now to set up a meeting. I don’t know my schedule.

Got it. Look, I’m auditioning in the neighborhood on Wednesday. I’ll stop by and if you have a minute We can talk.

More tips:

· Be prepared for the agent, CD or director to answer their own phone.

· Don’t call your show a showcase.

· Don’t say, I sent my headshot or picture and resume, and I want to set up … or I just wanted to see if you got it. It says, you don’t have a relationship and to see if they got it is a waste of their time and not a request.

· Get beyond policy into relationship! You are not “one of a thousand actors”. They are not “one of a thousand agents or casting directors. You are unique individuals. Get to know one another. Be on purpose. Give something to them.

· Keep your sense of humor about the business. (Take your gifts seriously not the business.)

· Be willing to hear yes and no. They are not the only date you’ll ever get. 

MAKING REQUESTS DIALOGUE 

Hi Barb. This is Penelope Brackett. Have you recovered from the shock? It must be 10 years. I definitely wondered if it was too late to resume the relationship. But I've got to tell you, I'm starting this new business and I just kept thinking about how impressed I've been by your business and I figured you'd be a great help and it would be a good excuse for getting back together. 


Gosh I hardly know you, but I'm totally charged by your business savvy. Can we get together for coffee to brainstorm new directions for my business?


I've gotten incredible feedback and some dollars promised for the project, but we need some big bucks to take us to the next level. Mom, you know I'm cruising for board members. What family or family friends can you hit up as candidates? (What are Moms for?)


I'm going to jump to the big favor I called about so I don't lose my nerve and we can chat later. I'm renewing an industry push. You've got some incredible contacts I would love to meet. Can you walk me in the door a couple of places?

Note: Be prepared to manage them. Don't wait to hold it against them if they don't do as they promised. Assume you'll have to manage them in the task.

Here’s some management dialogue:

Hey, I want to call those two prospective clients you mentioned. Can you give them a call and call me right back on the scoop.  Thanks. I'll definitely follow up on that manager. Can you a place a call while I'm here in the office and then I'll follow up as soon as I get back to my place.


