Be a Master Seller (Workshop 2)
Develop a list of what you want, expect, need from an outstanding salesperson.

Write your own strengths as a salesperson

Write the sales skills/habits that you need to develop

Your job is to make their mouth water.

Share the uses of your big ticket items (large dollar amounts)

To be a master seller, you need to use your:

1. Hosts and guests to sell

2. Sell the features BUT promote the benefits

3. Word pictures and sell from the catalog

4. Identify multiple product usages

5. Cross-selling

1. Hosts and guests to help sell 
Ask them to share:

1. What they like

2. How they would use it

3. Why would they recommend their friends to buy it

There’s a relationship of trust already there.

Some ice breakers to try:  Do you cook very often?  Have you been to a party lately?

Ask   WHY they love the product!

2.    Features and Benefits
Be VERY specific!

Ask yourself: SO WHAT?!?  (This is food chopper is wonderful.  So what?  It’s blades are designed so that it is like 6 knives cutting your onion up at one time.  It cuts your chopping time in half!)

3.   Word Pictures and Selling From the Catalog
You can do a great show with 10-12 products.  Take a 60 second commercial to sell items out of the catalog.  Have guests turn to the page with the item and talk about that item briefly, but to the point.

Always bring to your show the 8” sauté pan of both cookware lines.

4.   Identify Multiple Product Usages

Keep asking customers to get specific uses.

Ask how many need a gift in the next 6 months?  (Christmas is quickly approaching)

5. Cross-Selling
When they invest in one piece of forged cutlery, point out the cutting board that would best go with that knife.

If they purchase any piece of stoneware (other than the Deep Covered Baker), suggest the Stoneware Inspirations Cookbook.

If they purchase the Deep Covered Baker, suggest the 29 Minutes to Dinner Cookbook.

Go through your catalog and write over each popular item, 3-4 other products to cross-sell it with.

Selling Skills and Practice
Ten ways to build product knowledge:

1. Practice! (techniques and product information)
2. PIG’s (Product Information Guides)

3. DVD’s

4. CD’s

5. Telecourses

6. Online Training

7. Go to other consultant shows

8. Food Network

9. Ask guests to tell other guests how a product works (or how they use it)

10. Tie bookings and recruiting lines to certain products

Needs Based Selling
Discover the needs a customer has

Create the needs of the customer

Find 5-10 products that you are passionate about and build your master selling skills around those!

20 Phrases That Sell (Can work for sales, recruiting, or booking)

1. Take advantage of this unique opportunity

2. An experience you’ll never forget

3. Be the first to own ______ products because they were designed with you in mind

4. Imagine your pleasure when ______________

5. Even better than you possibly thought

6. Must Haves
7. A new bold look

8. As beautiful as it is practical (or as appealing, or trendy)

9. Attractive, welcoming, and useful

10. A clear choice when only the best will do

11. ***A small investment that goes along way***

12. A popular choice for a good reason

13. A new twist

14. Ground breaking design

15. Updated, upgraded, and improved

16. Begin your own family traditions

17. This is what everyone is raving about

18. Years of knowledge and experience

19. Easy to make, Hard to resist

20. Let yourself be Pampered

Eye contact and body language at your shows is very important!

You need to be comfortable enough to look up and make eye contact throughout the show.

Get 1 set of products and really get to know them.  Ask why questions!

Having knowledge will give you confidence!!!

