








Questions:
Do you take what a prospect offers?

1. Yes, or else I won’t get the job

2. Yes, because my prospects already know what I want from my selling/marketing

3. Only if it’s the right fit

4. I never take what they offer; I always negotiate!





Service Provider





Specialists:

• Doctor

• Lawyer

• Accountant

• Plumber
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Know, Like 
and Trust
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Remember

�9 You are the expert

�9 It’s a relationship

�9 You train them how to treat you

�9 You are not powerless

�9 Never do something for nothing

�9

Presenter Notes
Presentation Notes
That way your actions will always be seen as helping, as bringing people together. Everything we do, we are a member of a profession, so we have to think collegially all the time





LinkedIn:  Julia Poger

Telegram:  
https://t.me/kywbyjuliapoger

Twitter / X:  @Julia_Poger

Instagram:  @julia_poger

www.kyw-seminar.com
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