The PRIDE Model

» Obtain commitment

» Summarize agreement
xped ite « Follow through

« Convey a sense of urgency

« Cross-sell appropriate products

« Express confidence and appreciation

D « Link member needs to service
: * Describe features
| ntg/:zrcq?oer: escribe « Outline benefits
; * Test for acceptance
Benefits « Handle objectives
* Ask open- and closed-end questions
I « Pause after questions
i * Press for specifics
hquire « Paraphrase
and Listen  Empathize
« Test for understanding
e Summarize R
E
« Greet the member
R . * Smile \
ecognize « Make eye contact |
* Use member’s name
]  Use a pleasant tone of voice E
Review and « Say please and thank you
Prepare for » Acknowledge waiting members W
Sales and P
i * Organize work area
rvi
Service lan » Manage time
» Make a to-do list
« Set goals
« Use planning tools
Ongoing |

&

* Assess member interactions
* Practice

« Seek feedback

« Give feedback
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