How To Use PR In Sales

“Making things as easy and convenient as possible while avoiding making things difficult and
inconvenient.”

PR(Public Relations) connects with the audience.

When you are doing PR, you are connecting with the audience (prospects). You are making it for
them as easy to cooperate with you as possible.

Meaning,

1. Don’t complicate things.
2. Deliver on promises and services quickly.
3. Make things a way so that the prospect looks forward working and communicating with you.

Additional ways of utilizing PR in sales:

o Simplify the Sales Process: Streamline your sales process to make it easy for customers to
understand and navigate. Remove unnecessary steps, minimize paperwork, and provide clear
instructions and guidance at each stage.

e Clear Communication: Communicate with customers in a concise and understandable
manner. Avoid using jargon or technical language that might confuse or overwhelm them.
Present information in a straightforward and accessible way.

e Provide Seamless Interaction Channels: Offer various channels for customers to interact
with your sales team, such as phone, email, live chat, or social media. Ensure that each
channel is well-maintained, responsive, and user-friendly to make communication
convenient for customers.

e Offer Convenience in Product/Service Delivery: Find ways to make the purchase and
delivery process convenient for customers. This could include offering flexible payment
options, quick and efficient shipping or delivery methods, or hassle-free return policies.

e Personalize the Experience: Tailor your sales approach to meet the individual needs and
preferences of customers. Understand their pain points, provide customized solutions, and
offer personalized recommendations that align with their specific requirements.

e Anticipate and Address Customer Concerns: Proactively identify potential obstacles or
objections that customers may face during the sales process. Be prepared to address their
concerns promptly and provide satisfactory solutions to remove any barriers.



Provide Exceptional Customer Support: Offer responsive and helpful customer support to
assist customers before, during, and after the purchase. Make it easy for them to reach out
with questions or issues and ensure their inquiries are resolved promptly and effectively.
Focus on User-Friendly Tools and Technology: Utilize sales tools and technology that are
intuitive and user-friendly. This could include CRM systems, online portals, or sales
automation tools that simplify processes and enhance the overall sales experience for the
prospect.

Continuously Seek Feedback: Regularly seek feedback from customers to understand their
experience and identify areas for improvement. Actively listen to their suggestions and
concerns, and make necessary adjustments to enhance convenience and ease of doing
business with your company.

Foster a Customer-Centric Culture: Instill a customer-centric mindset within your sales team
and across the organization. Encourage employees to prioritize customer satisfaction and
continuously strive to find ways to make the sales process as easy and convenient as
possible.



