
Meet Art Sobczak 
 
If your franchisees use the phone as an important part of their sales process to get new business as 
well as sell to existing customers, Art Sobczak can help increase results. 
 
For over 32 years, Art Sobczak, President of Business By Phone Inc., has specialized in one area 
only: authoring, designing and delivering content-rich training programs and resources that 
salespeople—and all customer contact personnel–both inside and outside–show results from the very 
next time they get on the phone. Audiences love his “down-to-earth,” entertaining style, and low-
pressure, conversational, easy-to-use, customer-oriented methods and techniques. 
 
He works with thousands of sales reps each year helping them get more business by phone, from 
prospecting for new business using his Smart Calling™ system, to handling valuable inquiries and 
converting them to customers. Art provides real world, how-to ideas and techniques that help 
salespeople use the phone more effectively to prospect, sell, and service, without morale-killing 
“rejection.” 
 
In 2012 Art received the Lifetime Achievement Award from the American Association of Inside Sales 
Professionals for his contribution to the profession. In 2014, once again he was named one of the Top 
50 Sales and Marketing Influencers, by Top Sales World. 
 
Using the phone in sales is only difficult for people who use outdated, salesy, manipulative tactics, or 
for those who aren’t quite sure what to do, or aren’t confident in their abilities. Art’s audiences always 
comment how he simplifies the sales process, making it easily adaptable for anyone with the right 
attitude. 
 
For over 30 years Art has written and published the how-to tips newsletter, TELEPHONE 
PROSPECTING AND SELLING REPORT, and over 14 years, his weekly email tips newsletter. 
 
Art is a prolific producer of learning resources on selling by phone. His newest book, “Smart Calling™- 
How to Take the Fear, Failure, and Rejection Out of Cold Calling,” hit Number One in the Sales and 
Marketing category on amazon.com on its very first day of release, and was named Top Sales Book of 
2010 by Top Sales Awards.  The Second Edition was released in 2013, and is on amazon.com’s list of 
The Top 20 Highly-Rated Sales Books of All Time. 
 
He has authored four other books and over 100 audio and video programs. Art has produced and 
delivered over 1500 training sessions over the past 32 years for companies and associations in 
virtually all industries. 
 
His speaking and training reputation has been built as someone who knows what works and what 
doesn’t in sales because he’s done it (corporate telesales and management positions with AT&T and 
American Express in the early 80’s), and still does it. 
 
Art conducts extensive research to customize his programs, including listening to recordings of actual 
sales calls in order to learn the language of the franchise, market, offers, and strengths and 
weaknesses of sales reps and strategies. Art also will place Mystery Shopping Calls to franchisee 
locations if your program is on converting the incoming call.  
 
If your business-to-business franchisees prospect for new business, Art will customize and develop a 
Smart Calling™ workshop to help them prospect painlessly and effectively, without “rejection” or “cold” 
calling. If your business-to-business or consumer franchisees need to turn more of their incoming calls 
and inquiries into customers, maximizing their return on their cost –per-inquiry, Art will give you the 
process, strategy, and actual what-to-say messaging to get more people to visit, apply, buy, or 
whatever your goal might be.  
	  


