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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 isincreasing sales at a LESSER cost
of acquiring those sales.

It's athird 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 isit hard core outbound selling.

ItisNOT 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
al know means they mysteriously have less and less spare time).

ItisNOT having your highly compensated and skilled outbound sales reps follow up on inbound price
reguests or call customers and say,

"How'sit going?*

"Do you need anything this week?"

"How are your supplies doing?"

"Wanted to make sure everything is OK."

"Can | quote on anything?"

"Any projects coming up?"

"Can | help you in any way?"'

In anutshell, the concept is quite smple:

Calling your regular customers on aregular 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 anew
concept.

Proactive Customer Serviceis an entirely new position or department within the organizational chart. Itis
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 alesser cost to the organization than proactive
outbound sdlling.

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. Y ou build customer loyalty since they are being
contacted more often by 'their' representative.

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

Bottom line--this saysiit 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 isfor you? Seeif 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, catal og, internet) but do not contact the
customers personally afterward in order to get repeat a
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From reader reviews:
Frank Johnson:

Why don't make it to become your habit? Right now, try to ready your time to do the important action, like
looking for your favorite book and reading a reserve. Beside you can solve your trouble; you can add your
knowledge by the e-book entitled The Successful Manager's Guide to Selling Through Proactive Customer
Service: How to Reduce Inside Sales Costs and Keep Customers Buying Forever. Try to the actual book The
Successful Manager's Guide to Selling Through Proactive Customer Service: How to Reduce Inside Sales
Costs and Keep Customers Buying Forever as your close friend. It means that it can being your friend when
you feel alone and beside regarding course make you smarter than previously. Yeah, it isvery fortuned in
your case. The book makes you more confidence because you can know anything by the book. So, let's
make new experience and also knowledge with this book.

Carolyn Robles:

The book The Successful Manager's Guide to Selling Through Proactive Customer Service: How to Reduce
Inside Sales Costs and Keep Customers Buying Forever will bring you to the new experience of reading
some sort of book. The author style to spell out the ideais very unique. When you try to find new book you
just read, this book very ideal to you. The book The Successful Manager's Guide to Selling Through
Proactive Customer Service: How to Reduce Inside Sales Costs and Keep Customers Buying Forever is
much recommended to you to learn. Y ou can aso get the e-book in the official web site, so you can more
readily to read the book.

Bradley Harshbarger:

Reading a book for being new life style in this yr; every people loves to examine a book. When you examine
abook you can get awide range of benefit. When you read books, you can improve your knowledge, since
book has alot of information on it. The information that you will get depend on what types of book that you
have read. If you want to get information about your analysis, you can read education books, but if you act
like you want to entertain yourself read afiction books, these us novel, comics, and also soon. The The
Successful Manager's Guide to Selling Through Proactive Customer Service: How to Reduce Inside Sales
Costs and Keep Customers Buying Forever will give you a new experience in reading through a book.

Walter Pressley:

A number of people said that they feel bored stiff when they reading ae-book. They are directly felt it when
they get ahalf regions of the book. Y ou can choose often the book The Successful Manager's Guide to
Selling Through Proactive Customer Service: How to Reduce Inside Sales Costs and Keep Customers
Buying Forever to make your current reading is interesting. Y our own personal skill of reading proficiency is
developing when you just like reading. Try to choose straightforward book to make you enjoy to learn it and



mingle the opinion about book and reading especially. It isto be very first opinion for you to like to available
abook and study it. Beside that the book The Successful Manager's Guide to Selling Through Proactive
Customer Service: How to Reduce Inside Sales Costs and Keegp Customers Buying Forever can to be anewly
purchased friend when you're sense alone and confuse using what must you're doing of the time.
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