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The Relationship Selling Process®

Marketing
* Find the U.V.P.

 Target R.I.C.H.

Networking

» Event and Personal
Networks

* 2-minute Vignette

\/

Contact

Communicating
* Face-to-Face
(55/38/7)

» Phone (80/20)

Qualifying
* The 4 Quadrants
* |-FACTOR

Candidate

\4

Discovering
* Recognize wants
needs/roles/goals
* Questioning &
listening

Matching
* FABRE Filter

* Two Motivators

Resolving

 Convert stalls to
objections

¢ Anticipate & overcome

objections

Opening
* Recognize buying
signs & indicators
* Small Y.E.S.

Customer

Y

Growing &
Retaining
* Long-Term Value (LTV)
* Value-based
negotiations

Nurturing
* Upselling &
Cross-selling
* Deepen personal
relationships

Y

Crusader

Influencing
* Harvesting referrals
* S.W.I.S.S. Money

€ relationsnip Seliing process
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