UNITED STATES MARINE CORPS
Recruiters School
Marine Corps Recruit Depot
San Diego, California 92140
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LESSON PLAN

INCORPORATE BENEFIT TAGS DURING A SALES PRESENTATION
INTRODUCTION:

                                                                                                        (5 MIN)

 (SLIDE 1 ON)

1.  Gain Attention: In order to be a proficient mechanic or exceptional carpenter you must be able to effectively use the tools of the trade. Learning to use the "tools of the trade" is very important to any successful occupation that one chooses to pursue.  This is especially true for the Marine Corps recruiter, because your ability to use the tools of your trade will contribute immensely towards being successful.
2.  Overview:  The purpose is to provide students with the basic skills, sales knowledge, and techniques when using the Benefit Tags in a sales situation. You should listen to the presentation, record notes, and ask when questions necessary.

3.  Learning Objectives: (INSTRUCTOR NOTE: HAVE THE STUDENTS READ THE LEARNING OBJECTIVES IN THEIR STUDENT HANDOUT.)

a. Terminal Learning Objectives: Given a prospect/applicant, Benefit Tags and with the aid of references, 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 in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.2c)
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(4) Without the aid of references, identify in writing the five Benefit Tags categorized as tangible 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 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, 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, 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, support 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.  (8411.2.2i)


(10) Without the aid of references, conclude a sales call while using the Benefit Tags in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.2j)

4. Method/Media: Instruction will be presented using a combination of lecture and demonstration. Information presented will be reinforced during future periods of practical application in the group rooms. IRF'S are available in the back of the room so that students may comment on the overall effectiveness of the lesson.    

5. Evaluation: On training day 15 you will take a written examination on knowledge oriented learning objectives and on training day 22 students will be evaluated through a graded performance evaluation.

TRANSITION:  As Marines we have been exposed to countless features of our Corps.   Although we may not always consider them in terms of specific features, think about your career and experiences you've had, and consider how they relate to the benefit tags.
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BODY:                                                         




      
         

1. (SLIDE 2 ON) The purpose of the Benefit Tags are:


‰a.  To provide a quick identification of NEEDS.

‰b.  To allow the recruiter to CONTROL a sales presentation.

TRANSITION: Now that we know the purpose of the benefit tags, let's take a look at the two types of benefit tags.

2. (SLIDE 3 ON) The Benefit Tags are broken down into two types: 


‰a. INTANGIBLE, something that is not substantially real. I.e., LOVE.


‰b. TANGIBLE, something that is substantially real. I.e., a car   

TRANSITION: Let's talk about the first type of tags, intangible.

3. (SLIDE 4 ON ) The six (6) intangible tags oriented toward the Marine Corps are:
                                                               










‰a.  Pride of Belonging 


‰b.  Self-Reliance, Self-Direction and Self-Discipline


‰c.  Professional Development and Opportunities 


‰d.  Leadership and Management Skills 


‰e.  Challenge 


‰f.  Courage, Poise and Self-Confidence 

TRANSITION: The intangible tags will win you a sale if you take the time to practice talking about them. Now let's go on to the tangible tags.
4. (SLIDE 5 ON ) The five (5) tangible tags oriented toward the Marine Corps are:
                                                                











‰a.  Technical Skills  


‰b.  Physical Fitness 


‰c.  Educational Opportunities 
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‰d.  Financial Security, Advancement and Benefits 


‰e.  Travel and Adventure 

TRANSITION: Now that you have a understanding of the benefit tags, let's see where they fit into our sales presentation.

5. (SLIDE 6 ON) When to employ the Benefit Tags.  


‰a. After rapport and screening.

TRANSITION: Now that your prospect is comfortable talking with you, and you have found him/her to be mentally, physically, and morally qualified, it’s time for you to put on your selling cap. Let's begin!

6. (SLIDE 7 ON/PSS WALL CHART 5) Introducing the Benefit Tags.











‰a.  When introducing the Benefit Tags, use an Opening.



