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Retaining Customers
Seven ways to increase your sales without looking for new leads and new customers are:  

1. Sell the same products at a higher price. 

2. Sell more products to your current customers. 

3. Sell higher priced products to your customers. 

4. Sell to your customers more often. 

5. Sell different products to your customers. 

6. Sell to your lapsed customers. 

7. Convert more leads into sales.

In order to increase sales without getting new customers from new leads, then there is one thing you must do. You have got to retain the customers you currently have. This is something you must not take for granted. Just as employees switch companies, so will your customers if you give them a reason to do so. In fact, often you do not need to give them a reason to leave. The most common reason your customers leave you for an alternative supplier is indifference.


It is not that your customers are unhappy with you. It is just that they do not feel strongly whether they do business with you or someone else. If this is your situation, then this makes you vulnerable. It is likely that your customers will be exposed to many of your competitor's products throughout the year. How confident are you that your customers will reject your competitor's advances?


Well, there is plenty you can do and should be doing. New customers are hard to come by. You cannot afford to let them go easily. Yet, this is what happens in many businesses. It is easier to keep your current customers than it is to attract new customers.


Here are some of the best strategies for keeping your current customers.

 

1. Develop a Rewards Program.

This is the most effective program I know for retaining customers. Airline companies have frequent flyers points. The advantage of this program is that it locks your customers in. They won't fly with your competing airlines for two reasons. Firstly, they want to build up their points. Secondly, they want to get free flights or other rewards. It is human nature not to want to miss out on something for free.

Also, this strategy is not used solely for airlines. I have seen it used successfully by Baker's Delight, sandwich shops and restaurants. I even know a manufacturing company that offered a free cylinder head on every sixth purchase.

2. Do things for free.

This is something that all businesses can do but rarely do. When your customers get something for free, then it is appreciated and more importantly it is remembered since this practice is so rare. The obvious thing to do is to give away some of your product for free. Now this should be an unexpected gift rather than part of an offer.

As well as your own products, here are some other gifts you can use:

-          Movie tickets
-          Voucher to a local restaurant.
-          Electronic gadgets such as ipods
-          Food such as chocolates
-          Alcohol
-          Books

A related strategy that I recommend strongly is the provision of free information to your client in either an email or better still, as a written newsletter. Include topics that are relevant to your customers and are somewhat related to what you do. Of course, if you need help, search the internet and you are bound to find useful information including public domain articles that can be reproduced free of charge.

3. Thank your customers.

This sounds simple but again it is often overlooked. Firstly, thank your customer at the time of purchase. This is easy if someone comes into your store. If they buy from you online, then include a thank you note in your autoresponder. These types of thank you's are quickly forgotten. For more impact, why not leave it until a week or two after purchase and send a thank you card or letter or short note in the mail. Again, this tactic is rarely used. Your customers will likely to be blown away simply because does this sort of thing is so rare.

There is more you can do. Thank your customers throughout the year or simply recognise them during special times of the year. The best time you can remember your customers is on their birthday. Fortunately, this practice is becoming more popular but not as widespread as it should be. Send your customer a birthday card, a special offer or even a friendly note or letter. You will be remembered and more importantly appreciated. People like to do business with people they like.

Of course, Christmas is a time to recognise your customers. Invite your customers to a party or send them a gift or a calendar or a Christmas card. Also, why not send your customers cards or notes at other times of the year such as Valentine's Day, Easter or even the end of the financial year. 

 

There are three ideas to get you started...

Always remember it is difficult to grow your business simply by obtaining enough new customers to replace the ones that have left. This is a flawed strategy since it is five to seven times more expensive to sell your products to a new customer than it is to sell this same product to one of your current customers. This strategy will reduce your profits since your marketing costs will increase.
A less expensive option is to spend more money on retaining your existing customers. It will we worthwhile in the long run.
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