Part Three  The Relationship Selling Process
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) 2ASE 6.1 YopAvork for the Canadian Equipment Corporati
(jana(han_Eﬁuipmen[ fi¢ entering the lobby and reception room of
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; Corporanpﬁr'

hand the receptionist your business card a
is this in reference to?" the secretary as

Question
Which of the following altg

Give a quick explgfation of your equipment, ask' whether the secretary has heard
of your compap§ or used your equipment, ahd again ask to see the purchasing
agent,

Say. "I wodld like to discuss our officg/equipment.”

Say. “Lgell office equipment designgd to save your company money and provide
greayey efficiency. Companies lik€ yours really like our products. Could you

b me get in to see your purciasing agent?”
ive a complete presentationyand demonstration.

CASE 6.2 As a salesperson for Montreal Satellites, you sell television satellite dishes for
Montreal Satellites  homes, apartments, and businesses. After installing a satellite in Jeff Sager’s home.
you ask him for areferral. Jeff suggests you contact Tom Butler, his brother-in-law,
Mr. Butler is a well-known architect who designs and constructs unique residen-
tial homes. Your objective is to sell Mr. Butler a satellite for his office and home in
hopes that he will install them in the homes he builds. Certainly he is a center of
influence and a good word from him to his customers could result in numerous sales.
Thus. another objective is to obtain referrals from Mr. Butler.

Questions

I After eight attempts, you now have Mr. Butler on the telephone. What would
you say in order to get an appointment and set the stage for getting referrals?

2. You get the appointment and are now in Mr. Butler's office trying to get him to
buy a sateflite for his home and office. Sometime during the presentation you
are going 1o ask for a referral. What would you say?

Mr. Butler buys a satellite for his home but not his office. You install the satellite
yourself and then spend 15 minutes showing Mr. and Mrs. Butler and their two
teenagers how to use it. Before vou leave. how would you ask for a referral?
Three maonths after the installation you are talking to Mr. Butler. How would
you ask for & referral?




