Million $ Tips to Make PCP Work for You

~by Julie Danskin

How can you make the most of your investment in PCP?  Here are some suggestions from my 20 years experience with this valuable tool.

1.
Consistent Communication is the key to building solid customer relationship and a profitable reorder business.  Sign up all your customers for PCP every quarter for a year before you evaluate removing names or quitting the program.

2.
It takes four mailings with follow-up to build a class A customer.
Here is how it works:

a. Mailing one - You will have some response and many customers will not realize this mailing is from you.  Do an alert call or e-mail so they watch for their Look Book and try the sample.  It is worth the effort!  You are building a customer relationship.

b. Mailing two - Your response will grow and customers will understand this is part of your service.  More will order and will be waiting for your call.

c. Mailing three - Some customers now will begin to call you with orders.  Your alert calls and follow up will net even more response and referrals for new customers.

d. Mailing four - Now you are enjoying a loyal following of core customers.  You will begin to receive checks in the mail and web orders because customers trust they can rely on you to give superior service.  Your alert calls and follow up continue to be important and now generate even more sales.

3.
Class A customers order $500 or more a year from you with good service. (Mary Kay Market Research)  

20 class A customers x $500 = $10,000 in sales.  WOW!

Build 100 customers in your PCP and you will enjoy this and many more benefits.  PCP helps maximize your time and profit.

4. Make your telephone your friend.  Use the Dialogues you can find on Mary Kay In-Touch when you click on PCP or the “Conversations” Book in MK Learn.  Dialogues take away your fear and make you professional, not pushy.  Follow up is giving the service your customer deserves and wants.
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