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 Selling Relationships
What is it that you sell?

Wait for responses and repeat 4 or 5 of them.

What do your clients buy?

Wait for responses and repeat 4 or 5 of them.

If you are confused about these two questions, contemplate this:
Most companies in expert services – such as accountants, lawyers and doctors – think that their clients are buying expertise.

But most prospects for these services cannot evaluate expertise:  they cannot tell if you provide a really good tax return or an accurate diagnosis.

However, what they can tell is if the relationship is good.

Clients are experts at knowing if they feel valued.

In most businesses, you are not really selling expertise – because your expertise is assumed, and your prospect cannot intelligently evaluate your expertise anyway.  Instead you are selling a relationship.

If you are selling a service, you are selling a relationship.  Even when you are selling a product, if they can get it from more than one source, you are selling a relationship.

For the benefit of the visitors in the room today, the development of relationships is an essential part of the BNI programme.  If your fellow members trust and like you, and understand what you do, they will be more equipped to find business opportunities for you.
Now, pause for 5 seconds and then ask them..

What are you doing to develop and improve your relationships?
Use the open networking before chapter meetings intelligently and hold regular 1-2-1s to build relationships that will better equip you and your fellow members to find regular business opportunities.

