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BUILDING KEY SALES SYSTEMS

[_eorning Guide

SINGLE SALE vs. |
LiFerime CusTOMER

You MUST UNDERSTAND THE CREATING SALES IS MORE THAN
COMPONENT PIECES OF THIS A SINGLE TRANSACTION WITH
RELATIONSHIP...BEFORE AND YOUR CUSTOMER. IT’S PART OF A
AFTER THE SALE. RELATIONSHIP BUILDING SYSTEM.

IT TAKES A LITTLE WORK...
Burt, YOU'RE BUILDING A
‘LIFETIME’ CUSTOMER

BY NURTURING THEM.
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TRAFFIC GENERATION |
SYSTEM

RELATIONSHIP TO
PURCHASE SYSTEM

Leap CAPTURE
SYSTEM
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INTERDEPENDENT AND ITERATIVE PROCESS \><
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T HE WAY ‘E WAaNT To SELL VS. THE Way CUSTOMERS Want To Buy

WitH A NATURAL, TRUSTING AND NURTURING ProcEess °

o, o
BEGIN SELLING CusTOMER
PURCHASE NATURAL TRUSTING NuRTURING
Process SERVICE
N4 THE NATURAL METHOD
THE PROBI‘EM S * BUILD A RELATIONSHIP

* NEW CUSTOMER ACQUISITION IS * VMIINOR COMMITMENT REQUEST
o ASSESSMENT ADDS TO TRUST

RSB VO L * MORE RELATIOHSHIP BUILDING

BUSINESS ol e BIGGER COMMITMENT
TOTALLY INCONSISTENT WITH

HUMAN BEHAVIOR
LEAVES HUGE AMOUNTS OF
MONEY ON THE TABLE
* WE ARE HARDWIRED T0 ACT/
TRUST IN A CERTAIN WAY

THE RESULT

* ADDITIONAL SALES
* INCREASING SALES DOLLARS
* LONG-TERM CUSTOMER LOYALTY
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LIFETIME CUSTOMER SYSTEM

@ VERY A SIMPLE AND NATURAL METHOD OF CREATING LONG-TERM CUSTOMERS, YET MANY BUSINESSES THINK THEY CAN SKIP STEPS AND RUSH RIGHT INTO SELLING.
<> KT) - Doks RUSHING IN FOR THE COMMITTMENT’ WORK IN PERSONAL RELATIONSHIPS? NO AND IT DOESN'T WORK IN BUSINESS EITHER.
HIS SINGLE-SALE MENTAI{W FORCES A CONSTANT SEARCH FOR NEW CUSTOMERS, MAY LEAD TO CUSTOMER SERVICE ISSUES, AND CONTINUES TO BE

. ,\3@1 : THE SINGLE MOST EXPENSIVE WAY OF DOING BUSINESS.
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TrAFFIC GENERATION  LEAD CAPTURE RELATIONSHIP TO PURCHASE FuLFILLMENT
SYSTEM SYSTEM | SYSTEM

GENERATE CAPTURE | NURTURE BuiLbp SALES |0VERDELIVER& Ger
TRAFFIC LEADs |RELATIONSHIP DESIRE EVENT | IMPRESS REFERRALS
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NuRTURE RELATIONSHIP

BuiLD TRUST AND CREDIBILITY IN YOUR
CONTENT, PRODUCTS AND SERVICES.

*  AvoID PERCEPTION THAT ALL YOU WANT IS
TO SELL AND THEN ABANDON.

*  STRIVE T0 BE RELEVANT, INTRIGUING,

RESPECTABLE, CARING AND SUPPORTIVE.
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BuiLp DEesIRE

SaLEs EVEnT

DIRECT THEIR INTRIGUE TO
HIGHLIGHTED NEEDS.

AGITATE THE GAP.

PARTIALLY FULFILL NEEDS AND
EMPHASIZE PROVEN RESULTS.
PROVIDE OPPORTUNITY TO BUY.

GUIDE BUYER THROUGH A STREAMLINED
TRANSACTION EXPERIENCE.

UPSELL RELATED PRODUCTS.

IMAINTAIN THE GOAL TO CREATE LOYAL
AND SATISFIED CUSTOMERS WHO WILL
RETURN AND REFER OTHERS.
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Wﬂ[u\» FULFILLMENT SYSTEM & MuLti-PRobuct SALES SYSTEM

ow:l' HIS Wom(s
A FULFILLMENT
_ URTUR R PROSPECTS ON CONTENT

UNE %ULAR PRODUCT. SYSTEM

NURTURE RELATIONSHIP

Buip DesIre SaLes EVEnT

Propbuct B Propuct C Propuct D
ETC.

>ALES EVENT SALES EVENT >ALES EVENT
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FuLFILLMENT FuLFILLMENT FuLFILLMENT
SYSTEM SYSTEM SYSTEM
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