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From Lead to Loyalty
How to Turn Cold Prospects Into 
Lasting Relationships
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Congratulations! You’re in possession of a brand new lead. 

Maybe this person came from a past client, or from a lead gen service, or 
possibly from Yelp or a Google search. No matter the source, you now need 
to decide how to make the most of this golden opportunity. 

That means getting to the next transaction as quickly as possible, right? Why 
should you focus on anything other than closing the deal? 

It’s tempting to think of new leads with your immediate, bottom-line goals in 
mind. But all too many business owners fall into the trap of sacrificing long-
term relationships for short-term gain. They may work with you now because 
they’re in a rush, but if you don’t consciously work to make their experience 
positive, they’ll never come back. Your goal for every new lead should be to 
nurture them from the first “hello” to a lasting relationship — not just to the 
next sale.

Why does this matter? Two reasons: repeat business and referrals. Focusing 
your efforts on building and maintaining long-term relationships makes your 
life easier down the road, helping you build your business on repeat clients, 
not a constant revolving door of prospects.

This guide will give you strategies, tips and templates to nurture a cold lead 
not just to a sale, but to a positive, profitable lifecycle.

I N T R O D U C T I O N  

You’ve got a new lead. 
Now what?

Your goal for every new lead should be to nurture 
them from the first “hello” to a lasting relationship.



P A R T  1

Know When to Call
Many prospects won’t necessarily be in the market for your services right away. 

If your lead is in the “just looking” phase, bombarding them with phone calls will 

get annoying, fast. You need to wait for the right time to check back in with a call.

Here are seven signs you should call a prospect and follow up with the forgotten 

art of the phone call. 

1. They’ve called you first.
Miss a call from a prospective client and you’re already at a disadvantage. More 

than 53 percent of customers become irritated if they can’t speak to a real person 

right away.

And while returning that initial call may sound like a no-brainer when you’re 

talking about a lead, what happens when it’s an existing client? Established 

clientele will have an expectation of your availability. Keeping them happy and 

informed often leads to increased referrals. 

Unfortunately, dissatisfied clients talk too. In fact, 95 percent are likely to share a 

bad experience with others.

Regardless of who’s on the line, make it a priority to return your calls at the first 

available moment, or set a clear expectation of when you can.

2. They’ve opened four of five of the last email newsletters you sent.
When your recipient scrolls through the ol’ inbox each morning, they do a quick 

scan, then unconsciously categorize and flag emails based on importance. Of the 

average 121 emails that reach their inbox each day, recipients statistically open 

only 22 percent of them.

4

http://www.newvoicemedia.com/blog/the-multibillion-dollar-cost-of-poor-customer-service-infographic/
https://www.zendesk.com/resources/the-impact-of-customer-service/
http://www.cityam.com/210296/inbox-anxiety-how-regain-control-email
http://www.smartinsights.com/email-marketing/email-communications-strategy/statistics-sources-for-email-marketing/
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If tracking data on your email newsletters reveals a consistent pattern of opens, 

chances are your email campaigns are working and you have a hot lead on your 

hands. Drill down to see which links that prospect is clicking, and pick up the 

phone with a topic of conversation in mind.

3. They’ve replied to a couple of your email newsletters about topics 
indirectly related to your business.
Sometimes a prospect takes the guesswork out of it and makes their interests 

obvious. These are great conversation starters, but make the call while you’re 

fresh on the lead’s mind. This timely segue has the potential to open up other 

conversations that could eventually lead to a deal.

4. They visit the pricing page or FAQ page of your website.
Once a prospect begins poking around looking for your fees, you know they’re 

likely in the final stages of deciding whether or not to become a client. They may 

only need one final push to seal the deal. Fortunately, you can increase your 

conversion rates 30 to 50 percent with a simple phone call.

Notice that a potential client is hovering on your FAQ page? Since 75 percent 

of consumers think a phone call is the most effective means of getting a quick 

response, give them a call to see how you can help.

