Follow up with Your Warm Market 

In sales your warm market is said to be people you know, which could be friends, relatives and existing customers and even referrals.
A warm market consists of people who are using your products or used to use your products.  They may be current customers or previous customers who have been disconnected from you in some way.  They could have been a referral from another customer or maybe a fellow representative left the company and gave you her customer list.  Maybe some are people you know who you haven’t given a catalog to or contacted in awhile.  They’ve slipped through the cracks – so to speak.  They know you’re in business and are waiting to hear from you.
[image: ]So just how do you tap into that warm market? You know they are out there.  You probably already know many you can contact right away.  For the others, ask everyone you know who might enjoy your product catalog.  Ask, ask, and ask!
Now, you know their names, so it's time to get on the phone. Remember, these are people who love the products and were lost or disconnected from their representative for whatever reason, so keep that in mind.  A personal phone call can reunite a customer-representative relationship.  Customers are loyal only to representatives who give consistent and excellent customer service.
Remember these simple points when calling your warm market: 
·       Ask if they are busy first
·       Ask if they are receiving representative service
·       Ask what products they are or were using
·       Discover their immediate needs 
·       Introduce any new products 
·       Set up a time to meet 
Tapping into your warm market is easy. It can be fun and very rewarding. Your warm market is probably the second place most of your customers will come from; the first being your family and friends. 
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