STUDENT OUTLINE

INCORPORATE COLLATERAL MATERIAL IN A SALES PRESENTATION

BRC - 29

LEARNING OBJECTIVES:

a. TERMINAL LEARNING OBJECTIVES:  Given a prospect and with the aid of references incorporate collateral material during a sales presentation in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76. (8411.2.3)


b. ENABLING LEARNING OBJECTIVES:

   (1) Without the aid of references, identify in writing the purpose of collateral material in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3a)

        
 (2) Without the aid of references, identify in writing the three types of sales aids in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3b)


 (3) Without the aid of references, identify in writing the four types of collateral material in 
accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.(8411.2.3c)


(4) Without the aid of references, identify in writing the four rules governing the use of collateral material in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76. (8411.2.3d)


(5) Without the aid of references, identify in writing the three rules governing the use of a telecorder material in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3e)


(6) Without the aid of references, identify in writing when to employ collateral material in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters,  Volume I, MCO P1130.76.  (8411.2.3f)


(7) Without the aid of references, identify in writing the twenty-one sections of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3g)


(8) Without the aid of references, identify in writing the ten topics contained in the Screening section of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3h)


(9) Without the aid of references, identify in writing the eleven Benefit Tag sections contained in the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3i)


(10) Without the aid of references, identify in writing the five topics contained in the Delayed Entry Program section of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3j)


(11) Without the aid of references, identify in writing the seven topics contained in the Recruit Training section of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3k)


(12) Without the aid of references, identify in writing the nine topics contained in the Life in the Corps section of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3l)


(13) Without the aid of references, identify in writing the nine topics contained in the Reserves section of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3n)


(14) Without the aid of references, identify in writing the five topics contained in the Special Duty section of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook 
for Recruiters, Volume I, MCO P1130.76.  (8411.2.3o)


 (15) Without the aid of references, identify in writing the four topics contained in the Combat Arms section of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3p)

 (16) Without the aid of references, identify in writing the seven topics contained in the Officer Programs section of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3q)

(17) Without the aid of references, identify in writing the topic contained in the Martial Arts section of the Marine Corps Opportunities Book in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76.  (8411.2.3m)   


(18) With the aid of references, during a performance examination, use collateral material to resolve a customers concern of skepticism in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76. (8411.2.3s)


(19) With the aid of references, during a performance examination, use the collateral material to make a support statement in accordance with Achieve Global Professional Selling Skills Guide and Guidebook for Recruiters, Volume I, MCO P1130.76. (8411.2.3t)

1.  The purpose of the Collateral Material is to: 

a. Provides the Recruiter with a READY REFERENCE to aid him / her with Marine Corps 

Product Knowledge.

2.  Three types of sales aids are: 
a. Benefit Tags

b. Collateral Material

c. Telecorder

3.  The four types of collateral material are: 
a. Marine Corps Opportunities Book

b. Choose A Place Among The Few Book
c. Platoon Book
d. Any other literature geared toward the Marine Corps

4.  The four rules governing the use of collateral material are: 

a. Know the Content so that you know where to find what you’re looking for, and once                                found, expand on what the prospect is seeing.

b. Personalize your collateral material where appropriate.

c. Tell and show the prospect how they are going to get the benefit.
d. Make sure your use of the collateral material is timely and coordinated with the                                prospect's concerns or needs. 

5.  The three rules governing the use of the telecorder are:
a. Know what's on each film.

b. Don't let the prospect watch the film alone.

c. Resolve the prospect concerns and support his or her needs as they occur.

6.  The collateral material is employed by a recruiter when: 
a. Resolving the concern of Skepticism.

b. When it's appropriate (to assist in supporting a prospect's need.)

7.  The twenty-one sections of the Marine Corps Opportunities Book are: 


a.  Screening 

                                          

l.  Travel & Adventure


b.  Pride of Belonging


        

m.  Delayed Entry Program


c.  Courage Poise & Self Confidence
       

n.  Recruit Training


d.  Challenge



                   

o.  Life in the Corps


e.  Leadership & Management Skills


p.  Enlisted Programs


f.  Self-Reliance/Self-Direction/Self-Discipline          
q.  Reserves 


g.  Physical Fitness

   
                      
r.  Special Duties


h.  Professional Development                                     
s.  Combat Arms


i.  Financial Security/Advancements & Benefits.         t.  Officer Programs


j.  Educational Opportunities                                      
u.  Martial Arts


k.  Technical Skills


8.  The ten topics contained in the Screening Section are: 

a. WRAT Test                                         
f. Moral Screening

b. Height & Weight Standards                
g. Waiver Guidelines

c. IST Minimum Standards                     
h. Authority Level for Moral/Drug Waivers

d. Medical Screening                              
i. Responsibilities of the Marine Representative

e. Disqualifying Medical Conditions        
j. Responsibilities of the RSS NCOIC
9.  The eleven Benefit Tag sections are: 

