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Why Follow-up is So Important
I like to say that follow-up is the glue that keeps marketing working. All the components of marketing are based on communication. 

Communication is about telling, explaining and educating prospective clients about what you do and how your professional services can help them be better at their jobs and businesses, increase their productivity and skills, and be more effective in thousands of different ways. 

Communication is also about listening and understanding what your clients need, what their challenges and struggles are and how they are affected by not knowing what they need to know or having the skills they need to have. 

So how does Follow-Up fit into all of this? 

Follow up is what keeps the communication and conversations going. 

You give a talk at a conference. You communicate valuable ideas that stimulate thinking. More, in-depth conversations could lead to a new client.

You meet someone at that same conference and see that you could help them. By directing them to your website information they will understand better how you can help them. And that could lead to more business as well. 

But none of this will happen without follow-up. 

One of the prime rules of follow-up is that the ball is always in your court. If you want to connect to that person because you think they are good potential client, then it’s up to you to make the connection. 

But how do you follow up? What do you say? (by the way, follow-up is a noun, follow up is a verb.)

So many people are stymied at this point. But it’s really easy. You want another conversation. And then if that conversation goes well, you want a deeper conversation. A few conversations later, you may have a new client. 

So you need an intention and a purpose for that follow-up conversation.

And the follow-up needs to be based on a core concept – that you have something valuable to offer. You have a Ultimate Outcome that your clients get when they work with you. And that Ultimate Outcome needs to be clear and valuable. 

“I’d like to talk about your needs” is not very valuable. 

But, “We help our clients be more sustainable in these five essential areas (which you’d outline)” points to an outcome that may be very desirable to your prospective client. And that might be worth a conversation.
Every time you have an opportunity for a follow-up to move the conversation forward, you need to be clear what you will say to engage the prospect and have that next conversation. 

When you complete a first client engagement, you’d like to meet with the client and discuss what’s next. But that statement “Let’s meet and discuss what’s next,” again, might not be very compelling. What’s in it for them? 

How about: “After every client engagement I offer a complimentary “action session.” In this session we discuss how to leverage the learning that was gained in the program so you get the highest return on your investment. With these follow-up meetings we’ve increased the client ROI from about 30 to 1 to 40 to 1.” Now, tell me, how could they turn you down? 

There are so many opportunities for follow-up conversation I don’t have room for all of them here, but I’ll give you a simple system to follow.

1. After you’ve had an initial connection with someone who may be a prospect and deserves follow up in any number of scenarios as mentioned above, create an intention to follow-up.

2. Ask yourself exactly what you want to get from the follow-up, just an introduction, a short meeting by phone, a longer strategy session or something else. It should be the next natural step in connecting with that person.

3. Now script out what you will say on that follow-up call and what you will say in your follow-up email. Just make it conversational, simple and short. Practice it out loud until it feels natural and easy. By the way, I’ll often leave a message first and then follow it up with an email, which I mention I’ll send. Make sure your message includes your Ultimate Outcome.
4. Then screw up your courage and reach out. If they don’t get back to you, what does it mean? It usually means they are crazy busy, so don’t take it personally if they don’t get back to you right away. 

5. And what’s the worst that can happen? They may not be interested in your Ultimate Outcome or it might not be a good time to talk now, or several other legitimate reasons. So don’t sweat it. Move on – There will be other opportunities. 

6. Make follow-up a habit. It’s one of the most important and effective marketing habits you can ever develop. And if you follow this plan, it really won’t be nearly as hard as you think it will be. 
We have an online course on the Art of Follow-up that you can access here:

http://actionplan.com/nlm-course-6-pers 

Session 1 – Getting Past the Resistance of Following Up.

Session 2 – The Core Follow-Up Process

Session 3 – Developing your Ultimate Outcome for your Follow-Up Process
