salesmanship and friendliness

Welcome to the giftand home channel,

In this second segmenton how to be a more effective salesperson :Salestips,l wanttoimpress upon
you that friendliness is not salesmanship,ithappensall the time.

Recently I was in Chicago to give a speech and | wentto one of my favorite furniture store :big store,
beautiful stuff,l read their catalogue regularly, I’'mall overthis place, Susan and |, my wife and |
need some furniture ,solwasshoppingso| walkedinand there was a person at the counterright
there that greets me : Hi ,how are you doing ? And as | went up the escalatorthere was somebody
fromthe store coming down the escalator, clearly she was wearingan M tag “’ Hi | how are you
doing? “ and | gotto the thirdfloor , three other people said “ Hi! How are youdoing? “I’'msitting
incouches,I’msittingin chairs, I’'m sitting at tables , nobody came up to me and helped me find
what| was looking for,these people wereincredibly friendly but they were not helpful inthat |
wanted someone to talkto me about what| needed | wanted someonehelp me explore what the
best options were forme.

And as retailers we become sometimes sowrapped upin beingfriendly that we lose sight of the
fact that chances are if they are inyour store they are looking for something andyourjobis notto
be friendly,yourjobistogo to talk to those people, understand what they want, help match their
wants, needs and desires with what you have ,make thatfit and then have themleave, happy
,satisfied ,having made a purchase ,rememberthat ! it’sthe mostimportant part :Havingmade a
purchase !

Beingfriendlyis notenough !greatsellingisgreat customers’ service sol’mencouragingtolearn
the skillsto understand how to sell and then move away frombeing a friendly merchanttoa
successful salesperson.



