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Making Your Customers Partners
By Joe Torrence
Take a number, press 1 for technical service, all of our service reps are busy...sound familiar? If

your like me I've had to succumb to the inevitable world of technological advancement but somewhere
along the way | (a person) have got lost in the shuffle.

Having to deal with auto menus and robotic web sites to place an order or ask a question has become
a matrix of sterile graphics and personless decision making. | do need the product or | do need the
technical question answered but there's more to a day than just the product or the question. We all
need the touch and feel and value added of interaction with people just like us. Something is amiss if
we've lost the touch with others whether it's good or bad, we still need it.

Maybe I'm bragging a little but we really like to touch customers at our company. Yes we accept faxed,
mailed and even orders submitted through our web site but we jump at the chance to help our
customers. They're not just an order number. They are a person, with real lives, issues and problems.
Quite possibly, we can help them solve some of those problems but even if we can't, we want them to
remember us. Cordial, honest, bend over backwards those are the characteristics that make partners
out of customers.

How many times have you ordered something over the telephone and a week later haven't the foggiest
who you spoke to. I'd bet you a dollar to a doughnut that if that order taker had invested in you as a
partner, you'd remember.

Developing customer partnerships is an investment. Sure the phone call takes a little longer...seconds
maybe. What is that worth to the person on the other end? Priceless, | bet.
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Unparalleled customer service.

Don't Compare Partners
By Rinatta Paries
Don't Compare Partners by Rinatta Paries

Have you ever found yourself comparing your current partner to someone from your past, and finding
your current partner lacking? Worse yet, have you found yourself telling your current partner he or she
is being compared to someone in your past and falls short?

What is it we are really after when comparing current and former partners? Do we want our current
partners to be just like our exes? Probably not, or we would still be in those

relationships. | think when we are making a comparison, we are really after something else. My hunch
is what most of us really want is to have our current partners meet some specific needs and desires in
the same, natural way as our past partners did.

Unfortunately, when we make this comparison between partners and then tell our partner about it, he
or she will probably not take the feedback well. In fact, your partner will be very likely to feel angry,
resentful, and to make sure not to do what you want.

How can you, then, get what you want in a more effective way than causing resentment and anger in
your partner? How can you have your needs and desires satisfied? It's simple, really. Just ask. But be
sure to ask without making your partner wrong for not already having met your needs.

Let's look at an example. Let's say you are not getting enough romance in your current relationship, but
had gotten plenty of it in your past relationship, and liked it that way.

If you were comparing your current partner to your ex, you might say things like, "Why aren't you more
like X? He (or she) was so romantic. | would get flowers and cards from him all of the time." Or, you
might say, "She was much more interested in romance and intimacy than you are." Then you might
finish with, "You are just not like him (or her)," with a negative connotation in your voice.

As | said, after this kind of encounter, it's unlikely you will experience romantic gestures from your
current partner, even if he or she originally had a desire to be romantic.

Asking for your needs to be met looks very different than comparing partners and making your current
partner wrong.

You may say something like, "You know, | really like and appreciate romantic gestures. Flowers or
cards would make me feel loved and appreciated. Physical intimacy would make me feel loved and
connected to you. | would like more of these from you. Can you do that for me?"

With an approach like this, you are much more likely to get what you want.
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So stop comparing and start asking!

Your Relationship Coach,

Rinatta Paries
www.WhatltTakes.com

(c) Rinatta Paries, 1998-2002. Do you know how to attract your ideal mate? Do you know how to build
a fulfilling relationship, or how to reinvent yours to meet your needs? Relationship Coach Rinatta
Paries can teach you the skills and techniques to attract and sustain long—term, healthy partnerships.
Visit www.WhatltTakes.com where you'll find quizzes, classes, advice and a free weekly ezine.
Become a "true love magnet(tm)!"

Having coined the phrase "relationship coach,” Master Certified Coach Rinatta Paries works with
singles to help them attract their ideal relationship, and helps couples create more love and fulfillment
in their existing relationships. Visit her web site at www.WhatltTakes.com or e—mail her at
coach@WhatltTakes.com.
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