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How to Pick Up That 500-Pound Phone 02 – Why The Phone?  

 
We live in a world where there are so many methods of communication.  There is email, 

Facebook, Twitter and other social media, newsletters, instant messaging, text messaging, 

Skype, Facetime, and I still haven’t mentioned good old fashioned snail mail like 

postcards and direct mail. 

 

And so with so many methods for communication, why would you want to pick up the 

phone? 

 

Okay, let me start out by saying that there are a variety of methods for communicating 

with your customers and it’s always a good idea to make it a habit to ask your customers 

which is their preferred method of communication. 

 

Also, I’m aware that picking up the phone may not pertain to every industry.  For 

example, if you are an author, you may not want to call ever customer who buys your 

book.  Although, having said that, I’ll tell you that we are currently revamping our own 

customer service methods here at The Mind Aware and instilling a practice to call every 

customer who buys one of our packages.   

 

Having mentioned those caveats, there are actually some very good reasons why even in 

today’s world, picking up the phone is still one of the best ways to really connect with 

people. 

 

Think about all of the people you have met in your business.  These can be business 

associates or customers.  Who are the people YOU feel closest to?  Who do you have the 

best connection with?   Don’t you feel closest to people you’ve met face-to-face?  Maybe 

next would by people you’ve talked with on the phone?  How about people who you’ve 

only heard from via email?  Do you feel really close to them?  Chances are . . . you don’t. 

 

Give some thought to these different methods of staying in touch with your customers, 

joint venture partners, and business associates.  Evaluate for yourself the people you 

know through these methods and ask yourself who YOU feel closest to? 

 

 Talked to them at a live event or presentation 

 Have had a personal one-on-one face-to-face conversation (over coffee or 

otherwise) 

 Talked to them via Skype, Google Hangouts, or Facetime 

 Have had a phone conversation with them. 

 Have watched a video with them talking to the camera 
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 Listened to their voice on a CD, MP3, or during an interview 

 Have read their book 

 Receive email from them 

 Have received a personal note from them in the mail 

 Received snail mail from them (postcards, letters, or otherwise) 

 

Look at that list and ask yourself who has reached out to you in each of these ways and 

how well do you feel you know them? 

 

To really create close relationships and business partnerships, there is nothing that beats 

the give and take of a dialog . . . and if that dialog can’t be face-to-face, then phone is the 

next best thing.   

 

This was how I was able to do The Mind Aware Teleseminar Series.  I would have never 

found speakers to agree to partner with me in that series if I had just sent out an email.  It 

would only happen if I picked up the phone and made those relationships. 

 

So at the end of the day, it pays to learn how to pick up the phone. 

 

In addition to making a direct connection with the person you are talking with, there are a 

host of other benefits to picking up the phone.  It will help you get support for your 

business.  You’ll get repeat business.  You’ll get actual orders. 

 

Do you get catalogs in the mail?  Have you ever looked through a catalog and thought 

about ordering something, but not ordered it?  If someone from that company called you, 

wouldn’t you place that order? 

 

Whether you’re talking to customers or business partners, by talking to them on the 

phone, you develop loyalty.  It gives you an opportunity to say that you care. 

 

And finally, it’s effective.  I know it’s effective because I actually ran my own personal 

study with my direct sales team. 

 

For eight weeks, team members used specific techniques for calling their customers, 

which we will actually discuss in this training.  In order to participate in the study, they 

had to agree to call their customers for at least 1 hour a week and they could break that 

into two calling sessions if necessary.    
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In addition to calling, I asked them to track their results from any email campaigns or 

newsletter campaigns they also ran during the same period so we could see the 

difference.    

 

They then reported their results at the end of each week for the eight-week period. 

 

Here is what we discovered . . . The difference in the dollars per hour our team members 

made and the number of bookings they secured increased dramatically when they used 

the phone.  This is especially important to know if you have a limited time to work your 

business. 

 

From their email communication, our team members averaged $35.12 an hour in outside 

sales, but during their phone conversations, they averaged over $45 per hour.  This was 

like giving themselves a 30% raise.  Imagine at a day job walking into work and your 

boss telling you that he or she was giving you a 30% raise.   

 

The booking increase was even more dramatic.  Compared to email, hour-for-hour, our 

team members booked twice as many appointments using the phone.  They doubled their 

bookings!  

 

So, it’s probably obvious by now that it pays to use the phone as another tool in your 

marketing tool belt.  It’s one of the best ways to build relationships, make sales, and 

move your business forward and over the rest of this training, I’ll show you how to make 

picking up that 500-lb. phone a little easier.   


