
INSIGHTS

10 Steps
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Explore  and  research  what  is  important  to  your  client,  then

map  how  your  product  or  service  fits  with  their  needs.
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Ask  questions  and  get  to  know  the  individual,  establish  a  bond,

and  discover  commonalities. 

CLUES
Formulate  questions  to  drive  pertinent  dialogue  to  uncover

clues  on  where  and  how  you  can  add  value. 

VALUE
Define  and  share  the  value  you  offer  in  conjunction  with  how

the  customer  will  benefit  from  your  product  or  service. 

RELEVANCE
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Understanding  your  audience  goals,  pain  points,  and

objectives  enables  you  to  align  your  relevance. 

T O  F O C U S  O N  
B E N E F I T S  T O  

B O O S T  S A L E S
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PURPOSE
Lay  the  groundwork  for  a  long-term  relationship  to  earn  their

business. 

OPPORTUNITY
Be  of  service  in  every  communication,  encounter,  or  meeting;

always  walk  away  with  at  least  one  actionable  commitment

you  will  perform. 

TRUST
Stay  true  to  your  values.  Be  honest  with  your  prospect  if  your

product  or  service  is  not  a  good  fit,  or  not  at  this  juncture. 

ENGAGEMENT
Focus  on  the  customer’s  needs  as  you  move  them  through  the

sales  process:  from  awareness,  to  consideration,  to  the  decision,

and  eventually  to  champions. 

ELEVATE
Always  do  what  you  have  promised  and  strive  to  exceed

expectations. 

RESOURCES:
Client  Motivations  -  Webinar  

Developing  Relationships  -  Webinar  

Demonstrate  Sincere  Interest  -  Podcast  

Do  What  You  Say  You’ll  Do  – Podcast  

https://petite2queen.com/client-motivations/
https://petite2queen.com/developing-relationships/
https://petite2queen.com/demonstrate-sincere-interest-clients/
https://petite2queen.com/do-what-you-say-youll-do/

