LAWNCARE
Serving Berks County Since 1978

+ Landscape design and installation
* Hardscaping
* Patios
* Walkways
+ Retaining walls
* Sod and seed lawn installation
« Excavation
* Snow removal
* Lawn mowing and maintenance
* Spring / fall cleanup
+ Edging and mulching
* Shrub trimming and removal
* Fertilization and aeration
+ Tree and shrub installation
and maintenance

We Can Help You Create
the Outdoor Living Space
of Your Dream!

Residential
Commercial
Free Estimates
Fully Insured

We're big enough to get your job done and small enough to know your name!

610.670.7639 « 610.370.1507
www.sottosantilawncare.net

CLOSING SALES STARTS
WITH BUILDING TRUST

People do business with people they
trust. Closing the sale is simply the
end result of building relationships
and earning the trust of your prospects
and eventual customers.

If you're selling a product or service to
a business where your sales cycle is long
— 12 to 18 months or more — closing the
sale means playing the long game. It
means being thoughtful, not transactional.
It also means investing the time and effort
to lay a foundation of trust with your
potential customers.

There are no short cuts to building
trust, but there are key steps you can take.
There’s no scientific formula for earning
trust in any relationship, including profes-
sional ones. Successfully earning the trust
of a prospective customer is a culmination
of a series of efforts that coalesce into a
relationship based on respect.

As you find your own recipe for
building trust with your prospects, here
are some steps and suggestions to help
you along the way.

Listen: Step one in building trust is to stop
talking and simply listen to your prospective
customers. Demonstrate curiosity in what
they do and show interest in helping them
solve their challenges. Ask questions about
them and their situation rather than jumping
into a sales pitch.

Respect Their Time: Demonstrating respect
for your customer’s or prospect’s time is a
form of respect that should always be
considered. Prepare for meetings in advance
and focus your meetings on how you can
best serve that customer.

Always Have Their Interests in Mind — Not
Yours: Never offer solutions to problems
your customers don’t have or push them
towards a product that doesn‘t add value to
their business. Building trust and closing a
sale will only happen if you put your
customer’s interests and needs above your
own and find them the best solution for
their business.

Keep Your Promises: When you tell a
customer you’ll do something, follow
through and deliver on that promise.
Finishing what you start, meeting deadlines
and providing your customers with valuable
solutions are some of the fastest ways to
build trust.

(Continued on page 18)

TRICOUNTY AREA GHAMBER
ANNUAL DINNER

Keynote - "Think Like an Olympian"

WEDNESDAY, APRIL 27TH | START TIME: 5:00 PM

_—

FOR QUESTIONS OR FOR MORE INFORMATION ON SPONSORSHIPS PLEASE CALL ALICE AT 610.326.2900
OR EMAIL ALICE@TRICOUNTYAREACHAMBER.COM.

JOIN US IN CELEBRATING 95 YEARS
AS A CHAMBER!

PLATINUM SPONSORS:

~" Constellation

RIVERGREST GOLF CLUB & PRESERVE

!

Pottstown Hospital
_ TOWER HEALTH
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907 Ben Franklin Hwy. W.
Douglassville PA. 19518

SCREEN PRINTING
EMBROIDERY
SIGNAGE « BANNERS

VEHICLE GRAPHICS
LOGO DESIGN
PROMOTIONAL ITEMS
BUSINESS CARDS & MORE

610.385.7053

www.luckypw.com

' ENGINEERING
INCORPORATED

Geotechnical Engineers & Geologists

Construction Inspection &
Testing

Subsurface Investigations
Geotechnical Design
Stormwater Infiltration Testing

Carbonate Site Assessments

Environmental Site Assessments
and Remediation

www.earthengineering.com

Corporate Headguarters: 610-277-0880 Central PA: 717-697-5701
Lehigh Valley: 610-967-4540 South Jersey: 856-768-1001

QUALITY * COMMITMENT * PERFORMANCE

Clean Fill Testing
Laboratory Soils Testing

APRIL AUCTIONS!

