CLOSING SALES STARTS
WITH BUILDING TRUST

People do business with people they
trust. Closing the sale is simply the end
result of building relationships and
earning the trust of your prospects and
eventual customers.

If you're selling a product or service to
a business where your sales cycle is long
— 12 to 18 months or more — closing the
sale means playing the long game. It
means being thoughtful, not transaction-
al. It also means investing the time and
effort to lay a foundation of trust with
your potential customers.

There are no short cuts to building
trust, but there are key steps you can take.
There’s no scientific formula for earning
trust in any relationship, including profes-
sional ones. Successfully earning the trust
of a prospective customer is a culmination
of a series of efforts that coalesce into a
relationship based on respect.

As you find your own recipe for
building trust with your prospects, here
are some steps and suggestions to help
you along the way.

Listen: Step one in building trust is to
stop talking and simply listen to your
prospective customers. Demonstrate
curiosity in what they do and show
interest in helping them solve their
challenges. Ask questions about them
and their situation rather than jumping
into a sales pitch.

Respect Their Time: Demonstrating
respect for your customer’s or prospect’s
time is a form of respect that should
always be considered. Prepare for
meetings in advance and focus your
meetings on how you can best serve that
customer.

Always Have Their Interests in Mind
— Not Yours: Never offer solutions to
problems your customers don’t have or
push them towards a product that doesn’t
add value to their business. Building trust
and dlosing a sale will only happen if you
put your customer’s interests and needs
above your own and find them the best
solution for their business.

(Continued on page 22)
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CALL US TODAY TO GET STARTED!
548 N. Lewis Rd. | Limerick, PA 19468 | 610-948-9000

Commercial Loan Terms

Commercial Lines of Credit
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WORK SMARTER. NOT HARDER.

Stay organized with easy-to-access van storage customized to

Choose from steel, aluminum and composite van interiors
designed to increase productivity and efficiency through better
organization of parts and equipment. We have van packages
available for specialty contractors and service providers including
plumbers, HVAC technicians, electricians, builders, excavators,

and more. We can provide just a ladder rack or toolbox too.
Our team will build a van to fit your daily work needs.

Offering custom van & truck upfit services throughout Central PA!

3417 Pricetown Road, Fleetwood, PA
610-944-7455 www.levanmachine.com
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Where there's a WSFS,

there's a way.

WSFS Bank has been serving this region for nearly 200 years—
we're the bank from here that can take you anywhere. So whether
you want to plan for your future, buy a new home, improve the
one you have, grow your business, or start a new one, WSFS is
here for you. And now the question is, where do you want to go?

WSFS Phoenixville Banking Office
124 Main Street | Phoenixville, PA 19460 | 610.933.1195

WSFS bank

We S4and For Service®

% MEMEER FDIC | NMLS #417673

ADVANCED SCREENERS OF AMERICA

BACKGROUND SCREENING SERVING
EMPLOYERS ANDAPROPERTY MANAGERS

MINIMIZE RISK MAXIMIZE RESULTS
Background Screening \ Drug and Alcohol Policy Creation
Drug and Alchohol Testi{lgr__b Employee Assessments
Drug Free Workplace Consulting Decision Matrix Design

Advanced Screeners

** *OF AMERICA * * »
1375 Pershing Boulevard, Suite 303
Reading, PA 19607
WWW.ADVANCEDSCREENERS.COM

Contact Tom Wentling
610-779-5464
tom@advancedscreeners.com

The Blatt Group is a
Full-Service General
Contractor serving the
Reading, PA area & beyond...

BLATT

Construction

Below is a list of some of our general
contracting and construction services we offer:

* General Construction ¢ Excavation/ Demolition
¢ Interior and Exterior Maintenance
* Concrete Work — New and Repairs
« Office Design / Office Fit Outs
* Welding and Fabrication
* Renovations = Woodworking / Carpentry

BLATTGROUP.COM

610.916.9828

Ask SCORE

(Continued from page 21)

Keep Your Promises: When you tell a Since 1964, SCORE “Mentors to
customer youll do something, follow  America’s Small Business” has helped
through and deliver on that promise. more than 11 million aspiring entrepre-
Finishing what you start, meeting neurs and small business owners through
deadlines and providing your mentoring and business workshops. More
customers with valuable solutions are  than 10,000 volunteer business mentors in
some of the fastest ways to build trust. over 250 chapters serve their communities

Respect Your Competition: When through entrepreneur education dedicated
you're speaking with your prospective 0 the formation, growth and success of
customers, focus on why your solutions small businesses. For more information
are valuable rather than why your about starting or operating a small
competitor's  solutions are inferior. business, call 1.800.634.0245 for the
Disrespecting your competition can have SCORE chapter nearest you. Visit
the opposite effect and cause damage to SCORE at wwuw.score.org.
your reputation. Take the high road and For more information about starting or
present your business professionally. operating a small business, contact

Go the Extra Mile: Fulfilling your SCORE TriCounty, https://tricounty.score
obligations is a must when building .org/content/find-mentor-183.
trust. But, going above and beyond is a Today at SCORE, we are on the front-
sure way to expedite the process. Make  line fighting to keep Main Street America
your customers feel special by investing i business. If you believe that you can help
in their business and their mission. You a small business with your experience,
can take them to lunch just to check in,  advice and mentoring please think about
send them article links that you think  joining us. Email us at tricounty@score
will help them with a project or initia-  volunteer.org, call us at 610.327.2673, or
tive, connect them with your contacts on  to learn more. To submit an application to
LinkedIn, or any number of efforts that  be a SCORE TriCounty volunteer, visit
they may value. our website at https://tricounty.score.org

When you boil it all down, dlosing the ~ /beconne-volunteer-2.

sale requires listening, respect and SCORE is flunded in Fa.n thrf)ughaColop.JeraﬁveAgrelement with the US.
puth'ng the pI‘OSPECﬁVQ customer’s Small Bl-.lsmessAdmlnlstratl-on.AII opinions, conclusions, and/or recom-
mendations expressed herein are those of the author and do not neces-
needs first. As you build your client sarily reflect the views of the SBA.
base, remember that sales is not about
selling. It's about building trust. If you
take these six trust-building actions,
youll provide incredible value to
prospective customers and increase
your chances of closing the sale.

Promote your business in the
Route 422 Business Advisor!

Call (6 10) 323-6253

Closing the sale is no easy feat.
Whether you're just getting started or
looking to expand your client base, use
every resource you have at your finger-
tips, including your local SCORE
chapter. When you work with a SCORE
mentor, you'll gain the advice and insight
of a seasoned professional with experi-
ence in building a client base built on
trust. Contact a SCORE mentor today.
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