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	   Putting Ideas to Work
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	Ideas: are you putting them to work?
Credit Card Purchases – Did you order your credit card imprinter?  
Prepare Your Brochures for Fabulous Sales – Did you buy some stickers and prep all your brochures?
All About Selling Fragrance – Fergie’s new fragrance is about to debut – are you ready?  Do you have your samples, a full size bottle to demo with your customers?  Did you pre-order the 2 gift sets?
Customer Communication
Okay, you’ve used the previous week’s ideas and have found new Customers and prepped your brochures, offered your Customers an array of payment options to fit their budget.  Well done!  Now let’s talk about “keeping” those Customers!
First and foremost is excellent Customer service.  Treat your Customers to the very best Customer service!  A happy Customer is a satisfied Customer.  How do you satisfy a Customer?  Meet and exceed her expectations!   Ask questions and fulfill her needs.  Then you have a satisfied Customer.
Often businesses spend as much time and effort gathering new Customers as they do on anything else.   Customers are the heart and soul of our business. So it’s important to make sure you don’t lose the Customers you’ve spent so much energy to acquire. We are continually seeking new Customers but keep in mind the saying “a bird in the hand is better than two in the bush”. . And it’s easy to keep existing customers instead of constantly replacing them, it just makes good business sense to do what it takes to keep them coming back.

Regular communication with your customers lets them know how much you value them and their business. Show them that you care by offering valuable information such as tips on how to use your products more effectively, event announcements, information on upcoming new products and special sales on existing ones.

E-mail newsletters—quick, easy

Using an e-mail newsletter can be an effective, low-cost method for staying in touch with your customers. It helps reduce churn and can easily generate more business from customers you’ve already spent a great deal of effort to win. Since there are no mailing and printing costs involved, it’s also very gentle to your bottom-line. Another benefit is the almost instantaneous delivery that e-mail affords. You don’t have to worry whether the Post Office will get the newsletter to your customers in time for them to take advantage of a special offer.

Take advantage of the forwardable newsletters on youravon.com or create your own using newsletter templates in Microsoft Office Word.  It doesn’t have to be fancy.  
What to include

Some items to think about including might be recent awards presented to your company, specials and discounts on products or services, announcements of new products, and information on new ways to take advantage of your products or services. Don’t include items that might be of interest to only a few customers; you want to capture and hold the interest of as many readers as possible.
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	Contact information

Be sure to include contact information in more than one place. You should include “For more information…” 

Web links

Include links to your Avon Web site wherever you can. Be sure to update the site to include the information you are referring them to. It’s easy to include hyperlinks in your newsletter that will take customers right to your Web site or get them started with an e-mail to your sales staff.

Proofread

When you’ve completed your newsletter, it’s time for one of the most important steps of all—proofreading. Take several passes through the material, looking for different things each time.


























