
 

 

 

 

 

 

 It’s very persuasive in convincing their  
 “other half” to come in

EXPLODE YOUR SALES!

USING 3 GREAT TOOLS

35% to 40% Mattress Share!

90 Minute Audio Training (Available on CD’s or USB Flash Drive)

4 Great Customer Handouts to Get the Conversation Going!

2 Laminates to Reinforce the Audio Training and Lots More!
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THIS IS A MUST READ!

WHY DO WE DIE
IN 11 DAYS

WITHOUT SLEEP?

BUT WHAT CAN YOU DO ABOUT IT?
PLENTY! JUST SEE THE OTHER SIDE!

All day long our active brains 
build up “toxins.” The toxins 
get “removed” when we are 
asleep. After about 11 days 

without sleep, the brain 
becomes so “toxic” it won’t 

even function anymore. When 
this occurs a person dies! 

(Search “Sleep Deprivation” USA Today, December 22, 2017)

Americans are getting a lot less sleep than they used to. It 
now causes so many deaths, accidents, and health problems 
it’s been declared a “national epidemic!”    (Search “CDC Sleep Epidemic”)

Sleep deprivation buildup causes these conditions 
or makes them worse!
Diabetes - Cancer - Heart Problems - Strokes - Arthritis 
Weight Gain - Inflammation    (Search “Sleep Deprivation,” and Type the “Condition” Next to It!)

If someone doesn’t get at least 7 hours of truly sound sleep a night, 
their brain can’t clear out all the toxins it should. That’s why you 
feel tired, irritable, groggy, and confused the next day. And if you 
have a “sleep deprivation” buildup over time, it causes some serious 
problems! Why? The toxins in your brain also build up. It is now 
believed that sleep deprivation can cause Alzheimer’s! Your immune 
system also becomes “compromised,” and you are much more likely 
to catch a cold, the flu, or have infections.

CENTER FOR DISEASE CONTROL 
PROCLAIMS A SLEEP “EPIDEMIC!”

DO YOU HAVE
ANY OF THE FOLLOWING?

WHAT’S CAUSING
THE EPIDEMIC?

SALES TRAINING HANDOUT #5
SELLING MATTRESSES! - PART 1

The Mention: “Every customer is a mattress prospect.” This 
simply means that you should always assume that your customer 
is in need of your assistance
out if this is indeed the case by bringing it up, or “mentioning” it. 
The “mention” may take different forms of enquiry. “Mary, do you 
have an idea about how old your current mattress is?” “Jane have 
you said recently, I think I need a new mattress?” “Mike did you 
wake up this morning fully rested and ready to go?”
 
Their answers will provide the “insight” you need to proceed 
further! 

The Transition: When you discover that there is a need to go 
further, the next step is to transition them into the mattress 
gallery. “Tim, the new technology in mattresses is amazing! Have 
you ever tried the new miracle material?  You owe it to yourself 
to try it out! It only takes 1 minute!”

The “Go-To” Mattress: Every store should have a designated 
“Go-To” mattress to take every customer to. Before they try it ask 
the customer, “Are you a side, stomach or back sleeper?” Then 
choose the appropriate pillow they should use to test the bed. 

they . It has been said, “The pillow is 
the bed for your head!” It supports about 30 % of your spine. 
Also make sure the customer takes off their coat or the bed won’t 
be able to respond properly to their pressure point needs and 
unique body shape.

The Feedback: Tell the customer to test the mattress in the 
sleep positions they actually use at home. Let them get the 
feel of the bed for a minute or two and ask, “Where do you feel 
the pressure the most at home, on your back, hips, shoulders or 
somewhere else?” Once they tell you say, “How does this feel in 
that area?” Then ask, “Do you need it , or is this 
about right
rate the bed overall on a scale of “1 to 10.” The main idea is to 
get feedback on every bed so that you know where to take them 
next, and to have a system so the customer can evaluate and 
compare every bed they will try!

The Feel Is The Deal: What actually sells the mattress? Although 
a good salesperson skillfully guides a customer, it is the “feel” 
that causes them to part with their money! First there is the “feel” 
of the material of the mattress
it becomes all about how they “feel” once they settle in to the 
mattress! Guiding the customer to realize how the mattress is 

“performing” for them is extremely important. “Julia you said 
your old mattress is causing pain in your lower back. How does 
your lower back feel now?”  (Note: use the term “old” mattress. It 
implies that it’s being replaced by a new one!)

