
Implementing CAI

>

Celebrate and Learn!
<

Before you begin:

Have you discussed this initiative with your HOM?✓

✓

is the timing right?✓

Have you obtained buy-in from your staff?

Have you assessed the networking skills of your staff?

Have you taken work load issues into account?✓
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Implementing a Client Acquisition Initiative 
in your Post

Step 1: 
Develop the 

Road Map for 
your CAI

Has each trade commissioner identified specific market 
opportunities that the project could build upon?

♦ Interest in the 
market?

♦ Priority sectors

♦ Sources: VTC, 
TRIO, other 
databases, etc.

♦ Integration with 
InfoCentre?

♦ Demonstrating 
success, i.e. 
number of 
follow-through

Step 6:
Monitor and 
Follow-up

♦ Pitch: benefits, 
outreach, events, 

etc.

♦ Consistent with 
local business 

environment?

♦ Priority sectors?

♦ CAI help to 
achieve IBD 
goals?

♦ Understand the 

company prior to 
making contact — 
research tools: 
company Web 

site, FACTIVA 
searches, local 
market contacts, 

etc.

♦ Method: e-mail, 
voicemail, letter, 
telephone, fax?

♦ Cost?

♦ Scheduling and 

timing

A Client Acquisition Initiative is a project which consists 
of six steps, as outlined in the exhibit below:

Have you made the Marketing Division aware of 
the project?

As you complete each step, 
we have also provided a 
“checklist” of reminders before 
you proceed to the next step, 
as shown opposite.
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The Client Acquisition Initiative