‰(1) Propose an agenda.
BASIC EXAMPLE: (Positioning) Fred, 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 things that have made many young men 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.



‰(2) State the value to the customer.
What this will do for you, is you'll get to see how the Marine Corps can help you reach your goals in life. 








‰(3) Check for acceptance.
Will that be okay with you?

(INSTRUCTORS NOTE: DEMONSTRATE AN OPENING WITH ONE OF YOUR STUDENTS USING THE BENEFIT TAGS.)
TRANSITION: Now that our prospect has accepted our agenda we need to confirm his priority of needs.

7. (SLIDE 8 ON) Confirming the prospect's priority of needs;
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‰a.  The priorities of needs are confirmed by using a CLOSED PROBE.

EXAMPLE: Fred, are these tags listed in order of preference from your first choice down to your last choice? (Once the priorities of needs have been identified remove the tags in sequence using a transition statement. i.e.- I'm going to stack the tags back up in the same order that you laid them out in, and we can talk about each one as we need to.)
(INSTRUCTORS NOTE: DEMONSTRATE THE USE OF A CLOSED PROBE CONFIRMING THE PROSPECT'S PRIORITY OF NEEDS WITH THE BENEFIT TAGS YOU HAVE LAID OUT ON THE DESK.)

8. (SLIDE 9 ON) The skill used to uncover the prospects needs with the Benefit Tags are;


‰OPEN PROBES
EXAMPLE: Hand the prospect the tag and ask; "Fred, What does this tag mean to you"?

(INSTRUCTORS NOTE: DEMONSTRATE AN OPEN PROBE WITH THE FIRST BENEFIT TAG LAID OUT ON THE DESK. LET THE STUDENTS KNOW THAT ONCE THE APPLICANT RESPONDS TO THE PROBE, FURTHER PROBING MAY BE REQUIRED TO GET A CLEAR, AND MUTUAL UNDERSTANDING OF THE NEED BEFORE GOING ON TO SUPPORT IT.)

TRANSITION: Let's take a look at the next skill: supporting.

9. (SLIDE 10 ON/PSS WALL CHART 7) The skill used once a prospect's need has been uncovered and you have a clear, mutual understanding of the need is SUPPORTING. We support by:                                                       


‰a.  ACKNOWLEDGING THE NEED. 


‰b.  DESCRIBE RELEVANT FEATURES AND BENEFITS.


‰c.  CHECK FOR ACCEPTANCE.

TRANSITION: Before we start supporting a need, let's talk about the general and specific features of the Marine Corps.

(INSTRUCTORS NOTE: The reason we call these TAGS BENEFIT Tags is to remind us to give the prospect the benefits.  The Benefit Tags are actually a General Feature of the Marine Corps.  For a prospect to understand how the Marine Corps can provide the General Feature we need to describe specific features to explain how.)
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(SLIDE 11 ON) EXAMPLE: TECHNICAL SKILLS is a GENERAL feature of the Marine Corps. Some SPECIFIC features you could provide are:


‰a.  The Marine Corps has over 300 different jobs.


‰b.  30 Technical fields


‰c.  On the job training


‰d.  Hands on experience


‰e.  Formal training and Advanced school training

TRANSITION: Let's look at another example.

EXAMPLE: EDUCATIONAL OPPORTUNITIES is also a GENERAL feature of the Marine Corps. Some SPECIFIC features are:


‰a.  Servicemembers Opportunity Colleges for Marines (SOCMAR)


‰b.  G.I. Bill


‰c.  Tuition Assistance


‰d.  On Base / Off Base Education

TRANSITION:  Since we've just reviewed some general and specific features of the marine corps, let's put it all together.

EXAMPLE: PROSPECT'S NEED: "Sergeant Kester, I don't have the money to pay for a trade school. I want to learn a Technical skill and get experience, so I can always have a good paying job.

(SLIDE 12 ON)
RECRUITER'S SUPPORT STATEMENT 

ACKNOWLEDGE THE NEED: FRED, I really understand where your coming from. Trade schools are expensive and to get a good paying job today you need the experience and training.

