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Important Notice 
© Copyright 2017, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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Fashions come and go. For years, 
sales was all about relationship-

building. Then the pendulum swung 

the other way and sales was all about 

insight and challenging the customer.  
 

If we look at things from the 

buyer's perspective, however, we 

might swiftly see that there is 

something else that's even more 

fundamental. In a word, trust. 

Without trust, a clever insight 

simply lands with a buyer as 

arrogance. If trust is absent, all the 

relationship gestures (and small-

talk) can be perceived as tedious, 

superficial or even manipulative. 

 

So how would you like someone 

to connect with you? It is worth 

thinking about that - just for a 

moment - before reading further.  

 

If we pooled the answers of every 

reader, we would probably find 

two distinct clusters. One cluster 

would be fact-based: they connect 

with people who get straight 

down to business, report 

pertinent facts, make accurate 

observations and have something 

useful to say. These are the 

cognitive trust-builders: whose 

lenses are fact-based, rational and 

logical.  

 

The second cluster is people-

based: they connect rapidly with 

others whom they perceive to be 

genuine, likeable, interested, with 

whom they share values. These 

are the affective trust-builders; 

whose lenses are people-based, 

intuitive and instinctive.  

In real life, of course, we all 

possess a blend of each cluster. 

However, the vast majority of 

people we meet have a primary 

set of lenses: fact-based, or 

people-based. Which is yours? 

 

If your job entails building trust 

with people you've just met (e.g. 

sales), you've got about ninety 

seconds to figure out which is 

their primary set of lenses. Do 

you know how to do this?  
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About the Author 
John Niland is best-known as a 

conference speaker on doing 

higher value work and creating 

more opportunity via better 

conversations. His passion is 

energising people: boosting 

growth through higher energy 

levels, that in turn leads to better 

dialogue and business growth. 

 

Since 2000, John has been 

coaching others to achieve 

success, with a particular passion 

for supporting professionals “who 

wish to contribute rather than 

just to win, and hence do higher 

value work via better 

conversations with clients and 

colleagues”. 

 

In parallel, John is one of the co-

founders of the European Forum 

of Independent Professionals, 

following twelve years of coaching 

>550 professionals to create 

more value in their work. Author 

of The Courage to Ask (together 

with Kate Daly), Hidden Value and 

100 Tips to Find Time.  
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The next masterclass "Value-Centred 

Selling" is in London on June 9th 2017. Click 

here for further information. 


