HOW TO MAKE APPOINTMENTS

By Marjorie Dean
 

Marjorie Dean brings you top tips from top salespeople. 
Getting that first appointment with a new client is one of the most difficult but also most essential skills for sales and marketing professionals. So where do you start? One tip is to check out companies on the Internet. Any reputable company can be found online so this could be the quickest and easiest way of sourcing details for new clients. 

The first point to remember is that you never get a second chance to make a first impression. Research says that it takes a person meeting you for the first time a mere three seconds to size you up. Bearing this in mind, it’s easy to see that your first contact with a potential new client could result in the creation of either a loyal client, or being fobbed off at the switchboard with so many others. 

The tourism industry has never been about the ‘hard sell’, but more about creating solid relationships between like-minded people, who will work together at all levels and more importantly, who trust each other. So socialise! Tourism is a very social industry, and social and official networks, industry organisations, offices, marketing representation companies, functions and workshops are all ways of finding out who’s who, and making introductions for future working relationships. 

Initial success rates may be slow, but the retention of business interest will be higher than if you just try to ‘cold call’ on someone. So research is vital. Find out some details about the company to whom you are trying to pitch. A potential client will be more likely to listen to someone who has made the effort of finding out something about them first.

Once you’ve done the essential research, it’s time to make contact. In today’s ‘electronic’ world, the best way to go about this is through an e-mail introducing yourself. Then follow that up with a phone call and finally make a face-to-face appointment. As we’ve said, in tourism, people like to see whom they are dealing with on a personal level. 

Cold calls should be avoided, as they can be irritating to a busy person, and most people in the tourism industry have very busy desks. Listen to what the person says when you call – if they are short with you, ask if it would be more convenient for you to call another time – and ask for that time. You need to learn how to judge the response of the person you are calling. Offer to send the details of your product or service on an e-mail, to which they can respond. If you don’t get a response in a reasonable time frame, you can always call again to see if the person got your e-mail.

Don’t get too easily disheartened. First contact will not always produce any results as this is the client’s opportunity to size you up. A classic mistake for any new sales person to make is to bombard a potential client with information, emails or telephone calls without allowing the space to develop for a better understanding or liking for the product or person. Most business arrangements take about 18 months continuous contact before any results can be achieved, so persevere. 
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