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Strategies for Selling to the Amiable customer 
 

Getting an appointment 
 

 Either by appointment or on spec.  
 If you write, send a letter with a personal touch, stating who you are and 

why you are contacting the Amiable. Stress the following; 
o your experience working with colleagues the Amiable knows by 

reputation or experience 
o your reliability and experience 
o the quality of your product or service 

 
 Follow your letter with a personal phone call. Take time to be friendly, 

open, honest, and sincere and to establish trust in the relationship. 
 

Opening the call 
 

 Engage in informal conversation before getting down to business. 
 Demonstrate that you are personally interested in the Amiable’s work and 

personal goals. You will have to earn the right to learn more personal 
information about the amiable. 

 Demonstrate your product/service knowledge by referencing a common 
acquaintance that is using the product or with whom you have spoken. 

Questioning to uncover Real Needs 
 Create a co-operative atmosphere with an open exchange of information 

and feelings. 
 Amiables tend to understate their expectations, so you may need to 

question them on specifics for achieving their requirements. 
 Listen responsively. Give plenty of verbal and non-verbal feedback. 
 Verify whether there are unresolved problems or reservations. 
 Find out who else will contribute to the buying decision. 
 Summarise what you believe to be the Amiable’s key requirements and 

feelings. 

Match Features and Benefits to Needs 
 Define clearly and make sure the Amiable understands; 

o what you can and will do to support the Amiable personally 
o what you will do and what the Amiable needs to do 
o the support resources you intend to commit 

 If the decision involves other Customers, enlist the Amiable’s help in 
getting to see them. 
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 Satisfy needs by; 

o showing how your product is best now and will be best in the future 
o using third party evidence, especially opinions. 

Action Closing 
 

 Ask for the decision indirectly. Don’t push. 
 Emphasise guarantees – how the Amiable is “protected”. 
 Don’t corner Amiables; they want a way out if things go wrong. 
 Guard against “buyer’s remorse” – be prepared to compromise and take it 

slowly. 
 Stress your personal involvement in following up on the decision. 

 

Handling Objections 
 

 Welcome objections and be patient and thorough in answering them. 
 When answering objections; 

o describe cost justifications 
o refer to experts, or other people the Amiable respects 
o keep in mind how the amiable feels about, and will be affected by, 

the prescribing decision 
 
In response to objections to be reassured, these people; 

1. Expect patient, thorough explanations. 
2. Want open, honest answers, positively stated. 
3. Like evidence from experts. 
4. Expect answers that take into account how they feel about and how 

they will be affected by the decision to buy. 
 

Follow up 
 

 Initiate and maintain frequent contacts providing services such as; 
o periodic progress reports on enquiries 
o arrangements for service and training 
o introductions of new products 
o listening carefully to concerns, even those which seem trivial 
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Some Classic Do’s and Don’ts when dealing with the 
Amiable Style 

 

You will have difficulty with this style if you: 
 

 Get straight into your product 
 Keep the discussion product focused all the time 
 Cause them to respond quickly 
 Dominate or control the call 
 Are rapid or abrupt 
 Keep offering options or increasing the complexity of the 

decision 
 Make wild claims 
 Are very factual 

 
 
 
 
 

Instead you should aim to: 
 

 Be friendly to show an interest in them personally 
 Be prepared for some chit chat before getting down to business 
 Take time to uncover their needs by asking open questions 
 Be alert for non-verbal clues of dissatisfaction or disagreement 
 Be informal 
 Present your product in a non threatening way 
 Include guarantees and assurances where possible 
 Give your presentation the personal touch 
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