How To Get
Your Dream Client’s

Bonus Tips



Your prospect hag lot’s of things going on in their world competing for
their attention.

There are calls, voicemails, way too many emails, internal and external
meetings, internal/external clients, snail mail, FedExes, deadlines, fireg
that have to be put out etc.

How do you compete with that?

One way ig to uge creativity!

What's that? You don't see yourself as being very creative?

Well then perhaps thege ideas will help!

1) Consider leveraging funny days of the year like “National Thank God
It's Monday Day”, “Bring Your Manners To Work Day” and numerous

other oneg ag a fun excuge for you to reach out to 2 non regpongive
prospect! Here's a calendar with mucho funny days!

2) Make a humorous Top 10 List as to why someone hasn’t returned
your call or why they would want to do business with YOU!

3) Give that boring calendar you give out a really cool make over.
Have each month designed with a theme of you trying to get in to see
your prospect (complete with your prospect’s name in the design)
Example: One month you could have a hitch hiker holding a sign “Need
to get to (Your Prospect’'s Name) Office” Perhaps you could play the
themeg in with the seasong or non religious holidays? Oh, and don't
forget to include some of thoge funny days we discussed in idea #1.


https://www.daysoftheyear.com/

4) Get a giant cookie from your bakery and have them write “I want
to take a bite out of your business” Note: Thig can algo turn into a
handy dandy Thank you when you get a new client or even an order
from a client. You could change it to read “Thanks for letting me take a
bite out of your businegs”

8) Send a Telegram

6) Send a personalized singing email.

7) How about some Customized M & M's 7

8) Send a lottery ticket with a note that reads “Why gamble on (fill in
what you do)” When you call to follow up have some fun and agk them
if they won!

9) Get some sunglasses, a cd with some good rock songs and print up
gome All Access Pagges they can use for a tour of your facility. Play on
that theme with a message like: “I take pride in making my clients look
like rock stars!”

10) http://klutz.com hag a superhero starter kit complete with magk,
cape etc. .Consider sending that to a prospect ag a follow up to the rock
star approach.

11) Send some special occasion ice cream with thig cool website!



http://www.itelegram.com/telegram/send.asp?recCountry=US
http://www.songsender.com/singing-telegram/singing-e-mail.html
http://www.mymms.com/
http://klutz.com/
http://www.ecreamery.com/createsampler.html

12) Try this two step approach: Leave a voicemail that you will be in
the area on (date) and will stop by with some things of value and to say
the worlds quickest hello. Take a gift bag and fill it with some company
info, a pen with your logo, a pad, your business card etc. Drop by to see
your prospect and present them with the goodie bag.

13) Purchase one of those prepaid cell phones. Send it to your prospect
and tell them a time you will be calling and give a specific day and time.

14) Consider personalizing a message printed on a ball with send a ball
15) Go to http://www.choconet 1.com/chocolate-foothtml and order

chocolate feet for a few bucks a piece. Send them to your prospects
with a note that reads “T'd like to get a foot in the door”.

16) Take that letter you were about to stuff into an envelope with your
company name and logo and use a colored envelope instead. Hand
address that bad boy while you're at it. It will resemble a personal card
and have a higher probability of getting opened.

17) Take a picture of you staring at the phone with a caption “I
thought for sure that (name of prospect) would call” Follow it up with a
picture of you like nose up to the computer screen with the caption
“Thought for sure (name of prospect) would write” Fed Ex it o it arrives
separate and doesn’t blend in with the other mail.

18) For a more personal touch when sending information, place Post Ite
with handwritten notes.

N


https://secure.sendaball.com/
http://www.choconet1.com/chocolate-foot.html

19) Consider sending something that is repregentative of your
geographic area to folke who are out of the area. Example: I know
someone who sends their clients and prospects Pretzels someone else
sends Maple Syrup etc. I have a client who married this concept in with
a “Behind The Sceneg” video with employees looking in the camera and
addressing the prospect by name.

20) Next time you are rejected on the phone, but you at least had a
friendly conversation, send a handwritten thank you. Note: You
obviously won't win a creativity award on this one but you will stand
out simply because hardly anyone does this! Oh ,and do this next time
you loge a deal too!

21) Saleg Leadership: Send a note to your entire sales organization
asking for at least 2-3 creative door openers. Compile a list of all the
new cool ideas that get generated and send everyone a PDF!

22) Send greeting cards at off holidays (July 4th, Labor Day,
Halloween, Thankegiving etc Stonehouse Collection hag a great selection
at a reasonable price. Click here to check it out!

23) Iknow someone who drops off carnations for all the moms she hag
as prospects the Friday before Mother’s Day. What could we do for the
dads out there? How could we leverage other holidays with a drop off
of some gort?

24) Call the wrong extension and ask for your contact. Once they tell
you that you have the wrong extension, ask to be transferred.
Trancferred calls look different on the caller ID than typical calls and
you might just get through.


http://www.stonehousecollection.com/

25) Send your prospect a humorous letter with optiong as to why they
haven’t gotten back to you. You can even create a “While You Were
Out” message.