Sleep Revolution #1: Explain to your customers there have 
recently been 2 great revolutions in sleep! The  is 
the development of mattress materials that are much more 
responsive to the overall needs of a person’s body. You may 
even want to share the understanding that when Tempur-Pedic® 
starting producing superior pressure relieving materials, that 
respond well to body heat, a new mattress technology was born!

These newer materials caused us to realize that the standard 
advice we were getting from doctors to “get a ” 
was totally wrong!
mattresses came out, doctors started encouraging everyone to get 

sleeping on the 

The 3 Things We All Need in a Mattress: We all need a mattress 
that does 3 things: provides proper support, and great pressure 
relief, plus responds well to our unique body shape. All 3 are 
essential for a good night’s sleep!

Sleep Revolution #2: For thousands of years mankind has been 

that, and millions of health challenged people are dramatically 
 

such as those who snore, have asthma, allergies, COPD, sleep 
elevated even a little can make 

a huge difference and greatly improve their “quality of life!”

A mattress is the only thing in a furniture store that’s not bought on eye appeal! However it is the most important home furnishings item your 
customer will ever buy. Why? They will spend about 1/3 of their life on it! A mattress has a direct effect not only on a person’s quality of sleep but 
also on the quality of their life in many ways. The most important thing you do as a salesperson is to help your customer select and purchase a 
mattress that’s just right for them! 

Why is a good mattress so important? When someone sleeps on a worn out mattress they have to keep readjusting themselves throughout 
the night. An old mattress becomes lumpy, hard, and sags over time. All these things cause pressure, often painful, that causes one to have to 
move repeatedly, or toss and turn. When this happens prolonged “deep sleep” cannot occur. The next day the person is tired, irritable and 
cannot focus properly on those things that matter most to them. The results are far-reaching, from automobile accidents, to job losses, to torn 
relationships, to poor health!

The problem is that a large percentage of the population doesn’t even know what’s causing these problems! Why? It’s because their mattress 
doesn’t “break,” like a refrigerator does, which would cause them to have to  the problem right away. No, the mattress “slowly” became 
worse, and they gradually became worse along with it! There are many people you know who are “heroic” in their determination to keep putting 
up with their old mattress! It’s as if it was a “badge of honor” to do so. Unfortunately they just don’t realize what’s really causing their problems!

That’s where you come in. You’re not there to simply sell a mattress; you’re there to give them their life back! When you have that “perspective” 
you will end up helping a lot of people that didn’t even realize they needed your help. Here are some great perspectives that will allow you to 
do just that!

15 GREAT MATTRESS SELLING INSIGHTS
1.) 5.)

4.)

6.)

7.)

8.)

2.)

3.)

SALES TRAINING HANDOUT #8
SELLING MATTRESSES! - PART 2

Be On The Look Out! In order to help as many people as you can, look 
for those who have difficulty walking, getting up or down, or appear 
to be tired and worn out. A good question to ask them is, “Do you 
experience difficulty sleeping at night?” It will open up a conversation 
about their sleep needs. Then simply “transition” them into the mattress 
gallery! (See Mattress Training “Part 1” on how to easily “transition” your 
customer!) 

Other Great Opportunities! Here are some other “helpful” opportunities 
to watch for. First, customers will often want to buy a mattress for their 
spare bedroom. It is a good practice to suggest putting their current 
mattress in that room and getting a nice new bed for themselves. That 
suggestion will result in a much bigger sale about 5 to 10% of the time! 
Second, some feel that a sleeper sofa would work best for their spare 
room, for occasional guests. However a queen mattress in a sleeper is 
only 72” long, 8” shorter than a regular queen bed. Upon explaining 
this many will elect to go with the mattress instead, especially if they’ll 
have taller guests! Third, when children become older, the parents will 
often want to move them up in bed size. Once again suggesting that the 
parents put their bed in that room, and treat themselves to a new set, will 
work about 5 to 10% of the time! 

And last, when a customer comes in for a recliner they are sometimes 
“prime candidates” for a new mattress set. Why? You will find that many 
have to sleep sitting up due to health problems. So they sleep in their 
recliner at night. Many of them have never thought of an adjustable 
bed! The prices of adjustable beds have dropped dramatically due 
to increased popularity. So suggesting one to a recliner customer often 
results in a mattress sale! Another thing to know about recliner customers 
is that they often need one because they constantly need to “doze” 
during the day, because they aren’t sleeping well a night. Well Hello!!!

