STATS THAT PROVE YOU SHOULD

PUT YOUR CLIENTS FIRST

While it can be tempting to focus your efforts on acquiring new customers, research proves
it's returning customers who are worth the most to your business. Keeping in touch not only
guarantees increased sales, but it ensures clients don't flee to your competitors!

If you can make your clients feel special, they’ll be more likely to keep coming back and tell
their friends. Here are 16 statistics that prove it's worth the effort to keep in touch:
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Read the full article, “Why Client Retention Should be Your Top Priority.”
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