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This book is dedicated to my parents, Diane and Leon Mezrah, who taught me the value of work ethic, integrity, and family. Without them leading by example, I never would have become either a Business Athlete or a Follow-Up Freak.
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INTRODUCTION

I am a Follow-Up Freak.

Ive made a career training intensely like a business athletewhich is, not coincidentally, also the title of my first book. And of all the concepts in The Business Athlete, from discipline to limitless thinking to assembling the right team, onebeing a Follow-Up Freakgarnered me the most emails and conversations.

While the term Follow-Up Freak might sound unusual, I assure you, its the core skill that has propelled my career as an entrepreneur, executive, and thought leader. Being a Follow-Up Freak (FUF) means having exceptional attention and meticulous follow-up on every promise, every project, and every client conversation. It is what has helped me 100 my business over the yearsI closed my first billion-dollar Fortune 1000 company when I was only twenty-nine. Ive only grown my business since then.

Being a FUF is my differentiator; its what Im known for.

My mission with this book is to empower you with the very same practical, actionable follow-up techniques that have been integral to my own success. Many people think of follow-up as a simple action, but Ive transformed it into a verb: FUFing. (Go ahead and say it; its fun!) When I say Im FUFing, it means Im ensuring every client request is met within four hours, or Im remembering a clients birthday, favorite drink, or preferred sport. It means Im diligently tracking deadlines daily, weekly, monthly, and even across years. FUFing, for me, is never transactional; its purposeful, intentional, and driven by a genuine interest in learning more and building authentic connections. Alternatively, FUF can also be a noun, which I often use around the office: Hows your FUF today?

I have just been raised to think in this way. Heaven forbid that I receive a gift from a relative as a kid and not send a thank-you note or that I didnt phone someone when I had said I would. That was just not going to fly in my house. This understanding of FUFing was realized at an early age when I had to create over a hundred thank-you notes for all of the Bar Mitzvah gifts that Id received. My parents were adamant about the importance of showing gratitude and, most importantly, of following up with everyone and within a respectful time frame. I couldnt take a year to complete all of the cards. All of the cards had to be completed within the next week. Before following up became a skill I intentionally cultivated, it was already second nature to me. However, over my career, it became clear that consistent, proactive follow-up was special, positioning me to stand out from my peers.

In my previous book, The Business Athlete, I discussed building fundamental skills such as tenacity, consistency, and discipline to achieve success, much like how an athlete trains for peak performance. This book, Follow-Up Freak, takes that philosophy a step further, focusing intently on follow-up as a transformative life skill, not just a business tactic. While many resources focus solely on sales teams, my aim is to demonstrate that FUFing is a critical habit that will position you for personal and professional impact across all areas of your life.

Youll find that this book is designed to be concise and impactful, like a circuit or training regimen. Each chapter will be a fast-paced training session featuring:

 The Challenge (a FUF goal)

 The Fundamentals (a brief, real-world anecdote from my experience)

 Reps (practical strategies and techniques)

 A FUF Rule (a key principle)

 Set Your Goal (space for you to track your progress)

This structure is crafted to ensure you can quickly absorb and practice these tactics and strategies, transforming your abilities and accelerating your success.

My experiences have shown me the incredible outcomes that come from honing FUF skills, whether its increasing trust, or enhancing skills, or building more meaningful relationships with clients and customers. This book will coach you in recognizing your own FUF strengths and help you build your endurance and skillsenabling you to become truly memorable.

As you move through these pages, I encourage you to use the dedicated space at the end of each chapter. Identify the outcomes you want to achieve, both personally and professionally, and use these spaces to track your progress. Engage with the content, apply the principles, and commit to the practice. Its a competitive world out there, but only people who pay attention and follow up stand out. Theyre memorable. Theyre successful.

Theyre Follow-Up Freaks.



Always deliver 
more than expected.

LARRY PAGE
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The Power of FUF

THE CHALLENGE:

Always Deliver

To be a true FUF, the absolute bedrock principle is simple: Always deliver. This isnt just about meeting deadlines; its about consistently doing what you say you are going to do (and more), every single time. Its about establishing a reputation for reliability that precedes you. Without this fundamental commitment, all other follow-up efforts become meaningless. If you promise something, whether its a major deliverable or a simple callback, your credibility hinges on your ability to deliver. This is the first, most crucial step in becoming a FUF (notice Im now using it as a noun!).

The Fundamentals

Early in my career, I had a pivotal moment that fully illuminated the profound power of consistent follow-up. I was working in Los Angeles in a sales role, relatively new to the game, and I landed one of my very first referrals. This wasnt just any referralit was to the CFO of a large publicly traded company. Most people would expect the referral to be about my sharp intellect, my groundbreaking concepts, or my ingenious strategies. But what struck me was that the referral wasnt about any of that. Instead, the person who referred me simply said, Todd follows up. Todds available. Todd is persistent. You can always get a hold of Todd. It was then that I realized what I thought was just common courtesysomething everyone didwas not so common.

It was my first glimpse that doing what I said I was going to do was unique.

I recall when the CEO of one of my first Fortune 500 clients followed up with me by sending me a nice, printed note card with his corporate logo and name. I thought, WOW, that is unique and memorable, so I got my own special note cards printed up (yes, old-school), and I immediately started to see a change in the people that they touched. More than thirty years later I still use them today.

In a world where most people struggle with follow-through and often drop the ball, my consistent, proactive follow-up was not common; it was special. It positioned me to stand out dramatically from my peers and competitors. I started to leverage this messaging, letting clients know that I would follow up throughout the entire process, even after the plan was implemented, and that I would be available 24/7 from a service perspective. It was important to me to make sure that the team included my name and contact information on our contact resources list, which is something that we provide to all of our clients just prior to beginning our executive benefit plan implementation process. During a companys due diligence process prior to being formally engaged, we provide references, and those references specifically speak to my follow-up and, more importantly, our teams follow-up, because that is our true differentiator. If you are in a competitive environment where prices and economics are often the same, the person becomes the differentiator, and that person, to be effective, must possess the













Does FUFing Really Pay Off?



The Math of FUFing
















The Science Behind FUFing: Why It Actually Works









TIMING AND MULTICHANNEL OUTREACH: THE GAME-CHANGERS








Reps: Practical Strategies and Techniques



















FUF Rule: Never Make a Promise That You Cant or Wont Deliver On










Set Your Goal
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