IT Services Cold Call Script Templates
Six IT services and MSP cold call scripts for outbound prospecting, from a downtime or security pain hook to a stack qualifier, that book a free audit.
Downtime pain hook
When to use: Use it as a first call to a company where outages hit productivity hard.
When to use
Use this as a first cold call to a business that loses real money and patience whenever systems go down, when your goal is to book a short IT audit.
Script
Hi [decision maker], this is [your name] from [company]. You do not know me, so I will be quick and let you decide if it is worth another minute -- fair?
The reason for my call is that we keep seeing businesses like [business] quietly absorb the cost of downtime: staff sitting idle, work stalling, and [downtime cost] adding up every time something breaks.
Most teams treat that as just the way it is, but it is usually fixable, and the fix is often cheaper than the outages. We start by finding where the risk actually sits.
Can I ask, when your systems go down, roughly what does an hour of that cost you?
If your setup is rock solid and outages are a non-issue, that is great and I will not keep calling.
If downtime is a real drag, could we book [meeting length] for a no-cost audit of where you are exposed? I will follow up once by [timeframe].
Security risk hook
When to use: Use it when security is the pain, especially for firms holding sensitive data.
When to use
Use this when security is the pain, especially for a business holding sensitive data, and you want to raise real risk without scaremongering, then book an assessment.
Script
Hi [decision maker], this is [your name] from [company]. I will keep this brief and low-drama -- do you have a minute?
The reason for my call is that businesses like [business] are targeted far more than they realize, and the gap is usually [risk] -- something small that stays invisible until the day it is not.
I am not going to sell you fear. Most breaches at firms your size come from a handful of boring, fixable gaps, and knowing where yours are beats hoping you do not have any.
Can I ask, when did anyone last actually check [business] for that kind of exposure?
If you have a strong security partner already and you are confident, that is genuinely great and I will not keep calling.
If it has been a while, could we book [meeting length] for a no-cost look at where you stand? I will follow up once by [timeframe].
IT stack qualifier
When to use: Use it early to qualify the setup and find who owns the decision.
When to use
Use this early in a cold call to learn how a prospect handles IT today and who owns the decision, so you qualify the fit before offering anything.
Script
Hi [decision maker], this is [your name] from [company]. I will not pitch you anything yet -- I just have a couple of quick questions, if that is okay?
The reason for my call is that we help businesses like [business] with their IT, but honestly, whether we are a fit depends entirely on how you handle it today.
So rather than assume, I would rather understand your setup first, and if there is no gap worth fixing, I will happily tell you that and let you go.
Can I ask, how do you handle IT right now -- is it [current setup], and who is the person that owns those decisions?
If everything is well covered and you are happy, that is great and I will not keep calling.
If there are gaps worth a look, could we book [meeting length] for a quick audit? I will follow up once by [timeframe] with what I find worth checking.
Existing-provider objection
When to use: Use it when you hit the we-already-have-someone brush-off but sense gaps remain.
When to use
Use this when the buyer says they already have IT handled, and you want to offer a low-pressure second opinion rather than argue against their current provider.
Script
Totally fair, [decision maker] -- most businesses your size already have someone. This is [your name] from [company], and I am not calling to replace anyone.
The reason I will not just hang up is that even well-run setups tend to have one blind spot, and the most common at businesses like [business] is [common gap].
I am not here to bad-mouth whoever you use -- plenty of good teams have that gap too. But a fresh set of eyes on it costs you nothing and might catch something worth catching.
Can I ask, when did anyone last give your setup an independent once-over, rather than the people who built it?
If you had a recent review and you are confident, brilliant, and I will not keep calling.
If it has been a while, could we book [meeting length] for a no-obligation second opinion? I will follow up once by [timeframe].
Growth-trigger call
When to use: Use it after a growth signal like new offices, hiring, or a move.
When to use
Use this after a growth signal -- new hires, a bigger office, a second location -- when you can tie that growth to the strain it puts on a patchwork IT setup.
Script
Hi [decision maker], this is [your name] from [company]. Congratulations on [trigger] -- do you have a quick minute?
That is genuinely why I am calling. Growth is great, but it tends to break the IT setup that worked fine when you were smaller.
As you scale, [strain] usually starts to show, and it hits right when the team is busiest and least able to deal with it. That is exactly where we help businesses like [business].
Can I ask, is your IT keeping up with the growth, or is it starting to creak?
If it is scaling smoothly and you are covered, that is great and I will not keep calling.
If it is creaking, a short audit now beats a crisis later. Could we book [meeting length]? I will follow up by [timeframe] regardless.
Break-fix to managed switch
When to use: Use it when the prospect only calls IT after things go wrong.
When to use
Use this when a prospect only calls IT after something breaks, and you want to book an audit that shows the case for proactive, managed support instead.
Script
Hi [decision maker], this is [your name] from [company]. Quick question, then I will let you go -- got a minute?
I am calling because a lot of businesses like [business] only call someone once something has already broken, which means [reactive cost] keeps landing at the worst possible moments.
The reason for my call is that there is a calmer way to run this. Instead of paying every time it breaks, proactive support catches most of it before it does -- usually for less than the firefighting costs.
Can I ask, is your IT mostly reactive right now, or is someone actively keeping things from breaking in the first place?
If you already have proactive support you trust, that is great and I will not keep calling.
If it is mostly firefighting, could we book [meeting length] for an audit of what it is really costing you? I will follow up once by [timeframe].
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