
 

The MOST Important Calls You Need To Make  
 
There has been much debate as to whether to sell or not sell in today’ environment The answer to 
that is simple -you need to sell. But like so much in today’s marketplace how you do it is 
everything.  
 
In my opinion, there will be three phases of this virus as it relates to business, and you need to be 
there helping your clients through all three. 
 
Phase One – Getting Through The Crisis   
In this phase you to be there for your clients and prospects. Helping, adding support, providing 
value and “volunteering” anything you can to just help them make it to the next phase. See the 
scripts for this phase below.  
 
Phase Two – Growing During The Crisis 
In this phase we, as a society, will start to get over the immediate shock of this crisis, and with 
stimulus money and time to create a plan will be ready to do some level of business. As we move 
into this phase we will provide the scripts for how to make contact with customers and prospects. 
 
Phase Three – Growing Beyond The Crisis   
It is hard to believe now, but at some point, we will see light at the end of the tunnel ,and we will 
find our way to the end of this virus. At that point, you need to be there to help your clients and 
prospects get back to work and back on track. As we move into this phase, we will provide the 
scripts for how to contact and engage prospects and clients.  
 
Your Questions: 

1. Phone or email, what is the best way to make contact? Either is fine.  We suggest starting 

with phone and following-up with email.  

 

2. What if they don’t respond?  Don’t worry, people are busy. Even if they do not respond, 

they still took note that you reached out.  

 

 

3. In phase one, how do I contact them? – We are providing the scripts below, but in addition 

you need to be providing something of value that is relevant. Example, article about your 



 

industry, FAQ’s that you have put together for your customers, suggestions of where to get 

loans or government help.  

 

4. What things of value do I have to offer?  Listen to the biggest questions your customers are 

asking right now, then create a document that answers and responds to those questions.  

 
 
 
SCRIPTS for PHASE ONE 
Contacting Existing Customers 
“John, just wanted to reach out and check to see how you and your family are doing. Hope this 
(call/email) finds you safe and healthy.   
Like you, I have been looking for ways to help and support at this time, and I have been listening 
to our client’s requests for information and answers. Attached please find our most recent 
document of the Top 10 Strategies You Need Right Now to Protect Your Business.   
As we continue to do research, talk with clients, I will continue to reach out with more information 
and ideas to help at this time. 
If there are other things you need, or ways I can help, please reach out. 
Stay safe and healthy! 
Susan Smith 
 
Contacting Prospects  
“John, I am using this time to reach out to our prospects and customers, and you were top of my 
list. Hope this email/phone call finds you and your family safe and healthy.   
Like you, I have been looking for ways to help and support at this time, and I have been listening 
to our clients and prospects requests for information and answers. Attached please find our most 
recent document of the Top 10 Strategies You Need Right Now to Protect Your Business.   
As we continue to do research, talk with clients, I will continue to reach out with more information 
and ideas to help at this time. 
If there are other things you need, or ways I can help, please reach out. 
Stay safe and healthy! 
Susan Smith 
 
Thank you! 



 

These are challenging times for sure, so continuing to stay visible, add value, and be relevant with 
customers is more important than ever. Please if you have questions, need information, or we can 
be of service, please reach out.  

 
 


