How many of you will admit they’re a salesperson?

How many of you would rather DIE than admit that you’re a salesperson?

If that is your attitude, you won’t be back next year.

YOU ARE A SALESPERSON. THAT IS SOMETHING TO BE PROUD OF!

Everyone sells something.

UTILIZE GUESTS TO SELL EACH OTHER:

When you have a show, ask your guests “who is coming to the show that I know.” She’ll probably say the person she booked from. Then look at her order, do a customer care call, and ask if she’s willing to talk about her product at the show. Guests will listen to another guest before they’ll listen to you.

Elicit POSITIVE testimonials. “Who has the food chopper and can’t live without it?” You don’t want the person who will say something negative.

Be sure to show Simple Additions. Not everybody cooks, but everybody entertains. (I disagree with her on this, because I don’t entertain but I do cook.)

FIND OUT WHAT GUESTS NEED

What if you were an empty nester looking for a washer and dryer? What would you think of the salesman who pushed the large industrial model. Are there any other options?

But what if that salesperson said, “Tell me how many are in your household? How big is your condo? Do you wash your blankets and comforters? Oh, well then look at this stackable model that fits nicely in a closet ….”

So at a show, ask your guests, “What did you make for dinner? Hamburger helper? I can teach you a simple, healthier way to make it. Meatloaf? Wouldn’t it be nice to make it within 15 minutes?”

TALK BENEFITS OVER FEATURES

Here are some words to learn:

· Versitile

· Options

· Investment

· Luxury

Do you have the salad spinner and not use it?

Do you know it will make your berries last longer? Rinse them in ice water and spin them dry and they will resist rotting. Store them in a stainless steel bowl lined with a paper towel, and they will last longer.
Do you know if you spin your lettuce, you will save calories? Wet lettuce does not hold dressing, and it all goes to the bottom, and you’re dumping more on your lettuce just to get the flavor. It’s the same with pasta salad. Spin the pasta dry and you won’t use as much dressing.

WHEN PAMPERED CHEF COMES OUT WITH A NEW PRODUCT, WE HAV ETO GUARANTEE ITS QUALITY IS SO HIGH YOU CAN ONLY GET IT HERE.

PAINT WORD PICTURES

That way you can describe products you do not have with you.

The family skillet: This skillet never leaves my stove. When it’s not on my stove, it’s in the oven or in the sink getting wiped out and it goes right back on the stove. Describe baking two pork tenderloins in the family skillet. They’re not only getting a product description, they’re getting a RECIPE.

Talk VERSITILITY.  When you do that, and crate the I GOTTA HAVE IT, the price of that product gets lower and lower and lower

Paint a picture of Thanksgiving morning: “You’re up at 5 in the morning. You’re chopping. You’re dicing. You’re cursing your mother in law. Because you have to make the stuffing. Wouldn’t it be nice to be done in 15 minutes? You can with our food chopper …”

CROSS SELLING

This is your key to increasing every order by 50 percent.
When you get an order, first, say THANK YOU. Then what? Do you look at what they order?

Suggest items that go with them.

“Thank you so much for your order. Oh, you’re going to love that food chopper. Next time, you might really want to think about getting a bar board. That’s really going to extend the life of that chopper …..”

Transition from cookware to stoneware to bakeware to cutlery ….

