
Profile-P (John Shenton) can be contacted on 01202 496269. Mob 07946 577521 
E mail:johns@profile-p.co.uk  

Visit our website to download your profile doc: www.profile-p.com 
 

Trust Relationships – who needs them? 
 

In a new year post Cov19 – we all face a new set of challenges building and 

retaining a client base that will be profitable for all concerned. 

Marketing has always been a challenge to justify short term returns and the marketing arena has been 

changing rapidly with the rise in on line and digital relationships between buyer and seller. 

We all know that it costs far more to get a new customer than to retain and build upon our relationship 

with an existing profitable one, but now this has become even more important for every business. 

The marketing gurus are all shouting – customer – customer – customer.  

It’s the journey that matters!       Theirs not yours! 

 

If we are to get closer to our customers, how are we to achieve this when more and more do not want 

us to hold any information about them. 

There is word on the street that we need to educate our loyal customers about what information we 

would like to hold on their behalf and how this can be used to benefit them without opening them to 

a digital landslide of unwanted media contacts. 

If the information we need is to be useful then our client has to feel that we are on their side. They 

need to feel they can tell us what they want and only when they want it – rather than us opening a 

thousand doors to solutions they have no need for every day just because they searched for 

something on your site. 

We begin now to understand that we are entering the field of soft skill management of our client 

interface. One that cannot be truly measured and relies on a great deal of empathy. 

This is a new relationship that has to be built on trust. 

Trust does not come out of thin air – it has to be earned and that takes time and work. 

Our future relationships then will come from one client recommending us to their friends without 

even thinking about it as a recommendation. To this end we must work on sharing information with 

them that costs them nothing but which has value, based on what we know about them so far. 

As each individual will have a preferred way of receiving this information, it will become important to 

understand early on how best to deliver it. 

One of the things we can do in a market where it is going to be difficult to find work is to offer an 

almost free “profile” to clients and their family members. I say almost because a true value needs to 

be earned and owned by both parties, and we only want to commit valuable time to help those who 

will become trusted clients. 

To find out more about how profiles can offer us choices about how we communicate with individuals,

  call Profile-P today and ask for your (almost) free profile. 

John has delivered literally thousands of psychometric profiles over fifteen years to help people 

understand their working strengths and to allow others how to get the best from a joint relationship 

in business. Everyone deserves to be treated as an individual – find out how you work best. 

 


