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A World Without Follow-Up
Once upon a time I met with a product manager for a large investment company. He had recently run a search for 

detailed response to my proposal. So I invited him to a breakfast meeting to thank him again for considering Alpha 
Partners — and to get more feedback about how our proposal had stacked up relative to those of competitors. He 
told me that he had preferred the Alpha proposal over that of our closest competitor, and he explained why. He 

promised to follow up with a proposal and never did!

follow-up can be sporadic, delayed and in many cases nonexistent. My clients also often tell me that they wish their 

the next step.
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We can all agree that the business world we wish for is not the one we’ve got. Many more people can be counted on 
to avoid, delay, dismiss and forget than those precious few who follow up on a consistent basis. So let’s step back, 
take a deep breath, survey the landscape and consider how to wrest competitive advantage from a world where 
follow-up is increasingly rare.

Do you have the right people? Follow-up tends to occur one on one between individuals, which means that the 

energy, discipline and care.

Do you have the right materials? People often come to my company looking for help with their new business 
presentations or client presentations. We rarely receive inquiries about what I think of as follow-up presentations 

developing the right materials is critical.

Do you have the right mindset? If you are the 
sort of person who follows up diligently, then you 
are confronted almost daily with the enervating 
ambiguity of an unresponsive world. Important 
emails go unanswered and vital communications 
remain unacknowledged while new business proposals 
languish in limbo without the courtesy of a response. 

had not been selected for an investment mandate 
by reading about it in a trade publication. She and 
her team sent in a proposal and participated in several in-person presentations and neither the consultant nor the 
prospective client had the courtesy to make a short phone call or send an email to thank them for their time.) In this 
environment, successful follow-up requires a system combined with ingenuity and a mindset that is at once humble, 

reach you are important and something good will come to both of us if I persist (that’s the faith part), and I totally 
understand that you have been too busy to contact me (I know what that’s like!).

 One needs to ask constantly, “What is the next step?” Every meeting, call or 

researching this article I kept thinking of situations where my own follow-up could have been faster, more 

Are you doomed to inhabit a land of 

lost opportunities and loose ends? 

Or does a world where follow-up is 

rare give you and your company a 

competitive advantage?

https://www.alphainvestmentmarketing.com/excess-returns/an-underutilized-marketing-strategy/#system
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delays that can occur between intention and action, following up successfully is a matter of taking good notes, 
concluding each set of notes with a brief summary of next steps and then referring back frequently to said notes. It 
sounds boring and humdrum, but I am often surprised at how grateful people are when I start a call with a concise 

when seasoned investment company professionals will conclude a meeting with, “Well, that’s it for now” or “I see we 

relation to a desired result.

When should you not follow up? In a new business development context, following up successfully does not mean 

organization for any number of reasons. You need to carefully weigh the nature of the opportunity against the time 
and cost involved in responding to an RFP, preparing for due diligence meetings and traveling with several people to 

So whatever happened to the prospective client who was kind enough to join me for breakfast? Shamefully, I do not 

a new system that will prevent such lax behavior in the future!

A System for Following Up

Having a system takes the frustration out of following up. Here are some questions that will help you develop such 
a system or improve your existing approach. How many times will you follow up regarding a new business inquiry 
before you risk seeming like a stalker? (I say three maximum, but the number does vary with the situation.) What 
materials do you plan to use at each stage of the follow-up process and how will you customize these materials to 

team, ensuring that others learn from your experiences with a given prospect or consultant? Does everyone on your 
new business development team regularly update your CRM database, sharing information that could be helpful in 

steps noted after each meeting and a clear understanding of who will implement each step? As you start to act more 
systematically — in developing new business and in all aspects of your life — you are likely to realize the joys and 
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Essentialism
busy tweeting and texting and blogging and posting that they 
sometimes fail to follow up on business opportunities right 
under their noses:

“I ran into a former classmate of mine years after 
graduating from Stanford. I was on campus doing some 

over to me to say hi. After a minute of pleasantries he 
told me he was between jobs. He explained a little about 
the job he was looking for and asked if I could help him. 
I started asking some questions to see how I could be 
helpful to him, but twenty seconds into the conversation 
he got a text on his phone. Without saying a word, he 
looked down and started responding to it. I did what I 
typically do when that happens. I paused and waited. 

Ten seconds went by. Then twenty. I simply stood there 
as he continued to text away furiously. He didn’t say 
anything. He didn’t acknowledge me. Out of curiosity 
I waited to see how long it would go on. But after two 
full minutes, which is quite a lot of time when you are 
standing waiting for someone, I gave up, walked back to my desk, and went back to my work. After 
another five minutes, he became present again, interrupting me for the second time. Now he wanted to 
resume the conversation, to ask for help with his job search again. Initially I had been ready to recommend 
him for a job opening I knew of, but after this incident I admit to feeling hesitant to recommending him for 
an interview where he might suddenly not be present.”

book is a godsend for busy people who need to prioritize their time by focusing on what is essential. But Essentialism 

of life.

 

You are receiving this newsletter as a member of the investment community. If you no longer wish to receive it, please respond to this email with  
“No More Penguins” in the subject line. To subscribe to this newsletter, send an email with your request to info@alphainvestmentmarketing.com
Your privacy is important to us. We will never rent, sell or share any information that you provide.

http://www.amazon.com/Essentialism-Disciplined-Pursuit-Greg-McKeown/dp/0804137382/
mailto:info@alphainvestmentmarketing.com
mailto:info@alphainvestmentmarketing.com
mailto:info@alphainvestmentmarketing.com

