Your customer relationship
management system (CRM) is
one of the most important items in
any business (as well as personal
contacts).

The more information you can
gather on your contacts and cus-
tomers, the better opportunities
to connect with customers, which
will lead to increased growth in the
business.

You can develop plans to mone-
tize your CRM with various prod-
ucts and services.

Also, an effectively managed
CRM will result in more refer-
rals and, remember, it’s a lot less
expensive to maintain a customer
than to go out and acquire a new
one.

Recently, | was at a seminar and
the presenter made a great point:
“Your retirement income is de-
pendent upon your CRM.”

The point he was making is that
with the volatility in the market on
retirement assets, elimination of
monthly pension plans for many
individuals, along with a bankrupt
Social Security system, your most
important asset in many cases to
generate future retirement income
is your CRM (business and per-
sonal).

The key is to establish a tribe of
contacts that can be valuable for
any of your future endeavors.

As we continue to see more
individuals “rewire” vs. retire, many
continue to review their passions
to see if there is an opportunity for
monetization of the expertise.

Remember, you are a brand
and make sure you’re relevant in
today’s global marketplace.

Google your name and see what
comes up, hopefully a long list
of topics. If not, it’s time to get to
work and become relevant.

A well-established CRM allows
you to have a group to market to in
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division.

the future with your value-added spe-
cific services and products around
your expert knowledge basis.

An interesting example is Face-
book with 900 million subscribers,
and they mainly own one thing:
Data (name, e-mail, etc.).

Think of how they potentially can
monetize their message to adver-
tisers.

It’s a simple model to consider,
if you have 1,000 loyal followers
(contacts in your CRM) that you
continue to not just communicate
to but, also sincerely connect with
on a regular basis.

Imagine if you were able to have
them spend $100 per year on your
value-added service or product.

You can do the numbers; it
opens up significant income op-
portunities.

It’s important to be engaged with
your contacts on a regular system-
atic basis.

There are many CRM systems
available in the marketplace that
automate the process via e-mails,
newsletters, etc.

A few to consider are Infusion-
soft, Constant Contact, SalesForce
and 1 Shopping Cart.

We all can be experts in various
areas centered on our passions
and the key is to consider monetiz-
ing the expertise over time.
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Top 25 Data Fields
to Consider
for Your CRM

1. Date they became a relation-
ship (anniversary card, promotion
of products and services, dis-
counts around their anniversary)

2. Date of contact, last updated,
by whom?

3. Name and nickname

4. Address

5. Home, work, cell phone

6. Birth date and place

7. Outstanding physical charac-
teristics

8. Company name

9. Any clubs of which they are
members, how they are active in
the community

10. Any areas in which the cus-
tomer has strong feelings

11. Where did they attend high
school, college?

12. Hobbies

13. Family — marital status,
spouse’s name, wedding anniver-
sary

14. Children’s names and ages

15. Children’s interests, sports,
etc.

16. Favorite restaurants
17. Vacation habits

sofficer.com.

18. Kind of car they drive

19. What are they most proud of
having achieved?

20. How far do they live from
you?
21. Specific preferences

22. Have they purchased prod-
ucts? Details?
23. If it’'s a new customer, where
did they come from (competitor)?
24. What are their main priori-
ties?

25. Google Search — Have you
done one on your contacts, any-
thing unique?

Connecting
Opportunities

As you build the CRM system
there are various opportunities
to connect with your customers
through the system:

1. Survey customers and give
them something of value for partici-
pating

2. Monthly newsletter

3. Upselling your products and
services

4. Sending out a video to all cus-
tomers via e-mail

5. Having your customers opt-in
to your website

6. Online appointments
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