You can spot these opportunities with a variety of marketing and sales platforms 

like HubSpot.

5. They fill out a contact or information request form.
This is a green light to make that call and do it quickly. According to one MIT 

study, you’re 100 times more likely to reach a lead by calling within 5 minutes 

versus waiting a half hour.

Luckily, since most pageviews now happen on mobile devices, you have a great 

chance of getting them on the first try.

http://www.invoca.com/call-data/
http://www.insightsquared.com/2015/04/100-customer-service-statistics-you-need-to-know/
https://www.vendasta.com/blog/lead-response-time
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6. They interact with you on social media, whether that’s liking your posts or 
retweeting your tweets.
It’s been well documented that consumers prefer using businesses that engage 

with them on social media, and will spend 20 to 40 percent more with those 

companies. Listening to social media conversations and watching for engagement 

will also tell you when you’ve struck a chord.

These interactions give you fodder for an exploratory call. They also provide 

valuable insights that can help you personalize your content and improve future 

campaigns.

7. Someone referred them to you or mentioned that they might be in need of 
your services.
More than any other marketing channel, leads with a personal recommendation 

are likely to turn into paying clients.

It’s no surprise that 85 percent of small businesses say referrals are their best 

source of new clients. Capitalize on these by following up with leads via phone 

and sending a personalized thank-you note to the referrer.

T E M P L A T E

Following Up With New Prospects

Hi [Prospect Name],

It was great meeting you [Specify when and 

where you met - yesterday, this morning]. I’d 

love to stay in touch. Do you mind if I connect 

with you on LinkedIn?

Cheers,

[Your Name]

6

https://www.socialmediatoday.com/social-business/social-media-customer-service-statistics-and-trends-infographic
https://www.entrepreneur.com/article/302229
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P A R T  2

Have Better Online Conversations
If a lead isn’t in the market for your services right away, you can keep the 

conversation going until they’re ready for a transaction. You just need to be smart 

about it. Social media and email marketing provide the perfect avenues to engage 

prospects in meaningful conversation.

But engagement is a two-way street. Sending out an occasional newsletter or 

social media post won’t cut it. The key is to spark real conversations, just like you 

would if you were face to face or on the phone. The good news is it’s not as hard 

as you think. 

Here are seven easy-to-use conversation starters that will work for business 

owners in almost any industry. They can be leveraged in social media and email 

marketing as well as face-to-face and phone conversations.

1. Spread the News
If you’re looking for a natural way to start a conversation, you can’t go wrong with 

the news of the day. Your followers are already expecting industry insight, so if 

you can present relevant industry news that’s informative, intriguing or just plain 

entertaining, you’re already a step ahead.

How do you stay on top of industry news? Start by following industry thought 

leaders on social media. Subscribe to their blogs, listen to their podcasts and 

watch their videos. You can also stay on trend with social media by using RSS 

aggregators, Google Alerts and other apps designed to deliver content directly to 

your virtual door.

Depending on your business, you may also be able to leverage local news as a 

source of conversation. Local human interest stories, for example, are the type of 

feel-good content that’s easy for your followers to discuss, like and share. 

https://www.outboundengine.com/features/social-media-marketing/
https://www.outboundengine.com/features/email-marketing/
https://www.outboundengine.com/features/email-marketing/
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You can also bring up local sporting events, charity drives, grand openings, school 

events and other local news. Bonus points if you’re somehow personally affiliated 

with the event. Showing you care about your community + setting yourself apart 

from the competition = two excellent benefits to your business.

2. Ask for Recommendations
Another easy way small businesses can engage followers in conversations is by 

asking questions. For example, you can ask for recommendations on just about 

anything. A few options include:

• Product suggestions

• Marketing tips and tools

• Smartphone apps

• Industry thought leaders to follow on social media

• Podcasts

• Book recommendations

Every response you get can generate further conversation as additional followers 

chime in to agree or offer alternatives. Take notes and put those responses to use 

later on. It’s a useful way of gaining insight into the thoughts, preferences and 

behaviors of your audience.

