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What do you do?

How do you explain to 
customers the service 

you provide?
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The Trust Equation
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Sales 101
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What do you do?

How do you explain to 
customers the service 

you provide?



Building the case
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Supporting Evidence

1. Facts

2. Statistics

3. Case Studies

4. Demonstrations

5. Testimonials
a. Expert
b. Institutional
c. End User
d. Popular

6. Hypothetical Examples

7. Analogies

8. Visual Aids
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Driving it home
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Lemon

The brain cannot tell the 
difference between something 

that is real, and something 
vividly imagined.
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What do you do?

How do you explain to 
customers the service 

you provide?



The Problem With Closing



Schrodinger’s Cat



Schrodinger’s Deal
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