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Innovative Service 
 

In our ever-changing, fast-paced media culture, one element stays consistently 
the same: the need for quality, innovative customer service. 
 
Now more than ever, our clients have multiple venues at their fingertips to choose 
from when they are ready to put together a marketing plan. In order to keep 
ourselves as a relevant part of that conversation, there are a few key points that we 
need to keep in mind. 
 
One of the best things that we can do to maintain our reputation as an excellent 
Account Executive is to keep the lines of communication open. This may take a 
variety of ways; for me personally, I have clients that I check in with weekly, some 

that I check in with monthly, clients that I check in with when we have a new package to offer, and some that 
I check in with when I know that their business is offering something new. 
 
Instead of waiting for my clients to think about calling me and then to maybe actually do so, I keep myself 
consistently available and in their mind. 
 
Another way to offer great customer service to our clients is to truly get to know them, and their business. 
This helps us to put together a marketing plan that truly works for that individual business, and allows them 
to feel that they are getting the very best of our attention and ideas. When we honestly care about our 
clients and their success, it shows, and they will want to continue to work with us because they can trust 
that we have their best interests in mind. Likewise, when we have only our bottom line and making the next 
sale in mind, the client can see that too, and it does not serve us well. 
 
Finally, we can offer great service to our clients when we keep up with today’s continuously changing 
technology. Maybe your client would reach a huge amount of their intended customer base by creating a 
podcast. 
 
Or, perhaps your client has a strong Internet presence and would see a huge benefit in partnering with you 
through social media. When we are able to offer options that are technologically savvy, it is yet another way 
that our clients can feel assured that they are in good hands. 
 
2014 is the time of “more options than ever before,” and we will all benefit by taking a few minutes to 
consider how we can continue to be the best option for our clients. 
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