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Quote of the Month
"Innovation!  One cannot be forever innovating.  I want to create classics."     
Coco Chanel
             Reengaging With Your Prospects
 
A good friend once said about relationships - "I can deal with love, and I can deal with hate...but what I really struggle with is indifference."  The same goes for clients and prospects.  You know the feeling.  You've finished your meeting, everything looks great and your client lets you know that they'll call you in a couple of days to move forward. Several days pass, a week and then a month. They don't return your calls and you have no idea why. I'm not sure what's more frustrating; not getting the business or not knowing why.  Here are some tips to help you reconnect.
 
1. Set clear guidelines
From the beginning make sure you establish guidelines for the relationship you are about to enter. 
"Mr. or Ms. Prospect, thanks for agreeing to meet with me today. I have some questions I'd like to ask you and I'm sure you probably have some questions you want to ask me. Before we get started, I just want you to know it's okay to tell me NO.  Sometimes you may choose to go in a different direction but you may feel uncomfortable telling me. If at any point, while working together you determine my product or service isn't the right fit, will you please let me know?"
 
2.  Voicemail along with email
I don't expect people to return all my voicemails. However, within voicemail you might inform them that you're sending an email.  For many busy individuals it's easier to respond. You might write: 
"Mr. or Ms. Prospect, after our last discussion you requested I follow up with you at this date and time regarding... I've tried several times to call you, but unfortunately we haven't been able to connect. I'm beginning to feel like I'm becoming a pest. Please let me if your situation has changed, so I know how, and when, to best follow up."
Because many people aren't comfortable telling you "no" over the phone, or in person, this approach gives the prospect a way out of the situation and you can move on. Often you find they have been slammed with work or you may get some additional information as to why the delay.
 

3. Disengage your Caller ID 
Call your phone company and ask how to disengage your Caller ID. This way your prospect can no longer screen your calls.
 

4. I'm confused 
You might send an email with the heading of "I'm Confused".
"Mr. or Ms. Prospect you asked me to follow up on... I've tried to reach out several times but I never heard back from you. Have I done something that offended or upset you?"
 

5. Copy your referrer on email 
If you were referred by another individual, copy them on your email. This is especially useful if you were referred by a superior. Don't throw your contact under the bus, but apply a little pressure.
 
6. Be willing to walk away 
Finally, always be willing to walk away.  You want to do business with someone on an equal footing. If someone requests that you call them back, but then never returns your calls or email when you're following their directions, you might ask yourself if these are the customers you should be looking for. However, you can provide one final opportunity. 
"Mr. or Miss Prospect, you requested I contact you on... I've tried several times, but I never heard back from you. The price (or proposal) was good for 30 days so unfortunately I have to discard your file."
Put a time limit on all your proposals. This creates a sense of urgency, and it doesn't lock you into a price for an extended period of time.
 

                           

The Importance of Eye Contact

In our day-to-day interactions the ability to connect with people is paramount.  One of the primary determinants of your success is your ability to make, and hold, eye contact to show the person that you are fully engaged.
Bill Clinton is a master at this and we can all learn from his talent.  Take a look at this fascinating gift of his in action.
 Book of the Month    
"Start-Up Nation"
Dan Senor and Saul Singer
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I just returned from a trip to Israel where I had the opportunity to meet some of the most dynamic and successful technology entrepreneurs in the country.  As well, Dan Senor and Saul Singer provided a fascinating overview of what makes Israel, and its technology innovation tick.
If you have an interest in innovation, entrepreneurship, technology, drive, determination and commercialization then this is a book well work reading.
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Brightlights recruits executives for small and mid-sized technology firms and helps these companies make the best of their people. If you have any questions around:
-  Recruiting needs for Director level and above roles

-  Your recruiting process 

-  How your company is perceived within the marketplace

-  How you can save 20% and more in your total recruiting costs

please feel free to contact us.

Email: mfox@brightlightsinc.com
Tel: 416-406-1777 Website: www.brightlightsinc.com



