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5 TIPS FOR SMALL BUSINESS SURVIVAL



Are you 

listening?

Really

listening?



È Understanding your customer
ÁNeeds

ÁWants

ÁDesires

È Understanding your market
ÁDirection

È Understanding how to best communicate 
to the customer



È What do these CUSTOMERS need? What is the 
customerôs pain? 

È Do they even know their needs? Do they really

understand their pain?

È What does the Competition offer them?

È What can YOU offer customers?

È What do your customers THINK YOU offer them?



È Customer-focused selling
ĞListening

ĞComprehending

ĞTalking

È Good communication
Ğ Purpose

Ğ Precision
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5 TIPS FOR SMALL BUSINESS SURVIVAL



È Affirmations

ÁñIôll neveré.ò  vs. ñI mayé.ò

ĞOther  self-talk?


