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Customers Buy from People They Know, Like, and Trust.

Customers don't just buy products; they buy from people and
brands they connect with. 

In today’s market, where consumers have endless options, the
brands that stand out are the ones that customers know, like,
and trust. 

Building this relationship isn’t just a nice-to-have—it’s essential
for creating lasting loyalty and driving conversions.

What Does "Know, Like, and Trust" Mean?

The phrase “know, like, and trust” refers to the three essential
elements that build strong relationships between businesses and
customers. 

Customers are more likely to purchase from businesses or
individuals they feel familiar with, have a positive impression of,
and believe in. 

Building a brand that customers know, like, and trust drives
conversions, loyalty, and long-term success.

Know: Customers want to understand who they’re buying
from. This goes beyond your product and includes your
brand’s values, mission, and personality.

Like: Customers are drawn to brands they feel good about.
They seek a brand that resonates with them emotionally and
aligns with their preferences.
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Trust: Trust is crucial for making a purchase. Customers need
to believe your brand will deliver on its promises and provide
value.

How to Build Know, Like, and Trust with Your Audience:

Create Consistent and Valuable Content: Regularly share
content that addresses your audience’s needs, interests, and
problems. Blog posts, videos, and social media posts can
establish your expertise and demonstrate your brand’s value.

Engage on Social Media: Social platforms are excellent for
connecting directly with your audience. Reply to comments,
answer questions, and interact with followers to make your
brand approachable.

Share Your Story and Values: Customers want to know the
people and purpose behind a brand. Share your journey,
mission, and values to build emotional connections and
make your brand relatable.

Show Social Proof: Display testimonials, reviews, and case
studies. Positive feedback from satisfied customers reinforces
trust and assures potential buyers of your reliability.

Maintain Transparency: Honesty in your marketing builds
trust. Be transparent about your products, policies, and
processes, and address issues openly.

Offer Excellent Customer Service: Exceptional service leaves
a lasting impression. Be prompt, helpful, and proactive in
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resolving issues, showing customers you value their satisfaction.

Here’s a real-world example: Patagonia

Patagonia, the outdoor apparel brand, exemplifies the “know, like,
and trust” model. 

The company is transparent about its commitment to
environmental sustainability, and it consistently shares content
related to conservation, environmental justice, and responsible
production. 

Customers know Patagonia as a company with a purpose
beyond profit. 

They like its dedication to the environment and trust it to uphold
these values. As a result, Patagonia has built a loyal customer
base that values both its products and its mission.

Additional Tips for Building Know, Like, and Trust

Consistency is Key: Consistent messaging across all
channels reinforces brand identity. Ensure your messaging
aligns with your brand’s tone, values, and promises.

Leverage Influencers: Partnering with influencers can extend
trust through association. Followers are more likely to trust a
brand endorsed by someone they already trust.

Provide Useful Resources: Offer resources like eBooks, guides,
or tutorials that add value without selling directly. This
positions your brand as helpful and knowledgeable.
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Personalize Your Communications: Use customer data to
personalize emails, recommendations, and content.
Personalization shows customers you understand and
appreciate them.

Why Trust Matters in Today’s Market

In a world where customers are bombarded with choices, trust is
increasingly essential. 

Trust mitigates the risk customers feel when making a purchase,
particularly online. When customers trust a brand, they’re more
likely to try new products, make repeat purchases, and
recommend the brand to others. 

Trust is a powerful differentiator in crowded markets and can be
the deciding factor for customers choosing between brands.

Final Thoughts

Building a brand that customers know, like, and trust is crucial for
long-term success. 

By being authentic, transparent, and customer-focused, you can
foster loyalty and encourage repeat purchases. 

Brands like Patagonia show how powerful this approach can be,
proving that prioritizing relationships over sales pays off. 

Start creating valuable content, sharing your story, and focusing
on your customers’ needs. In doing so, you’ll build lasting
relationships that turn your audience into loyal customers who
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 not only buy but advocate for your brand.
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Your printable Know, Like, Trust InfoGraphic is
on the next page...

Enjoy!

Lee Collins, Founder
PerfectionOfMarketing.com
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