How & Why to Keep Customers Loyal
   
No matter what size or type of business you run, customers are essential; without them your business could not exist profitably. 

Customers that are loyal will return more often, giving higher sales! However, a surprising number of businesses appear to just expect customers to arrive, and seem to do nothing to make them want to return.  This article looks at different ways in which you can help to keep customers loyal. 

 

Why Is It Important To Have Loyal Customers? 

Repeat Sales
If your customers develop a loyalty to your business, they will be much more likely to choose you over your competitors in the future. Over the course of a year, the sales of one loyal customer can add up to a significant amount. 

Something every business benefits from is a ‘customer for life’ – a customer who will always buy from your business where possible. If your business satisfies loyal customers every time, then hopefully many will become customers for life.

               
80/20 Rule
"80% of your business comes from 20% of your customers"

Most businesses tend to find that 80% of their business comes from only 20% of their customers. These are the ‘customers for life’ and loyal customers who purchase regularly. 

Although it is vital for any business to attract first time and occasional customers, it is usually much more beneficial to turn the ones you have into loyal customers.  This is especially true in fast moving markets, where customers may use your product on a daily/weekly/monthly basis. 

If you have 1000 customers who buy 1 product each year, you will sell 1000 products a year.

or

If you have 100 customers who buy 10 products each year, you will still sell 1000 products a year.

Word of Mouth 

This is the cheapest form of marketing, where your satisfied customers speak to their friends and family, effectively selling your business to them. 

Loyal customers will be much more likely to tell their friends about your business than occasional visitors, even if the service given to both of them is great. Not only do loyal customers spend more, but they can also help bring in even more new customers. 

Loyal customers can be especially useful in service businesses such as plumbing and electrical repairs, where most people use word of mouth recommendations to decide which business/person to use. 

"It costs five times more to gain a new customer than keep an old one"

Cost 

Probably the best reason for making (and keeping) your customers loyal is also the simplest: It is commonly stated that it costs five times more to gain a new customer than keep an old one. 

Turning just 10% of your occasional customers into loyal customers could save you up to 8% of the costs of gaining customers (Such as: marketing, price offers, staff costs and time, etc…). 
Oh, by the way, don’t hesitate to call on us for a free consultation regarding signage, brochures or any custom graphics.  Our business is to provide you with a visual edge against the competition.    No matter what business you are in we make your name look good and people will notice.

Just drop us a reply if you wish to be removed from this series.  We value your business and your privacy.
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