
heightened level of empowerment plac-

es an even greater emphasis on building 

meaningful and authentic relationships 

with customers.

To cater to this informed customer base, 

we need to move beyond the cliche “rela-

tionship salesperson” persona and focus 

on becoming true partners and trusted 

advisors to our clients. Here are some key 

strategies to achieve this:

(1) Deepen Our Understanding — In-

vest time in understanding your custom-

ers’ unique challenges, objectives and pain points. Ask in-

sightful questions and actively listen to their responses. Tailor 

your solutions to address their specific needs, showcasing 

your expertise and commitment to their success.

(2) Educate and Add Value — Position yourself as a valu-

able resource by sharing relevant industry insights, trends 

and best practices with your customers. Providing valuable 

information not only builds trust, but also positions you as an 

authority in your field.

(3) Proactive Communication — Regularly engage with 

your customers beyond sales-related interactions. Keep them 

updated on relevant industry news, upcoming events and new 

opportunities that might benefit their businesses. Proactive 

communication reinforces your commitment to their success 

and fosters a stronger bond.

(4) Customer Success Stories — Share success stories and 

testimonials from other satisfied customers. Demonstrating 

your track record of delivering results and 

solving problems will boost confidence in 

your capabilities.

(5) Continuous Improvement — Be 

open to feedback and continuously strive 

to improve your products, services and cus-

tomer experience. Act on customer sugges-

tions and demonstrate your dedication to 

meeting and exceeding their expectations.

In conclusion, successful relationship 

selling goes beyond merely being liked 

by customers. It involves monetizing the 

quality of the relationship, maximizing business opportuni-

ties and moving customers from Occasional Buyers to Loyal 

Customers. Embrace the empowered and knowledgeable cus-

tomer of today by becoming a genuine partner and trusted ad-

visor. By employing these strategies, you can forge lasting and 

profitable relationships that will elevate your business to new 

heights. Your dedication to building strong customer relation-

ships will be rewarded with increased loyalty, higher revenues 

and continued success. n
Troy Harrison is the author of “Sell Like You Mean It!” and 

“The Pocket Sales Manager,” and is a speaker, 
consultant and sales navigator. He helps 

companies build more profitable and productive 
sales forces. To schedule a free 45-minute Sales 

Strategy Review, call (913) 645-3603 or
email troy@troyharrison.com. 

Visit www.troyharrison.com. 

Be open to feedback ... 
Act on customer 
suggestions and 
demonstrate your 
dedication to meeting 
and exceeding their 
expectations.
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