There are two approaches to this script. Please read through all the text carefully, at least twice, to be able to understand the subtle differences. When you have absorbed the principles of the two methods you will be able to decide on which to use, or you can test one against the other.

The first is based on sending out the brochure to the contact, then following up with a call to confirm they received it. The sections of script applicable to this straight-forward approach are highlighted.

The second method incorporates an element of audacity and if rehearsed well should prove to be the more effective. It’s designed to distract from the obvious and give you an edge. In this case, you don’t send a brochure to the contact but when you call, you firmly believe that you have. (You must believe you have sent a brochure). The whole script applies to this method.
In both cases, I suggest you rehearse and roll play until you are comfortable with the delivery process. I would not recommend that you actually read from a script during a call.

__________________________
Companies are cold called several times a day by others trying to sell them something or to arrange appointments for their reps. I strongly suggest you ’warm’ the telesales call by first telephoning the companies on your list and finding the name of the decision maker (‘the contact’). If for any reason you’re unable to do this, try to find out the name of the decision maker from the receptionist or secretary, before asking to speak to that person.

Preparation for ‘warming’ the call 
When you make the call, the first person you encounter will likely be a receptionist or secretary (‘the screener’). Tell them you would like to send them some information regarding your company’s services and ask for the name of the person responsible for recruitment. 
“Good morning/afternoon, We’d like to send you some information about our company’s HR services but need to address it to the person responsible for recruitment. Could I have their name please?”  

Ask if they can confirm whether that person is also responsible for the recruitment of temporary staff. (There may be more than one decision maker). Read out the address you have on file and ask them to confirm if it’s correct. Thank them for being so helpful.  
You will now have the contact name, which should be added to your database alongside the relevant company.
____________________________________________
For the straight-forward approach, send a brochure to the company, marked for the attention of ‘the contact’. (If you are unable to confirm the name of the contact, address it to The HR Manager)
If you have managed to establish the contact’s name, by pre-calling, I suggest you allow at least 3 working days to elapse before calling the company again.  

When you call again, assume that the person you want to speak to is expecting your call. So when the secretary or receptionist answers the telephone simply say… 

"Good Morning/afternoon, could you put me through to (Mr/Mrs or preferably, full name of contact if you know it, otherwise, the HR department) ......please."

When they ask who's calling, just give your full name (Only give your company name if asked for). If they enquire about the nature of your call, say you sent some information to ‘the contact’ and you’re just following up to ensure they received it.     Or… 
If, after you give your name, you are put on hold, then after a moment the receptionist or secretary asks you for the name of your company and the nature of your call, it’s likely that ‘the contact’ has been alerted. Tell ‘the screener’ the name of your company and that you are following up on some information you sent to ‘the contact’. 

Should the response be that the contact is in a meeting or out of the building, ask when would be a convenient time to call back (If you don’t yet have the contact’s name, now would be a good time to ask for it). Ensure you call back at the time given. If unsuccessful, keep trying. (If you are continually unsuccessful and you feel they are just trying to avoid you, you might consider sending an introductory letter with another copy of the brochure and mention that you will try to contact them by telephone) 
When you eventually get through to ‘the contact’, assume that they have been expecting your call. Address them by their first name and with a friendly smile in your voice.
"Good Morning/Afternoon (contact name), It’s (your full name… from xxxxxxx Recruitment Services). We recently sent you a brochure outlining our services and I was just calling to see if you had received it."

At this point they’ll be trying to recall if they did see your brochure (they receive dozens of brochures and informational literature every day). Their response may be something like, “I don’t recall receiving/seeing anything about your company” (Sound surprised that they didn’t receive it, then sound resigned to the fact that it was probably binned before it reached their desk).
“Oh!…Really! I expect it may have got binned” (or mislaid – whichever term you’re most comfortable with)
They may feel a bit guilty, thinking they or their secretary had binned it. Now would be a good time to ask if they could ‘pencil you in’ for a 15 minute meeting to introduce yourself and explain what your company has to offer. It’s imperative to say that you will bring some literature (the brochure) with you.
“In that case (contact name), would it be possible to call in and meet with you briefly around this time tomorrow? I’ll bring a copy of the brochure and quickly explain what we do”

If the day and time is not convenient, ask when he/she could fit you in and stipulate how long it will take (10, 15, 20 minutes)

“Is there another day this week that would be more convenient?... What would be the best time for you?... It should only take xx minutes”

If this approach is unsuccessful, ask them if it would be okay to send the information again and perhaps contact them when they’ve had time to read it. (They almost always agree). Ask when is the most convenient time to call (day and time of day) – make a note of it.

“Okay (contact name) do you mind if I send you the information again and perhaps call you in a couple of days, after you’ve had time to read it?” Wait for a response. If positive, say “Okay I’ll do that. When is the best time of day to call you?” 

If you detect an objection to the call-back. Say “Well I’ll try to catch you in and hopefully you could give me some feedback. When is a best time of day to call you?”
To sign off, thank them very much for their time and say you will look forward to speaking with them again.

After this conversation, send out the brochure, addressed to ‘the contact’ and include a note/letter, referring to your telephone conversation and that you are including the brochure that they requested. (Don’t mention that you will be following up with a call)

Telephone ‘the contact’ no later than 2 or 3 days after sending out the brochure (when you’re sure they would have received it) and go through the process as before.

When they have agreed to meet with you, thank them for their time and say you’re looking forward to meeting them. Should the appointment be made for a date more than 4 days in the future, send them a brief confirmation letter, reminding them of the time and date of the appointment and that you are looking forward to meeting with them.
If at any stage the response is 'We already have a supplier”, say ...

"Yes, I understand that, however the reason for my call is just so you know who we are and that should you ever have the need for additional staff or for any reason your current supplier is unable to help, we’re here to offer an alternative" 
Remember - the goal is to set the appointment, nothing else. Don’t try to sell your services directly to ‘the contact’ over the phone, unless they specifically sound interested and prompt you for more information. (They may have an urgent need for staff and you may have called at an opportune moment).
If the contact insists that you tell them the full nature of your business over the phone, present your case as a ‘we’re here to help you and you can count on us’ and not ‘we want to sell you something’. Point out the ways in which your company differs from your competition.  

Larger companies usually have a team of recruiters. In this case any one of them is a potential ‘contact’. Sell your business services well and they will recommend you to their colleagues.  

With rented mailing lists, you can only use the list once. It will be ‘seeded’ to ensure you do. However, if you establish that the phone number is the correct number for the business, there is no limit to how many times you can call, within reason. 
Once you have made face to face contact, it’s up to you to pitch your USP and sell the benefits of your company’s services.
Sometimes you will likely encounter objections to the appointment, due to the decision maker’s busy schedule. Stress that the meeting will only take a short time and is primarily to introduce yourself and illustrate the differences between your company and your competitors.

Remind them that it’s best practice to be able to call on a number of recruitment companies, at short notice, to find staff to cover unexpected absenteeism due to sickness, holidays and during busy periods. 

If, after numerous attempts, you are still unable to get an appointment with the key decision maker, mail out the brochure again. Continue to send brochures on a monthly basis. Try calling the company on a monthly basis until you have established a link. Persistence pays. 
Other ideas

Indirectly target companies with dummy ads in the press. Advertise the types of jobs, for which a particular company might engage staff. You will attract applications from the type of people needed for those positions and may attract the attention of companies looking for those particular people.

If you haven’t already, you might consider forming an alliance with another recruitment agency. This can sometimes be useful for both agencies, for filling positions and meeting your client’s needs, especially at short notice. You’re agreement with your ally would be on a sub-contract basis.
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