Children need a good mattress as well as an adult. Advocate in their 
behalf! Suggest that if the parents spend a little more for a better 
mattress the child can take it with them when it is time to leave home! If 
they will be leaving it behind instead, then the parents will have the guest 
room “ready,” with a good mattress, for their important guests!

What Are They Most Concerned About? Always ask your mattress 
customer what things are most important to them. For instance some 
people may express they only want an innerspring mattress, or perhaps 
just a foam one. Even if they do change their mind it is important to find 
out what is initially driving their thinking. Also ask them what’s wrong 
with their old bed. Their answers will guide you in helping them to make 
the right choice! Are they currently having issues with their bed sagging, 
transferring motion, being too hard, being uneven in places, making 
noise, or not being supportive enough on the edge of the bed? You 
should know your line-up well enough to steer them to the proper 
choices! 

Know Your Products! There are several different types of mattresses 
in the industry. They are generally categorized as innerspring, memory 
foam, latex, polyurethane foam, “hybrid,” air mattresses, and 
waterbeds. Different types of the above foams are often combined in 
the same bed. Memory foams are sometimes infused with a cooling 
agent, which is often a “gel.” Hybrid mattresses are basically 
innerspring mattresses, with the top half being “all foam.” Air mattresses 
and waterbeds are usually found in “specialty stores” only. You should 
familiarize yourself with the feel of each mattress in your assortment, 
and be able to talk about their comparative differences!

Mattresses have basically 2 different sections. The first is the firmer 
section in the middle responsible for “support.” The second part is the 
comfort layer (or layers) that provide a softer more pressure relieving 
surface on top. The upholstery on the very top is referred to as the “ticking.”

Foam mattresses simply have different densities of foam in the middle 
and top sections. Innerspring versions have metal coils providing the 
support, and various foams for the comfort or “top area.” 

There are 4 basic coil designs. The first is an hour glass type, also 
referred to as a “Bonnell” coil. This type of coil is the least durable, 
often seen in less expensive “promotional” models. The second is a 

“Continuous coil” that is made of one piece of metal, winding throughout 
the mattress, and shaped into rows of s-shaped springs. “Serta” is the 
company especially known for this design. The third is a “hinged coil” 
which is like the “Bonnell” but hinged on top, to adapt and respond 
better. This coil is often associated with “Sealy.” 

Americans are getting a lot less sleep than they used to. It is now causing so many deaths, accidents, and health problems the CDC has declared a 
“national sleep epidemic!”         (Search “CDC Sleep Epidemic”)

But how exactly does the lack of sleep cause all these problems? Danish scientists have evidently found the answer. They also have finally explained 
why someone dies in about 11 days without sleep! All day long our brain builds up toxins from chemical activity. (USA TODAY, “Sleep Deprivation,” 
12/22/17).

It is only when we sleep that blood in our brain filters out, making room for cerebrospinal fluid to come in to cleanse the toxins! There are 5 cycles 
of cleansing, each lasting about 90 minutes. If someone doesn’t get about 7 ½ hours of sound sleep a night, the brain can’t be cleansed of all the 
toxins it should!

That’s why you feel tired, irritable, groggy, and can’t focus well the next day. And if you have a “sleep deprivation” buildup over time, it causes some 
serious health problems! Why? The toxins in your brain also “buildup.” It is now believed sleep deprivation can cause Alzheimer’s! Your immune 
system also becomes “compromised,” and you are much more likely to catch a cold, the flu, or have infections.

So why will someone die in just 11 days without sleep? The brain becomes so “toxic” it can’t function, and when that happens a person dies! But 
science is also now telling us that not getting enough sound sleep either causes or makes the following conditions even worse! Diabetes-Cancer- 
Heart Problems-Strokes-Weight Gain-Inflammation-Arthritis, and more!   (Search “Sleep Deprivation” and type the “condition” after it!)

So what should all this really mean to you? It means that if you identify someone who has sleep difficulties, and “enable” them to sleep a lot better, 
you literally may be a “Lifesaver!”

AMERICA’S RAGING “SLEEP EPIDEMIC!”

EVERYTHING 
HAS CHANGED!

5 VERY IMPORTANT QUESTIONS!

HAVE YOU HEARD ABOUT THE 2 “REVOLUTIONS” IN SLEEP?

