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How do you cultivate relationships where 
your clients want to tell others all about you? 
What will make you and your wisdom 
irresistible? Discover the most important 
principles for building the kind of long-term 
relationships that lead to higher customer 
retention, and far more referrals. In this 
high-enehigh-energy, high-content program, you’ll 
learn the power of intent, the importance of 
your appearance, how to make people feel 
more valued, limiting words you should avoid 
and much more. If your organization 
depends on repeat business, you must be 
committed to keeping your customers for 
life,life, and that’s exactly what this seminar 
teaches you to do.

Shawna Schuh is an expert in the 
communication skills arena.  Since 1983, 
she has been training and motivating 
professionals to connect with their cus- 
tomers and prospects through powerful 
people skills. She has authored two books, 
several articles, and is a frequent guest in the 
media.media. As an actor, she has appeared in over 
150 television and radio commercials, and 
seven feature films. Having earned the CSP 
designation from the National Speakers 
Association, Shawna Schuh is considered 
one of the top speakers in the world. You’ll be 
thoroughly captivated as she shares real life 
examplesexamples gleaned from years of working with 
Fortune 100 clients. Learn to connect at a 
deeper level, and watch your business soar. 



Connecting for Results::::  Advocacy 

© Shawna Schuh, CSP, Schuh Biz Inc ~ 877-474-2962 ~ www.ShawnaSchuh.com 
info@ShawnaSchuh.com ~ 24241 Hwy 47 ~ Gaston, Oregon  97119 

2 

Advocate:  a person who pleads on someone else’s behalf. 
 

When have you been an advocate?   

What have you experienced (film, book, restaurant, hotel, service, etc.) that excited you, 

wowed you, made you giddy, or changed you and that you told others about? 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

What are you doing to make your contacts giddy? 

 

 

 

 

 

 

 

 

 

 

 

“The passions are the only advocates which always persuade.  

They are a natural art, the rules of which are infallible; and the simplest man  

with passion will be more persuasive than the most eloquent without.”  

~François de la Rochefoucauld (French classical author, 1613-1680) 
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“Extra” Lesson 1:  Intentional Persistence 

 

Intentional Persistence:  Everyone feels intimidated – let the fear fuel you to 

persevere and be guided by your intention. 

 
1. Determine Your Intention: 

What is it you want?  What is your intent… to sell or to serve? 

To build a long-term relationship or to complete a transaction? 

What are you focused on? 

 

 

 

 

2. Develop Intentional Connections with Questions: 

What do I want this person to feel? 

How can I make this person feel honored or valued? 

 

 

 

 

 

 

 

 

 

 

 

 
"Life is not easy for any of us. But what of that? We must have perseverance  

and above all confidence in ourselves. We must believe that we are gifted  

for something, and that this thing, at whatever cost, must be attained."  

~Marie Curie (French Physicist, twice winner of the Nobel Prize, 1867-1934) 
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“The smart ones ask when they don’t know; and, sometimes, when they do.” 
~Malcolm Forbes 

 
We are as strong, as powerful and as successful as the questions we ask. 
 

The questions we ask ourselves can do one of two things: 
1. They can confirm 
2. They can provide 

 
All questions you ask yourself have answers – whether you like them or not.  The quality 
of your life is many times determined by the quality of the questions you ask yourself and 
others. 
 
When you ask questions that are unanswerable (usually a whine) more of whatever you 
wonder about happens, CONFIRMING what you are thinking – both positive and 
negative. 
 
When you ask questions that have answers and solutions your mind and others’ minds 
go to work to solve the problem. You are PROVIDED with an answer and actions to take. 
 
Unanswerable (poor) question, “Why can’t I figure it out?” 
Answerable (good) question, “What do I/or we need to do to get this figured out?” 
 
EXAMPLE 

 
 

 
 
 
 
 
 
 
 
When you catch yourself (or when your team catches one another) asking poor or 
unanswerable questions, that’s the time to simply state:  “How can we ask this 
differently?”  Or “What’s a better question?” 
 

You will be amazed and astonished at how much this small but pivotal step 
will help you make a magnificent life one moment at a time. 
 

“ “Why” and “How” are words so important that they cannot be too often 
used.” ~Napoleon Bonaparte 

 

Good question: 

“What can I do to get a break?” 

Your subconscious will PROVIDE some answers 

� Ask someone for help  

� Read up and learn what you need to know 

� Go to a function and be seen 

Poor question: 

“Why can’t I get a break?” 

Your subconscious will CONFIRM your fears 

• You are not worth it   

• You don’t have the brains  

• You are a loser 
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“Extra” Lesson 2:  There are no “Extras” 

 

How we view what we do greatly determines how others view what we do: 

There are no “extras” when it comes to job titles. 

 

How do you feel about your clients and contacts?  Build trust and break 

down barriers by removing limiting, negative, and trust-breaking words. 
 

1. Eradicate the word “just” from your vocabulary: 

a. I’m just a sales person. 

b. They’re just the receptionist, wife, gatekeeper. 

c. It’s just a casual event. 

 

 

 

 

2. Eliminate saying the word “only” before other things: 

a. I only met one person. 

b. There are only ten people in my sales pipeline. 

c. I only had ten minutes to share my offer. 

 

 

 

 

3. Other limiting words: 

a. But 

b. Try 

c. Can’t 

 

 

 

 

"It is not titles that honor men, but men that honor titles."  

~Niccolo Machiavelli (Italian writer and statesman, Florentine patriot, 1469-1527) 
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“Extra” Lesson 3:  Your Appearance is a Present 
 

 

How we show up in the world can be about us or about others: 

Your appearance is a present 

 

You earn the right to work with people because they feel you are there for 

them.  Your appearance is one part of a bigger thought process that affects 

all parts of your business and life:  self-directed or others-directed. 

