How to follow up with previous customers

New title time is an excellent reason to get in touch with customers from previous home shows and booths.  You can call customers you have not spoken with for a year or more – people will not really recall how long ago they met you.  It is really ok!  If you use this call-mail-call again process, you WILL get positive results – sales, bookings, and recruit leads.

CALL #1 – reintroducing yourself and Usborne, getting them ready to receive your mailing
If you get voice mail/answering machine:

Hi, this is ________ with Usborne Books!  When I saw our newest books, I thought of you.  I remember you purchased some of our _______ last fall.  I think you and your children would LOVE our new _________.  I’m mailing you a new title flyer, so be on the lookout for that in your mail and look for the _________ book.  I’ll give you a buzz back in about a week – I’ll have an order going in (insert date here).  Thanks again!

If you reach the customer:

Hi, this is ____________ calling!  I was filing receipts and I remembered meeting you at (name of event/hostess’s house).  Do you have a quick minute?

If it is a good time:  I’m just calling to check in and see how your children are enjoying their  books.  (BE QUIET AND LISTEN)  I noticed you purchased some of our _________ last fall.  I think you and your children would LOVE our new _________.   I’d like to mail you a new title flyer so you can see it for yourself.

If it is not a good time:  I’m just checking to see how you liked your books and tell you about some new ones I think you would enjoy.  Can I get your e-mail address, and I’ll send you a quick note?  Great – thanks!

CALL #2 - After the new title flyer has been received

Hi, this is ___________ calling.  Just checking to make sure you got my mailing and saw the new __________ book?  You got it, oh great!  We can work together in two different ways – I am happy to order books for you and deliver them to you.  However, we are offering double the standard amount of free books when you have a home show in July or August.  Since I know how you enjoy books and reading with your children, I bet you have friends who feel the same way too.  I have ________ and _________ available – would one of those work for you?
If they don’t want to book a show:

That’s fine!  I have an order going in on_____, I’ll be happy to add that book for you!  (Take their order, upsell, “did you see any other books that would make good birthday gifts or homework helpers for fall?”)  
If they don’t want to book or order:

Get their e-mail address (if you don’t already have it) so you can stay in touch, and say “thanks again for your order last fall.”  

Go through your customer records.  Pick 20 or so customers to call again.  This is one sheet of stamps if you choose to mail each person a new title flyer – just $8.40 postage and one pack of new title flyers.  You are investing about $10 and some of your time.  You WILL get positive results if you call-mail-call.  If you just mail new title flyers, in my opinion, you are simply throwing your money away.  
