
+  

 
 
The Q Framework: 
How will customers buy from you?  





+
The Problem… 



+
Confused people don’t buy. 



+
You’re a risk to your customer. 



+
You’re a problem waiting to 
happen. 



+
They can’t trust you. 



+
The Opportunity… 



+
Small now. Grow later. 



+
You have a chance to be 
different. 



+
The Principles 



+
Think “AND” not “OR.” 



+
“Send me a proposal…” 



+
Build a work plan. 



+
Give your customers a view of 
the future. 



+
“What happens next?”  

n The first minute? 

n The first hour? 

n The first day day? 

n The first week? 

n The first month? 

n The first quarter? 

n The first year? 

 



+
Milestones 







+  Now what? 



+  THE TOOLS YOU NEED 






