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LESSON PLAN
INTRODUCTION TO SALES
 INTRODUCTION  
      


                                                             (5 min.)
(INSTRUCTOR NOTE: HAVE THE STUDENTS TURN TO THIS OUTLINE IN THEIR SCHOOL BINDERS.)
1. Gain Attention: For many years success in salesmanship was thought to mean high pressure, a glib tongue and the ability to out talk the prospect.  The only goal was to get the goods in the customer's hands or the money into the salesman's pocket. This isn't true today for the respected salesman.  Of all professions today, selling must be mentioned as one of the most challenging.  One statement to think about is, "there are no salesman in the world today, just buyers." Your job as a salesman will be able to discover the needs of your prospects and get them to make a decision, in other words, to buy. 

2. Overview: To provide the student with a basic overview of sales and the types of knowledge required to be a successful salesperson.

(SLIDE 1-ON)
3. Learning Objectives: NONE: (INSTRUCTOR NOTE: HAVE THE STUDENTS OPEN THE BINDERS TO THEIR OUTLINE BRC.24).

4. Method/Media: This lesson will be covered using the lecture format, class participation, and

5. Evaluation: NONE.

BODY:
TRANSITION: Webster defines a skill as "using one's knowledge effectively", or simply put, having the ability to do something well.  Think about the skills that a surgeon needs when he performs an operation.  Think also of how he learned those skills.  He spent many hours in a classroom learning the required knowledge to become skillful.  He also spent a great deal of time practicing his new skills to become effective.  A salesman is just like the surgeon, he too spends many hours learning and practicing the skills of his trade, selling.  Selling skills can be identified, taught, practiced, retained and transferred.  This is the concept we are going to be using in our salesmanship course.
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6.  (SLIDE 2-ON) The salesmanship course here at the school will cover the following.
       ‰a. Professional Selling Skills Core

       ‰b. Magic of Rapport

       ‰c. Listening

       ‰d. Rejection

Transition: Let's take a look at Professional Selling Skills.
7. (SLIDE 3-ON) The Professional Selling Skills system was developed by an international team of research experts, marketing staff, editors, and of course sale people.  The Worldwide effort was managed by a core group of individuals from Achieve Global. The "PSS TEAM" began its formal development effort with extensive field research and a worldwide literature review in 1990. Field pilot testing began in 1991 and proceeded through 1993. Some of the clients involved in the field research, and continue to use the system today are:
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TRANSITION: The Professional Selling Skills system is a comprehensive approach to training designed to help salespeople conduct sales calls that foster mutually beneficial relationship with customers.

8. (SLIDE 4-ON) The system includes the following components:
       ‰a. PSS Core (Recruiter School)

       ‰b. PSS Applications (Recruiter Instructor)

       ‰c. Professional Sales Coaching (District Contact Team)

Transition: The content in the Professional selling Skills Core Program, which will be taught at Recruiter School, is organized into eight units. The first five Units introduce an overall process and four key skills that are used on every sales call.  The remaining three units focus on several challenging call situations and on the skills for managing them.
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9. (SLIDE 5-ON) The specific units are as follows:
       ‰a. Units 1: Need Satisfaction Selling - Highlights the importance of focusing the sales 
 conversation on customer needs.

       ‰b. Unit 2: Opening - Describes how to begin calls effectively and reach agreement with the customer.

       ‰c. Unit 3: Probing - Explains how to use questions to gather information.

       ‰d. Unit 4: Supporting - Describes how to provide timely, meaningful information about your product and organization.

       ‰e. Unit 5: Closing - Explains how to close sales and sales calls.

       ‰f. Unit 6: Overcoming Customer Indifference - Describes how to respond when a customer expresses satisfaction with his or her circumstances.

       ‰g. Unit 7: Customer Concerns - Discusses the three types of concerns expressed on a sales calls, Skepticism, Misunderstanding, Drawbacks.

      ‰h. Unit 8: Resolving Customer Concerns - Explains how to respond to customer expressions of Skepticism, Misunderstanding, and Drawbacks.

Transition: Know that we know what will be covered in PSS. Let's review some of the activities that will help you learn.

10. (SLIDE 6-ON) Some of the activities that will promote understanding include:
       ‰a. video introduction

       ‰b. reading and written exercises


       ‰c. video examples

       ‰d. experiential activities


       ‰e. connections exercises

Transition: As a result of participating in the Professional Selling Skills Core course, you will be able to conduct sales calls in a way that leads to informed, mutually beneficial decisions with your customers. It will also help you to build long-term customer relationships. PSS Core will not help you become successful alone there are also eight traits that a successful salesperson must possess to become successful.
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 11.  (SLIDE-7 ON) The eight traits that a successful salesperson must possess to become successful are:
       ‰a. Passion: A successful salesperson has discovered a reason, a consuming, energizing, almost obsessive purpose that drives them to do, to grow, and to be more. It gives them the fuel that powers their success train and causes them to tap their true potential. It's passion that people want in their relationships. Passion gives life power, juice, and meaning. There is no greatness without a passion to be great. To be a successful Marine Corps Recruiter, you must develop the passion or what we call a burning desire to sell.

