Recruiting Cold Call Script Templates
Six recruiting cold call scripts for candidates and hiring clients. Prospecting openers that book a call, not a hard sell or an application push.
Passive candidate first call
When to use: Use it on a first cold call when someone's background fits a role you are trying to fill.
When to use
Use this on a first cold call to a passive candidate whose background fits a role you are working, when your goal is a short intro conversation, not an application.
Script
Hi [candidate], this is [your name] from [agency]. I know this is out of the blue, so I will be quick -- do you have a minute?
I am calling because your work with [skill] came up while I was hunting for a [role], and you were an obvious person I wanted to reach directly rather than through a job ad.
The reason for my call is simple. I am not asking you to change jobs today. I would just like to give you the lay of the land on this role so you can judge whether it beats what you have now, and keep it in your back pocket either way.
Can I ask, are you even a little open to hearing about something if it is clearly a step up?
If the timing is completely wrong, no problem at all, and I will not keep chasing you -- I would just love to stay in touch for the right one.
If you are curious, could we grab [meeting length] later this week so I can walk you through the role and the team? I will follow up once by [timeframe] and then leave it with you.
Hiring client prospecting call
When to use: Use it when you spot open roles at a firm and want to book an intake conversation.
When to use
Use this when you see a company advertising a role you could fill, and you want to book a short intake call before the search goes to a competitor.
Script
Hi [contact], this is [your name] from [agency]. Do you have a quick minute?
I am calling because I noticed [company] is trying to fill a [role], and that is squarely the kind of search my team runs day in and day out.
The reason for my call is not to pitch you on the spot. Roles like this tend to sit open longer than anyone wants, so I would rather show you the shortlist I could likely build this week and let the candidates make the case for me.
Can I ask, is that [role] still open, and are you working it in-house or with outside help right now?
If you have it handled, that is completely fine, and I will not keep calling -- I would just like to be your backup if it drags on.
If it is worth a look, could we book [meeting length] so I can learn what a great hire looks like to you and share who I already have? I will follow up once by [timeframe] and then leave the door open.
Referral introduction call
When to use: Use it right after a referral, to turn a name into a real conversation.
When to use
Use this on a first call to someone a mutual contact referred, when you want the referral to earn you a short conversation instead of a fast brush-off.
Script
Hi [candidate], this is [your name] from [agency]. [referrer] suggested I reach out to you -- do you have a moment?
The reason [referrer] pointed me your way is that I am hiring for a [role], and your name came up as one of the strongest people they know in this space.
I want to be upfront: I am not calling to sell you on leaving anything. I would just like to walk you through the role, since [referrer] clearly thought it was worth your attention, and you can decide from there.
Can I ask, is now a season where you would even entertain the right move, or are you firmly settled?
If it is a firm no, I completely respect that, and I will let [referrer] know I passed it along -- no more calls from me.
If there is a flicker of interest, could we find [meeting length] this week so I can lay it out properly? I will follow up once by [timeframe] and then step back.
Executive headhunt call
When to use: Use it for a confidential first call to a passive executive candidate.
When to use
Use this for a discreet first call to a senior leader about a confidential search, when your goal is a private conversation, not an immediate commitment.
Script
Hi [candidate], this is [your name] from [agency]. I will keep this brief and completely confidential -- is now an okay moment?
I am calling because I am running a search for a [role] in [sector], and your name kept surfacing as someone who has actually done this at the level required.
The reason for my call is not to ask you to apply to anything. Senior moves start with a quiet conversation, and I would rather earn ten discreet minutes than send you a job spec you would ignore.
Can I ask, are you at a point where a genuinely bigger mandate would be worth a look, even if you are not searching?
If the answer is no, I will treat this call as if it never happened, and I will not reach out again unless you want me to.
If it is worth exploring, could we set aside [meeting length] off the record so I can share the mandate and the organization? I will follow up discreetly by [timeframe].
Niche specialist call
When to use: Use it when a hard-to-fill role needs someone with a specific, uncommon skill.
When to use
Use this when you are filling a hard role that needs a rare skill, and you have found one of the few people who actually has it.
Script
Hi [candidate], this is [your name] from [agency]. I will not waste your time -- do you have a quick minute?
I am calling because I am filling a [role] that genuinely needs deep [skill], and honestly there are only a handful of people who fit. You are one of them.
The reason I am calling you directly is that people with your skill never see this role on a job board, because it gets filled through calls exactly like this one before it is ever posted.
Can I ask, is [skill] still the core of what you do, and would the right role be worth a look?
If you are all set where you are, understood, and I will not keep dialing -- I would just like to keep your details for the next specialist search.
If you are open, could we grab [meeting length] so I can tell you what makes this one different? I will follow up once by [timeframe] and leave it there.
Past client win-back call
When to use: Use it to re-open a dormant client relationship and book a fresh scoping call.
When to use
Use this to reconnect with a company you successfully placed people for in the past, when you want to re-open the relationship and book a short scoping call.
Script
Hi [contact], this is [your name] from [agency]. It has been a while -- do you have a quick minute?
I am reaching out because we worked together on [past win], and I never like letting a good relationship go quiet when I could be useful again.
The reason for my call is that hiring needs shift fast, and rather than assume anything, I would rather find out what is on your plate now and show you we can still deliver like we did last time.
Can I ask, is your team hiring at all this year, or expecting to soon?
If it is quiet right now, no problem at all, and I will not pester you -- I would just like to check back when the timing is better.
If there is anything open or coming, could we book [meeting length] so I can scope it and get moving? I will follow up by [timeframe] either way.
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