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THE BLUE COLLAR COACH






Value First and Foremost     Action Guide
If your customer is making a buying decision based only on price, what have you failed to do?

When you uncover enough information from your customer, you can effectively use “the power of because.”
What are the benefits of using this strategy?
Why do you want to build value with your customer earlier in the call?

How can you help your customer know, like, and trust you more?

A good way to stack the odds in your favor is to have a conversation with your customer. What are some conversation starters that you can use to gain rapport with them?

Who determines value?

What are some questions you can use on almost every call in order to uncover information and build value upfront? (Think about what works well for you currently, as well as some new questions to try.)

What does Kenny say are the three investment decisions that our customers make?
1.
2.
3.
What are the three things Kenny advises doing in order to build more value early in the call?

1.
2.
3.
Have fun! 

Close more sales! 

Set more leads!
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