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Learn the relationship-building secrets that lead to lifelongclients,
repeat customers, and endless referrals In today's commaoditized
marketplace, no matter what product orservice you sell, there's
probably someone somewhere able to offerit cheaper, faster, and
maybe even better. So how do youdifferentiate yourself from your
competitors? The Connectorsshows that the only thing that truly sets
you apart is the qualityof your relationships with your clients and
customers. Everyone knows that relationships are important in
business. Yetmost people would admit that their relationships could
bebe



