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Executive takeaway

The sample call shows severe trust breakdown, weak discovery, and no controlled next step. The
highest-leverage fix is a permission-based opener plus clean opt-out handling.
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REVENUE SIGNAL AUDIT Public Sample Sales Call

Client: Demo / Public Sample Industry: Computer hardware / outbound sales-style call Call Reviewed: 1 call,
~4:42 Prepared by: Revenue Signal Audio Source: Internet Archive - SalesCall / shitsales.mp3 Transcript
Method: Local/offline whisper.cpp, ggml-base.en.bin model

Note: This public sample appears to be an intentionally poor/weird sales-call-style recording
rather than a normal commercial inbound sales call. We used it as a stress test for transcription +
analysis because it contains clear examples of confusion, resistance, trust breakdown, weak
discovery, and no controlled next step.

---

1. EXECUTIVE SUMMARY

This call failed almost immediately because the caller opened with unclear identity, a questionable premise,
and no permission-based agenda. The prospect was confused about why they were being called, challenged
the source of the caller's information, and explicitly asked not to be contacted again. Instead of clarifying
fit or exiting cleanly, the caller continued pushing and introduced distracting/irrelevant comments.

Top 3 Revenue Leaks

1. Trust collapsed in the first 60 seconds - the prospect did not understand who was calling, why, or how
their number was obtained.

2. No meaningful discovery or qualification - the caller focused on whether the prospect owned a Dell
computer instead of identifying need, problem, timing, or fit.

3. No respectful disqualification / opt-out handling - when the prospect objected and asked not to be
called again, the caller did not end cleanly.

Fastest Fix This Week

Require every outbound call to start with a clear permission-based opener:

"Hi, this is [Name] with [Company]. I know I'm catching you out of the blue. The reason I'm calling
is [specific reason]. Did I catch you at an okay time for 20 seconds?"

If the prospect says they are not interested or asks not to be called, the rep should acknowledge it and
close respectfully.

---

2. SCORECARD OVERVIEW

Category Avg Score Notes

Opening & Control 1.0 Caller does not clearly establish identity, reason, consent, or
agenda.

Discovery Quality 1.0 No real pain/need/urgency questions. Focus stays on device
ownership.
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REVENUE SIGNAL AUDIT Public Sample Sales Call

Listening / Talk Ratio 1.5 Prospect signals confusion/resistance repeatedly; caller does
not adapt.

Qualification 1.0 No need, budget, authority, timing, use case, or fit
established.

Value Positioning 1.0 "Special offers" mentioned generically without tying to any
buyer need.

Objection Handling 1.0 Trust/privacy objections are not clarified or resolved.

Next Step Control 1.0 No useful next step; no appointment, permission, or clean
disqualification.

Buyer Engagement 1.0 Engagement is defensive/confused, not buying-oriented.

Process Compliance 1.0 High-risk process: questionable premise, poor opt-out
handling, distracting comments.

Outcome Quality 1.0 Call ends with no progress and a clear "do not call" request.

Overall average: 1.05 / 5 Performance band: High-risk coaching priority

---

3. WHAT THE BUYER IS SAYING

Common Questions / Concerns

- "Wait, who are you?"

- "Why are you calling me... on my cell phone?"

- "I didn't sign up for anything."

- "That's not even your business."

- "Please don't recall this number again."

Objections Identified

- Trust / credibility: prospect does not believe or understand the caller's identity.

- Privacy / source-of-data concern: prospect challenges how the caller got the number and why they
are calling.

- Need unclear / poor fit: prospect repeatedly says they do not own a Dell and are a Mac user.

- Do-not-call / opt-out: prospect asks not to be contacted again.

Buyer Language Bank

Exact phrases from the transcript:

- "I do not have a Dell computer."

- "Wait, who are you?"

- "Why are you calling me... on my cell phone?"
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REVENUE SIGNAL AUDIT Public Sample Sales Call

- "I didn't even know my number. I didn't sign up for anything."

- "You're asking me what kind of computer I own. That's not even your business."

- "Please don't recall this number again."

---

4. MISSED REVENUE MOMENTS

Moment 1 - 00:00-00:18

What happened: The caller opens by saying the prospect is not registered as owning a Dell computer. The
prospect immediately responds with confusion: "What? With what?"

