Full Participation with Every Customer!
A Requirement for All Sales Professionals

Do you have an established standard for your sales presentations? Mot a fixed minimum score on a
shopping evaluation, or an acceptable grade on a role play, but one you require of every sales
associate every day. Read on to find out why you should.

n integral part of the marketing
plan for any new home commani-
ty is the effectiveness of the sales
presentation. How do your sales
representatives present the product?
What sales tools ane available bo them, and hosw
well do they react with the customers? Ensur-
ing an effective presentation every time will help
present a consistent message and image of the
oMM naky,

As a prevequisite for employment, your sales
represeviatives should agree toa miminmam per-
formance requirement. This should be a stan-
dard vou're not afraid to imvoke on vour top sales
associabe oF bo recite at every sales meeting.

For maost of us, holding firm on sales pre-
semitateon stansdards is about as hard as getting
subcontractors to agree to meet minimum OSHA standards. Talking
about it s easy, but nearly impossable to follow through with on o dai-
Iy basis. Why are we afraid to draw a line in the sand? We set standards
o Bsues as vaned as constrection quality, maodie] merchandising, and
CIELOMmeT sal i\ﬁm11|1|1. Yk, what our t..l.I-u,-\. Fh;u,lpf{' Sy B T CLSIOMmICTs,
and how they say it, & equally important to our success. Sales associ-
ates are the conduits to our customers, so ther preseniations should
be right on the money or you lose potential sales,

Many industry members say that by setting the bar too low, we
will create complacency and discourage good associates from be-
corming greal associales, (thers sy if we sef our standards too high,

then we may terminate sales asociates with good sales records,
Chr do we get trapped in the thought that "every agent sells differ-
ently ... IF you standardize the sales presentation vou will stifle suc-
cesaful sabes associates who use their particular systems.”

Save the critical sales path/relationship selling debate for water
cospler conversition and make your sales staff accountable! .-"u.|u-|i1 th
ﬁr"-:m':lng sles |1n'-\..;:||l.1!m|1 sdandard as a rgu_il_un'mcnt :sl'c|1|.|,1lnn'-
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Saill not convinced? Bedow are the reasons why the standard works
with sales professionals.,
B It sets expectations carly, During a sales interview, svery candidare
hears the message: Full involvement with each customer shoubd be
awtomatic. More important, thar performance as effective sales agents
willl b judged by that measaire, Sales candidates who preter a passive
sales approach or those who enjoy waiting for hot prospects will exit
carly in the interview prooess,
W [ can be applied equally 1o the novice or 1o the experienced sales
agent. Fesw wooruldd |,|||,|rn=] thiat a well-g ".1'||||~qhi sitles presentation
can take months or even years to refine and develop, But that's not
what is being measured in the sales process, Gasod imvolvement quies-
tions take training and experience, However, a first-day sales agent
with the right attitude will have no trouble achieving this stamdard,
B The standard 1% I.:I.!ll'ﬂF“JllI'lI-l_' with anv new homie ales I!:r.|i|:|||1g
method being taught today. Cuit battling the benefits of linear ver
sus hexible selli gt pathes, amd get o the ]u,',1rr4'|r't;rq'.1l w|li||.1; skills, In



the final analysis, any system which is embraced and well executed
by the sabes agent will outperform a technigue which does not have
the total acceptance of the sales team,

W It requires great customer follow-through, I1s hard 10 argue thar
amy agent can fully participate in the customer’s purchase decision
through a single contact, If your agent doesnt know the customer’s
current status, they haven's met the standard,

W There's no better way 10 learn good discovery technigues. Cus-
tormer participation means lsening and learning on the part of the
sales agent, While many training svstems offer a variety of discovery
meethods, participation provides the link o understand the customer’s
needs. This ultimately arms each agent with the tools necessary to
cloze the sale,

W [t's 30 casy 1o understand, even the boss can buy into it Senior
managers from non-selling backgrounds often have difficulty in prop-
erly assessing shopping evaleations or the goals of good presentation
skills. This standard makes it easy o get the entire management team
on board with a single goal. When the whole company is backing
VOUr programs, it's easier to gain the confidence of your agents and
continually fecus on improving selling skills,

B Your best sabes apents will embrace this program, Mo system is wonth
the paper it's written on unbess every agent participates, New sales
agents quickly become disenchanted with sales training if the top sell-
ing agents aren't required to use the same techniques. Participation
with the customer is something that every good sales agent achieves
before writing the contract. Let vour good agents embrace the pro-
gram and act a5 mentors rather than antagondsts,

Adopting a sales presentation standard does not replace tradition-
al sales iraining and sales shop ratings. In fact, all these elements com-
bine to produce an effective new home sales training program with
core focuses on the importance of customer participation. u
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