INCORPORATE BENEFIT TAGS DURING A SALES PRESENTATION

BRC 28

STUDENT OUTLINE

LEARNING OBJECTIVES: 


a. TERMINAL LEARNING OBJECTIVES:  Without the aid of references, given a

prospect/applicant and Benefit Tags, incorporate Benefit Tags during a sales presentation in accordance with Achieve Global Professional Selling Skills Guide and Volume I, MCO P1130.76. (8411.2.2)


b. ENABLING LEARNING OBJECTIVES:

(1) Without the aid of references, identify in writing the purpose for using the


Benefit Tags during a sales presentation in accordance with Achieve Global Professional


Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76. 


(8411.2.2a)

(2) Without the aid of references, identify in writing the two types Benefit Tags in


accordance with Achieve Global Professional Selling Skills Guide and Guidebook for 


Recruiters, Volume I, MCO P1130.76.  (8411.2.2b)

(3) Without the aid of references, identify in writing the six Benefit Tags categorized


as intangible tags in accordance with Achieve Global Professional Selling Skills Guide


and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.2c)

(4) Without the aid of references, identify in writing the five Benefit Tags


categorized as tangible tags in accordance with Achieve Global Professional Selling


Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76. (8411.2.2d)

(5) Without the aid of references, identify in writing when to employ the Benefit


Tags in accordance with Achieve Global Professional Selling Skills Guide and 


Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.2e)

(6) Without the aid of references, identify in writing the PSS skill used to introduce


the Benefit Tags in accordance with Achieve Global Professional Selling Skills Guide


and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.2f)

(7) Without the aid of references, identify in writing how to confirm the prospect


priority of needs while using the Benefit Tags in accordance with Achieve Global


Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO


P1130.76.  (8411.2.2g)

(8) Without the aid of references, identify in writing how to uncover the prospects


needs while using the Benefit Tags in accordance with Achieve Global Professional


Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.


(8411.2.2h)

(9) Without the aid of references, given a prospect/applicant, support the 
prospects


needs while using the Benefit Tags during a performance examination in accordance with


Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume


I, MCO P1130.76.  (8411.2.2i)



(10) Without the aid of references, given a prospect/applicant, conclude a 
sales call


while using the Benefit Tags during a performance examination in accordance with


Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume


I, MCO P1130.76. (8411.2.2j)

1.  The purpose of the Benefit Tags is:


(  Provide a quick identification of needs.

(  Allow the recruiter to control a sales presentation.

2.  The Benefit Tags are broken down into two types:


(  INTANGIBLE, something that is not substantially real such as love, pride, courage.


(  TANGIBLE, something that is substantially real such as a car, bass boat, rifle.   

3.  The six intangible tags are abstract features unique to the Marine Corps:

(  Pride of Belonging

(  Leadership and Management Skills

(  Self Reliance, Self Direction, and Self Discipline 

(  Courage, Poise, and Self-Confidence

(  Professional Development and Opportunities

(  Challenge

4.  The five tangible tags are features offered by all military services:

(  Technical Skills

(  Physical Fitness

(  Educational Opportunities

(  Financial Security, Advancement, and Benefits

(  Travel and Adventure 

5.  When do we employ the Benefit Tags:

· After rapport and screening
6.  Introducing the Benefit Tags:

· The PSS skill of an Opening is used when introducing the Benefit Tags.




(  Propose an agenda
EXAMPLE:  

(POSITIONING)  Edgar, the reason you are here today is to find out what the Marine Corps can do for you.  To do that we need to find out what is important to you.  The Marine Corps has identified 11 traits that have made many people like yourself successful and we've put them on what we call "Benefit Tags." (Show the tags) (AGENDA)  What I would like you to do is look through these tags, pick out the ones that you feel are important to you, and lay them out in front of you in order of priority from your first choice to your last choice.




(  State the value to the customer
EXAMPLE:  

What this will do for you is allow you to see how the Marine Corps can help you reach your goals in life.




(  Check for acceptance
EXAMPLE:  

Will that be okay with you?

7.  Confirming the prospect's priority of needs:

· You confirm the priority of needs by using a closed probe.
EXAMPLE:  

Edgar, did you lay these tags out in order of preference from your first choice down to your last choice?  

· Once the priority of needs have been identified, remove the tags in sequence using a transition statement.

EXAMPLE:

“I'm going to stack the tags back up in the same order that you laid them out in so we can talk about each one as we need to.”

8.  The PSS skill used to uncover the prospects needs with the Benefit Tags is Probing:                                                           
EXAMPLE: 

Hand or slide the tag to the prospect and ask; "Edgar, What does this tag mean to you"?