DESCRIBE RELEVANT FEATURES AND BENEFITS: 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, 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
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experience. (VERBAL BRIDGE) What this means to you is you're going to learn a technical skill at no cost to yourself and have 4 years of experience.  Not only will you have a good paying job while in the Marines; you’ll become marketable enough to always have a good paying job.
CHECK FOR ACCEPTANCE: How does that sound to you?

TRANSITION: As you can see knowing the specific features and benefits of the marine corps can help you describe the relevant features and benefits that will satisfy the needs of your prospect. Let’s look at an idea that will help you translate your features into benefits.

Note:  To help you translate features into benefits use a VERBAL BRIDGE.  A VERBAL BRIDGE is words or phrases that help you transition from features to benefits. This will help you give the value to the prospect.
EXAMPLE: YOUR PROSPECT WANTS TO EARN A COLLEGE DEGREE AND NEEDS

FINANCIAL ASSISTANCE TO HELP PAY FOR HIS OR HER (GENERAL FEATURE) EDUCATION.

SPECIFIC FEATURES                VERBAL BRIDGE                    BENEFIT        
SOCMAR                                                                                   YOU WILL BE ABLE TO 

TUITION ASSISTANCE




     EARN YOUR COLLEGE    

                             DEGREE AT  LITTLE OR NO ON BASE / OFF BASE EDUCATION                                   COST TO YOU

G.I. BILL
                                                                             DEGREE AT LITTLE OR NO
ON BASE/OFF BASE EDUCATION                                     COST TO YOU

THERE ARE MANY DIFFERENT PHRASES YOU CAN USE FOR A VERBAL BRIDGE FOR EXAMPLE:
      ‰a. What this means to you is....

      ‰b. How this will benefit you is...

      ‰c. Which means...

      ‰d. Any other phrase that will build a bridge.

TRANSITION: Now let's take the example above and put it into a full support statement:

RECRUITER: FRED, What does this tag (EDUCATIONAL OPPORTUNITIES) mean to you? 

PROSPECT: I want to earn a college degree to get a good job, but I don't have the money to pay for it. (THE RECRUITER HAS A CLEAR, MUTUAL UNDERSTANDING OF THE NEED)
ACKNOWLEDGING THE NEED: (Good acknowledgments are more than "I agree."

It's wise to include some of the need language used by the prospect.)
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You're absolutely right, getting a college degree will help you get a good 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:
As a Marine you will be able to get your college education by using the Tuition Assistance Program that will pay 75% of your education while you attend college.   You be able to go to college while in the Marines through a program called the SOCMAR; the Servicemembers 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 75% of the tuition costs. (VERBAL BRIDGE) What these programs will do for you is, give you that financial assistance virtually a three-quarter scholarship, and the opportunity for you to earn your college degree. That way you'll have the credentials you'll need to get a good job if you ever decide to leave the Marine Corps for the private sector.

CHECK FOR ACCEPTANCE: What do you think about that?

(INSTRUCTOR NOTE: DEMONSTRATE ANOTHER SUPPORT STATEMENT BY USING AN OPEN PROBE.  PROBE UNTIL YOU HAVE A CLEAR MUTUAL UNDERSTANDING OF THE NEED, THEN MAKE A SUPPORT STATEMENT TO YOUR STUDENTS.)

TRANSITION: Now that our prospect has accepted a couple of benefits and he has signaled a readiness to move ahead ("buying" signal), let's conclude our sales call.

10. (SLIDE 13 ON/PSS WALL CHART 8)  The skill used to conclude a sales call is CLOSING, the components of a close are:







        

‰a.  REVIEW PREVIOUSLY ACCEPTED BENEFITS. 


‰b.  PROPOSE NEXT STEPS FOR YOU AND THE CUSTOMER.

‰c.  CHECK FOR ACCEPTANCE.

