
Unique Ways to  
Engage Your Clients  
Without the Small Talk
5 strategies for monitoring your top accounts’ activites so you  
always have a good reason to reach out. 

https://signalinsights.io/?utm_source=guide


If you do a Google Search for “non-boring ways to touch base  
with a client” you’ll find almost 25 million results. 

When working in sales you quickly learn the struggle of reaching out and checking in with your top accounts. You want 
to avoid the “hey how’s the weather?” elevator conversation and you don’t want to come across as annoying.

So, how can you reach out to your clients in an authentic and meaningful way? There are dozens of ways you can  
engage with them, but one way that can provide value and help build a stronger relationship is knowing what their 
company is up to. Your client will appreciate you taking the time to know their latest news, what they’ve shared  

recently, or if they just got mentioned in the New York Times.

Sign up for 
Google Alerts
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Sign Up for Google Alerts

Google Alerts are very simple to use and they’re free. By using them you’ll 
always know when your client is mentioned in the news and you’ll receive an 
email so that you don’t have to continually check Google News for the latest 
stories. 

When you see an article about a new expansion, a recent award, or a new 
product launch you’ll have a great reason to reach out to your client and 
congratulate them. They’ll be impressed that you’re following their successes 
and you’ll probably receive a much better response than if you reached out 
with a “Hey, just checking in…” email. 

To set up an alert, perform a Google News search for your client and click 
on the option to create an alert. You’ll automatically receive an email every 
morning with the news results of that client. These stories could be about a 
new expansion, an acquisition, or major layoffs – any of these can impact your 
client’s business. 

There isn’t a way to combine alerts, so you’ll have to set up separate alerts for 
each company you want to monitor. Then you’ll receive a separate email with 
the alert for each one.

#1
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#2

Subscribe to their blog

90% of businesses use content marketing tactics, such as blogging, so there’s 
a good chance some of your top accounts are blogging too. Your client’s blog 
is a great source of information. Companies write about all sorts of topics like 
their industry, their employees, and their products/services.  

A good blog post can serve as a great reason to reach out to your contact. Let 
them know you read the post and what you really enjoyed or found insightful 
from it.

Some websites will give you the ability to subscribe and receive new blog 
posts via email. For the websites that don’t, set up a recurring reminder on 
your calendar to check it for new articles. If you have a lot of accounts to keep 
track of, you may want to set aside a bigger chunk of time to check each of 
their blogs.

We also recommend setting up a folder in your email to move all of the 
subscribed emails. This way you can read/process them all during one block of 
dedicated time versus every time a new email comes in.
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Follow clients on social media

One channel that is used slightly more than blogging is social media. 91% of 
U.S. businesses use social media, according to Statista. Social media is an 
excellent way to stay up to date with your clients and also show your support. 

Find out what channels your top accounts are using (Facebook, Twitter, 
LinkedIn, etc.) and follow or like them. Your clients will likely share a variety 
of content on social media that you may not see elsewhere, like photos and 
reviews. 

Try to check what they’re sharing semi-regularly and you can do a few things 
to engage with them. If you see a really interesting post that pertains to your 
contact, you’ll have a good reason to send them an email to check in and let 
them know you saw the post. 

You can also help support your top accounts by liking and sharing their social 
media content too. 

#3
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#4

Sign up for their newsletter

Another way for you to monitor your clients and show support is by signing 
up for their newsletter, if they have one. You can check their website for a 
newsletter sign up or ask your client to add you to their mailing list. 

Their newsletter might contain some of the information that you’d also find on 
their blog, though the newsletter content is likely the content they find most 
important or valuable. The newsletter will also come straight to your inbox, 
ensuring you see the content. 

If there’s a particular article or piece of content in the newsletter you find 
interesting use it as a way of following up. You can even forward it to your 
contact and let them know you find it valuable and explain why.  
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#5

Check their website regularly

The last tip we have is to check their website regularly. We find that our top 
accounts sometimes make updates to their websites on a weekly basis. 
They may change out their homepage banners when they’re running a new 
promotion, launching something new, or opening a new location. 

We recommend checking out their website at least every other week, 
especially the homepage, to see if there are any significant changes. If you see 
something new, reach out and congratulate them or ask questions. Your client 
will probably be thankful that you’re staying in touch with them and happy that 
you took the time to follow up. 

8



Stay consistent with your engagement 
Authentic and specific communication definitely takes more time to craft than basic small talk, and the return makes 
it worth it. Like we’ve touched on already, you’ll want to set aside some time to find meaningful and interesting 

content. 

You could organize this several different ways. You could schedule a block of time for checking all the blogs and 
websites of your top accounts, another block of time to review your Google News alerts, and another block of time 
to check your clients’ social media accounts. Or you could look at everything client-by-client and focus on one 

account at a time. 

You could use a tool like Signal Insights to save time monitoring all 
of this activity. With Signal Insights, you have one dashboard to 
monitor news, press releases, blog posts, social media, emails, and 

website changes of all of your top accounts. 

You can also receive a daily digest of all new activity delivered 
straight to your inbox. This eliminates the need of subscribing to 
several email lists, setting up Google News alerts, and checking all 
of their blogs, websites and social media accounts. You can even 
engage with their top social posts right inside the dashboard. 
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Ready to enhance your sales enablement? Book a demo with Signal Insights.

https://calendly.com/signalinsights/demo?utm_source=sales_whitepaper
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