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Partner Harry Koolen and I were conducting an Exemplary Performer Analysis for a Wall Street investment bank. In these studies we look to identify and then bottle the “Best Practices” of star performers. This research becomes a centerpiece of our training as we enable more “Typical” performers to employ the methods of their high achieving counterparts. 

One of the Exemplary Performers we interviewed proposed that each one of his successes was a “custom tailored suit”. We found the image compelling. Your clients are not buying an inexpensive off the rack solution. They are paying more to have the solution you represent customized just for them. 

In preparing a custom tailored suit, we need to question and listen to learn as much as possible about our client and his or her sartorial needs and preferences. Extreme care must be exercised in measuring to ensure that the suit fits and the drape is just right. 

When will the suit be worn? Will it be a one or multi-season option? For business 

purposes? Will it be packed frequently for travel? Will a double breasted jacket be a complimentary style? Cuffs? Where would you like the break to fall? Pleated pants?

The good tailor understands that the  lady or gentleman investing in a suit is buying more than cloth. They are most interested in what the suit will help them accomplish. Do they want to fit in better with their firm’s culture? Look the part of a banker or lawyer? Convey success, maturity and or authority? Is it an aspiring young professional pursuing the wisdom of dressing for the job they want rather than the one they have? 

Similarly, successful selling requires learning the end objective of the client or prospect. Recall the sage observation that when someone shops for a drill bit, they are buying more than a hole. Are they hanging pictures? Changing locks? Toward what end? Successful selling requires the deepest understanding of client objectives.

During the early stages of the relationship, both suit shoppers and clients will want more questions and less advice. However, once the relationship matures and they are confident that you both understand them and have the expertise to help them achieve their objectives, they will readily seek your advice and will require less time being fitted. They may even call in orders. Be careful of complacency at this stage though, because sizes and needs both change over time and what was a good fit yesterday may be out of style today. 

Knowing that that the suit was made just for them, clients will wear it with confidence that it will help them achieve their objectives. Value has been added and price becomes secondary.

Tailors and salespeople alike will encounter objections when a suit is pulled off the rack and offered at a customized price. If it doesn’t flatter and there is a sense of being misunderstood, there will be push back. Consistently we find that sales people who ask the best questions, listen effectively and customize their messages also field the fewest objections.

Keep the tailor image in mind with your sales calls. You’ll be sure to succeed with your clients when you make them look good in a solution customized just for them.   AJT  