Why it matters: The first line creates confusion instead of relevance. It does not establish who is calling,
why the prospect should care, or whether they have permission to continue.

Recommended fix:

"Hi, this is [Name] from [Company]. We help [specific audience] with [specific outcome]. I may
have the wrong contact, but I wanted to quickly check - do you currently handle [relevant
need/problem]?"

---

Moment 2 - 01:05-01:24

What happened: The prospect asks, "Wait, who are you?" and then asks why the caller is calling their cell
phone. The caller says the app shows the prospect owns a Dell, but does not explain the data source or give
the prospect a graceful exit.

Why it matters: This is the key trust-repair moment. The prospect is not objecting to price or product;
they are objecting to the legitimacy of the interaction. Until that is resolved, no sale can happen.

Recommended fix:

"Fair question. I'm [Name] with [Company]. It looks like our record may be wrong, and I don't
want to waste your time. If you're not the right person, I can close this out and make sure you're
not contacted again."

---

Moment 3 - 01:28-02:12

What happened: The caller pivots from "Do you own a Dell?" to "Would you like to buy one?" The prospect
pushes back harder and eventually says not to call again.

Why it matters: The pitch comes before fit is established. The caller has not found need, dissatisfaction,
timing, budget, or authority. This creates pressure without value.

Recommended fix:
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"No problem. Sounds like you're not using Dell equipment, so this probably isn't relevant. I'll mark
this as not a fit. Thanks for your time."

---

5. OBJECTION REVIEW

Timestamp Objection Type Rep Response Resolution Quality Better Response

00:18-00:35 "I do not have a Dell
computer... I am a
Mac."

Need unclear / poor
fit

Caller keeps
challenging whether
they own Dell.

Weak "Got it - sounds like
this may not be
relevant. Are you
responsible for
computer
purchasing, or

01:05-01:24 "Wait, who are you?
Why are you calling
me...?"

Trust / credibility Caller gives a vague
identity and
questionable data
explanation.

Weak "Fair question. I'm
[Name] with
[Company]. It looks
like our record may
be wrong."

01:58-02:12 "That's not even
your business...
please don't recall
this number again."

Opt-out /
legal-compliance
concern

Caller continues the
interaction instead
of closing.

Weak "Understood. I'll
mark this number
as do-not-contact.
Sorry for the
interruption."

---

6. SCRIPT AND PROCESS FIXES

Fix 1: Permission-Based Opener

Current issue: The caller starts with a confusing internal-record statement instead of a buyer-relevant
reason for the call.

Recommended language:

"Hi, this is [Name] with [Company]. I know I'm catching you out of the blue. We're reaching out
to [audience] about [specific outcome]. Did I catch you at an okay time for 20 seconds?"

---

Fix 2: Fit Check Before Pitch

Current issue: The caller pitches a purchase before confirming whether the prospect has a relevant need.

Recommended language:
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"Before I go any further, are you currently looking at replacing or upgrading any computers, or is
that not on your radar right now?"

---

Fix 3: Opt-Out Handling

Current issue: The prospect asks not to be contacted again, but the call does not end cleanly.

Recommended language:

"Understood. I'll mark this number as do-not-contact. Sorry for the interruption, and thanks for
letting me know."

---

7. REP / TEAM COACHING NOTES

Rep Strength Coaching Priority Example

Caller Persistent, but not
productively persistent.

Establish trust, ask permission,
qualify before pitching, respect
opt-out.

Prospect: "Wait, who are you?"
Caller needs to pause and repair
trust before continuing.

---

8. 7-DAY ACTION PLAN

1. Replace the current opener with a permission-based opener.

2. Add a required fit-check question before any product pitch.

3. Train reps to identify trust/privacy objections separately from product objections.

4. Add a mandatory opt-out script and require immediate compliance.

5. Review 5-10 live calls next week for opening clarity, fit check, and clean next-step handling.

---

9. RECOMMENDED NEXT STEP

For a real client, we would recommend a script sprint + follow-up call audit. The immediate priority is not
advanced closing technique; it is fixing the call opening, trust repair, and qualification sequence so reps stop
burning leads before the offer is even understood.


