
A Study on Building Relationships
A Marketing System

Make no mistake, when relationship (building) is joined with marketing it is about generating 
sales and making money. Remember the words of Zig Zigler, “Money is not the most important 
thing in the world, but it ranks right up there is oxygen.” 

Here at Mentoring for Free we have a system for generating connection with people and e-book 
downloads to expand our spiderweb and influence. Remember we are called to give 80% of our 
time building relationships and 20% marketing. 

Let’s talk about the 20%, what must we master from building relationships and move to make 
customers. A master of relationship building is the person who develops an understand of people
and the different personal straits. This is the reason we are called to be students of the COLORS. 
It is this understanding that opens to doors to more relationships, rapport, and friendships as well
as may lead to finding more customer.  

We must be master miners seeking the vein of gold (prospects) from among our contacts. 

Here again we must heed to the call of being a good listener discovering needs and wants of 
others. 

Become storyteller pointing to solutions to their problems and desires. 

Master being a follow-up guru, not as a pest, but as giver. 

Be open to opportunities to meet the needs of others whatever it may be. 

Remembering to be always led by relationship. 

Let me give you a study in contrast between two examples of how to approach marketing: Jordan
Belfort and Bob Burg. 

Jordan Belfort wrote “Way of the Wolf” which later become the movie “The Wolf of Wall”. The
book and movie truly depict to push marketing mentality of “full steam ahead and do whatever 
it takes to make a sale.”  Push marketing is a promotional strategy where businesses attempt to 
take their products to the customers. The term push stems from the idea that marketers are 
attempting to push their products at consumers.



Bob Burg wrote “The Go-Giver” which is tells us to “give your way to success” or attractions 
marketing. His book shows that you can “actually” give your way to generating sales and profits.
This is also known as pull marketing is an approach designed to draw customers to a brand 
through search engine optimization (SEO) and other non-intrusive methods. The ultimate goal is 
to strengthen consumer awareness of a brand and products and foster demand.

Like Kody Bateman, I believe the best marketing system today must represent a balance between
making the deal and creating relationships. The day of hardline marketing and sales is over and 
just being nice is not enough. A balance is needed. 

Let’s reason together to create a better idea of the contrast of push and attraction marketing. 

Take a sheet of paper and up in right side write in bold letter “Relationship Marketing” and at 
the bottom left write “Marketing and Sales”.  

On the left side show an arrow pointing up. 
Push marketing starts in the lower left with having to find prospects, then with moving or 
acquiring them as a customer, and following, managing, or working to hold on to them at the 
sale. 
The only relationship building in push marketing working to hold on to people. 
A look at the numbers will reveal the high cost. The probability of finding a prospect is 5% to 
20%. 
Usually there a high turnover from prospect to being a customer and even high keeping them as a
customer with the result being a 5 to 1 ratio or investment in time and money. 
You will find push marketing is an uphill climb.

On the right draw an arrow going down. 
When we start with the building of relationships, we will find there is little, or no cost involved. 
How much cost is it to say “HI, my name is Nathan” or send a note “Hi Joe, I having fun 
connecting with like-minded people, will you be one?” Does cost anything to carry on a 
conversation with someone online or in personal? 
Here the ratio is usually 1 to 5. 
With developing and retaining a customer you are usually working with the willing which means
a low turnover. 
The real magic comes with the referrals generated using this method. 
Here can be seen a flow with a downward current which leads momentum for more sales. 

Imagine you a cyclist. Before you a challenging 10 miles climb which would require you be 
constantly pedaling. As they say you would feel the burn in your legs, back and lungs. You reach
the top and wander “will I have to do this again” to discover the answer is YES. 



But there is hope from the top you see you have a 10 miles downhill slope before the next climb. 
Question you must ask yourself, “Do I coast down this
10 miles and take it ease or do I use the incline to build momentum thereby making the next 
climb easier?”

It is the same with relationship marketing, we have before us a downward slope meeting people, 
getting to know, build the know, like and trust. With time some will become interested in doing 
business with you. With a relationship built the momentum of the sales becomes easy. 

I read the story about Gayle Zientek. She is a real estate broker who increase her referral 
business from 35% to 100% within 2 years. “How” With a solid relationships marketing plan 
using social media and greeting cards. She did ask for referrals but not before becoming a friend 
and built rapport. 

We live in a Google and social media world. Traditional marketing is less effective. People have 
access to more information. Because of this, positive relationships in today’s business world are 
more important than ever. Digital alone is not enough, we must open to new ideas to build the 
rapport. The beauty of being in this mastermind “Mentoring for Free” we share ideas and 
methods for creating the “know, like, and trust.”

Thing to remember is that good relationship marketing is built around “thank you” “happy 
birthday” “congratulation” “happy holiday” and any other lifestyle celebration. It is about 
keeping in touch and following up 

Remember keeping touch is not asking someone to buy something or join you in a business but 
coming along side of someone saying I care about you how can I help you. 

Make those connection on social media, build those friendships, ask about their needs, share 
freely information and knowledge. Get to know them, their birthday, family, occupation, 
celebrate their success. Really show care. If at all possible, send a card, a note, say “thank you” 
often. Find a system that works for you. 

I read a story about Dave Potter from Port Alberni, British Columbia. He owns a tree service 
pruning trees high above the ground. Most of his days are 50 feet above the ground. So how did 
he build rapport? He would use his smart phone take a picture of a customer property above the 
ground. Post the picture in a card app on his phone with a thank you note and send a card to 
them. Some he adds a gift of brownies. He did not ask for referrals and for future business, just 
thank you. This is a clear example of 80% relationship and 20% business. 



 


