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It’s as simple as 10 by 10...

We talk all the time about the value of staying in touch with past clients; it is easy to talk a good game, but
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way of a daily time commitment. Each day, commit to yourself that you will make ten calls to people you

know before 10 a.m. If you do this for 10 work days straight, it becomes ingrained in muscle memory, and

easier to do from them on. The goal is to talk to everyone six times a year, at a bare minimum. So pick up the
phone, but before you do, think about the following:
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4. Posture/Body language- It is amazing how much this matters; if you have a hands-free headset, stand

up and walk around; project from your diaphragm, and be confident.

It is six times more expensive to find a new client than to keep an existing one; if you are not talking to your
clients, someone else is.

To your success,

Kyle French / Founder
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