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[image: image1.png]Use this list to jog the memories of you and your prospects when you are determining
typical reasons customers choose to do business with you. Note that these reasons do not

get into the “How” of what you do—just the results.

You helped them save or increase the supply of money. time or other resources by:

Reducing the time for a specific process to be completed
“We reduce the turnaround period of printed materials for our clients by an

average of 50%!”
“Our customers are enabled to reduce the time needed to dispatch and get a

cleanup crew on site to an average of 35 minutes!”

Increasing the effectiveness/output/usage/uptime of an inputted resource
“We enable our clients to get over four times the number of pillows manufactured

using the same amount of goose down as before!™
“Our customers experience uptimes of 99.9%!™

Lowering the amount of labor/manpower needed to complete a task
“Our customers can process recyclable paper materials with just half of the

production staff that they previously needed!™
“We give our customers the tools to eliminate maintenance personnel by one-

third!”
Raising the speed of a process or system
“We give our clients the ability to send twice as many board-feet through their

mill compared to their old equipment!™
“Our customers run and print their invoicing in a few hours. when it used to take

them days!”
Improving the perception as well as results of a process
“We improve quality and reputation of our customers so much that they receive

industry recognition!™
“Our clients become recognized experts to important decision makers in their

field within three months!”
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