26) Carve time out each day to think quietly. Ack yourself the
following question “In what ways can I be more creative?” Thig ic a
great creative brainstorming question for you to ponder. You can even
make it more targeted by rephrasing it like this “In what ways can I
creatively approach (name of account).

27) Go for a walk or exercise while asking yourself that same question.

28) Study creative people. Pick their brain or just study them from afar.
I won't tell anyone!

29) Use that handy dandy camera on your smartphone to shoot a
quick intro of who you are, and a kick ass elevator speech. In that video,
make sure you call your prospect by name Tell them a gpecific day and
time you will call to set appt. Include popcorn and candy to make it
festive. Remember to use some of the ideas we discussed earlier such as
hand delivering this or FedEx <o it arrives at a different time of day than
the mail.

30) Embed that same video and email it to your prospect.

31) Consider packaging your capabilities into a fun PDF like I did! Click
here to have a look!

32) Create a fun bio for yourself and start including it in with your
proposals, pricing and even when you're trying to get in the door. If you
got it, flaunt it baby!


http://yoursalesplaybook.com/wp-content/uploads/2011/10/10-Ways-I-Rock-With-My-Clients2.pdf
http://yoursalesplaybook.com/wp-content/uploads/2011/10/10-Ways-I-Rock-With-My-Clients2.pdf

33) Send handwritten “Blank Cards™to potential customers. Click
here to see how I do thig!

324) How about a “Mission Impossible” type of theme where you send a
gerieg of things including that 3 minute intro, a2 Fed Ex or Telegram and
maybe even give yourself a kick ass theme gong from this royalty free
mugic site.

35) T.GIF. Kit: Create a kit of fun things for your prospect. Perhapg
some candy, funny sunglasses, a funny book or comedy cd, etc. Drop it
off nice and early. Write your cell number on your card <o hopefully you
get the thank you call before you are out of the area.

36) Have some cheesy fun by picking up any or all of the following and
tailoring a corny mesgsage: Payday candy bar, mints, Mounds, seeds,
nute etc. Example attach a note to a Mounds candy bar with a message
centered around you saving them mounds of extra work etc.

37) Add this phrage to any of the above “(name) If you think I'm
working hard to get your business, you are 1009 right. Think about
how hard I'll work to keep your businegs!”

38) SendOutCards has some customizable cards you can send to your
clients and prospects. You can also send Starbucks cards and various
treate along with your card!

39) I know a printer who bought some really fancy pens with their logo
imprinted on the top half. Each was packaged in a really nice box. They
would send the box with only the top half of the pen and a note. The
note expressed that they would be calling on a specific day and time to
set up a quick appointment to discuss their needs and to bring the
businesg end of that pen!

Q


http://yoursalesplaybook.com/how-to-use-blank-cards-to-increase-your-sales/
http://yoursalesplaybook.com/how-to-use-blank-cards-to-increase-your-sales/
http://www.stockmusic.net/?gclid=CJeUvu20x6UCFYbb4AodlzI_Xg
http://www.stockmusic.net/?gclid=CJeUvu20x6UCFYbb4AodlzI_Xg
https://www.sendoutcards.com/43884

40) Ask yourgelf thig question every day: “How will I be memorable
today?” and don't leave the scene of that question until you get some
actionable answers!

4 1) Pick up the book Thinkertoys by Michale Michalko. Its loaded with
all kinds of ideas to help spark your creativity.

42) Another way to strengthen creativity muscles i to challenge
yourgelf to find different ways of thanking your clients.



Here are a few questions to spark your creativity
Is there something creative and fun you can do with food?
How about a kit?
Something visual like a video, PDF, a meme, picture of something?

Is there a way for you to make an intangible thing you offer more
tangible?

Do you have a gelling point that can be reinforced by sending them
something?

Is there some kind of fun swag you can send to get someone’s
attention?

How about a pre-printed greeting card or better yet, one that you
customize with your potential client’'s name in a graphic or call out?

Is there something seasonal you can send?
How about taking a familiar phrase and doing a play on words?

Is there a fun holiday you can capitalize on like “National Chocolate
Lovers Day” or something?

Is there a way for you to take a potential client “behind the scenes” and
introduce them to the team?

Is there a way for you to have them get to know YOU prior to your
call?

Is there a creative way for you to use a warm intro?

N



Is there a creative voicemail or email you can send prior to your call?
And just for the heck of it;

Give thought to the venue you will use to deliver your message. It's a
nice way to change it up and ingpire additional ideas.

Think email, snail mail, FedEx, messenger, drop in, drop off, LinkedIn,

Twitter, Facebook, warm intro, phone, traditional networking, content,
video, pre-recorded WebEx etc.

Everyone Needs A Coach!

Pleage click HERE to learn about my one on one
coaching program|



https://yoursalesplaybook.leadpages.co/paul-castains-one-on-one-coaching-program/