a. Pride of Belonging


b. Courage Poise & Self Confidence

c. Challenge

d. Leadership & Management Skills

e. Self-Reliance/Self-Direction/Self-Discipline

f. Physical Fitness

g. Professional Development

h. Financial Security/Advancements & Benefits

i. Educational Opportunities 

j. Technical Skills

k. Travel & Adventure


10.  The five topics contained in the Delayed Entry Program Section are:

a. Why the DEP

b. While you're in the DEP

c. Appointment to Private First Class

d. Authorized Time in DEP

e. The "Buddy" Program

11.  The seven topics contained in the Recruit Training section are:

a. Recruit Training

b. We build Marines with Pride

c. Your Drill Instructor Will Mentor You

d. Recruit Training Schedule

e. Summary of Academic Training

f. The Crucible

g. Recruit Training Awards

12.  The nine topics contained in the Life in the Corps section are: 

a. Sports

b. Recreation

c. Travel

d. Time Off

e. Bachelor Enlisted Quarters

f. Religious Activities

g. Day Care

h. Medical Facilities

i. Schools

13.  The nine topics contained in the Enlisted Programs Section are:

a. Marine Corps College Fund

b. Enlistment Bonus Program

c. Apprenticeship Program

d. Musician Enlistment Option Program

e. College Enlistment Program

f. Quality Enlistment Program

g. General Enlistment Program

h. Medical Remedial Enlistment Program

i. Prior Service Enlistment Program 

14.  The nine topics contained in the Reserves section are:

a. Reserve Training

b. Reserve Terms of Enlistment

c. Reserve Pay and Benefits

d. Reserves Pay Can Help With College

e. GI Bill for Reserves

f. Types of Courses Covered

g. Incremental Initial Active Duty for Training (IIADT)

h. Cat "P" Program

i. Platoon Leaders Class

15.  The five topics contained in the Special Duty section are: 

a. Embassy Duty / Marine Security Guard

b. U.S. Marine Corps Reconnaissance

c. Security Forces

d. Recruiting Duty

e. Drill Instructor Duty

16.  The four topics contained in the Combat Arms section are:

a. Artillery

b. Combat Engineers

c. Infantry

d. Tanks/Amphibious Assault 

17.  The seven topics contained in the Officer Programs section are: 

a. BOOST Program

b. MECEP

c. Enlisted Commissioning Program

d. United States Naval Academy

e. NROTC

f. Platoon Leaders Class

g. Officer Candidate course / Women Officer Candidate Course

18.  The topic contained in the Martial Arts section are: 

a. Program Overview

19.  You use the collateral material to resolve a customers concern of skepticism by:

PROSPECT:  Sergeant Timmons you’ve talked about education but you really haven’t backed it up.

RECRUITER:  Edgar, when you say “backed it up what do you mean”

PROSPECT:  Well Sergeant Timmons, my parents told me anything you say I must get it in writing.   


a.  ACKNOWLEDGE THE CONCERN

EXAMPLE: 

"No problem Edgar, when it comes to your education I realize that you want to assure yourself about the things we say we offer we in fact do."

b. INTRODUCE COLLATERAL MATERIAL  

EXAMPLE: 


1.  “Let me show you in my Marine Corps Opportunities Book”

2.  “Let me show you in my Knowledge is Power brochure”

3.  “Let me show you what I'm talking about”


4.  “Take a look at this leave and earning statement”

c.  OFFER RELEVANT PROOF

EXAMPLE:  

“As you can see Edgar, here's the tuition assistance program I was talking about. The Marine Corps will pay 100% of your tuition. You’ll have access to the funds to pay for college once you start active duty. 


 d.  CHECK FOR ACCEPTANCE 
EXAMPLE: 

“Does this clear things up for you?”

20.  You make a support statement using the collateral material by:  

a. Acknowledge the need

b. Introduce the collateral material

c. Show & describe the relevant features and benefits

d. Check for acceptance

EXAMPLE:

PROSPECT:  "Sergeant Timmons, I want to go to college so I can get a degree in International Relations.”
ACKNOWLEDGE THE NEED: 

RECRUITER:  "Edgar, I'm glad that you see the importance of earning your degree.  Furthermore, International Relations, is a good choice."
INTRODUCE THE COLLATERAL MATERIAL

RECRUITER:  "Let me show you in my Marine Corps Opportunities Book how we're going to help you earn your degree."  

DESCRIBE RELEVANT FEATURES AND BENEFITS:

RECRUITER:  “When you become a active duty Marine, you will automatically qualify for the 

benefits of the Tuition Assistance Program.  This program will pay for 100% of the tuition costs. 

This program works hand in hand with our SOCMAR program.  SOCMAR stands for Service 

members Opportunity Colleges for Marines.  Through this program you'll have the opportunity to 

choose from, and attend many colleges and universities.  Colleges and universities like the 

University of California, Texas A&M University, and Syracuse University just to name a few.  

Take a look here at some of the places that Marines are stationed and the colleges and universities 

that are available to you.  Edgar, what all this means to you is, you're going to be able to go

college, and earn your degree in the field of your choice, preferably International Relations.”
CHECK FOR ACCEPTANCE:

RECRUITER:  “Edgar, is this acceptable to you?”
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