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Introduction

Why Start With the Science

Before prospects hear what you sell, they hear how
you sound.

Your Voice Creates the Emotional Context of the
Call Within the First Three Seconds.

Dr. Bitty Balducci's research on memoryBlue SDR
calls shows that:

e \/ocal cues shape perception faster than
script meaning

e Prospects judge confidence, credibility, and
trustworthiness based on tone

e High-performing SDRs share predictable
voice and pacing patterns

e Successful calls are not random they follow
repeatable scientific behaviors

For sales leaders, understanding these cues is more
than a coaching tactic. It is a lever for improving
early stage pipeline quality and creating a more
predictable top of funnel motion across the team.

This book breaks down the research that explains
why some cold calls convert and others collapse.
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What the Data Says About Successful Cold Calls

1. Success Rates

Higher success rates at the earliest

touchpoint compound throughout the sales

cycle by improving funnel efficiency and

reducing pressure later in the deal process.
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3. Talking Ratio Doesn’t Change

You do not need to talk less. You need to
make your 65 percent more effective.
Teaching this as a team standard supports
a more consistent prospect experience and
more uniform conversion patterns.

~65%

SDRs speak

~35%

Prospects speak
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2.

Conversation Length is the
#1 Predictor

The goal is not a longer call. It is a more
engaged one. Longer conversations signal
a mature sales motion where SDRs can
sustain curiosity, navigate resistance,

and create clearer paths to qualification.

Unsuccessful calls
~7 exchanges

Successful calls
20+ exchanges

No “Golden Hour”

There is no statistically superior time of day
within blitz windows.

Consistency Matters More Than Timing.
This reinforces that predictable outcomes
come from repeatable behaviors, not timing
luck. Leaders who build this discipline see
steadier early pipeline flow.
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The Anatomy of a Successful Cold Call

Every Successful Cold Call Follows a Predictable Pattern

Capture attention

!
[ Gemes

Opener

Engagement

Ask a curiosity-driving question

Resistance

I(_

Expect initial hesitation

H(_

Build a 20+ exchange conversation

I(_

Confirm next steps while
confidence is high
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Opener Example:

“Cari... quick question for you”

Engagement Example:

“Curious how your team handles X
right now”

Resistance Example:

“Totally fair. Most people say that at first”

Expansion Example:

“That helps. Can | ask one more thing
about how you do X”

Close Example:

“Sounds like it makes sense to
compare notes”

Why This Matters

Once you understand the structure, you
can shape your delivery around each
moment instead of winging it. For leaders,
this structure becomes a framework to
diagnose call quality, improve ramp speed,
and reinforce consistent execution across
different SDR styles and tenures.



The Three Vocal Levers That Shape Call Outcomes

Based on Dr. Balducci’s acoustic analysis, these are the first levers SDRs should master. They
determine whether prospects stay on the line long enough to hear your value.

When we coach SDRs on these vocal habits, the
impact on meeting booked rates is consistent.
The behaviors are learnable.

Volume Example:

Wrong: “Hi... um... is this a bad time...”
Right: “Hi Cari. Calling quickly about
your sales team...”

Pacing Example:

Wrong: Sentences blurring together
Right: Clear beats between thoughts

Tone Example:

Wrong: Flat, transactional
Right: Warm, curious
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e 1. Volume—

Confidence Projection

Prospects equate volume with confidence.

Low volume = low trust.

How to Adjust:

Sit tall, open your posture, speak to
someone across a table.

Team Impact:

Coaching confident projection
helps standardize the first
impression and improves early
pipeline conversion stability.



The Three Vocal Levers That Shape Call outcomes
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® 2. Speech Rate—

Control Under Pressure

Rushing signals nerves.

Pausing signals confidence.

How to Adjust:

Pause after questions, breathe between
thoughts, allow space for the prospect
to process.

Team Impact:

When pacing becomes a trained
behavior, leaders see fewer dropped
conversations and a more reliable flow
of qualified opportunities.



The Three Vocal Levers That Shape Call Outcomes

Example: Weak Opener

“Hi Is this Jim... my name is Stephanie
calling from... the reason I'm calling is...”
— Low volume, uncertainty, rambling opener

Example: Strong Opener

“Jim... quick call. Can | tee something up for you”
— Confident, clean, controlled

Example: Resistance Moment

Prospect: “I'm not interested”
SDR (weak): “Okay no problem | can let you go”

SDR (strong): “Makes sense. Most people
say that at first. Quick
question though...”

Example: Pacing Shift

Prospect tone drops
SDR slows cadence
Energy resets
Conversation continues
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The Emotion You Transmit

Tone communicates energy, warmth,
and sincerity.

Prospects connect to tone before they
connect to your message.

How to Adjust:

Smile, vary your pitch, and allow natural
movement while you talk.

Team Impact:

Tone consistency across a team improves
brand perception and helps prospects
experience a cohesive, professional
motion from the first touch.

These behaviors are the same ones
we reinforce in our SDR development
programs and internal coaching sessions.



Quick Science Checklist + What's Next

These behaviors strengthen individual performance and elevate the overall maturity of the sales
motion by standardizing how prospects experience your team at the first point of contact.

Before Each Call Block:

e Sit or stand tall

e Quick volume check

e Intentionally slow your pace
e Smile before you dial

e Ask: Would | want to listen to me?

@ During The Call:
e Listen for disengagement signals

e Reset tone when needed

e Use pauses as a confidence tool

After The Call:

e Replay 20-30 seconds for tone

e Track where the conversation dropped

e Note pacing and energy for tomorrow
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Diagnostic Table: What to Listen for and How to Fix It

What You Hear

What It Means

How to Fix It

Call ends in under
ten exchanges

Prospect gets
short or confused

SDR rushing or
sounding unsure

Slow pacing, beat between
sentences, reconnect tone

SDR sounds Low volume, , Sit or stand tall, project to
, . ) Low confidence
uncertain upward inflection someone across the room
Prospect Flat tone from No emotional Smile before opener, add pitch
disengages early SDR hook variation
SDR overtalks No pauses Nerves, lack of Insert one beat between
control thoughts
Prospect resists SDR fights the . Normalize objection, redirect
, , o Defensive tone , .
immediately objection with curiosity

We use this same framework when we evaluate call recordings as part of a continuous cycle
of improvement. The patterns in this guide give callers a repeatable way to sound confident, steady
and in control. It is the base layer for building better conversations across a full sales team.

The next guide focuses on the highest leverage point in the entire call motion, the first 30 seconds,
and how to use it to earn the right to continue the conversation.

Recommended Resources:

In the Know with Kelly Grafton: How vocal cues drive cold call success
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