Retaining Customer Loyalty

Retaining customers is one of the most crucial activities a company can do over time, but it also seems to be the one activity that perplexes managers across every industry time and time again. There seems to be no clear reason why though after all it is far less costly and more profitable in the long run to retain a customer, than to get a new one. Consider the lifetime value of customers, rather than the value they'll give you from just one purchase and you will go a long way to being a business success.

Over the years it will be seen that it takes much less effort to make a customer do repeat purchase than to look for a new customer every time. It is always cheaper and more effective to maintain your existing customers. If you have a lot of repeat satisfied customers then it will naturally build up your brand name and reputation. The repeat purchasers are the source from where new customers are introduced. This happens because the old customer spreads the word about your good product and services.  There can be no better advertising than this.

It is not very difficult to retain customers. The trick to the trade is to stay ahead of the needs of the customer, to anticipate his desires and fulfill them even before he can perceive them. Maintain a regular contact with your customer and understanding their requirements through surveys or loyalty programs is a great start.

Retaining customers does not have to be difficult at all. If you stay in touch with current customers and continue to survey prospects though loyalty programs, opt in email or customer surveys, you will always be one step ahead of their needs. By anticipating their wants and needs, then meeting or exceeding them, customers will be impressed with the value you give them and will continue to want to do business with you.  This can only be a good thing!

Loyalty programs are a key way businesses keep customers satisfied. Reward your clients for doing business with you, and they will take notice of what you have to say and what you have to offer. Ignore your customers, and they will go away. So the moral of the story is - appreciate your current customer base; they are the people that keep you in business and without them, your company wouldn't exist.
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