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	One of the biggest mistakes that small and large businesses make is not regularly visiting their customer base.  As your customer base grows, it can become easy to lose the strong connection you developed with each customer during the initial sales / marketing campaign.  For that reason, regular customer visits can be beneficial to your business.

These regular visits can serve three (3) purposes:

(1) They give you a chance to check on customer satisfaction.  A regular customer satisfaction check will allow you to uncover customer satisfaction issues before they become "major fires," resulting in negative customer communication and lost future revenue with those accounts.

(2) The visits give you a chance to uncover new business opportunities.  Regular visits are a great time to check on the future projects, expansions, and initiatives that your customer is considering.  Learning about those opportunities, first, will give you jump on your competition.

(3) The regular visits show the customer that you care.  A significant amount of any purchasing decision is emotional.  Customers like to work with people that they feel care about their business and the issues that they are facing.  A regular visit is a great way to show the customer that you care and continue to build your reputation as a "customer-focused" organization.


Remember: It takes less time and energy to keep a customer than it does to win a customer back after losing them!


