
4  
reasons you’re 

not getting 
through to the 
right person 

and... 

...HOW to fix it!! 

Learn how 
to open 

doors and 
overcome 
barriers! 



I’m Audrey Bodman,  
a successful Telephone Trainer 
and coach with over 28 years’ 
experience of training 
individuals to get TANGIBLE 
results by phone. Lovely to 
meet you! 
 
I’m a mum of two boys and the 
proud owner of two very large – 
but lovely - Boxers. 
When I started out in business, 
back in 1992, I realised very 
quickly that knowing how to 
use the phone properly was 
crucial to opening doors. 
However, in those early days, 
opening doors proved very 
difficult. Especially as no one 
knew who I was.  
 

I know how it feels to be rejected over and over again by gatekeepers and 
decision makers. But I made a commitment from the beginning that I would 
not give up, and I would dedicate my time to honing my skills in order to turn 
the tide in my favour.  
 
And I did! I mastered the techniques which made opening doors easier. Later, 
I shared these same techniques with the fabulous staff I employed in a 
telemarketing business back then. And doors opened for them, too, as they 
became adept at overcoming barriers and dealing with objections.  

Hello and welcome to my story...  



I even went on to share the very 
same techniques I had learned with 
my client base. From charities to blue 
chip organisations, no matter how 
big or small, they all reaped the 
benefits of this knowledge – and still 
do today, along with the businesses I 
continue to deliver training for both 
onsite and virtually.  
 
Here, I will share with you 4 great 
tips relating to gatekeepers and how 
to get past them. From my 
experience, implementing just ONE of 
these will make a major difference to 
the results you see! Just imagine 
what you could achieve if you try all 
four!  

Sharing the knowledge and skills I’ve 
built up over the years is both a 
privilege and a joy to me. When my 
trainees start seeing results, 
especially when they’re lacking in 
confidence, it makes all the previous 
rejection and learning curves worth 
it.  
 
I’ve done all the hard work. Now, it’s 
time for me to pass the baton. So, 
read on to learn my top tips for 
navigating gatekeepers. And stick 
around until the end, because I’ve 
included some info on how you can 
tap into more great tips and 
strategies to help you succeed. And 
succeed you will!  



So, you’ve got a 
great product or 
service and your 
aim is to get it in 
front of key 
decision makers in 
other business.  
 
But there’s something in 
your way. Or rather, 
someone. A gatekeeper!  
 
Sound familiar? Of course, 
it does.  
 
It’s a gatekeeper’s job to screen calls for key individuals within a business. 
But it’s your job to get those key people on board when it comes to your 
product or service.  
 

How do we make that happen?  
 
There are 2 things you need to consider when trying to speak to the right 
person.  

Overview  



The first... 
is the different types of gatekeeper you might meet along the way and their 
role in the company.  
 

The second...  
is the approach you need to take to get through to the right person, which 
will be based on the type of gatekeeper you meet.  
 
Ultimately, the ONE thing you need to hold tightly to is your ability to stay in 
control of conversations with gatekeepers. Fail to do that, and you can bet 
your bottom dollar you’ll be asked to send an email or, worse, fobbed off 
completely. 
 
Getting through as quickly as possible to the right person saves you time and 
gives you the best chance of success.  
 
Here’ I’m going to share with you the most common mistakes people make 
when dealing with gatekeepers.  
 
I’ll also share with you tried and 
tested techniques to overcome 
these mistakes. These are the 
same techniques I use every day 
when making calls, and they’re the 
same techniques I use in my 
training!  



Mistake #1: You’re Saying Too Much, Too Soon, To 
The Wrong Person  

Mistakes and how to rectify 

Many people fall into this trap when the gatekeeper asks:  
• “What is the call regarding?” 
• “Is [Decision Maker] expecting your call?”  
 

Remember: it’s the gatekeeper’s job to screen the call. These questions are 
designed to steal control from you.  
 

So, you end up saying things like:  
“It’s in connection with training. I’m looking to see if you’d be interested 
in our services. We do health and safety training and we have a course 
starting shortly, I wondered if anyone would like to attend?”  

 

Straight off the bat, you’ve approached the gatekeeper as if they are a 
decision maker. But they aren’t. They have no power to make a decision based 
on the information you’ve shared with them.  
What could you say instead?  
 

 

 

I recommend sticking to short sentences… 

“It’s in connection with training and development. Who is the best person 
to speak to about this?”  