       ‰b. Belief: People who succeed on a major scale differ greatly in their beliefs from those who fail. Our beliefs about what we are and what we can be precisely determine what we will become. What we believe to be true is true. What we believe to be possible becomes possible. If we believe our life is defined by narrow limits, we've suddenly made those limits real. As a Marine Corps Recruiter you must believe in yourself and the Marine Corps. We must do away with words like I can't, If, It's too hard, and use words like I can, I will, It's easy.

       ‰c. Strategy: As a Marine Corps Recruiter you are provided with all the resources that you will need to be successful. However, most successful Recruiters realize that it's not enough to have the resources to succeed. One must use those resources in the most effective way. You can open a door by breaking it down, or you can find the key that opens the door. 

       ‰d. Clarity of Values: When we think of the things that made America great, we think of things like patriotism, pride, a sense of tolerance, and a love of freedom. These are Values, the fundamental, ethical, moral, and practical judgments we make about what's important, and what really matters. Values are specific beliefs that we have about what is right and wrong for our lives. As a Marine Corps Recruiter you must have a clear idea of what's IMPORTANT BOTH PERSONALLY, AND PROFESSIONALLY.

       ‰e. (SLIDE 8-ON)  Energy: As a Marine Corps Recruiter we must have the energy to succeed. How many times have we seemingly had everything going for us, yet we just don't have the physical vitality to take action? Energy enables us to be friendly and have an outgoing personality. Energy allows us to have pride in ourselves. We must get our bodies into shape. If we feel good, we look good, and thus we are able to be enthusiastic about everything.

       ‰f. (SLIDE-9 ON)  Bonding Power: Nearly all successful people have in common an extraordinary ability to bond with others, the ability to connect with and develop rapport with people from a variety of backgrounds and beliefs. Here at Recruiters School we will teach you how to establish rapport with anyone, within a matter of minutes.

       ‰g. (SLIDE-10 ON)  Take Action: As a Marine Corps Recruiter you must set both personal, and professional goals. There is more to just setting goals. Some people generate fabulous results while others just scrape by. People who have attained excellence follow a consistent formula. This is called the Ultimate Success Formula. This success formula is broken down into the following steps.

           ‰1. Know your Outcome: That is to precisely define what you want.
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           ‰2. Take Action: You must take the types of actions you believe will create the greatest probability of producing the results you desire.

           ‰3. Develop Sensory Acuity: To recognize the kinds of responses, and results you are getting from your action, and to note as quickly as possible if they are taking you closer, or farther away from your desired outcome. 

          ‰4. Develop Flexibility: To develop the flexibility to change your behavior until you achieve your desired outcome. 
          ‰h. (SLIDE-11 ON)  Mastery of Communication: The way we communicate to ourselves and others will ultimately determine the quality of our lives. What we communicate to ourselves determines our state. State is what we are feeling at any moment in time. There are two different types of states, they are:

           ‰1. Enabling States: I.E., Confidence, love, joy, inner-strength.

           ‰2. Paralyzing States: I.E., confusion, depression, fear, sadness.

The difference between those who fail to achieve their goals in life and those who succeed is that those who constantly succeed are able to keep themselves in a enabling state. An enabling state that helps support their goals, or outcome. There are two main components of state, they are:

           ‰1. (SLIDE-12ON)  Internal Representations: Is derived from those people who we have modeled or have come in contact with through out our lives. (I.E., parents, teachers, peers)

           ‰2. Physiology: Is the way your body reacts when you are either in the enabling or paralyzing state. Internal representation and Physiology work together in a cybernetic loop. Anything that affects one will automatically affect the other.

TRANSITION:  These are some of the traits a successful salesperson must start to develop.  Along with these traits are several types of roles a recruiter must play to become successful. 

12. (SLIDE-13 ON) The roles a successful salesperson must play are:
       ‰a. Long-Term Ally: - demonstrating a commitment to his or her customer's long-term as well as immediate success.

       ‰b.  Business Consultant: - developing his or her business knowledge and using what he or she knows to identify needs and solve problems.

       ‰c. Strategic Orchestrator: - coordinates all selling or service-related activities by facilitating communication among the key players in the sales organization and in customers, organizations.

Transition: To create a mutual understanding of the customer you must play each one of these roles. However, there are certain characteristics a customer looks for in a salesperson.
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13. (SLIDE-14 ON) These characteristics are:

       a. Business expertise and image

       b. Dedication to the customer

       c. Account sensitivity and guidance.

NOTE:  Generally speaking, customer in the United States and Canada are satisfied with salespeople's performance in these three areas.

TRANSITION: As you can see we must have all of these traits and characteristics to help us become successful.

 (SLIDE-15 ON) OPPORTUNITY FOR QUESTIONS 

1. Questions from class
2. Questions to class
     1.  QUESTION: What is the ultimate success formula?

          ANSWER: Know your Outcome, Take Action, Develop Sensory Acuity, and Develop      

          Flexibility

     2. QUESTION: What are the two types of state?

          ANSWER:  Enabling State and Paralyzing State.

SUMMARY
1. Today we have discussed certain characteristics and traits that make a good salesperson. Look at yourself and determine your weak and strong areas. Develop a plan to improve yourself in these areas. As the days pass you will learn to mix and match the ingredients in the right proportions and become a solid basic salesperson.

2. At this time, turn in your IRF's and take a ten-minute break. Your next class begins at         . 

REFERENCES: Recruiters School Sales Division
            
     Anthony Robbins "Unlimited Power"
             
     Achieve Global
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