Please, Seller, Cut Out The Lies
by Paul McCord
What does partnering mean to you?  Is a partner someone who you join with to accomplish a common goal or is a partner someone you use to accomplish your goal?
According to The Free Dictionary, a partner is “one that is united with another or others in an activity or sphere of common interest.”  Synonyms are “colleague,” “ally,” and “confederate.”

Notice anything about that definition and the implication of the synonyms?  None of them imply that one of the partners is a customer of the other.  They imply an equal position; a unified objective; a shared responsibility and shared beneficial return (or loss).

If I am to partner with you I expect that you and I will be working together to achieve some common end.  That implies that we have a shared workload of some sort.  It implies that if I gain, you gain.  If I lose, you lose.  It implies that we march together to the same fate, whatever that fate may be.

That’s what partnering means to me.  I’m old fashioned.  I have a tendency to think words mean what they’ve meant in the past.

I obviously need to catch up to today’s marketing and sales language because partner has now become a manipulative synonym for customer.

I receive at least one—and usually multiple—emails each week asking for a phone meeting to discuss how the salesperson or company can partner with McCord Training.

Sounds nice don’t it?  Getting a request from a company that I’m not familiar with or that I’m not currently engaged with to partner with me?  Why that could be a tremendous opportunity to expand my reach and to significantly increase my sales potential.  Who knows what fabulous opportunity I might be given?  That’s certainly an email I should respond to immediately isn’t it?

But, alas, to my disappointment, it isn’t a tremendous opportunity.  In fact, it isn’t an opportunity at all.  It’s nothing but a salesperson or marketer trying to trick me into giving them an appointment. 

It is nothing more than a cynical use of language to garner an opportunity to try to sell me something. 

It is nothing more than an updated play on traditional manipulative selling techniques grounded in a belief that the goal is to get an appointment and to hell with ethics.
Whenever I get an email requesting a partnership discussion, it immediately gets trashed—or on occasion I’ll respond to the sender asking them whether their intent is to discuss a true partnership or to set a sales appointment.  To date, I’ve yet to receive a reply. 

I know the game and I’m not playing it.  So, seller, if you want to sell me your products or services, cut out the lies and then maybe we can talk.
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