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Hello !  Here is your Balanced Achievement Success 

Newsletter!  We hope the brief stories and insight put forth 

will help you in your success and look forward to being a part 

of your future endeavors!    

  Trouble viewing this newsletter?  Click Here! 
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Improving Sales in Today’s Market 
Balanced Achievement updates! 

Upcoming events 

Improving Sales in Today’s Market 

 You know, we’ve seen a dramatic shift in how 

sales are done these days.  With the abundance of 

opinion sites and social media’s “instant 

feedback”, the old school rules simply don’t apply.  

People are a lot more likely to ask a friend’s 

opinion, or check reviews on-line before you even 

know they are a potential customer!   

 So, what does this mean?  Well, from my 

experience, sales is more “relationship-based” now, as opposed to the 

“transaction based” model of old.  “Closing” used to be the goal, 

whereas now, even the word sends chills up my spine.  It’s so final, 

implying “We’re done here!”  Today, we need to keep relationships 

alive and “word of mouth” is a much more powerful tool than ever 

before.  People are MUCH more likely to write a bad review or tell 

friends of bad service than they are the good, it’s just human nature! 

 That said, do you know what people are saying 

about you or your business? By focusing on 

improving and enhancing sales skills to keep up 

with current market expectations, you show your 

customers you care about THEM!  This is where the 

difference between “customer satisfaction” and 

“customer loyalty” comes in.   A “satisfied” customer 

is not likely to say anything good or bad, but a 

“loyal” customer is likely to spread the good and 

excuse the occasional bad.  As this relates to sales, it is critical, now 

more than ever, to listen to what the customer is saying, both vocally 

and with their body language.  It’s now about helping a client 

identify their need, then having the means to help them fill that 

need.  Approaching a potential customer with assumptions of what 

they need can kill a sale fast! 

  So, really, it boils down to this: are you 

identifying and meeting a need for your 

customer, or are you selling them on what you 

have to offer?  The latter leaves many people 

feeling uneasy and, (even if smiling to your 

face), wanting to get away from  you as soon as 

possible!  They won’t want to take any future 

calls from you, thus killing any future hope of business.  Treating 

potential clients with the respect they deserve, cultivating the 

relationship, being responsive to their needs and pro-active when 

there is a mistake will save you a lot of time and effort, as well as 

improve the likelihood of future business and positive word-of-mouth 

opinions, both verbally and via social media! 

 Finally, think about how you want to be treated in a sales 

transaction.  Is that how you are treating your potential clients?  It 

all boils down to behavior change and adjusting attitudes as related 

to your sales efforts, improving relationships with your clients and 

helping them to feel comfortable that any referral they send your 

way will be treated with the utmost respect and consideration.  This 

is what builds long-term customer loyalty, increased sales and, of 

course, increased revenue in today’s market!   

Have a GREAT day! 

Please share this newsletter with your family, friends, co-workers or 

management at your company to help more people achieve balance! 

Balanced Achievement updates! 
 

Mark you calendar! 
 

 As seen in Georgetown View Magazine!  The “Success in Sales” 

development course is now available for 15 participants!  The George-

town Chamber of Commerce has helped us reduce tuition to the lowest 

ever offered!  Details at http://www.SuccessInSalesAustin.com! 

 Bob will be presenting the Formula For Success June 10th at the 

Hutto Area Chamber of Commerce Lunch ‘N Learn!   

 Bob will be presenting at the "P2P Commerce Expo: Direct Selling 

With A Human Touch", June 12th.  

 Follow Bob Kenworthy and Balanced Achievement on 

Twitter, FaceBook or LinkedIn! 

To remove your name from our mailing list, please click here. 

Questions or comments? E-mail us at inquiries@balancedachievement.com ! 

To schedule a FREE, confidential initial meeting, in person, or via 

phone, call Bob Kenworthy at (512) 923-8083 
or e-mail inquiries@BalancedAchievement.com  
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