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HOW TO TALK TO YOUR 
CUSTOMER

1. Preparation
�   You should always go into a meeting with 
a customer well prepared. Begin by doing 
research ahead of time; look them up on 
LinkedIn and a general Google search. You 
may find their involvement in community 
organizations, their current or past job, and 
their hobbies. This will give you a plan of 
different discussion topics. Read their body 
language to determine if they want to 
keep conversation personal or talk strictly 
business.  

2. Do Business on Customer’s 
Terms 
�   Ensure that you are doing business on 
the customer’s terms. Ask them what 
contact method they prefer, and contact 
them using this method. Make every effort 
to put the needs of the customer first; they 
will notice this. Find out what is important 
to the customer and why they decided to 
come to you in the first place. Once you 
are in a meeting with the customer, call 
them by their name. Your goal should be to 
make the customer feel special. 

3. Recommended Resources
 -The Go-Giver: This book goes into heavy 
detail about making your customer feel 
like a priority. 
-Kevin Brown: Mr. Brown is a speaker that 
talks about the hero effect. 
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