3. Be a Pain Reliever
If you want to engage your customers in meaningful conversation, ask about their 

pain points. A simple variation of “What’s bothering you?” is perhaps the best 

conversation starter of them all. 

How you ask that question will depend on your industry and how general or 

specific you want the answers to be, but the key is to listen to the responses.

When people tell you what they struggle with or need, listen their answers and 

then provide practical, actionable advice. If your products and services can 

alleviate their pain points, all the better! Offer to send them some information or 

set up an introductory call. If you’re not the solution, try to provide something of 

value that they can put to good use.
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4. Promote Events
Are you hosting or attending an event? Share the experience! Let people know 

ahead of time that you’re going to be there and ask who else will be attending. 

Respond to those who are coming and let them know you’re looking forward to 

seeing them there.

Once you’re on the scene, take a few minutes to post photos and videos of the 

event and let people know what they’re missing. You can even use Facebook Live 

or Instagram Live to stream the event as it happens. In the case you’re unable 

to live stream the event, do a quick Q&A session with the followers who weren’t 

lucky enough to attend.

At a baseball game? Broadcast the seventh-inning stretch! At a charity auction? 

Talk to the winners about what they’ve won and what the cause means to them.

5. Ask for Testimonials
If you’ve already done business together, talking about their experience with your 

business is another way to get a conversation going. After all, there’s no better 

recommendation than photographic or video evidence of satisfied customers 

singing your praises.

Take it up a notch and ask followers to tag one or two friends or family members 

who would benefit from your products and services.

6. Discuss DIY projects
These days, it seems like everyone is a fan of do-it-yourself, or DIY. If you’re proud 

of a DIY project you’ve finished or you come across relevant DIY suggestions 

online, share it. 

It could be anything from simple, space-saving advice for the home to a quick 

and easy dinner recipe or seasonal craft project for the kids.

https://www.facebook.com/facebookmedia/best-practices/live
https://help.instagram.com/292478487812558
https://www.outboundengine.com/blog/the-right-time-to-ask-for-referrals/
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Ask your followers to share their DIY projects and ideas. With their permission, 

share photos and videos showing them in action. Of course, the closer you can 

tie these ideas to your own business, the better, but it doesn’t hurt to wander off 

the beaten industry path on occasion and have a little fun while engaging your 

customers. Don’t be afraid to get creative and think outside the box.

7. Share Inspirational Quotes
Heartwarming or thought-provoking quotes can spark conversations and make 

for easy sharing across multiple platforms. When accompanied by an image, they 

play especially well on visual platforms such as Instagram or Pinterest. Get some 

extra mileage by creating your own custom images that include subtle branding.

To ensure your quote generates conversation, try to follow it with a question or 

thought of your own. For example, if you’re sharing something from your favorite 

author, you could ask followers to share a favorite author and quote of their own. 

Or ask for an inspirational quote that really motivates them in the workplace. The 

possibilities are endless. Use your imagination!
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P A R T  3

When You Call, Take Better Notes
Once you get the conversation started, you can begin to figure out if they could 

lead to potential business. It’s easy to have a great conversation or meeting and feel 

on top of the world. You walk out feeling energized and excited. Then you sit down 

to follow up and realize you can’t remember anything! What was the name of that 

vacation spot? Did they need help in summer or fall? How old are the kids again?

A lapse in memory can happen to the best of us. But there’s nothing particularly 

professional about having to call a client or colleague back and admitting you’ve 

forgotten key portions of a previous conversation.

When you take notes during a meeting, it shows you’re paying attention, and it lets 

the speaker know you care about what is being said. That’s both a show of respect 

and a relationship builder. But taking notes allows you to do so much more:

1. Focus your conversations. When someone goes off topic, you can easily 

bring them back around with a quick glance at your notes.

