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Before each POTENTIAL client contact, do you ask yourself this: Who are you helping? Them? Or yourself? This means giving 
yourself a quick attitude check. Are you concerned about the size of your check this month? Or, are you more concerned with 
whether or not you have the right solution for your prospective new business partners  
  
Did you know having the right solution for your prospective business partners contributed to goDesana’s  97%  retention of 
product users. 
  
When you present an attitude of helpfulness at the beginning of every client contact, you’ll become a top closer in sales. By 
approaching selling situations with the goal of helping the client, you won’t come across aggressively—and by no means will you 
be average or typical. And, with a helpful attitude, you’ll knock the dollar signs out of your eyes, which will put the buyer at ease. 
  
How often do you risk losing sales or long-term clients because non-career challenges you are facing distract you from providing 
the service you know you need to deliver in your goDesana business?.  Most successful people agree a business owners income is 
a scoreboard reflection of the amount of service he or she gives to others. If you’re not happy with your current score (aka 
income), does it make sense that it might be time to improve the level of service you’re currently providing. 
Improving your service begins with taking on an attitude of servitude. It also means taking control of your personal environment. 
If something that’s going on in your personal life is distracting you from your goDesana business, it may show to potential clients. 
When they feel you’re distracted, they’ll want to extract themselves from working with you. 
  
Do YOU DO whatever it takes to give your clients all that they expect and deserve. So they’ll reward you with their business…and 
referred leads.?  
  
In order to manage your goDesana business well, you must believe in your product and the benefits it provides to your clients. 
Believing the best one that you truly believe in and can speak about with great enthusiasm and, if at all possible, from personal 
experience.” When you believe in your product and its benefits, you’ll do the work necessary to become an expert on it. You’ll be 
excited to talk about it. You’ll gain a clear understanding of what type of person or company makes an ideal client for you. And 
your selling job will be replaced with a problem solving conversation that you’ll experience as fun. More often than not, people 
buy from you because of your conviction and enthusiasm for your product rather than because of your knowledge of the product. 
Here’s another huge tip. 
When and how often do you follow up and service your customers. 
How do you service them? 
Is it how can I serve you, when and how they are using products, or is it a “did you place your order this month? 
How often  you speak to your partners with benefits makes a big difference in keeping your customers satisfied.? How often do 
you ask them “how can you help them? 
  
”Do you use the benefits of Solution questions every time you speak to a potential new client? 
	   
What	  have	  you	  done	  about	  changing	  your	  present	  situation? 
	   
What	  would	  you	  do…………………? 
	   
“{Prospects	  have	  the	  answers,	  and	  their	  ideas	  form	  part	  of	  the	  solution!}” 
	   
Consider	  this	  when	  working	  your	  business………… 
Your	  enthusiasm	  for	  TELLING	  what	  you	  know 
	  can	  keep	  you	  from	  discovering	  what	  the	  other	  person	  knows! 
	   
Have	  you	  looked	  for	  anything	  that	  would	  give	  you	  what	  you’re	  looking	  for? 
	   
What	  have	  you	  done	  about	  it,	  if	  anything? 
	   
What	  would	  you	  do	  about	  it	  if	  you	  could? 
	   
What	  do	  you	  see	  as	  the	  answer	  to	  your	  problem? 

Why	  is	  that? 
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Is	  that	  important	  to	  you? 

	   
What’s	  preventing	  you	  from	  making	  a	  change	  and	  right	  now? 
	   
What’s	  stopping	  you	  from	  getting	  what	  you	  want? 
	   
What	  if	  the	  right	  thing	  came	  along……are	  you	  ever	  open	  to	  things	  like	  that? 
	   
So	  if	  you	  could	  find	  a	  way	  of	  eliminating………………………,	  what	  would	  that	  mean	  to	  you? 
	  


