DON’T TAKE
CUSTOMERS
FOR GRANTED
Does this sound familiar?
You pick up your phone and call one of your regular
customers, or perhaps a new one, one that you may
have landed after many attempts. The conversation
goes well, you ask how they are doing, but sooner
or later the conversation turns to you trying to sell
them something. Sometimes they need it, and the
sale is made, sometimes they don’t, and the sale waits
for another day. After a friendly goodbye, you hang
up the phone. A few moments later, you pick up the
phone and the process begins again.
This scene will play out hundreds of times over the course of the
year. It can almost be habit forming. And that spells danger.
Habits have a way of allowing you to take certain things for
granted—things such as the customer will always be receptive
to your thoughts and ideas, and they won’t eventually see your
conversations merely as a means to an end. Once you fall into the
routine of just making the sales call, your clients will quickly begin
to see you as just another tired salesperson.

“

When it comes to life
the critical thing is
whether you take things
for granted or take
them with gratitude.

”

G. K. Chesterton

AVOIDING the “Taken
For Granted” Trap
What can you do to prevent this from happening? The answer is
really quite simple, and yet most salespeople look right over it.
If you want to maintain the relationship with your customers and
continue to earn their business, you have to continue to build
the relationship before anything else. In today’s business
environment, you cannot take your customers for granted and
survive.
It is important to remember that your customers are your
competitors’ prospects. It is quite easy for a customer to take
their business to someone else, especially if they become
dissatisfied with how they are being treated. There have been
many instances where a customer has been stolen away from a
business with a few sincere and kind words.

Continued on page 2 . . .

▶ Consider how you would win a

customer if you were the
competition. Then take the actions
before the competitors do.

▶ Make a list of five ways you can add

value and differentiate yourself from
the competition.

▶ Identify your most important

customers, and contact each one
personally with a Thank You, a new
idea or to find out how they are
doing and what’s new.
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DON’T TAKE
CUSTOMERS
FOR GRANTED
HOW Would You Beat You?
An eye-opening activity can be to consider how you would compete with you. If
you were trying to take away your customers, how would you do it? How would
you show up? What would you present to the customer?
Some things are not in your control, such as product, pricing, etc. But what is in
your control is how you represent yourself and your company with customers.
Often, there is very little perceived differences in products; what does make the
difference is the salesperson. Customers will go with someone who is genuinely
focused on solving their problems and who stays connected.
So, what can you do differently to keep existing customers and avoid making
them feel taken for granted?

LITTLE Things That
Go A Long Way
Maintaining a real relationship with your customers doesn’t always require big
things. More often, it’s the little things you do that make the biggest difference.
Here are some examples:
•

Sending a thank you card to the customer, even after a small project.

•

Send them free information, ideas that can help their business grow.

•

Talk to them often, just to see how they are doing, what’s changing and what
else you can do to be of service.

HONESTY is the Best Policy
It is also important to be honest with customers. Contact them directly if the
shipment will be late, or if you have an update to offer them. Whether it is good
or bad news, it is better to hear it from you, and not from your competitor.
Timely honesty can go a long way to maintaining the trusting relationship that
you worked so hard to build.
Continually build your relationships with customers, do the little things that
others won’t, and be honest. You’ll keep your hard-earned customers, and keep
the competition at bay.
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