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Sample of Content:

Systemizing the sales process from the first contact throughout the relationship increases the probability of making the sale while decreasing the impact of
competition.

Content:

The woman walked into a photography studio and inquired whether a photographer would come to their home to take family photos in front of the fireplace.  The receptionist
nicely told her that they would do that, gave the prospective customer a brochure and price list for â€œon-location photo shootsâ€• then took down the womanâ€™s contact
information, including her email address, which was added to the â€œprospectâ€• database.
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Thatâ€™s it, a seamless front-end and constant follow-up system.  It starts with a â€œThank you for inquiringâ€• note and is followed with a series of newsletters, coupons,
announcements of open houses, and seasonal offerings like Valentine, Halloween, and other holiday promotions.

Did the woman become a customer?  I donâ€™t know since the incident occurred just last week, but I can assure you that, if the woman compared other photo studios to this
photographerâ€™s systemized approach to answering the inquiry, this photographer would be heads and shoulders above in comparatives like professionalism, preparedness,
showing interest in the prospect, and appearance of quality.  Over time, after she receives a number of communications and promotions, the woman will have to be impressed
even more.

It is a fact that most businesses do not systemize either the sales process or the follow-up process very well, if at all.  Yet, for many products or services, the purchasing decision
is not impulsive.  It is often a â€œkicking the tiresâ€• methodical accumulation of knowledge about options and various choices available - comparing one prospective vendor or
product against another.  The longer the decision-making process for a given vendor or product, the more a follow-up program will differentiate your company or your product /
service versus your competitor in converting the prospect into a customer.

As a personal example, my mother just moved into a retirement community in Illinois.  She had been doing research by â€œkicking the tiresâ€• of these communities for at least
five years.  When she made the decision to make this big move, her choice was easy because of the sales and follow-up system of her chosen new home.

Larry Galler coaches and consults with high-performance executives, professionals, and small businesses since 1993. He is the writer of the long-running (every Sunday since
November 2001) business column, "Front Lines with Larry Galler" Sign up for his free newsletter at http://www.larrygaller.com  Questions??? Send an email to 
larry@larrygaller.com
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