The last 100 years doctors have been telling us to buy a “firm mattress.”

That’s now been proven to be totally wrong!

So what’s wrong with that advice? In 1925 the first inner spring mattresses came out. Doctors told everyone to sleep on the 
“firmer” new mattress instead of their sagging featherbed. But if only “firmness” was important we’d all be sleeping on the floor!

So what do we really need in a mattress? Your mattress must 
do 3 things: provide good support, great pressure relief, 
plus conform perfectly to your unique body shape! All 3 are 

essential for a good night’s rest!

What is Sleep Revolution #2? Humans have been sleeping 
flat since the beginning of time! However sleep science 
now tells us that it is much better for our health to use an 

adjustable base! Why? Just read a little further!

Do you have nagging hip, back, or leg pain? An adjustable base can also elevate your legs, relieving pressure on these 
critical areas. The results can be nothing less than miraculous for a lot of people! It also really helps those with circulation 
problems, leg swelling, and arthritis pain! 

What is Sleep Revolution #1? Mattresses are now made with 
advanced new materials, providing much better pressure 

relief, that conform perfectly to your body!

Do you have breathing problems? Most adults do. Including 
those of us that snore, have asthma, allergies, sleep apnea, 
COPD, or sinus problems. If you don’t breathe well, you 
aren’t sleeping well! An affordable adjustable base allows 
you to incline the top of your bed to relieve theses problems. 

It helps with acid reflux too!
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THERE’S BEEN A 
“REVOLUTION” IN SLEEP!

HAVE YOU HEARD? 
EVERYTHING 

HAS CHANGED!

5 VERY IMPORTANT QUESTIONS!

The science of sleep has made some startling discoveries. It is now known that the quality of our sleep affects our 
health in profound ways! The big 3, heart disease, cancer and stroke are all caused, or made worse, by poor sleep. 

It is believed Alzheimer’s is caused by poor sleep too! That worn out old mattress may literally be killing you!
(Simply search “Sleep Deprivation” with the name of the disease next to it!)    

You spend about 1/3 of your life in bed. How well you sleep determines how much you’ll enjoy the other 2/3’s! 
The most important decision you make as a consumer is selecting the right mattress! 

We used to be told “the firmer the mattress the better,” right? That’s now been proven to be totally wrong! 
You need a mattress that does 3 things: provides good support, great pressure relief, and contours perfectly 

to your unique body shape! All 3 are essential for a good night’s rest!

So how has Everything Changed? First, sleep is much more 
important to our health than previously thought. Second we 

have been sleeping on the wrong kind of mattresses!

Do you have any breathing problems? A large percentage of 
American adults do. Including those that snore, have asthma 
or allergies, sleep apnea, COPD, or sinus problems. If 
you can’t breathe well, you can’t sleep well! An affordable 
adjustable base now allows you to incline the top of your bed 

to lessen or relieve these problems, and acid reflux too!

Do you watch TV, read, text, or even snack in bed? An adjustable base allows you to sit up to do all these things and more! 
Elevating the head of the bed also enables someone to get out of bed very easily, as they don’t have to raise themselves up 
to do it! And if you want to take the quality of your life to a whole new level, get the vibrating feature! In just 30 seconds 
you’ll be the most relaxed you’ve ever been in your life!

What exactly is the Sleep Revolution? Mattresses are now 
made with advanced new materials to give you much better 
pressure relief, and the conforming “response” your unique 
body needs. You feel the big difference immediately when you 

lie down!

Do you have difficulty sleeping because of nagging back, 
leg, or hip pain? An adjustable base can also elevate your 
legs, and lessen or relieve the pressure in these critical 
areas. The results can be nothing less than “miraculous” for 

a lot of people!
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THE BEST NEWS IS THE PRICE!

CONTACT
Scott Morris • HSM Publishing • 219-689-6784 • hsm7777@att.net

23. How to create the crucial “psychological moment!”
24. Just explain “this” and effortlessly get the pillows and protector pad!
25. 34% of all mattress returns are due to the pillow; so just “explain” this!
26. How to “manage” your customer’s “expectations” properly.
27. Why You may be the most important person they’ve met in the last 10 years!
28. Friends for life!
29. How to make your customers “a walking ambassador” for you!
30. What is it that you really do for a living?

			           AND MUCH MORE!!!




