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Have you ever noticed with most businesses that you aretaking the risk? Here's an example. The other day in asmall clothing store, | saw the owner had a sign
postedthat says, "Absolutely No Refunds After 7 Days." This is areally bad way to destroy goodwill. You don't have to statethings negatively.
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Have you ever noticed with most businesses that you aretaking the risk? Here's an example. The other day in asmall clothing store, | saw the owner had a sign postedthat says,
"Absolutely No Refunds After 7 Days." Thisis areally bad way to destroy goodwill. Y ou don't have to statethings negatively.
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They're thinking to themselves, "People are going to cometry to return something next week or the week after andwe're just not going to do it. We're not going to give themtheir
money back." They put asign up with that ssmenegative attitude and expect customersto fed at ease whenmaking a purchase.

They could easily have said, "Well gladly give you arefund of your full purchase price within 7 days - NoQuestions Asked." This saysit better and makes a hugedifference.

Thefirst one tells the customer that "Hey, it's yourresponsibility, the risk is on you." The second one says,"Hey, we'll take the risk and we'll do everything we canfor you if
you're not satisfied."

See the difference? It's minor and probably won't hurt alot of sales, but why be so negative when you can turn themaround and state them with a big, bold, powerful
guarantee?'Our prices are the lowest in town. Well fund the lowestprice anywhere or we will refund the difference.” Y ou knowthose with large appliance chains? Y ou can
make big, boldpowerful statements like this simply by stating the tone inyour message.

Another example If you sell magazine subscriptions, youcan guarantee their money back all the way up to the lastminute of the last day of the last month of theirsubscription
and they can get afull refund. These are 100%no0 risk guarantees that will not hurt your business.

There are alot of guarantees that can be stated and putthe risk on your shoulders where it belongs. If you have aquality product or service, then you're not asking them togo out
onalimb.

If you perform, then you should do everything you can tosay that you do even if you get more returns or maybepeopl e asking for their money back. Maybe it's because youmade
amistake. Maybe it's because something is wrong ontheir end and they try to take advantage of your every move.

It will be inconsequential compared to all of the newbusiness you'll generate because of your big bold solidguarantee. Making such a statement in your everydaybusiness plan,
hel ps make your customer feel morecomfortable doing business with you.

Y ou may publish thisarticle in your ezine, newsletter on your web site aslong as the byline isincluded and the articleisincluded in it's entirety. | also ask that you activate any
html links found in the article and in the byline. Please send a courtesy link or email where you publish to: support@multiplestreammktg.com
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Abe Cherian is the founder of Multiple Stream Media,aleading performance-based Internet advertising company dedicated in helping small businesses createonline presence,
brand recognition and online automation.Main company web site: http://www.multiplestreammktg.com

Abe Cherian's online automation system has hel pedthousands of marketers online build, manage and growtheir business. Learn how it can benefit you too.
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