
e Federal Voicemail Game

by Judy Bradt, CEO



© Summit Insight 2019 

The Federal Voicemail Game 

First, have opening talking points and a “micro-engagement” objective ready in case you DO reach 
them! Those talking points can also be the script for your voicemail. 

If you don’t know the person, start by calling at several different times of day, even if there is no answer, 
before you leave a message.  

Remember, many government employees, especially those working in the military, are early birds! Try 
doing calls between 7 and 9 am! Remember that they often have short lunch breaks, too, and it’s not 
unusual for those early birds to be done their day after 3:30 pm. 

It’s realistic to expect to leave a voicemail for a first contact. Some people let calls from people they 
don’t know roll over to voicemail, and process those messages at specific times of day…so you want 
your message to be energetic, short, cheerful, and with a clear call to action. Make sure your message is 
“closed-ended”, with a call to action that leaves YOU with responsibility for moving things forward. 

When you leave a message.... 

Monday - Call #1 
"Hello _____, my name is ____ and I was wondering if you could point me in the right direction. I see 
you are listed as the person to talk to regarding __________, but maybe you're not. Could you please 
call me by tomorrow at 3 so I can make sure I have the right info? If you don't call me by tomorrow at 3 
at (Phone #), I will call again at that time. I just have a few questions about ______ opportunity listed on 
your procurement forecast and it seems you're information is attached to this particular procurement. 
Thank you in advance for your kind help!" 

Tuesday - Call #2 

"Hello _____, I've left you a message yesterday hoping you could point me in the right direction....I'm 
looking for the person who handles _______ and from my research, it looks like it's you. Please call me 
back before  ____ at _____, or have the information ready when I call.  

[if you have been…]I've been a federal employee too, and I realize you're busy, but I'd appreciate some 
direction. Thank you for your service and your assistance in advance. In the meantime, I have your 
email....I'll send my capabilities statement to you so you have it in hand when I call.....I'll speak to you 
tomorrow at ____ if you don't respond in the meantime. Thank you so much for your help." 

Wednesday Call #3 
"Hello _______, this is my third call at the date and time I promised. I'm hoping you could help me. I'm 
committed to looking for the person who is responsible for _______________. Please call me at 
_________ as soon as possible and if I'm mistaken and you're not the person, I hope you can point me 
to who is...... I'll also send you an email at ______________ to see if you can give me a better time to 
chat with you and if it's not you, maybe you can respond to my email with that person's name, number 
and email. Thanks again!" 
__________________________________ 

Let one week pass - see if they respond to your email. 
__________________________________ 
Monday - Try again Call #1 
__________________________________ 
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If they're on vacation, and got all your messages, they'll know that if they don't call you on that Tuesday, 
you're going to call 2 more times and they'll be embarrassed they didn't return your call. 
 
When they do return your call...no matter how they handle it .... be sunny and thankful for their 
response and treat them as if NO ONE ever returns your calls :) They'll appreciate your appreciation. 
 
Some sales people only call once a month, or once a week. We suggest you focus on a handful of leads 
for a specific week and call them back-to-back days for fast results.  
 
If they're a little grouchy about your persistence, just shower them with appreciation for calling you 
back and apologize for your approach. You can just say, “It's my job to work my marketing plan and 
figure out who's who - at the agencies.” 
 
By the end of the call, if you’ve relaxed and started to get to know them, you’re likely to feel more like 
old friends. It’s okay to ask, "When can I call you again?" or" Who's your boss so I can tell them how 
awesome you really are for being so helpful and quick?"  or "If I'm ever around in the building, can I at 
least pop in and say Hi? You have been so helpful." 
 


