
 

 How to win back old customers 

In today's increasingly difficult and competitive market, what gives you the edge? Marketing is not 

just about selling. It is your whole business as seen by the customer. From identifying the needs of 

your customers and providing the best product or service to persuading them to buy, determining the 
prices and ensuring that after sales service is of a high quality - we can help you. 

Keeping sales flowing is a major challenge when people are spending less. Rather than using your 

resources to chase new customers, it can be more economical to revisit old leads. Find out how to get 
dormant customers to buy from you again. 

Current customers are your gold dust, but if you've let customers go, it's cheaper and easier to look at 

that old base before you start with brand new people - especially if you once had a good relationship 

with them. 

Attracting back customers 
 
Your old customers can be a valuable source of sales. They already know your business and were 

once interested in buying from it, so you may be able to persuade them to buy from you again. With 

new sales leads you have the time and expense of finding customers from scratch.  

As long as you have kept good records of customers, you will know their buying habits. If you don't 

already have a system that stores this information, you need to set one up to retain future customers' 
purchasing behaviour.  

If you have a system that tells you that a customer hasn't bought from you for four months or longer, 

you should follow that up straight away. The system doesn't have to be on a computer - it can be a 
spreadsheet or simply a piece of paper. 

Find out why customers stopped buying 

 
It is crucial to find out why the customer left you. But you also need to try to establish a connection 

with them before trying to sell to them again.  

Just contact them to ask how things are going. The key thing is to get an answer to the question: 'Why 
aren't you dealing with us?' 

If an old customer is short of money, it's useful to know because you might be able to help.  

Alternatively, they might be dissatisfied with the customer service they received or have found a 

better deal elsewhere. However, you might be able to show them you have revised your customer 

service policy or are offering substantial discounts.  

It's essential not to kick current customers in the teeth by offering a better deal to old customers. But 

get a staff member the former customer knows to call and say they might be able to extend an existing 
offer to them. 

Sometimes customers drift away because they have no regular contact with your business, so you 

need to make them feel valued. Sending out friendly emails or a newsletter to old customers could 
lead to renewed custom. 

If you have no luck the first time, contact them every few months. Your competitor may disappoint 

them, or they may revise their budget or strategy. Customers' needs change. There is no reason to 
write them off forever. 

For further info click: http://www.bristolbusinesscollege.com/quickinforequest 
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