2. Ask meaningful questions. If you need clarification, there’s no need to 

interrupt. Simply make a note and ask when it’s appropriate.

3. Follow up. Writing down what comes next allows you to check actionable 

items off your to-do list in a timely fashion, without constant reminders 

from clients or teammates.

4. Do your job more easily. With notes on hand, you never have to wing it. 

If you’re uncertain about a key point or deadline, you have easy access to 

that information.

5. Build stronger customer relationships. Taking notes allows you to 

remember the small details of your clients’ lives, and thus create more 

personalized interactions. When clients feel you care about them, they’re 

more apt to care about you, too.

http://www.outboundengine.com/blog/follow-up-tips/
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5 Things You Should Always Write in Your Notes

Unless you’re a court reporter, there’s no need to transcribe interactions verbatim. 

Not every word is worth jotting down. Besides, you still have to hold up your end 

of the conversation! That said, there are certain details that are always worth your 

attention.

Personal details
In business, small talk can have a big impact. A quick mention of the weather 

can prompt a lead to mention her summer vacation plans. The next thing you 

know, you’re discussing her daughter who plans to go to law school. Write these 

details down and refer back to it before your next conversation — you’ll be able to 

connect on a deeper level than how humid it is outside.

Problems 
If a prospect has a problem, document it for future reference. This is especially 

useful if you’re sharing the lead with teammates. Plus, if patterns develop, you 

can react accordingly. 

For example, an HVAC service pro who notices clients asking the same questions 

about maintenance each spring could respond by sending out a pre-emptive 

newsletter addressing those topics.

Solutions 
If you take action to solve a problem, make a detailed note. If the solution fails, 

you have a point of reference from which to determine the next best course of 

action. And if it works, you may want to reference your notes to repeat the action 

elsewhere.

Decisions
Decision-making can be a struggle for clients and colleagues alike. When 

a decision is made, it’s best to have a detailed record for future reference, 

especially if something goes awry.
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Expected actions
There’s a lot to be said for the old-fashioned to-do list. Document what needs to 

happen next, making note of any time-sensitive actions, and create a checklist to 

guide the follow-up process. 

Take this to the next level and send the notes to yourself and your prospect. This 

way you’re both on the same page and know exactly what the other is doing next.

General Note-Taking Tips

• Just do it. Write down information as it comes, like you would in 

a classroom. Of course, most educators organize their lectures 

beforehand, where a business conversation is more likely to jump 

around. So this method may require some after-the-fact organization.

• Organize as you go. Identify key topics and create headings and 

subheadings, leaving room to add notes as the conversation progresses. 

You can use this method to create simple lists or more in-depth 

outlines of your conversations.

• Map it out. Visual thinkers may prefer the mind-mapping method. 

With this system, you start with a graphic representation of your main 

topic in the center of the page, then branch out with graphics that 

represent your subtopics. The end result can resemble tree branches or 

a tournament bracket, as seen in this example from mindmapping.com.

http://www.mindmapping.com/mind-map.php
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3 Apps for Note-Taking

These days, most anything you can do with pen and paper can be duplicated on 

a mobile device, especially if you have a stylus. When your notes are digital, they 

can be easily uploaded to your customer relationship management system or 

other apps. 

Even better, digital notes are accessible from anywhere and searchable in a way 

that’s just not possible with a pile of old notebooks.

Here are three popular note-taking apps to consider:

1. Evernote. Available on any platform and made to sync across all 

devices, Evernote can be used most anywhere. Not only is it great for 

note taking and organization, but its text identification feature makes 

searching for notes easy, whether you’ve entered a typed document, a 

PDF or a photo of handwritten notes. Start with the free Basic package 

or upgrade for more features. (See which product is right for you).

2. OneNote. This free application offers a lot of the same functionality 

you’ll find with Evernote — note taking, collaboration, the ability to 

search for words in photos — but where OneNote truly shines is in its 

integration with Microsoft Office.