 
1. Self-directed Statements: 

a. I’m going to wear what is comfortable for me. 

b. That’s just the way I am. 

c. I tell it like it is. 

d. I pride myself on being me or truthful or blunt, etc. 

 

 

2. Other-directed Thoughts: 

a. How can I honor this person with my appearance or behavior? 

b. What would be of most benefit to others today? 

 

 

3. Other-directed Appearance: 

a. Wearing color 

b. Being more conservative 

c. Dressing up to honor others 

d. Being well-pressed and freshly groomed 

e. Covering your skin 

 
 

 

"The soul is placed in the body like a rough diamond,  

and must be polished, or the luster of it will never appear."  

~Daniel Defoe (British author, 1660-1731) 
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“Extra” Lesson 4:  Preparedness Pays 

 

When you respect and compliment your clients, you show them that they 

are worth the extra effort and they will respond in kind: 

Preparedness and attention to individuals pays 

 

Being prepared isn’t just for emergency services and scouts!  Thinking 

ahead to anticipate your clients and contacts needs, expectations, and 

comfort will wow them into becoming your advocates. 

 
1. How can you take your business from “basic service” to “red-carpet service”? 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

"Good actions give strength to ourselves and inspire good actions in others." 

~Plato (Ancient Greek Philosopher, 428 BC-348 BC) 
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Where do you connect with others? 

1. Everywhere! 

2. Networking events 

3. When you are giving business to someone 

4. When you are at social events 

5. When you are traveling 

 

Focus on connecting for results, not selling at all costs.  Sometimes talking business is 

inappropriate. 

 

Networking pointers to build contacts: 

1. Ask pivotal questions:  What do I want the other person to feel and how can I 

honor others? 

2. Think long-term, not simply to get something from this person now. 

3. Your attitude will determine your results.  Love people! 

4. Wear your name tag always, and on the right side. 

5. Collect cards only when appropriate and after establishing a connection. 

6. Only give your card when asked. 

7. Use the back of the cards you are given to make notes. 

8. Use two places for cards – outward and inward. 

9. Be fascinated in them; remember your focus. 

10. Gratitude is gracious and seldom used, so be thankful! 

 

 

 

 

“What helps people, helps business.” ~Leo Burnett (Pioneer American advertising 

Executive, 1891-1971) 

 



 
Reading for Sales 

See You at the Top ~Zig Ziglar 
Never Eat Alone ~ Keith Ferrazzi 
Selling the Invisible ~Harry Beckwith 
What Clients Love ~Harry Beckwith 
The Greatest Salesman in the World ~Og Mandino 

 
 
Highly Suggested Reading 
The Bible  
As a Man Thinketh ~James Allen 
The Four Agreements ~Don Miguel Ruiz 
The Other 90% ~Robert K. Cooper 
How to Nail Voice Mail ~Shawna Schuh  
The One Minute Millionaire ~Mark Victor Hansen & Mark Allen 
The Elements of E-mail Style ~David Angell & Brent Heslop 
Office Emails that Really Click ~Naureen Chase & Sandy Trupp 
Anything by Jim Rohn or Norman Vincent Peale 
Audio and CD’s are excellent for learning while traveling 

 
 
Etiquette Education 

Get a good etiquette book. I like the 16th Edition of Emily Post’s Etiquette by Peggy Post 
for personal use and I like Letitia Baldrige’s Complete Guide to Executive Manners for 
things related to business. Plus check out the Social Graces Booklet series on our web site 
www.ShawnaSchuh.com; there’s some great free information available daily and every-
once-in-awhile too with our Daily Doses and Schuh Polish e-zine. 

 
 
Magazines 

Whatever is standard for your industry 
Whatever business related magazine you like best 
“Fast Company” magazine – The most innovative ideas and companies 
“The Futurist” – Get a hit on what’s coming! 

 

 
 

Visit www.ShawnaSchuh.com & get Shawna in your email inbox! 
Sign-up for the Daily Doses of Graciousness, quick easy tips from Shawna in the art of 

being a gracious person! 
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Recommendations from the Schuh 
(Not for Loafers!) 



 

© Shawna Schuh, CSP, Schuh Biz Productions ~ 877-474-2962 ~ www.ShawnaSchuh.com 

Shawna Schuh, Certified Speaking Professional, brings a wealth of information 
and experience to the platform- plus she’s funny!  Business Owner since 1983, 
Registered Vocational Instructor with the State of Oregon, Past Regional Director 
of Fashion Group International of Portland and Past President of National 
Speakers Association of Oregon are just a few of the things that make Shawna 
such a compelling and experienced presenter. 
 
Shawna provides real world information that works from someone who has 
proven that the strategies she shares can make a huge impact on your business 
and life. What this means to you is that you are guaranteed usable information, 
delivered in a highly entertaining way with original stories, tons of laughter, and 
food for thought.  Give us a call to have Shawna help your organization! 
 

 

Visit Shawna’s website … 
www.ShawnaSchuh.com 

... to learn more about Shawna Schuh!   
 
 

On this website, you can find some amazing articles on etiquette, professionalism, 
graciousness, techno-touches, sales, customer service, as well as free video and 
audio clips.  You can also sign up for the Monday Mindset or Daily Doses of 

Graciousness, order books, audio series, and videos. 
 

To inquire about Shawna's availability, promotional materials,  
or to book Shawna for your next event contact Shawna directly: 

 
Shawna Schuh, CSP 

24241 Hwy 47 
Gaston, OR 97119 
(503) 662-3044 

About the Schuh 
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