
Get Clients Back  
 
By the small business content developers at  BizLaunch.com. 
Have your clients lost that loving feeling for your brand? If you have customers who 
haven’t bought from you in a while or who you’ve lost touch with, now is the time to 
rekindle that relationship, especially given that the biggest shopping day of the year is 
in a few weeks! 
Here are four tips to help you reconnect and get those past customers buying from 
you again. 
Tip 1: Send a Personalized Email 
If you have a one-on-one type of relationship with your clients (like a consultant or 
business services provider), take time to look through your customer relationship 
management software and identify those customers who haven’t bought from you in 
6-12 months. 
Once you have this list, spend a little time investigating them online. First, make sure 
they’re still working at/running the business they were at previously. Look at their 
social media profiles to see what they’ve been up to. 
Then, reach out via email. You want this to be a highly personalized email that shows 
you’ve paid attention to what they’ve been doing (maybe you congratulate them for 
the promotion you saw mentioned on LinkedIn) as well as check in to see if you can 
be of assistance. You’re not necessarily looking for a sale here, but rather to get that 
connection going again. 
Tip 2: Make a Special Offer 
If you don’t have a personal relationship with your customers, you can still get former 
customers back buying again. If you can sort your email contacts by those who 
haven’t bought in a while, make a list of them and then create an irresistible offer to 
entice them back. 
You can even make the copy point to the fact that they haven’t bought from you in a 
while: saying something like “We miss you! Here’s a special discount to get you back” 
can do the job. Make the offer really good and better than your typical discounts; even 
if you lose a little profit by offering 35% off a product, that customer might get back 
into the habit of buying from you regularly, so you’ll make up that loss quickly. 
Tip 3: Send a Holiday Gift 
This time of year is a great time to show your appreciation for customers, past and 
present. If you have just a handful of clients, you can send hand-curated gifts based 
on their interests — or opt for something everyone will love, like holiday cookies or 
flowers. 
If you have lots of clients, include a free gift with purchase or send another special 
offer via email to show your gratitude during the holiday season. 
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Tip 4: Send a Social Shout-Out 
If you’re following your customers on social media (and you should, especially if 
you’re a B2B company), you can get their attention by interacting with them there. A 
simple share of their content or comment on their posts can be enough to remind 
them how great you are. 
However you reconnect with past customers, the point is to get back on their radar 
and show them why they need to come back and buy from you again. 
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By the small business content developers at  BizLaunch.com. 
When promoting an event with a limited or non-existent budget, passion and 
imagination are just effective as a generous budget. Keep in mind that it will take 
effort from your marketing team to hit the ground running, and that your concerted 
efforts will create a groundswell of support. If you read the phrase “marketing team” 
and think, “Oh no, I’m the team!” remember that you can do this all yourself when 
you stay focussed on efforts that garner the strongest results. 
  Give Yourself Sufficient Time to Promote Your Event 
It is challenging enough to do everything you need to do within a generous timeframe, 
so remove some of the stress by giving yourself sufficient time to plan. Hopefully you 
have at least a month to promote your event, but if you have six weeks or a few 
months, you can do quite a bit of the developing of your marketing materials without 
your deadline weighing you down. If you don’t have this much time to plan, then get 
to work on bringing together all your marketing resources now. 
  Create an Event Website 
It can be as simple as an event page on Facebook or a simple landing page hosted on 
an affiliated group’swebsite. Make sure to include all vital information such as date, 
time, and location and remember to use images too. It’s easy to overlook the update 
of this information as you get closer to the event and start feeling pressured — things 
can and will slip through the cracks. People will check out your event page, so arm 
them with the best and highest quality information. 
  Use Your Email List 
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You can buy a list or compile one from your contacts and those of your fellow event 
planners. You can even write a sample email and ask your peers to share something 
similar with their networks. This removes the burden of labour and makes it more 
likely that generous souls will follow through, helping you reach even more people 
with your event. Reach out to this list a few times, once in advance and once closer to 
the event. 

  Deploy Your Event on Social Media 
Social media is a great way to generate attention for your event. Use Facebook, 
Twitter, LinkedIn, Pinterest, and Instagram generously. Feel no shame in asking for 
shares and reposts. Social media assists you in creating awareness of your event. You 
can partner with other people in your industry or locale, which will expand your reach. 
 Offer to Guest Post 
Are there prominent bloggers in your industry that will help you broadcast your 
event? Reach out to them and offer to write a guest post. When you contact them, 
make sure you have a draft of your proposed post ready to share. Remember that 
your proposed post should align with the style and conventions of the blog you 
contact. Your post should not be just about your event; rather use an aspect of the 
event to gain readers’ interest and then in your bio share your event details. 
 
 
 Use Foolproof Flyers and Posters 
They might seem a bit of a throwback, but flyers and posters in the right locations can 
be powerful way to capture attention. If your event is local, you can post printed ads 
at businesses that resonate with your event’s mission. A natural remedies conference 
might find synergy at an organic grocery store or chiropractors’ offices. A job fair 
might find accord at community colleges and coffee shops. Think about what scenes 
resonate with your target audience and go there to place your announcements. 
 Utilize Media 
There are many free weekly newspapers that offer events calendars to the community, 
and people still do use Craigslist to find things to do, so get your event out there 
wherever you can. Other resources might be a classified ad in a newspaper or a brief 
announcement on your local radio station. Reach out to publications and 
broadcasters and frame your event with a local interest perspective and you can get 
great results and maybe a little free advertising. 
 Promote Your Speakers or Guests 
If your event has the participation of performers or speakers, guess what? You have 
an additional way to promote your event! Express your enthusiasm for their 
participation and spread the news to their networks as well. Use images of your guests 
and information about their presentation or performance to draw a bigger crowd 
 Give Away Tickets 
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If your event has an entry fee, you can drum up extra interest by giving away tickets to 
community or industry influencers. You can even entice attendance by offering a free 
gift or entry to a raffle to those who earn a free ticket. Use all your creativity to come 
up with relevant and desirable tie-ins that make sense for your event. 
Marketing your event doesn’t have to break the budget, as you can see with these 
shoestring tips. 
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