 

You don’t need to expand. Your mission is to get a name and then find a 
direct path to them. Of course, be courteous and kind but don’t feel like you 
have to roll out your pitch to the gatekeeper. Save it for the decision maker.  



Mistake #2: You’re Getting Fobbed Off With 
Sending An Email Instead 
Receptionists are very quick to suggest that you send an email because it 
makes their life easier.  
 

And while you might feel like you’ve achieved something when you walk 
away with an email address, in most cases you’re being fobbed off.  
 

In order to maintain control, you need to ensure you speak to a decision 
maker before you send them an email.  
 

Here’s a phrase you can use when asked to send an email:  
“I can certainly send an email; however, I’d prefer to have a quick chat 
with [Decision Maker] first so I can ensure all the information I send over 
is relevant. When would you suggest I call back again to speak with 
them?” 

 

Why is this phrase so effective?  
1. You acknowledge the request. 
2. You make it clear that you’d prefer to send relevant/tailored 

information.  
3. You ask WHEN is the best time to call back.  

 

So, what if the gatekeeper persists in asking you to send an email? 
 

Ask for the name of the person you should address the email too – this gives 
you a name to work with. 
 

Let them know that you will send an email but add: “I appreciate he/she 
might be busy. If I haven’t heard from them, I’ll try again in a couple of 
days.” – this makes your intentions to call again clear without appearing like 
you are stalking them!  



Mistakes and how to rectify 

Mistake #3: You’re Giving Up Too Soon When 
You’re Told They Can’t Give Out Names 
You’ve called up, spoken to the gatekeeper and been informed that the 
person responsible for [your product/service] is busy.  
 

You ask for the name of the person, so you can try again later, but the 
receptionist tells you they can’t give out names.  
 

What do you do?  
 

A high percentage of people just give up here.  
 

But winners think outside the box.  
 

They go to LinkedIn, Google and other social media platforms to find the 
best person to speak to.  
 

Here are 2 quick and easy ways 
you can do that.  



Option A. Google Them!  
 

If you don’t have a name, head to Google and search for the following:  
 

Job Title, Company Name  
 

Here’s an example… 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Right off the bat, I’ve got a name for someone whose LinkedIn profile shows 
them as Group Sales and Customer Services Director at Hillarys Blinds.  
 

While it may not be exactly the right person to speak to regarding my 
products and services, this piece of information will get me a step closer to 
getting through.  



Mistakes and how to rectify 

Option B. Look Them Up On LinkedIn  
 

The process of finding a key decision maker or person within a company is 
much the same on LinkedIn.  
 

Once again you can search for:  
 

Job Title, Company Name  
 

 
 
 
 

 
 
 
 
 
 
 
 
 
Here’s another example:  
There’s more than one way to skin a cat! But it’s important at this point not 
to ditch making calls in favour of an InMail or email. By all means connect 
with the person if you haven’t already on LinkedIn but nothing is more 
effective at building relationships in these initial stages than a phone call.  



Mistake #4: You’re Taking It Personally And 
Avoiding The Phone  
 

It is so, so, so easy to get disheartened when a gatekeeper knocks back your 
attempts to reach a decision maker yet again.  
 

And it’s so easy to take it personally, too, and use it as an excuse not to pick 
up the phone.  
 

Do not let a few knock backs put you off making calls.  
 

Remember, gatekeepers are doing their job. You are doing yours.  
 

This is a numbers game. The more you pick up the phone, refine your 
technique and keep plugging away, the more likely you are to get a win.  
 

When you don’t pick up the phone…nothing happens!  
 

Take every call as a learning curve 
and don’t give up. Practice makes 
progress, remember.  
 



Conclusion  

I promise you, that trying out just one or two of these tips will make a major 
difference to the results you get.  
 
If you do give it a go (and I hope you do!), I’d love to know how you get on. 
To share your feedback with me, you can send me an email to 
hello@outshinegroup.co.uk!  
 
I also run a Facebook Group called ‘Successful Employer Engagement by 
Phone’ – for individuals who make outgoing calls to create job and training 
opportunities for their customer base. Ideally for those within the Welfare to 
Work, Social Care and Skills sectors. 
 
There’s lots of good information in the group, as well as brief mini training 
videos from me sharing more tried and tested techniques. Please do join us, 
you can find us here: https://www.facebook.com/groups/1739038129490612 

 
 
 

Visit our website: 
www.telephonetraininguk.co.uk 
for up & coming courses 
 

Contact us 
today  to 

find out how 
we can help 

you! 
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