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Smart Selling, an introduction to the CORE FloralStrategies process
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SAF 1 Day Profit Blast Conference
Conference Evaluation Form

On a scaleof 1to 10, 1 being poor and 10 being excellent, please rate the program on
each item below. Please return this survey at the end of the program.

Excellent Very Good Satisfactory Fair Poor
10 9 8 7 6 5 4 3 2

I've seen his program before...

He was mean / rude / crass / too New York!

What he teaches won'’t work in our shop!
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How much are your
funeral sprays?
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Will that be nice?
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AAAAAAAAAAAAAAAAA

Can | get something
showy for $757?
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CORE training

before, during and after the sale

@ POWER statement
Meet Your Trainer

Let's play a round of Wenchid
Mantras

Cartoon 1
Cartoon 2
Forbidden Questions

New Selling
Sell by Size
Finishing Touches
Let's play a round of Wutchid

BREAK!

New Speaking
Lexicon
Let's play a round of Howchid

Badjectives

Pulling It All Together
Software Flow Chart
Self-Monitoring Form

Additional Tools

Web Selling
Frankenorders

Roses

Funerals

Fruit Baskets

Power Statement Recap

SUNDAY, MAY 20, 2018

02018

;—l‘ OrOI Let's discuss WHEN SHOULD you...

__Wenchiid @

1. Ask for a customer's budget? ]& Offer to refund an order?
Why: Why.
2. Mention the names of flowers? 10. Sell according to the customer's age?
Answer: Answer:
Why: Twny:
3. Direct a customer to your website? 11. NOT take a recipient's phone number?
Answer: Answer.
4. Start at the lowest price? 12. Ask for the recipient's favorite flower?
Answer: Answer:
Why. Why:
5. Talk about delivery charges? |1J. Apologize to a customer upset about
Answer 2
Why: e
?mm,ww'ﬂmum_/” T 2 customer that the flowers will,
Answer. S W'——. g
Why: = -
L/ — Why
7. Offer an add-on? L A
Answer. [~ PN Y L :f'_f:dm — foce ]
Why: p m 2 - b -
3. Tell a customer to call back? = & £
= (S
foem: - e L' 4
Why. - - > < .
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Sales Mantras
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CORE training aword or sound repeated to aid concentration and facus

Melitai Ask fewer questions, give more advice
i Don't be afraid to hear “NO”

Mantra 3
Mantra 4

Mantra 5
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The Recurring Sales Pattern @
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. YOU HEARD, ¢
* BUT DID YOU

: LISTEN?:

2000 O0O0OGOOSO

“What flower says you're somy without admitting wrongdoing?”

|Z9G3E Most customers don't know what they want
\: A= ;[ Customers already perceive you as the expert
\: )& Customers will buy what you guide them to buy

]
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“What will change my life?"

| =9G4 Customers want to hear about NEW & DIFFERENT
|73 Customers are prepared to spend more than you think
. |Z2G3I Give better descriptions with the price at the end
]
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LI
CORE training

1 What's the occasion?

How much do you want to spend?
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Just wanted to say thanks for the session
last night. The girls were excited about
your approach to selling by size and
cannot wait to start offering upgraded
roses the new way! Thanks again

Robin Jean's Flowers and Gifts
Truro, Nova Scotia, CANADA
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Watch your email
tomorrow for a copy
of this handout to
print for your team.

Use code DTW to save
$10 off any recorded
webinar in our store at
floralstrategies.com

See Tim to buy your
Golden Ticket for
summer training.
Only available today!
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