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How to Pick Up That 500-Pound Phone 05 – After the Call  

 

After you’re done with the phone call, I’ve got a few suggestions for how to stay 

foremost in your prospect or client’s mind.  

 

First, as soon as you hang up the phone from your conversation with them, send them an 

email.  This is a really important step for two reasons. 

 

1) It gives you an opportunity to recap what you talked about and share your contact 

information again. 

 

2) It gives them an easy way to contact you in the future.  They will have your email 

in their inbox and it’s very, very easy to just hit that reply button. 

 

Make sure to be brief and upbeat in your email and tell them how much you enjoyed 

talking with them.  And always remember to include your contact information, including 

links to your website or where they can go for further information. 

 

Also, remember to write any pertinent notes about your conversation on their contact 

record.  Do it while it’s fresh in your mind.  You will be so happy you did when you talk 

to them the next time. 

 

Finally, if you really want to stand out in your client or prospect’s mind . . . send them 

something in the mail immediately after you hang up.  They will get this item 2-3 days 

after your phone call and for them, it will be an additional point of contact.  It really 

delivers a punch! 

 

In theory, this could be a hand written note.  If that’s an easy, enjoyable step, for you, do 

it, but if you don’t feel like that’s working in your gifts, here’s another idea for you . . .  

 

Start keeping a file of photocopied information that is pertinent to your business.  For 

example … articles from the internet, pages from your industry magazine, creative ideas 

that are relevant to your product, etc.  Then, when you hang up the phone, you can just 

grab one of these photocopied sheets and write “I thought you might like this” on it and 

put it in the mail.  It’s much easier than a handwritten note and very value-driven.   

 

To give you an example, let’s say you have a food product that you sell.  If you are 

talking with a client, you might have a file drawer with articles about weight loss or 

healthy eating.  You might have recipes or maybe you have a one sheet from your 
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company of the “10 foods to avoid” or something of the like.  The idea is, have a bunch 

of these “one-sheets” to choose from. 

 

If you are offering a business opportunity, maybe your one-sheets would include stories 

of others who are succeeding in your industry or a page with the benefits of joining your 

company. 

 

Having written information that can be sent in the mail easily gives you one more point 

of contact with your customer or prospect and when you’re providing such great service, 

it makes it much easier for you to pick up the phone the next time you need to talk with 

them. 

 

In the next section, we’ll talk about what to do when you get a voice mail message. 