3. Google Keep. Now available for Android and iOS, Google Keep 

integrates seamlessly with Google Docs and allows for collaboration 

with other Keep users. Notes can be entered manually or transcribed 

from photos and audio recordings. And it’s free!

https://evernote.com
https://help.evernote.com/hc/en-us/articles/209005157-Which-Evernote-product-is-right-for-me-
https://www.onenote.com/
https://keep.google.com/
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P A R T  4

How to Say Thank You
Making a great first impression is important. But once you get past the initial 

meeting and a lead becomes a customer, it’s important to think about how you can 

make a lasting impression.

Clients expect you to do a good job; it’s what they pay for. If you want to create 

loyalty, you have to find ways to go above and beyond what they expect. If you can 

make their experience memorable, you’ll earn them as forever clients and give them 

a story to tell for years to come.

There are so many ways to leave your clients feeling special. Consider these to get 

your creativity going.  

1. Go old-fashioned with a handwritten note.
Letters never go out of style. In a world of emails, texts, and tweets, sending a 

handwritten message guarantees a lasting impression. 

From season’s greetings to good old-fashioned thank you notes, taking the time to 

send handwritten correspondence will show genuine customer appreciation. Keep 

the note short but meaningful. It’s the thought that counts with this one.

When sending a note via snail mail, make sure to:

• Address them by name. First names are preferable unless you’re worried 

about appearing too informal.

• Be authentic. Keep your message short while genuinely expressing your 

gratitude.

• Use quality stationary. Sites like Vistaprint offer affordable, branded 

options that can be personalized to your business.
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• Be detailed. Cite a specific interaction you had, talk about the service 

performed or mention the product they purchased to give it a personalized 

touch.

• Talk about the future. Make sure they know you look forward to helping them 

again.

• Keep it warm yet professional. Your sign-off could include any of the 

following: Many Thanks, All the Best, Warmly, Kindly, Sincerely, Regards, 

Cheers, etc. Pro tip: If you work with a team, have everyone who helped 

personally sign the note.

If you’re strapped for time, services like Thankbot and Bond specialize in sending 

authentic (or at least authentic-looking) handwritten notes on your behalf.

2. Send food.
Our bodies release happy endorphins like dopamine when we eat. Take advantage of 

this science and pair your excellent customer service with feelings of happiness. 

If you send treats like cookies or bagels, try and customize the delivery. Include some 

business cards, a personalized message, and maybe an incentive to share, like a 

discount from a future service. 

Gift basket services that help make this task easier are everywhere, but Goldbely 

stands out for its focus on curated local food from all over the U.S. and the ability to 

customize gifts with your logo and message.

https://thankbot.com/
https://bond.co/
https://www.goldbely.com/corporate-gifting
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3. Give them their 15 minutes.
Highlight and celebrate your customers 

on your social media channels. You can 

spotlight a customer success story no 

matter how many followers you have. Not 

only will they appreciate the recognition, 

but customers are also very likely to share 

the online feature with their personal 

network.

Try a “customer of the month” feature. 

Tell a particularly compelling story or 

publicly congratulate a customer on their 

new purchase (with customer permission, 

of course!). This works especially well for 

real estate professionals post-sale. Keep 

an eye out for compelling stories and 

interesting clients and share often!

4. Host a get-together.
This is great for local client appreciation. 

Consider hosting an informal gathering 

like a barbeque. You could set up in your 

business parking lot or even at a nearby 

park. Encourage your guests to invite their 

families and friends. You’ll be able to meet potential clients and get to know your 

existing clients even better. These positive interactions all add up to going the extra 

mile for your customers.

If you want to take your event planning to another level, partner up with other local 

businesses and host a bigger event. Turning your get-together into a block party will 
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help you and fellow business owners gain exposure. Plus, having more businesses 

means more attendees. This makes guests more willing to attend (nobody wants to be 

the only one at a party) and amps up your ability to promote your services.