9.  The PSS skill used once a prospect's need has been uncovered and you have a clear, mutual understanding of the need is Supporting.




(  ACKNOWLEDGE THE NEED

(  DESCRIBE RELEVANT FEATURES AND BENEFITS

(  CHECK FOR ACCEPTANCE
10.  General and Specific Features of the Marine Corps you could provide:

· Technical Skills

· The Marine Corps has over 300 different jobs

· 30 Technical fields

· On the job training

· Hands on experience

· Formal training and Advanced school training

· Educational Opportunities

· Service Members Opportunity Colleges for Marines (SOCMAR)

· Montgomery G.I. Bill

· Tuition Assistance Program

· On Base / Off Base Education

11.  Recruiter’s Support Statement: 

EXAMPLE:

PROSPECT'S NEED: "Sergeant Washington, I want to learn a Technical trade and get experience, so I can always have a good paying job.

· ACKNOWLEDGE THE NEED  






EXAMPLE:

“Edgar, I really understand where you’re coming from. Getting experience in a technical trade so you can get a good paying job is a great goal to have.
· DESCRIBE RELEVANT FEATURES AND BENEFITS  
EXAMPLE:

“As a Marine you'll have the opportunity to learn a technical skill.  For example, the Marine Corps has over 300 different jobs in 30 technical fields such as jobs in aviation, accounting, and mechanics just to name a few.  You're going to learn the skills by attending formal schools, on the job training, and getting hands on experience.  (VERBAL BRIDGE)  What this means to you is you're going to learn a technical skill so you’ll become marketable enough to always have a good paying job.”
· CHECK FOR ACCEPTANCE  
EXAMPLE:

“How does that sound to you?”

12.  Verbal Bridges (words and phrases) will help you translate features into benefits.  


(  There are many different words or phrases you can use for a verbal bridge:

· What this means to you is....

· How this will benefit you is...

· Which means...

· Any other phrase that will build a bridge.

EXAMPLE:

RECRUITER:  “Edgar, what does this tag (EDUCATIONAL OPPORTUNITIES) mean to you?” 

PROSPECT:  I want to go to college but I don’t have the money right now.

RECRUITER:  What are you hoping to accomplish by going to college?
PROSPECT:  I want to earn a college degree.

RECRUITER:  Why is having a college degree so important to you?

PROSPECT:  Today’s job market is so competitive that it is going to take a degree to get a good paying job.

· ACKNOWLEDGE THE NEED
· Good acknowledgments are more than "I agree."  

· It's wise to include some of the customer’s language.

RECRUITER:  “You're absolutely right, getting a college degree will help you get a good paying job. There are many young men and women like yourself that need financial assistance to help pay for an education.”



(  DESCRIBE RELEVANT FEATURES AND BENEFITS
RECRUITER:  “As a Marine you will be able to get your college education by using the Tuition Assistance Program that will pay 100% of your education while you attend college.   You will be able attend college while in the Marines through a program called the SOCMAR; the Service Members Opportunity Colleges for Marines.  Colleges and universities throughout the country work with the Marine Corps to provide you with the chance to attend their school while you're in the Marine Corps.  You can attend a major university on base or off base and the Marine Corps will cover 100% of the tuition costs.  These programs will give you that financial assistance you need at no cost to yourself, and the opportunity for you to earn your college degree.  What all this means to you is you'll have the credentials you'll need to get a good paying job.”

· CHECK FOR ACCEPTANCE  

RECRUITER:  “What do you think about that?”

13.  The PSS Skill used to conclude a sales call is Closing.



(  REVIEW PREVIOUSLY ACCEPTED BENEFITS



(  PROPOSE NEXT STEPS FOR YOU AND THE CUSTOMER



(  CHECK FOR ACCEPTANCE
EXAMPLE:


(  REVIEW PREVIOUSLY ACCEPTED BENEFITS
RECRUITER:  “Edgar, let's review all the good things that you can look forward to as a Marine.  We talked about Educational Opportunities and the importance for you to get a college education.  Which means you will always be able to get a good paying job.


(  PROPOSE NEXT STEPS FOR YOU AND THE CUSTOMER:

RECRUITER:  “In order to make these great things happen for you, there are a couple of steps we have to take from here.  I'm going to set up your preliminary paperwork and schedule you for your processing at the Military Entrance Processing Station (MEPS).  This is where you will  finish the rest of the official paperwork to join the Marine Corps.  What I need from you is to decide when you'd like to go to recruit training.”   

(  CHECK FOR ACCEPTANCE: 

RECRUITER:  “I have openings in June or July, which one sounds best to you?”
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