ECM Prospecting Play: Calling Guide
Selling IBM Content Analytics to Government prospects
Objective

Build IBM Content Analytics pipeline by securing appointments with prospects from the Federal and State Government departments.
Target Audience

Federal (Central), State, and local agencies
· Director of Agency or Department
· CIO & IT Director of Agency
· Case Workers and Business Analytics
Calling Options

1. If you reach the prospect directly, click here
2. If you reach the prospect via voicemail, click here
Script for Live Contact
1. Opening statement
Deliver an opening statement that will get the prospect’s attention.
	Greeting 
	“[Mr./Ms. Prospect]. It’s a pleasure to speak with you. This is [Seller] from IBM.”

	Conversational bridge
	 “How close to reality are the crime investigation technologies you see on television today?” 

	Hook
	“Our law enforcement customers are experiencing significant reduction time and effort needed to solve crimes by using path-breaking analytics solutions that  help analyze case documents, witness reports, and lab analysis to recognize trends and correlations. “

	Ending question
	[Mr./Ms. Prospect]would you be interested in finding out how IBM Content Analytics can equip your personnel to solve crime faster?”


2. Value proposition

Highlight the solution with targeted benefits.

	Solution
	“Content analytics solutions from IBM have been helping law enforcement departments like [Department Name] access, aggregate, analyze and visually explore large volumes of unstructured information residing in case logs, witness reports, suspect interviews, case archives, lab reports to unlock crime/behavioral insights. This is a revolutionary technology that mimics the analysis process of humans and can parse through large amounts of documents quickly to gain deep actionable insights into criminal behavior, correlation with other cases, trends and patterns”

	Benefits
	“Through content analytics solutions, law enforcement departments are able to:

· Use a wide range of information sources to recognize perpetrators,  
· Leverage intelligent systems that reduce significant of manual research effort
· Reduce caseloads and overtime by quickly solving crimes 


3. Next steps
Set up a face-to-face to meeting to discuss in detail how IBM Content Analytics can help their organization.
	Target date
	“Let’s schedule a meeting for this [Monday],” 

	Closing benefit
	“where I can show you how law enforcement departments like [Department Name] can gain more rapid crime insights through content analytics solutions.”


Script for Voicemail 

1. Opening statement
Deliver an opening statement that will get the prospect’s attention.

	Greeting 
	“[Mr./Ms. Prospect]. This is [Seller] from IBM.”

	Hook
	“Our law enforcement customers are experiencing significant reduction in time and effort needed to solve crimes by empowering their personnel with path-breaking analytics solutions.

IBM’s Content Analytics solutions help analyze case documents, witness reports, and lab analysis to recognize trends and correlations which help law enforcement personnel solve crimes faster.”“


2. Value proposition

Highlight the solution with targeted benefits.

	Solution
	“Content analytics solutions from IBM have been helping law enforcement departments like [Department Name]:”

	Benefits
	· Use a wide range of information sources to recognize perpetrators 

· Leverage intelligent systems that reduce significant of manual research effort
· Reduce caseloads and overtime by quickly solving crimes


3. Closing
Provide an opportunity for the prospect to respond to your voicemail.
	Next steps
	“I would appreciate about 15 minutes of your time to provide you insights on how IBM can help [Department Name] solve crimes faster through intricate crime insights.”

	Availability and contact information
	I will be in the office until [4:00 pm]. Please call me at [XXX-XXX-XXXX], so I can tell you more about content analytics solutions from IBM and see how we can work together. Thank you.”
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