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The process of obtaining a new client

2 copies of marketing materials to clients Value of data

The key steps } You need CRM!!!

Information -> wisdom. Wisdom -> winning actions

With clients or in court, not "away"

Opportunity management

Agree times to return phone calls

Timeliness

Monitor repeat phone calls

Voicemail - be careful with committing to response Courtesy of http://www.conscious.co.uk




