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I called a multi-location shop in Texas this month. 
Your store may be next!  

You will hear some gaps where we cut out any identifying or 
boring info (address etc)   

I will pause and repeat any sections that may sound
fuzzy being played over my speaker. We’ll send you the
file tomorrow to listen to the call directly with your team 
and discuss it.  



How did she MANAGE the call?

Did she make it EASY or DIFFICULT to order from them?

Did she really cater to my needs?



What did you 
hear that you 
liked. Why?

She was articulate 

She was confident  



What did you hear 
that you didn't like. 

Why?

Don’t slam a customer on hold! 

Qualify the customers needs

Don’t ramble off a list of flowers, sell by COLOR

Standard, Deluxe and Premium make no sense!



Offer your professional advice and guidance, don’t ask too many questons

Qualify the customer as NEW or REPEAT (to avoid duplicate accounts)  

Sell to the customer’s needs, not just a generic centerpiece 

Capture an email address from EVERY CUSTOMER







Email  
tim@floralstrategies.com for your copy of 
our EZ Centerpiece Sales Chart

Join us for the next Tim’s Calling LIVE 
webinar on Wed, Dec 11 @ 2PM Eastern




