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V A S I L I K I  P R E S T I D G E



A B O U T  T O D A Y

Finding 

Keeping



inbound 

outbound

online

offline

MARK E T I NG



Y O U R  C L I E N T S

current
future
ideal

Questions to ask yourself

Who are my clients?
Age, gender, location, occupation, hobbies, interests



S O C I A L  M E D I A

Questions to ask yourself

Do I need them? And why?
If yes, which ones?
How do I use them?
What is the purpose they serve?
Do I track results? How? 



OTH E R
ON L I N E
P R E S E NC E

BLOG

DIRECTORIES

GUEST WRITING

WEBSITE

PODCASTING

YouTube



W H E R E  D O
C L I E N T S
F I N D  M E

Website
Email
Membership organisations
Word of mouth
Repeat/Returning client
Social media
Embassy
Other translators



W H A T  I S   A  B R A N D

WHO ARE YOU
HOW YOU DO THINGS
YOUR BELIEFS
HOW YOU OPERATE

Values Visuals Tone of Voice
COLOURS
FONTS
VISION
CLARITY 
HOW OTHERS SEE YOU

HOW DO YOU COME ACROSS
WHAT IS THE STYLE
COMMUNICATION STYLES



F I N D I N G
Y O U R  N I C H E
Questions to ask yourself

What do I know?
What do I like?
What am I good at?



S T R A T E G Y  I S  A  B I G  S C A R Y  W O R D

or scribbles on a napkin

short term plan vs long term plan
SMART goals

Specific
Measurable
Attainable
Realistic 
Time-bound

A roadmap from A to B

Questions to ask yourself
Who is my ideal client? How do I get them? Where am I now? Where do want to be? How will I get there?  



 G O A L  A R E A S

client number

client types

volume

Yes, but don't forget 

health
social life
personal life
family
spiritual 
career

rates

financial

development 



D E A R
CHA TG P T . . .



D E A R
CHA TG P T . . .



for example

2 more law firm clients
study law
attend legal events
be active on LinkedIn 

W O R K I N G  I N
H A R M O N Y



M I ND S E T
I S  E V E R Y T H I N G  



Y O U  C A N N O T
M A K E  E V E R Y O N E
H A P P Y

Some people shop in Zara, some in Hermes
Who is your client?



 Points of contact



The rule of seven 

A PROSPECT NEEDS TO
SEE OR HEAR YOUR  
MESSAGE AT LEAST

SEVEN TIMES BEFORE
THEY TAKE ACTION

AND BUY FROM YOU



EMAILS

QUOTES

INVOICES

CSS

FOLLOW UPS



POINTS 
OF CONTACT

BEFORE - AWARENESS

DURING - PURCHASE

AFTER - POST-PURCHASE 

online presence, networking online
and offline, social media, blog posts,
articles etc. 

quoting, translating, handling queries
and issues, invoicing

follow-up, surveys, phone calls,
emails, targeted messaging,
feedback, comments



Learn from other brands
phone calls, your schedule, planned
holiday, CPD, Google Alerts, connect:
(LinkedIn, other social media)
newsletter 

CUSTOMER AFTERCARE
POST-PURCHASE EXPERIENCE
invoice, survey, follow up,
questionnaires, thank you notes



HOW?



EMAILS













Clients need YOU!

as much 

as you need them!



Καλησπέρα σας,

Έρχομαι σε επαφή για να βεβαιωθώ ότι λάβατε το πιο κάτω μήνυμα.
Για οποιεσδήποτε απορίες, παρακαλώ επικοινωνήστε.

Ευχαριστώ

Dear xxx,

I hope all is well.
I am getting in touch to see where things are with this request and to ensure you have received the
email below.

Please do not hesitate to ask, if there are any other questions.

Thank you  



SET TARGETS
"Every Friday, at the end of the day, I will be

following up on all emails from that week".

"Mid-month, I will be sending out a feedback

questionnaire to all new clients". 

ASK ASK ASK
You didn't get the job? Ask why!

Did you get the job? Ask why!

Did they like your work? Why?

They didn't like your work? Why?

SAY THANK YOU
If you're feeling negative, don't reply. 

Negativity does come through emails.

HAVE A METHOD
Be patient. Be consistent. Be authentic.

HOW?



GENERATE
AWARENESS

EMPHASIZE  
AFTERCARE

ANALYSE
RESULTS



LinkedIn

connect with clients
follow companies

sign up to news alerts, reports, and newsletters 
post regularly

talk about your work
engage with others

be consistent
prioritise correctly

networking is caring



THE HUMAN
FACTOR





SOCIAL

EMAIL ADDRESS

LinkedIn
Facebook

vp@grtome.com

ASK ME




