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Basic Follow Up
There are some essential customer touch points that are critical for basic
customer care.  These are listed below and should be scheduled on your
calendar for each customer that you get started on the products.  Use these
examples as a guide and, of course, edit as you see fit to match your
personality.  The magic is in the fact that you are in touch with your customer
and showing that you care about them and not just about the sale.

Day 0 - Day 4  
Follow 3 Day Trial Flow & Welcome Packet. Whether a client is starting on the
3 Day Trial, or starting right in with a program, using the 3 day flow is
recommended is starting with your new client. 

Day 7 
Good morning <NAME>!   You're a week into the program now so just wanted
to check in and see how your consistency has been.  That will be a very big
key in your results.   How's everything going with the new routine?

Day 14
Good morning <NAME>!  Believe it or not you're 2 weeks into your program
now...time flies!   Are you starting to see visual results on your body and in
how your clothes fit?
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Advanced Follow Up
There are many other times that you will want to connect with your customers
that are not specific to their product use and results progress.  These all fall
into a category of relationship building and maintaining so we are calling
them Advanced Follow-up.  The idea is that once someone knows that you
actually care about them, they will become loyal to you and the program.Here
are some situational examples that are far from an exhaustive list:

Be in tune with the discount levels of your Preferred Members and reach out
to them to congratulate them when they reach a new level.You will be amazed
at the response you get!  People love getting recognized and people love to
achieve reward point levels. We have found that many times this prompts the
customer to log into their account and place an order that includes a product
they have not yet tried.Here's what that looks like:

Level - Up
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Learn to send texts to your customers
that do not ask for a sale! Here are some
examples: 
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Recreation

Family
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Stressors / Life Events

Work / School 
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Be a Wellness Coach
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Bring people back to their WHY


