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Learning Guide
Building Key SaleS SyStemS

Creating sales is more than 
a single transaCtion with 

your Customer. it’s part of a 
relationship building system.

single sale vs. 
lifetime Customer

you must understand the 
Component pieCes of this 

relationship...before and

after the sale.

it takes a little work...
but, you’re building a 

‘lifetime’ Customer 
by nurturing them.
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SaleS SyStem Key ComponentS
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traffiC generation

system

lead Capture 
system

fulfillment system

relationship to 
purChase system

41
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interdependent and iterative proCess



	 The	Way	We	WanT	To	Sell	 VS.	 The	Way	CuSTomerS	WanT	To	Buy	
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the result
• additional sales
• inCreasing sales dollars
• long-term Customer loyalty

the problem

• new Customer aCquisition is 
most expensive way of doing 
business 

• totally inConsistent with 
human behavior

• leaves huge amounts of 
money on the table

• we are hardwired to aCt/
trust in a Certain way
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begin selling 
proCess

purChase
Customer 

serviCe

Hopefully Not!

the natural method
• build a relationship
• minor Commitment request
• assessment adds to trust
• more relatiohship building
• bigger Commitment

with a natural, trusting and nurturing proCess

natural trusting nurturing

Yes!



Lifetime Customer system
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  this is very a simple and natural method of Creating long-term Customers, yet many businesses think they Can skip steps and rush right into selling.  
does ‘rushing in for the Committment’ work in personal relationships?  no, and it doesn’t work in business either.  

this single-sale mentality forCes a Constant searCh for new Customers, may lead to Customer serviCe issues, and Continues to be 
the single most expensive way of doing business.

the seven steps in the lifetime Customer system will generate quality traffiC and allow you to build relationships with those who show sinCere interest.  you 
will not be foCused on selling initially, but you will be nurturing those relationships like a small seedling.  Continue to nurture, enCourage reassessment of 
the relationship and build desire in your produCt.  then, present your first offer/request for a minor Commitment.  nurturing to fulfillment is an iterative 

proCess that will systematiCally generate inCreased sales and loyal Customers who give referrals.

traffiC generation

system

generate 
traffiC

lead Capture 
system

Capture 
leads

build 
desire

nurture 
relationship

sales

event

overdeliver & 
impress

get 
referrals

relationship to purChase 
system

fulfillment 
system
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Relationship to puRchase system
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• guide buyer through a streamlined 
transaCtion experienCe.

• upsell related produCts.
• maintain the goal to Create loyal 

and satisfied Customers who will 
return and refer others.

• build trust and Credibility in your 
Content, produCts and serviCes.

• avoid perCeption that all you want is 
to sell and then abandon.

• strive to be relevant, intriguing, 
respeCtable, Caring and supportive.

• direCt their intrigue to 
highlighted needs.

• agitate the gap.
• partially fulfill needs and 

emphasize proven results.
• provide opportunity to buy.

nurture relationship build desire sales event



FulFillment SyStem & multi-Product SaleS SyStem

©2012 Breakthrough Consulting, Inc.  All rights reserved.  Distibution strictly prohibited.

fulfillment 
system

produCt a

relationship to purChase system

nurture relationship

produCt b

 build desire

sales event

fulfillment 
system

no

yes

nurture relationship

produCt C

 build desire

sales event

fulfillment 
system

no

yes

nurture relationship

produCt d

 build desire

sales event

fulfillment 
system

no

yes

etC.

no

did they buy?

yes

nurture relationship build desire sales event
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how this works:
nurture your prospeCts on Content 
around a partiCular produCt.

yes guide through the fulfillment system.

guide them through nurturing sequenCes 
for suCCessive produCts until they buy.no

did they buy?


