Hi Team!

YOU asked for it – Here It Is!
YOUR SUCCESS is directly related to what YOU DO to create your success.  No one else can create success for you.  It is my honor to help you & I NEED your feedback as well to provide you with the training you need.  Please answer the questions at the end of this training & copy & email it back to me.  Thank you
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Week 7

Sell the Sizzle - not the Steak!
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Happy Monday!  What are You going to do TODAY to G R O W your business & create income?  (You may want to print this out & keep it on your desk or in your binder)  

Our Weekly Monday trainings so far have focused on the following:

· Touching Your Business Every Day

· Creating a Schedule & Sticking to it!

· Create Repeat Sales

· No doesn’t mean NEVER & 5 easy steps to Sales Success

· Group Selling

· 10 Tips for balancing work & motherhood

Week 7 This week we are focusing on 

Sell the Sizzle - not the Steak!
I’m sure you’ve heard this saying.  People don’t just buy product. They buy the benefits that fulfill their needs, which are derived from the products.

People don't buy products or services. They buy benefits.  In today's market, your potential prospects have one thing in mind. "What's in it for them", and in our sales business, you must realize this. While the "nuts and bolts" of our product or offer are important, that is not normally what gets someone's initial interest and makes the sale.

If you are in the market for a raincoat, what is the primary thing you want? While the fact that it is double stitched and made out of high-grade material is great, what you really want is to keep dry when it rains.

The best sales people in the world understand human nature almost intuitively. Think of how much more you can sell if you see their needs or wants from the Customer’s perspective and not from yours. You must sell your product because that’s your business. They will only buy if it satisfies THEIR needs. So, once you ask open-ended questions and find out what your customer’s real needs and wants are, you can adapt your sales approach to fit exactly what they want to buy.

If you are to succeed, you have to figure out what other people are looking for. While they are really looking for a "steak", it will be the "sizzle" that will sell them.

5 Easy steps to selling success

Although the strength and reputation of Avon’s brands make them easy to sell, you need a strong, confident sales presence for maximum selling success.  It’s easy.  Here’s how:

1. Approach your Customer/start a conversation – start your approach with a compliment
2. Determine your Customer’s needs – ask open-ended questions and listen to what your customer is telling you

3. Present & sell the benefits – Use the brochure.  You want to solve your customer’s problems: She’s looking to you for answers and recommendations.

4. Answer questions and overcome objections – Use the FELT-FOUND technique to reassure the customer.  “My sister Cathy felt the same way when I first talked to her about makeup.  After trying the products, she found that makeup can look fresh and natural.”

5. Close the sale – Different ways to close the sale:

· Assume that your customer will buy the product: “you are going to love this new flexible mascara!”

· Highlight the urgency of a limited-time offer:  “This is the last week of our buy one, get one free offer.  I know you don’t want to miss out on the savings.”

· Give your customer choices as to which products to buy:  “You can choose any of these great shades – coral, satin pink or cappuccino.”

After closing the sale, continue to build your business by asking for referrals:  Do you know someone who would like to see an Avon brochure or learn about the Avon Earning Opportunity?”


You don't have to work all day, everyday, but you should make a point of doing SOMETHING connected to your business every day that propels you forward and creates income! 

Remember to focus on your core products.  Think of all the fixed earning sales as extras!


♥ Please answer, copy & return this to me:

1. What are you going to do today after reading this training?  

2. What was your “aha” moment from the training?

3. What are your goals this week?

4. What would you like me to include in future training articles
You’re your Success!
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