






FINDING THE RIGHT 
CUSTOMERS AND RETAIL 
PARTNERS 

HOW TO SELL 
YOUR 
PRODUCTS 



CEO + FOUNDER

EVELIA 
DAVIS



SELLING 
PROCESS



OFFER SOMETHING
OF VALUE TO PEOPLE 
THAT VALUE WHAT 
YOU HAVE TO OFFER

EVELIA DAVIS
FOUNDER + CEO, THE DIASPORA COLLECTICVE



YOUR 
VALUE 

YOUR 
PRODUCT OR SERVICE 

OFFERING

COMPETITORS' 
PRODUCT OR SERVICE 

OFFERING

RETAILER 
NEEDS 

CUSTOMER
 NEEDS

YOUR VALUE 



MARKETING IS NOT THE ART 
OF FINDING CLEVER WAYS TO 
DISPOSE OF WHAT YOU MAKE. 
IT IS THE ART OF CREATING 
GENUINE CUSTOMER VALUE.
 

PHILIP KOTLER
MARKETING AUTHOR, CONSULTANT & PROFESSOR



DO:

DON'T:

KNOW THE CATEGORY
KNOW THE CUSTOMER
KNOW THE RETAILER
KNOW YOUR BUSINESS
BE AN ACTIVE LISTENER

BE A KNOW IT ALL
BE PUSHY OR BOSSY
BE LATE OR UNPREPARED
NEGATIVE OR CONDESCENDING
MAKE STUFF UP

DO'S 
AND 
DON'T



STEP 1:

DEFINE WHAT, HOW, 
WHO  & WHY 

STEP 2:

DETERMINE THE 
BENEFIT TO TARGET 
CUSTOMER

STEP 3: 

UNDERSTAND THE 
ALTERNATIVES FOR THE 
TARGET CUSTOMERS

5 STEPS TO A  
VALUE EXCHANGE



STEP 4:

CLEARLY + SUCCINCTLY 
ARTICULATE YOUR 
STORY

STEP 5:

5 STEPS TO A 
VALUE EXCHANGE

EXECUTE & FOLLOW UP



WHAT DO YOU OFFER?

WHO IS IT FOR?

I do X 
(your product) 

for Y  (target 
customers) 

to produce Z
(emotional & 
functional benefit)

HOW DO YOU MAKE IT?

WHY DO YOU MAKE IT?

WHAT, 
HOW, 
WHO & 
WHY



WHO ELSE CAN FILL THIS NEED? HOW ARE YOU UNIQUELY POSITIONED? 

WHAT HAPPENS IF RETAIL 
PARTNERSHIP HAPPENS? 
IF NOT? 



WHO ARE YOU?

WHY DO YOU DO WHAT 
YOU DO?

HOW WILL DELIVER ON 
YOUR PROMISES? 

WHAT DO YOU OFFER?

WHAT UNIQUE VALUE DO
YOU OFFER RETAILER? 
CONSUMER?

WHAT ARE YOUR  PROOF 
POINTS? 

TELL 
YOUR 
STORY 



EXECUTE THE PLAN



SELLING TO PEOPLE WHO 
ACTUALLY WANT TO HEAR 
FROM YOU IS MORE 
EFFECTIVE THAN 
INTERRUPTING 
STRANGERS WHO DON’T. 

SETH GODIN
ENTREPRENEUR, AUTHOR & SPEAKER



QUESTIONS?







CEO + FOUNDER
THE DIASPORA COLLECTIVE

EMAIL: EVELIADAVIS@THE DIASPORACOLLECTIVE.COM
PHONE: 510-303-0467
WEBSITE: THEDIASPORACOLLECTIVE.COM
INSTAGRAM: @TD.COLLECTIVE
         

EVELIA 
DAVIS


