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The most successful companies always have separate telesales and customer service departments. But, now
there is something new that the cutting edge companies are doing that is increasing sales at a LESSER cost
of acquiring those sales.

It's a third method of using the phone for customer contact and sales: Proactive Customer Service.

So, what IS Proactive Customer Service?

It is not purely customer service, nor is it hard core outbound selling.

It is NOT simply cross-selling or upselling on the inbound call.

It is not taking your reactive customer service reps and having them place calls in their spare time (which, we
all know means they mysteriously have less and less spare time).

It is NOT having your highly compensated and skilled outbound sales reps follow up on inbound price
requests or call customers and say,

"How's it going?"

"Do you need anything this week?"

"How are your supplies doing?"

"Wanted to make sure everything is OK."

"Can I quote on anything?"

"Any projects coming up?"

"Can I help you in any way?"

In a nutshell, the concept is quite simple:

Calling your regular customers on a regular basis.

That, in and of itself is not necessarily new. But doing it in a planned, organized way, with the right people,
managed and compensated in the right way, within a properly-designed departmental infrastructure, is a new
concept.

Proactive Customer Service is an entirely new position or department within the organizational chart. It is
method of selling over the phone that lies between proactive outbound selling and reactive customer service.



It generates more sales, from existing customers, but at a lesser cost to the organization than proactive
outbound selling.

By using Proactive Customer Service you have regular contact with customers, which means you maintain,
build, and grow better relationships with them, while protecting them from the competition.

And you can learn, step-by-step, how you can implement Proactive Customer Service, the right way, from
telesales management expert Lee Van Vechten, who has tested and refined the process. He shares all of the
secrets with you in "The Successful Manger's Guide to Selling Through Proactive Customer Service--How to
Reduce Inside Sales Costs and Keep Customers Buying Forever."

MORE BENEFITS OF PROACTIVE CUSTOMER SERVICE

By using Proactive Customer Service you can, Manage and grow accounts that previously received little or
no contact.

Take advantage of opportunities to cross sell and upsell so as to maximize revenue from accounts, while
providing the ultimate in customer satisfaction

Minimize customer attrition do to lack of attention. You build customer loyalty since they are being
contacted more often by 'their' representative.

Your customers have ONE point of regular contact, meaning greater satisfaction, and greater likelihood of
buying from you regularly

Bottom line--this says it all--you can extend the lifetime value of your customers, while LOWERING overall
sales costs. More sales for less money means more profits.

WHO CAN BENEFIT FROM PROACTIVE CUSTOMER SERVICE?

How do you know if doing Proactive Customer Service is for you? See if you can identify with any of the
following:

Companies that now pay too much in compensation for simple tasks such as following up on inquiries,
taking orders from customers--orders that the customers would have placed anyway!

Companies that each year increasingly lose customers and sales volume due to lack of customer contact (or
worse: who don't KNOW why they're losing customers and sales)

Companies that have tried proactive telesales, but didn't have or couldn't find the personnel necessary to
handle that role, but yet still desire to proactively contact their customers

Companies that generate sales through direct marketing (mail, catalog, internet) but do not contact the
customers personally afterward in order to get repeat a
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From reader reviews:

Erik Herrera:

What do you with regards to book? It is not important along with you? Or just adding material when you
want something to explain what the ones you have problem? How about your time? Or are you busy
particular person? If you don't have spare time to perform others business, it is make you feel bored faster.
And you have free time? What did you do? Everyone has many questions above. They should answer that
question simply because just their can do that will. It said that about e-book. Book is familiar in each person.
Yes, it is suitable. Because start from on kindergarten until university need this kind of The Successful
Manager's Guide to Selling Through Proactive Customer Service: How to Reduce Inside Sales Costs and
Keep Customers Buying Forever to read.

John Keys:

In this 21st centuries, people become competitive in each and every way. By being competitive now, people
have do something to make these survives, being in the middle of the actual crowded place and notice by
simply surrounding. One thing that often many people have underestimated it for a while is reading. That's
why, by reading a guide your ability to survive enhance then having chance to stand up than other is high. To
suit your needs who want to start reading a book, we give you this The Successful Manager's Guide to
Selling Through Proactive Customer Service: How to Reduce Inside Sales Costs and Keep Customers
Buying Forever book as nice and daily reading reserve. Why, because this book is greater than just a book.

Catherine Acevedo:

People live in this new day time of lifestyle always aim to and must have the extra time or they will get wide
range of stress from both lifestyle and work. So , once we ask do people have time, we will say absolutely
indeed. People is human not just a robot. Then we inquire again, what kind of activity do you possess when
the spare time coming to a person of course your answer will certainly unlimited right. Then ever try this
one, reading publications. It can be your alternative in spending your spare time, the book you have read is
usually The Successful Manager's Guide to Selling Through Proactive Customer Service: How to Reduce
Inside Sales Costs and Keep Customers Buying Forever.

Eleanor Abney:

You are able to spend your free time to see this book this e-book. This The Successful Manager's Guide to
Selling Through Proactive Customer Service: How to Reduce Inside Sales Costs and Keep Customers
Buying Forever is simple bringing you can read it in the park your car, in the beach, train along with soon. If
you did not possess much space to bring often the printed book, you can buy the particular e-book. It is make
you quicker to read it. You can save the book in your smart phone. So there are a lot of benefits that you will
get when one buys this book.
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