New Ideas for New Business

"Contacting Past Customers"


People stop taking lessons and playing tennis for many reasons and many have nothing to do with you or your facility.  For example, some of the reasons may be that school starts or stops, reentering or leaving the workforce, injury, family changes (new children, divorce, etc.), moving, seasonal increase in work schedule, promotions, travel and friends not playing anymore.


There may be a lot of opportunities to turn these past players into "new" customers.  It may take just a phone call to your past customers.  Tell them you were interested in knowing what you could do to make it easier for them to play tennis again.  Tell them about new programs (different time options, levels, topics, etc.), new equipment and remind them of the many advantages of playing tennis.


You can test this and see how it works.  Call five to ten of your past customers (people you have not seen in months) and talk to them.  Record your results.  The most you can lose is maybe a half-hour of your time but you can gain added business, income and respect.  Or you or your staff can send a letter and there is a sample letter included.

Dear (name),


You probably have been quite busy lately and have not thought much about doing something fun and beneficial for yourself.  Well, here's your chance (plus we miss you here at the tennis center!).


I know it has been a while since you have taken a tennis lesson or clinic.  I wanted to take this time and let you know about some of the exciting programs we are offering.

(list some of your programs)


As you know tennis is a lot of fun and a great way to stay healthy and meet new friends.  Why not give us a call today - you deserve it!

Sincerely,

P.S.  We will be glad to customize any of the programs to fit your needs!