GeyerAuctions.com

VINCE’S TOWING & RECOVERY - LIVE AND SIMULCAST ONLINE
Live Onsite Auction - Saturday April 2nd @ 9:00am
Simulcast Online Bidding for Tow Trucks/Vehicles @ 12:00pm
Tow Trucks, Vehicles, Lifts,Vinyl Printing System, Parts, Warehouse Contents
Location: 1725 North 5th Street, Reading, PA 19601

TRUCKS, VEHICLES, TOOLS & EQUIPMENT ONLINE AUCTION
Online Bidding Closes Thursday April 7th @ 2:00pm
Trucks, 25+ Vehicles, Trailers, Tractors, Tools & Equipment

Location: 835 Route 100, Bechtelsville, PA 19505

LAWN MOWER REPAIR SHOP ONLINE AUCTION
Online Bidding Closes Friday April 8th @ 4:00pm
Sheds, New/Used Mowers, Equipment, Tools
Location: 813 Willow Street Pottstown, PA, 19464

CINNAMINSON TOWNSHIP NJ TRUCK & EQUIPMENT ONLINE AUCTION
Online Bidding Ends Sunday April 10th @ 4:00pm
Surplus Trucks, Dump Trucks, Vehicles, Snow Plows, Equipment
Location: 1601 Union Landing Road, Cinnaminson, NJ 08077

ESTATE SALE HOME TOOLS, FURNITURE & COLLECTIBLES
Live In-Person and Online Bidding

Real Estate, Tools, Furniture and Collectibles
Location: 160 S Wall Street, Spring City, PA 19475

ONLINE ONLY ESTATE SALE - CLASSIC CARS AND MORE
Classic Cars, Collectibles, Tools, Furniture
Location: 1559 Markley Road, Pennsburg, PA 18073

ONLINE MOVING SALE - CORVETTE AND MACHINE SHOP
1991 Corvette, Machine Shop, Equipment, Tools, Furniture
Location: 1627 Gravel Pike, Pennsburg, PA 18073

ONLINE ESTATE AUCTION - TRUCKS AND EQUIPMENT
Trucks, Tools, Equipment
Location: 3575 Davisville Road, Hatboro, PA 19040

ONLINE LIQUIDATION AUCTION - RETRO FITNESS OF LEVITTOWN
Gym Equipment Complete Liquidation
Location: 4597 Newfalls Road, Levittown, PA 19054

Toll Free (800) 554-5005

geyerauctions.hibid.com
Mark Akins, President
647 Congo Road, Gilbertsville, PA 19525

Ask SCORE

(Continued from page 16)

Respect Your Competition: \WWhen you're
speaking with your prospective customers,
focus on why your solutions are valuable
rather than why your competitor’s
solutions are inferior. Disrespecting your
competition can have the opposite effect
and cause damage to your reputation. Take
the high road and present your business
professionally.

Go the Extra Mile: Fulfilling your obliga-
tions is a must when building trust. But,
going above and beyond is a sure way to
expedite the process. Make your customers
feel special by investing in their business
and their mission. You can take them to
lunch just to check in, send them article
links that you think will help them with a
project or initiative, connect them with
your contacts on LinkedIn, or any number
of efforts that they may value.

When you boil it all down, closing the
sale requires listening, respect and putting
the prospective customer’s needs first. As
you build your client base, remember that
sales is not about selling. It's about
building trust. If you take these six trust-
building actions, you'll provide incredible
value to prospective customers and
increase your chances of closing the sale.

Closing the sale is no easy feat.
Whether you're just getting started or
looking to expand your client base, use

every resource you have at your finger-
tips, including your local SCORE
chapter. When you work with a SCORE
mentor, you'll gain the advice and insight
of a seasoned professional with experi-
ence in building a client base built on
trust. Contact a SCORE mentor today.

Since 1964, SCORE “Mentors to America’s
Small Business” has helped more than 11 million
aspiring entrepreneurs and small business
owners through mentoring and business
workshops. More than 10,000 volunteer
business mentors in over 250 chapters serve their
communities through entrepreneur education
dedicated to the formation, growth and success
of small businesses. For more information about
starting or operating a small business, call
1.800.634.0245 for the SCORE chapter nearest
you. Visit SCORE at www.score.org.

For more information about starting or operat-
ing a small business, contact SCORE TriCounty,
https://tricounty.score.org/content/find-mentor-
183.

Today at SCORE, we are on the frontline
fighting to keep Main Street America in business.
If you believe that you can help a small business
with your experience, advice and mentoring
please think about joining us. Email us at tricoun-
ty@scorevolunteer.org, call us at 610.327.2673,
or to learn more. To submit an application to be
a SCORE TriCounty volunteer, visit our website at
https:/tricounty.score.org/become-volunteer-2.

SCORE is funded in part through a Cooperative Agreement with the U.S.
Small Business Administration. All opinions, conclusions, and/or
recommendations expressed herein are those of the author and do not
necessarily reflect the views of the SBA.
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