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Solution-Focused Service Sales    Action Guide
In the home services industry, we want to utilize Solution-Based selling rather than Retail-Based selling. List the characteristics of each type of selling:
Retail-Based: 

Solution-Based:

Solution-Based selling focuses on getting to know your customer’s unique wants and needs. What are a few ways that you can accomplish this?

What is the main variable on every service call?

What does Kenny say are the four D’s of a Solution-Focused service call?

Which one of these four D’s do you personally feel that you need to work on the most, and what can you do in order to improve in this area?

What are the five key points of a Solution-Focused service call?

How can you better understand the benefits of your products and services in order to communicate them effectively to your customers?

What does Kenny say are the four things that your customers really want?
What are some ways to gain your customer’s trust so that they will want to do business with you?

Don’t be afraid to offer different options to your customers. They want choices, and they also want guidance in the form of your professional opinion.
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