5. Give proactive customer service.
Customer appreciation doesn’t have to equal a giving a gift. Getting ahead of problems 

or issues that may arise is a type of customer appreciation that all businesses should 

strive to achieve.

Whether it comes in the form of content marketing, promotional offers or customer 

support, base all your initiatives around customer’s individual pain points. Notice what 

behaviors are driving their interactions with your brand, and get to the root cause of a 

potential issue to anticipate their needs before they become a problem. That’s often 

the best gift a business can give.

http://www.outboundengine.com/blog/pain-point-discovery/
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P A R T  5

How to Ask for Referrals
Referrals are a way to grow your business by simply asking a question. By asking your 

satisfied customers to pass on your name to their friends and family, you’re able to 

skip over a lot of the research most people do before deciding to call someone or 

buy something. 

You trust your friends and family, so recommendations from them are inherently 

given more weight. Use this to your advantage and ask for those referrals! Here’s 

how:

1. Do your homework. Figure out what has worked for your business and 

others like yours. Decide whether you ask your referrals before or after you 

complete your work. Will you send an email immediately after a transaction 

or make a phone call? 

2. Deliver exceptional service, ensuring that your customer is happy — so 

happy that they will share their love for you with their friends.

3. The moment a customer compliments you, accept the compliment and 

thank them, then make your referral ask. Be polite and direct. Make it easy 

for them, and thank them for their business — and referrals.

Once you’ve summoned the courage to ask for a referral and found the optimal time 

to ask for it, you’re now faced with the third challenge: teaching them what to do and 

making sure they do it.

You might not realize it, but there are three types of referrals you can ask for from 

your clients, and you’ve got to decide which type you want from them.
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1. Traditional Referrals
These are pretty straightforward. This is when you thank your clients for their continued 

support and ask if they have any friends that could benefit from your services. Depending 

on your industry, you might be able to incentivize these requests (we can help with that).

2. Testimonials
Even after being referred to you by a friend, people will still take the time to check you 

out online. 68 percent of consumers trust opinions posted online. That’s why testimonials 

on your site help convert referral leads even when you’re not part of the process.

3. Online Recommendations and Reviews
While this doesn’t always put a new lead in your hands, reviews and recommendations 

on your site (and third party sites) are a huge boon for your business. 88 percent of 

consumers trust online reviews as much as personal recommendations.

So when you’re asking your clients for referral business, you need to ask them for a 

specific action (write a review on this site, let me interview you, etc.) and be specific 

about what you’re asking them for (contact information, review on Yelp, feedback about 

my service). This is the biggest improvement you can make in your referral process.

T E M P L A T E

Asking for Referrals

Hi [Client Name],

I hope everything is going well with you. I have a quick favor to 

ask. Do you know anyone who may be looking to [Service you 

provide] in the next [Amount of time: six months, three months, 

few weeks]? I appreciate any referrals you can provide, and I 

promise to do my best to continue deserving your business. As 

always, please let me know if I can help you with anything!

Thanks in advance,

[Your Name]

https://www.outboundengine.com/automated-marketing/automated-referral-campaigns/
https://www.outboundengine.com/blog/5-ways-online-reviews-affecting-business-stats/
https://www.outboundengine.com/blog/5-ways-online-reviews-affecting-business-stats/
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P A R T  6

How to Never Lose Touch
You’ve taken the time to cultivate a relationship with someone who eventually 

became a client. Fantastic! But what happens after that transaction is done?

Over time, people forget things. They forget how helpful and knowledgeable you were 

and the special treatment they received from you. They might even forget your name. 

It’s not personal, it’s just how we’re wired. When the quality of your relationship with 

a past client suffers, so will your referrals.

Build Long-Term Loyalty With Content Marketing

If you’re only looking at this from a “what’s in it for me?” perspective, you’ll lose the 

opportunity to receive referrals from past clients. You need to present yourself to 

them with something of value.

