THE FIRST CONTACT

How do | behave during initial contact?
What do | do when | make contact with my customer?

The first contact with a customer is roughly equivalent to the first impression when
meeting new people. For this reason, it is advisable to approach the potential new
customer in an open-minded and proactive manner to increase the probability that they
will be open to a more detailed conversation.

Initial contact in online coaching and especially via the app usually takes place via social
channels or the website. This has the great advantage that potential customers already
approach you with an intention.

In addition, the fact that the Internet brings with it a certain anonymity lowers the
inhibition threshold for customers to approach you. This means that your chances of
winning over this customer are many times higher with app-based online coaching than
without it.

To keep the on-boarding process and the path to the app as short as possible, all you
need to create a new customer account is the customer's full name and an available e-
mail address where they can be reached.

But what are the first steps on the way to acquiring a new customer?

« A prospective customer contacts you and either sends you a direct message or sends
a website request

The customer comes to you with an already considered request - now you and your
skills are in demand. It is advisable to address the customer directly by name (if
visible) and to write and send a welcome message
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* The customer feels picked up and understood. Give your customer the feeling that
you care about them and that they are the center of attention. This allows you to
build a connection and the customer opens up more and more, making it easier for
you to schedule a direct initial consultation

. Now you have all the trump cards on your side. If your conversation with your
prospect takes this course, it's “made for you’”. From now on, you should always try
to give the other person the feeling that you are the right person to talk to in this
case.

+ The most important and at the same time the most difficult thing in online coaching
is to give the person you are in contact with a good feeling. A feeling of trust and
confidence. Once this foundation has been created, you can build a coaching
relationship on it.

This is what an example of the first steps might look like. As everyone knows, no two
conversations are the same. However, a conversation between trainer and customer

usually develops for the same reasons:
The customer needs support. So if you pay attention to the points listed and use the

sample answers as a guide, you are more likely to enter into a close exchange with the
prospective customer and thus lay a good foundation for future collaboration.
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