
How to Get Face-to-Face with Potential Clients 

 

No business owner can deny the importance of meeting potential clients face-to-face. Digital 

marketing may have provided a more convenient way of communicating with clients, but 

personal interaction still proves to be most effective when it comes to building relationships 

and securing long-term partnerships. This doesn’t mean, however, that digital marketing should 

be brushed aside. 

 

Apart from being a tool for communcation, digital marketing has also made finding the right 

customers a lot easier. It has provided business owners lots of effective strategies to attract 

their target audience. The bigger challenge they now face is how to stand out among other 

numerous competitors. 

 

To help you overcome this challenge, here are some ways your marketing team can effectively 

reach out to potential clients and win that highly-coveted face-to-face meeting: 

 

Use social media 

Social media is a good tool to connect with prospects who haven’t heard anything about you or 

your business. So, make sure to use it to initiate an interaction with your target client and build 

a friendly relationship, rather than directly selling your product or service.  

 

Follow your prospect on the different social media platforms they are on. If they are on Twitter, 

respond to their tweets or retweet them. Also, try to share or comment on the contents they 

post on other platforms, such as Facebook and YouTube. This will make you and your target 

client familiar. Being familiar makes it a lot easier for you reach out when it’s time to make a 

sale. 

 

 

 



Attend marketing events 

Another benefit of following your potential clients on social media is that you can get updates 

on where they will be next. They may post updates on their social media accounts about an 

upcoming event their company will be hosting or an event they will be attending. Find out the 

details of those events and make sure you attend them. 

 

Being in the same room as your potential clients will increase your chance of meeting them 

face-to-face. This will also be a good time to do networking and meet other new potential 

clients. 

 

Look for mutual connections 

Asking a friend to introduce you is also an effective way to meet potential clients. If you have a 

colleague who personally knows your potential client, you can ask them to introduce you. You 

can also try searching for your prospects’ LinkedIn profiles and see if you have any mutual 

connections. 

 

If those mutual connections don't know your prospects well enough to introduce you, try asking 

for any advice on how to reach out and introduce yourself. 

 

Ultimately, having a friend to introduce you will make you appear more like a colleague than a 

stranger who’s just trying to make a sale. Also, having a cordial start is a great way to build trust 

and relationships with potential clients. 

 

Host your own events 

There’s no need to fret if you’re unable to find mutual connections to introduce you. You can 

always do it yourself by hosting events your potential clients can come to. It can be an 

anniversary celebration, a demo for a product your company is launching, or an industry 

conference. Whatever it is, make sure that you give your potential clients an invite. 

 



Leveraging your social media, finding mutual connections, and networking are some of the 

ways you can use to increase your chance of meeting potential clients face-to-face. But 

whatever method you use, reaching out to potential clients is never going to be easy. It will 

take time, and patience combined with the right strategies or hosting the best and memorable 

events for your potential clients. 

 

If you’re ready to level up your events marketing game and meet more clients face-to-face, 

contact Executive Events and let them do the job for you. 


