
If the person you’re calling knows, likes and trusts you, you’re 
call will be welcomed.   
 
People (and this includes introverts as much as extroverts) 
are social animals and like a bit of human contact … 
 
… Especially today.  
 
 
If you want to build a successful and sustainable practice, you 
will need to create trust.   
 
To do that you’ll need to invest in your relationships and the 
telephone can play an essential part in helping you stay in 
touch with the people you genuinely want to help and 
support. 
 
 
Effective communication involves more than just words.   
 
Words are important but so is your tone of voice, your energy 
and your style.  
 
Making productive phone calls is always as much about how 
you make people feel as it is about what you say. 
 
 
In today’s troubled times, face-to-face meetings aren’t an 
option (unless you fancy shouting from a safe distance!).   
 
While we’re locked down view the telephone as your super-
sub - a practical and cost-effective alternative - until it can go 
back to being what you use to keep in touch between 
meeting up. 
 

7 myths about the telephone that we can 
shatter right now! 

How can you do BD when you can’t do BD?   
Pt 1:  Getting more from your phone 

You’re being a pest 

A call is just selling masquerading 
as a catch-up 

It’s all about what you say 

The telephone is only a 
replacement for face-to-face 

meetings 



Maybe not!  Take the initiative and show that you care by 
making the first move.  
 
Clients may well want help but they won’t necessarily 
immediately think of you.  Perhaps they have not seen or 
heard from you for quite a while or would only have you in 
connection to a specific type of work when you can actually 
do so much more. 
 
 
The highest level of client relationship is trusted adviser 
status.   
 
You should be more to your client than someone they turn to 
draft a contract or file their tax returns. 
 
If you’re going to be thought of as a trusted adviser you will 
need to add value over and above what you are asked to do.   
 
Telephone contact in between formal instructions (or, in 
today’s world, meetings) will help you to do this. 
 
 
Clients want you to add value so if you add value when you 
phone, they will not only take your call – they’ll welcome your 
call! 
  

If my clients want me,  
they’ll phone me 

My clients only want to speak to 
me when there’s an open 

matter/case/file to discuss 

My clients are too busy to take a 
call from me 

www.tenandahalf.co.uk 
info@tenandahalf.co.uk 

Can we help your professional service firm grow?  
 

If you would like to discuss any aspect of your marketing or business 
development please email claire@tenandahalf.co.uk and book your FREE 

initial 45 minute consultancy 


