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How Clients Are Changing Action Guide
In your opinion, what are a few things that will cease to exist in our lifetime?


What does Kenny say are 6 things that will cease to exist in our lifetime?

What happens when you don’t uncover what’s really going on with a client?

Often, a price objection is a failure to do what?
What are a few specific ways that you bring unique value to your clients, proving that you are NOT a commodity?

What are a few specific things you can do in order to better communicate this value to your clients?

What 2 things do we often struggle with helping clients understand?

How can you give your clients their “cappuccino?”
What is one area that you lack understanding of the full value of a product or service, therefore are unable to communicate that value to your clients?

What are you going to do TODAY to improve your knowledge or understanding in that area?
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