While past clients might not need your services at the moment, they will still look 

to you for professional advice on topics you’re familiar with. This is where content 

marketing comes into play.

Content marketing is a way to communicate with your audience that offers them 

information that they want to read and focuses on helping, not selling. You can use 

your expertise to address topics related to your industry or your business, talk about 

other topics that interest your readers, solve a problem for them or provide useful 

information.

If you’re not convinced that content marketing is valuable, consider this: 78 percent 

of consumers believe that companies providing custom content are interested in 

building good relationships, while 68 percent of consumers spend time reading 

content from a brand they are interested in.

https://www.outboundengine.com/blog/why-customer-focused-content-marketing-rewards-you-in-the-long-run/
http://kapost.com/content-marketing-facts/
https://www.outboundengine.com/blog/7-benefits-of-content-marketing-for-small-businesses/
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The Best Channels for Content Marketing

To impact long-term recall, you need to have a strategy in place that touches your past 

clients where they spend their time: email and social media. Why email and social?

• Email marketing yields an average 4,300% return on investment for 

businesses in the United States.

• 70% of people say they always open emails from their favorite companies.

• Marketers consistently ranked email as the single most effective tactic for 

awareness, acquisition, conversion, and retention.

When trust is established, past customers will open your emails, pass them along to 

friends when relevant, and engage with you on social. And when people in their social 

circle ask for a recommendation, your name will be first on their list because your 

regular emails and social posts have kept you top-of-mind with them.

Give people multiple opportunities over time to be exposed to your relationship-

building content via social and email. Seeing your name in their inbox and social feeds 

increases their ability to easily recall your name when the time is right.

T E M P L A T E

Quarterly Client Check-In

Hi [Client Name],

It’s been a while since we chatted, and I wanted to check in 

to see how things are going. [NOTE: Here you might mention a 

seasonal factor that may spur activity from your customer. For 

example: Do you have anything planned this summer that I can 

help you with?] As always, please feel free to reach out with any 

questions you may have. I am happy to share my expertise.

Best,

[Your Name]

https://www.outboundengine.com/blog/20-shocking-email-marketing-stats-business-owners-know/
https://www.outboundengine.com/blog/20-shocking-email-marketing-stats-business-owners-know/
https://www.outboundengine.com/blog/20-shocking-email-marketing-stats-business-owners-know/
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Wrapping It Up
In summary, the steps for turning a cold lead into a productive, long-term 

relationship are:

1. Be smart about that first phone call.

2. Keep the conversation going online.

3. Take quality notes and make the most of them.

4. Find creative ways to say thank you.

5. Proactively ask for referrals and reviews.

6. Use content marketing to never lose touch.

That last step is often the hardest, since it requires ongoing effort and time that 

small business pros may not have to spare. Maintaining a long-term engagement 

strategy through email and social content marketing is a job best left to the experts, 

and that’s where we come in. OutboundEngine can take step six off your plate for 

good — click here to find out how.

WE’LL HELP YOU NEVER LOSE TOUCH.

OutboundEngine does the hard work of staying top of mind with customers 

for you. Simply follow up with the opportunities we surface, and focus on 

doing what you do best.

Learn more

https://www.outboundengine.com/all-demo-blog-marketing/
https://www.outboundengine.com/all-demo-blog-marketing/
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About OutboundEngine

Marketing automation helps businesses deliver the 
right message at the right time with less effort. It 
creates a richer, more personalized experience for 
customers and helps meet their high standards for how 
companies should communicate with them. But it isn’t 
as accessible as it should be. 

That’s where we come in. Marketing automation 
uncovers the opportunities in your network, but 
not every business has the budget for a complex 
software package or the time and expertise to manage 
it. OutboundEngine was created to bring essential 
marketing automation features to more business owners 
in a simple, affordable and done-for-you package. 
 

More Information:

www.outboundengine.com

http://www.outboundengine.com