EXAMPLE OF A CLOSE:
REVIEW PREVIOUSLY ACCEPTED BENEFITS:

Fred, let's review the good things that you can look forward to as a Marine.  We talked about the importance for you to get a Technical skill.  Since the Marine Corps has over 30 different occupational fields you'll be able to get that technical skill and the experience that comes along with it, all at no cost to yourself.  You will always be able to get a good paying job because of your training and experience as a Marine. We also talked about the necessity for you to get a
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 college degree in order to get a good job.  The Marine Corps will help you accomplish that goal through our SOCMAR and Tuition Assistance Programs.  We'll give you the opportunity to earn your college degree and you won't have to worry about finances because we'll pay for 75% of it.  You're going to get the credentials necessary to always rate a good paying job.
PROPOSE NEXT STEPS FOR YOU AND THE CUSTOMER:

In order to make these awesome 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 MEPS.  This is where you take your ASVAB, your physical, and do the official paperwork to join the Marine Corps.  When you're at the MEPS, you will also take your oath of enlistment and get your date to recruit training. I'll need you to get some basic documents like your birth certificate and social security card, but the main thing that I need from you is to decide what time frame you'd like to go to recruit training.   
CHECK FOR ACCEPTANCE: I have openings in June or July, which one sound best to you?
(INSTRUCTORS NOTE: DEMONSTRATE AN ENTIRE BENEFIT TAG PRESENTATION WITH ONE OF YOUR STUDENTS.)
PRACTICE: Are there any questions about how to conduct a sale presentation using the benefit tags? What I want you to do is remove role-play session "A" from your binders. Get into groups of two, one of you will be the recruiter and the other will be the prospect. The prospect will use and follow the role-play. If you have any problems of questions, I will be walking around to provide you with any help you may require.

PROVIDE HELP: WALK AROUND THE ROOM AND ENSURE THAT THE Students ARE PERFORMING THE STEPS CORRECTLY, AND ANSWER ALL THE QUESTIONS THEY MAY HAVE.

(INSTRUCTOR NOTE: INFORM THE STUDENTS THAT THEY MUST PRACTICE EVERY EVENING TO DEVELOP THEIR PSS SKILLS. INFORM THEM THEY WILL HAVE TWO (2) HOURS OF PRACTICAL APPLICATION TODAY AND AN ADDITIONAL TWO (2) HOURS OF PRACTICAL APPLICATION ON TRAINING DAY 21. FOR TODAY'S PRACTICAL APPLICATION WALK AROUND THE ROOM AND OBSERVE THE PRACTICE SESSION. TELL THE STUDENT PLAYING THE ROLE OF THE APPLICANT WHICH TAG TO GIVE A BUYING SIGNAL ON.) 
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(SLIDE 14 ON) OPPORTUNITY FOR QUESTIONS

                                            
1.  QUESTIONS FROM THE CLASS.
2.  QUESTIONS TO THE CLASS

a. QUESTION: WHAT IS THE PURPOSE OF THE BENEFIT TAGS?


    ANSWER: PROVIDES A QUICK IDENTIFICATION OF NEEDS, AND ALLOWS 

        

                THE RECRUITER TO CONTROL A SALES PRESENTATION.


b. QUESTION: WHAT ARE THE FIVE (5) TANGIBLE BENEFIT TAGS?


     ANSWER: TECHNICAL SKILLS, PHYSICAL FITNESS, EDUCATIONAL 

, 

                 OPPORTUNITIES, FINANCIAL SECURITY ADVANCEMENT AND BENEFITS,

                 TRAVEL AND ADVENTURE

SUMMARY                                               





         (5 min.)
1. So far we have learned how we can effectively use the benefit tags in a sales call. We learned the two types of benefit tags - intangible and tangible, how to introduce the benefit tags to a prospect, and get a quick identification of his or her needs. Most importantly we tied Professional Selling Skills to our product so that you can control the sales presentation and satisfy the prospect needs.

REFERENCES:  Recruiters School Sales Division
                              Guide Book For Recruiters
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