Relationship Selling

“Building Partnerships with lasting results”

“Today’s preparation determines tomorrow’s achievements!”
3p Business Solutions
Our Workshop Focus

Building “Profitable” Relationships with Customers

· Bonding & Rapport

· Creative Solutions
· Mistakes that impact your performance
What do you want to learn from this session?

________________________________________________________________________
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Four Fundamental Truths about SELLING

1. Without meaningful dialogue, there is no selling
Selling requires a significant exchange between two parties that is rooted in the truth.  The buyer and seller must communicate so they both understand the need and how the product/service meets the need
2. Where trust and rapport are strong, selling pressure will always seem            weak.

If the buyer believes or knows the seller has their best interest at heart, they listen to the seller’s suggestions with an open mind.

3. Where trust and rapport is weak, any selling pressure will appear strong.
A buyer who believes the seller cares only for his or her own interests will be skeptical, indifferent or resistance.  Even if the seller’s solution is appropriate, it may be impossible to convince a hostile or indifferent buyer.

4. The more you learn from customers, the more likely you will have personal    relationships with them.

The better the personal relationship, the greater the trust and rapport between people
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Creative Solutions
What is the most creative thing that you have done to add a new customer?
What is the most creative thing you have done to keep an existing customer satisfied?
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What do Meeting Customers Want?
· No Hassles

· CMP
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Building “Profitable” Relationships with Customers

Building “profitable” relationships is a process.  It’s not chemistry or luck.  It’s a process you can learn and replicate.  The foundation for building “profitable” relationships is based on three components:
· Behavior

· Attitude

· Technique

What is a profitable Relationship?

Why is it important?

A “profitable” relationship begins with Bonding & Rapport

This is:

· 7% Verbal (words spoken)

· 38% Tonality (sound of words spoken)

· 55% Natural feelings
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Mistakes That Impact Your Performance
· Giving into self limiting beliefs
· Not Improving your self-esteem

· Lack of self-discipline

· Living in the past or the future

· Thinking people buy from people they like

· Losing control of the sales process
 .
.
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Notes
A Satisfied Customer is simply Someone Who Isn’t Pissed Off
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Notes
Don’t Measure Yourself By What You Have Accomplished, But By What You Should Have Accomplished With Your Ability
JohnWooden
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