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The two words that will double your marketing results...

...do you know what they are?

If  you are marketing a business online or offline, these  
two words ought to be at the top of your "To Do" list.

In the Billy Crystal movie, City Slickers, crusty old cowboy 
Curly  says,  "Want to know what life  is  really  about? It's 
about one thing. That's it. Focus on that and the rest don't 
mean ___ ." (If you can't fill in the blank yourself, watch 
the movie!)

Billy  Crystal's  character  is  struggling  to  get  out  of  the 
doldrums and make his life better. He eventually finds his 
"one thing" in a typical Hollywood ending.

Is there a "one time thing" you can do to get out of the 
doldrums  and  make  your  marketing  produce  better 
results?  Even doubling them?

Yes and no.

Yes, you can do this one time, and it might, or might not 
produce the results you're looking for.  And yes, you can 
do this mulitple times and increase your odds of boosting 
your sales and marketing results.
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Can you always do it for free?

No.  Sometimes you have to hire someone to do it for you. 
But, if you know what you're doing, then yes, you can do it 
without hiring anyone.

Get the wrong person to do it for you and it can cost you a 
lot of lost business and revenue.

I learned this little fact about thirty years ago, long before 
email  and  the  Internet  were  the  popular  mode  of 
transmitting  information.   And  this  "one  little  thing"  -- 
these  two  words,  can  dramatically  improve  the  results 
you're looking for.

For the most part, it won't even cost you a cent.

What is that "one thing?"

Two words: follow-up.

Follow-up  is  the  whole  key  to  a  successful  marketing 
campaign. I've worked with thousands of professionals in 
different industries who have put together simple follow-
up  plans  and,  as  a  result,  have  doubled  their  response 
rates  and attracted new clients.   All  it  took was a  little 
"action"  to  put  the  "follow  up"  into  their  "Marketing 
Equation."

For example, if you compose a terrific sales letter offering 
a  compelling  "Special  Report"  of  some  kind  to  a  well-
targeted email list, chances are, you're going to get some 
decent results.

If you set your lead capture page to include your visitor's 
phone number, then you can follow up on those letters 
with  a  phone  call.   If  you  have  their  physical  mailing 
address, then you can periodically send them a "targeted" 
message in the form of a postcard or a brochure.
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And... most especially -- you want to capture their email 
address to put them on a regular autoresponder series.

So...

● Follow up on the quotations you send. If they don't 
sign an agreement with you on the third, fourth or 
fifth  contact,  no  problem!   Keep  them  on  your 
autoresponder  series  and  someday  they  will  do 
business with you in some other venue.

● Follow up on the contacts you meet at networking 
events and online forums.  And don't forget off-line 
events  like  job  fairs,  civic  clubs,  seminars  and 
conferences.

● Follow  up  with  those  who  subscribe  to  your  e-
newsletter  or  download  your  special  report. 
(Sounds  like  I'm  repeating  myself,  but  you  can't 
mention this strategy too often.)

● Follow  up  with  old  prospects  and  clients  you 
haven't heard from in a while.  I do it all the time: If 
I haven't heard from someone in my files in over 30 
or 45 days,  I  send them a "special" and personal 
email,  then follow it  up with a call  the next day. 
Just to stay in touch with them: no need to try and 
"hard  sell"  them  on  anything.   Just  keep  YOUR 
NAME in the front of their memory and not in the 
dusty archives of their subconscious.

● Follow up with anyone who has ever given you a 
referral. (They might do so again.)  If you received a 
business card from someone at  an offline event, 
and they sent you a referral (whether that referral 
turned into a paying customer or not) then pick up 
the phone and call  them and thank them.  Then 
follow  up  (there's  those  two  words  again!)  with 
them  by  sending  them  a  nice  gift  (or  a  gift 
certificate) from one of their favorite stores.  If you 
don't  know  what  some of  their  "favorite  things" 
are... shame on you!  You should!
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● Follow  up  on  every  project  you  complete  for  a 
client. (They might give you another one!)  Need I 
elaborate any more?

● Follow  up  with  clients  who  contacted  you  but 
ended up hiring someone else. (Things might have 
changed since then!)

Never, never, never consider your marketing campaign as 
a static "one time" set of circumstances.  Marketing is built 
on relationships.  People do business with people they like. 
They don't do business with businesses.

Does that make sense?

There  are  few certainties  in  marketing,  but  follow-up is 
one of them. It's your "one thing", as cowboy Curly calls it, 
that will get you better results.

Master Copy Writer Ernest O'Dell publishes the highly  
acclaimed  blog  and  newsletter  Guerrilla  Internet  
Marketing,  The  Guerrilla  Review,  and  Guerrilla  Real  
Estate  Marketing,  to  help  Internet  Marketers,  Real  
Estate  and  Insurance  professionals,  business  owners  
and  freelance  writers  accelerate  their  sales  and 
profits.  He  can  also  be  found  on  Facebook  at  his  
personal page.

Ernest  O'Dell  is  the  President  and  CEO  of  Questar 
TeleCommunications and Guerrilla Internet Marketing. 
His company, founded in 1982, is a leading provider in 
research  and  implementation  of  Unified 
Communications and  Messaging  for  the  real  estate 
and  insurance industries. Many of his web sites and 
blogs continue to get millions of visitors each month.

P.S.  Don't forget about Press Releases, sometimes known 
as News Releases.  Watch for future articles!
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