10X Follow Up. Follow Through. Close. Follow Up Action. OUTLINE
Follow up is the consistent action taken to see a contact becomes a contract, closing and client & referral partner for life.

Day 0: Same Day Follow Up
· Immediately after contact – TEXT – “Thank you for contacting us.” With name and number

· 1 hour later – CALL – “Again, I/We just wanted to thank you. It was special meeting you | I/We look forward to working for you.” 

Day 1: 24 hours after Initial Contact/Meeting

· CALL the client/prospect and inform them of your “idea”. Dialogue:

“I have an idea about something that would benefit you and I’d like a time to meet, either tomorrow or the next day” – ask for personal visit or have them come to office. 

· IF OUT OF AREA – VIDEO CONFERENCE CALL Set up Google Hang Out or Skype call. Dialogue:

“I had an idea that would benefit you and I’d like a time over tomorrow or the next day, or even today – I’ll find time for you today – a time we can do a video conference call. 

Day 2: 48 House – 2 Days after Initial

NOTHING HAS HAPPENED IN PREVIOUS FOLLOW UPS

· LETTER OR PERSONAL NOTE -  short and sweet

· EMAIL/TEXT or CALL - follow up of on letter/pn for their address. Dialogue:

“Name – I just sent you a letter. I want to make sure I have the right address to assure you get this. Thanks.”

Day 3: 3 Days after Initial -----EYEJOT----- Or Youtube General Video
· SELFIE VIDEO – Send a follow-up video of yourself offering valuable information. Dialogue:

1. Video for people from Day 0 – NO CONTACT:

“Hey just wanted to thank you again for contacting me/us. I have some information I think would be very valuable to you.”

2. Video for people from Day 0/1 – CONTACT MADE – possibly met or spoke with on phone.

“Hey it was great meeting you/speaking with you. I have some great information I think would be very valuable to you.”

Day 4: 4 Days after Initial

NOTHING HAS HAPPENED IN PREVIOUS FOLLOW UPS

· PERSONAL VISIT OFFER – CALL the prospect and offer to make a personal visit. Dialogue:

“Name – I’m going to be in the area today. I’d like to come by and have a personal visit.”

If out of state – set up for the following month. “Name – I’m going to be in Florida next week. I’d like to set up a time for a personal visit.” 

Key Understanding: This is an OFFER – it’s a follow up – chipping away. 

Day 5: 5 Days after Initial: “I thought of you when I saw this”
Find a piece of data that causes you to think of this prospect/customer. EMAIL/TEXT – Include Link
Day 10: 10 Days after Initial: (Or Keep Going – Day 6) 10 Day Event Offer

CALL - Invite the prospect/client to an event that relates to your brand.  This event can be 30-60-90 days in the future – doesn’t matter. 

Day 14: 14 Days after Initial: Information Push
EMAIL/MAIL/TEXTS- Sending out information email with info links that include content specific to their concerns or interests. “Thinking of you. I wanted to provide you with this data | Thought your company might benefit from this.”
Day 21: 21 Days after Initial: 

1. Call – Before you send your clients an email, call and make sure they are receiving them.

2. Video Email – could be of me or something about product or company, company enhancements.

3. Handwritten Note – send after sending the email. “Hey hope you got that information I sent you…” OR

Phone Call – “Checking in to make sure you received that email I sent with some video on it of…”

Day 30: EVENT OFFER

CALL - Coffee, catch a game, something that helps them understand they are VIP.

****ALWAYS FOLLOW UP AN EMAIL WITH A PHONE CALL****

Day 60: Personal Visit Offer

CALL – I’m going to be around on…I’d like to stop by on….I’m going to be with another client up the road…I’m going to be in your area.
****PERSONAL VISIT OFFERS OR EVENT OFFERS ARE JUST THAT – OFFERS – IF THEY TAKE YOU UP ON IT – THEY’RE SAYING “CLOSE ME.”****

Day 75: Send the prospect a photo mock-up 

MAIL OR EMAIL - If you have a photo of them – impose it on something interesting like Time Magazine – note says “You’re the best!”

Day 90: Manager Call

CALL – Manager can call and ask ONE QUESTION: “How come you haven’t done business with [salesperson]?” Not a close here, just a follow up – one question.

Day 100: Sending Special Gift (lottery ticket, a dollar gift, something creative)

CALL to make sure the address you have is correct, even if you know it’s right – CALL ANYWAY.

MAIL – Special gift. 

120 Days: Personal Visit Offer

CALL – “I’m going to be in the area. I’d like to bring you a cup of coffee or buy you lunch.”

150 Days: Drop-Off of a Special Offer

Do not get in to details with this call or email. 

CALL – “I’d like to drop off a special offer.” (email not necessary) 

OR

EMAIL – I have something for you and I’d like to drop it off. It’s a special offer. Follow up with CALL (did you get my email). 

OR 

PERSONAL VISIT – COLD

180 Days: Send Some Compelling Piece of Data about

Our company, the economy, their company – Info Link

TEXT/EMAIL – Thought of you when I saw this. (include link)

210 Days: “hey I just got this product in (I just listed this home) and I thought of you, get back to me so I can inform you on what it is!” TEXT/CALL
240 Days: An Apologize Contact

CALL – I wanted to apologize for missing your business. I woke up this morning and realized I have not earned your business so if there’s something that I did to cause you to pass on my services, I apologize. 

PERSONAL NOTE after this saying same.

270 Days: Chocolate Boot Candy
NOTE – “I need to get my foot back in the door.” With Chocolate boot candy.

300 Days: Person of Influence

CALL – this is for business owners only – Invite them to speak to your company or team. 

330 Days: Ask for a Testimonial

CALL – “Hey could you give me a quick testimonial. I know we haven’t done business yet, but I’ve been following up and I’d love to get a testimonial from you now.” GET IT NOW. Do not wait. 

365 Days: 

CALL - Clearly you can see I’m not going away. Is there any way we can consummate the deal on the 1 year anniversary of your first contact. 
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