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SALES & MARKETING —

Even though it's important to pursue
new customers and new markets, it's
absolutely crucial not to neglect the
valued supporters you already enjoy.
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it’s cheaper and easier
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business [rom existing customers necessarily mean you must have a traditional

Some even argue thae it is six lovalty program. Tn my opinion, Bir too many
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times cheaper and 75 percent businesses get bogged down in the semantics speak to your customers every day and
easter o convert a sale [rom of the program and miss the imporance and have the gremest impact on their decision 1o
someone who already kmows priority of putting the customer and 1eam connect with your business.

and trusts YOLL. 50, Wiy are mermbers at the centre of the business

most businesses nm focusing You first need 1o understand what your 2. HAVE FOCUS

the majority of their marketing customers want and what a profitable sale SPEND 80 PERCENT OF MARKETING
atention and budget on their and valuable long-term customer relationship BUDGET OM EXISTING CUSTOMERS

existing custof e i |k|:1!|'§. look like o YOU husiness Spend the Exiating customers have already :|'|'|_|n_'|1 s

e B

The answer is unclear: But time 1o azk customers (and vour team) what from you and there s a basic foundation of
whal is clear is thar there are you are doing right and what vou could do trust and permission. From this vaniage paint,
five simple things that every better. Why do they shop with ? More you now have a platform to build upoen that
business owner can and must do importantly, what can you do o make sure relationship and introduce other products and
immediately, in order 1o boost they don't shop with your competitors? services. It has been proven empincally that
sales from existing customers, The rewards need to drive profiable the 1op 20 percent of your customers account

behaviours in your business and be clear, for B0 percem of your revenues
1. HAVE LOYALTY transparent and easy (o communicate. Avoid Yer why do so many insist on spending
REWARD BEST CUSTOMERS spending too much money in above the line the majority of their budget on yellow
AND TEAM MEMBERS advertising o the masses. Every 51 spent on pages, mailbox drops and newspaper
Cne of the easiest ways to keep engaging your team 1o take ownership of and advenising? Primarily, it is because we have
a customer coming back is o evangelise the program is wonh at least $50 been taught to chase new customers when
reward them for doing what vou in above the line advertising. Simply put, yous common sense and leading businesses have

want them 1o do. This does not team can make or break your program. They shown that we should merely focus on our
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existing customer base — relaining them,
up-selling and keeping them happy.

Spend some time 1oday geing through
your top 20 percent of customers. Send
ther each a personalised card thanking
them for their business and welcoming them
back. Studies have shown that this one 3-]'||:|]1!|"
act can increase your sales by as much as
12-to-18 percent

Mext, compile a list of everything
they've purchased and devise a strategy for

iroducing them to complementary (and

profitable) products and services. Dedicate a
sizeahle portion of your budget on I:‘!'l,IT|-.|'i||1IL':
these directly to your best customers

|'II:I:'.:|:.' ‘:l:|.|.':lrlt':.' other :-_'|-.'-:";_| customers who
have the potential 1o become better, or even
top 20 percent customers, Dedicate resources
ta directly marketing yourself 1o this up and
Coming segmenl

You must test and measure the result of all
campaigns. Do not spend another dime unless
you first have determined you will make a

POsSIOYE TETUrm on your Investiment.

3. HAVE LEVERAGE

BECOME A SOCIAL MEDIA MARKETER

To publicise your preduct, sign up 1o relevant
social networking sites and forums. This is
where people go 1o connect 10 one another
Promoting your products on these sites will
probably generte more sales since people
are here o char and alk about what is in
Write articles for the local newspaper get on
public TV/radio or do a regular show for the
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4. HAVE FLEXIBILITY

REPURPOSE WHAT YOU DO

Just because you've presented your business
in one format before doesnt mean vou have

1o do the same thing now. Instead of sending

IT costs have you seeing

pont newsletters, try audio andfor video
Instead of handing out business cards and
brochures, offer to do a demonstration to give
instant information

Be the first to be different by taking what
you have and using it in a new way 1o attract
attention. Look lor ways to panner with
other professionals and develop new pa
offerings of products and services. For
example, maybe you have a skincare
she has a stress reduction program. Together
you could offer a “look beter and live longer

package at special pricing

5. HAVE A POINT
MAKE WHAT YOU DO IRRESISTIBLE!
Pay attention to the local news, business and
announcements sectons. Look for the people
who get promoted, have babies, buy and sell
homes and start up new businesses. There
iy be leads here for your product or service

1E your product is really “the best™ or
“world famous”, you shouldnt have to tell
us, .. weve already heard of it. Pretending 1o
be something that you are not is the quickest
way to have your ad, flyer or press release end
up in the deleted box or the bin. Next rime,
have a point!

The best sales pitch is about how what you
do or sell relates to something newswerthy
or will help the customer fix an annoying or
costly problem onee and for all

If you don't have a point, put your pen
clown now or stop typing and go back to
Square. one

Remember to make it easy for people
to get in contact with you: an email and
telephone number work best

Il you are not currently writing press
releases and sending regular direct mail pieces
Lo your existing customers, you are literally

leaving thousands of dollars on the wable

Learn what we can do for
your business today by

SALES & MARKETING
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B swwwimaginecringunlimited com

LoT worse, in YOur compento 5
pockets). The most important
elements are a good strong
headline (that identifies pain) and
a compelling call to action

f"|‘-':."l.] 73 Percen ol your time
and 73 percent of the real estate
on the page for these two very

important elements

bk Why are most
businesses not focusing
the maijority of their
marketing on their
existing customer base?”

Remember, it is always
cheaper, easier and more
profitable o focus the majority
of your marketing ¢ffons and
budget on existing customers. In
| El."Ugh ';Cl":'l“l'll:.., SO 3N 5aVE
yourself valuable time and money
by redirecting the bulk of your
budger 10 direct communications
W i'!h x5l g CUsSLOmEeTS

Il you have loyalty, focus
leverage, flexibility and a point,
you will find that you have
significantly more profit and free

time to show [or your efforts. pa

Rhondalynn Korolak is the
director of Imaginecring
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