[image: image1.png]DA00000000E

THE BLUE COLLAR COACH






Tech Success in the New Connection Economy

Action Guide
Moving away from transaction-based selling of the past, what do today’s customers want?

What are some of the benefits of creating a connection with your customers?

What does Kenny say are five ways to build a quality relationship with your customers?
People buy from people they know, like, and trust. What are a few things you can share about yourself that will help a customer know you better? (Pets, family, hobbies, etc.)

What does Kenny say are three ways to connect with your customers more easily?
When you make your job a game, it becomes more fun! What are some goals you can set regarding connecting more with your customers? (For example, uncovering your customers’ wants, not just needs.)

What are some quality questions that you can have prepared to ask your customers? (For example: What is the age of your home?) These questions can be used over and over again on most calls.
What we’re trying to do is create more relationship-based selling than transactional-based selling with our customers. Questioning is a fundamental skill in relationship-based selling; it must take place in order to build good quality relationships. 
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