
 THE REVEALED SECRETS OF 
$3,000,000 FURNITURE SALESPEOPLE!

Part F: Important Additional Terms and Insights!
#40 - The Great $50 Sales Closing “Toolbox”

A survey done among store salespeople revealed that this simple toolbox closed and extra two customers every month for each of them! A genuine 
concern many customers have when they like something well enough to buy it, is that they just can’t decide if it’ll go well enough with their existing 
flooring, carpeting, or wall colors at home. The remedy to their concerns can usually easily be provided within the store, without them having to 
leave! Simply put together an inexpensive closing “Tool Box.” Samples of all those items that come into play can easily be gotten by making a few trips 
to stores that carry and provide free, or inexpensively the following: wood and vinyl flooring, tile, and carpet samples, and hundreds of paint 
colors on fan decks. 
This allows customers to see how those items at home will match the new furniture better. You will not only save them time, but also give them a more 
realistic impression of how they will all look together - as they can then view everything in the very same light, rather than comparing them at home 
to just a picture of the furniture in store lighting they took on their phone - which will always differ somewhat to the home’s lighting!  

#41 - The Outstanding Sales Closing “Binder”
It is very convenient for both salespeople and customers to have access to the following information in a very timely and accessible format. A simple 
large folder or binder is all that is need. It’s an ideal place for all of the following which can then be presented at the proper time to a customer. Such 
helpful things might include: 1.) Protection plan brochures and pricing 2.) Current credit plans and promotions 3.) A color wheel, which was 
invented by Isaac Newton, to assist them in selecting both the color of the furniture and complementary accessories 4.) Graph paper for sketching their 
room 5.) A list of the best fabrics for pets 6.) A picture of the various types of joinery used in furniture 7.) The Janka (wood) hardness scale 8.) 
The Delivery Assurance Checklist (see # 34).  Plus, there’s certainly a host of others you may think of as well, such as taking some handy pictures of 
the store’s best selling throws, accent pillows, and lamps to make it a lot easier for customers to just add them on! Wow - talk about really setting 
You and Your Store apart from all the rest!

#42 - “Calendar Moxie and Clock Moxie!”
Salespeople who are on commission should understand how the calendar can play a significant role in their annual sales production. Find out when 
the busiest and slowest times of the year are, and time your vacations and requested time off accordingly. Also the days of the week that are 
routinely the busiest and slowest for your store certainly come into play too. It may not always be possible to choose what days you can work, but knowing 
what schedule would ultimately be best to benefit you financially is good to know, if that opportunity becomes available! The time of day you elect to 
take your meals and breaks should also be based on a good working knowledge of when would be the best times to do so, based on floor traffic counts 
established over a long stretch. Management can usually provide all this information for you, and would probably be glad to do so since their store 
customers would be better served as well!

#43 – Commission “Time Bandits” Are “Energy Bandits” Too! 
If you wanted to know who the top performers are on the sales floor it would be very easy to identify them. It’s always those who are constantly busy, 
even when they don’t have a customer! When these high achievers are not actively helping customers they’re engaged in a host of other activities that 
will help the look of the floor, learning new things, and practicing their presentation. In short, they are very “proactive” all day long. A side benefit from 
this is that their energy level stays high and their attitude remains positive, optimistic, and “can do.” That’s because when one keeps active, all of the 
body’s energy creating systems are functioning at a high level! One’s circulation and breathing are better, muscles are being used, and the 
mind is not in a passive state. Therefore when their next customer does come in they are “ready, willing, able,” and truly prepared to do business! 
A lot of the other salespeople have a different mindset: spending hours of time uselessly on things such as endless personal conversations, too much time 
in the lunchroom, daydreaming, phone searches, and they then often need to snack frequently in order to relieve their boredom and low energy levels. It 
pays to remember that those useless ‘time bandits’ are “energy bandits” too!

#44 -“ALNT”- Aggressively Learn New Things
When you feel like you know everything you need to know about your particular line of work that’s when you begin to fail! Why? The world is constantly 
and very rapidly getting better, and will soon pass you by! That’s why it’s important to aggressively learn new things daily. It will really help you to get 
in the habit of writing down new things that occurred to you that day to improve, from mentors and customers, trying brand new approaches, learning 
from mistakes, thinking out of the box, and doing searches for new and helpful information. You will find that doing so will quickly cause you to become 
someone who now thirsts for new understanding daily!  That’s exactly what led to the development of this training course. Brian Tracy just may have 
typified it all best,” Your life only gets better when you get better!”

#45 - The “4 Pillars” of Your Success
DESIRE - ATTITUDE - TRAINING - HARD WORK

#46 - “4 Key Business Laws” You Need to Know!
Here are a few popular sayings widely used within the business community that you are likely to encounter during your career. Having an understanding 
of them will permit you many valuable insights, and enable you to exercise better judgment in other areas of your life as well. These four well-known 
principles are:                Parkinson’s Law • The Peter Principle • Pareto’s Law • Murphy’s Law
Parkinson’s Law - “Work will expand to take up the time available.” This a good reminder to put time limits on most things that you do. It’s not 
always possible to know exactly how much time something should take. However, you should be conscious of the fact that without a “sense of urgency,” 
time will get away from you before you know it. If you allow one hour for a ten minute task, you’ll be surprised at how the task will expand to consume 
the full hour!
Pareto’s Law -This is also sometimes referred to as the “80/20 law.” The basic premise is that 80% of your results will come from just 20% of your efforts. 
For example, a business owner may find that 20% of all their customers account for 80% of the business. Another application of this principle is that 80% 
of a store’s business will often be done during 20% of its hours. The important lesson to be learned is that it pays to focus your efforts in the areas that will 
afford you the biggest payback for your time!      
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Part E: The “Back End” of Every Sale is Important Too!

#33 - “HPM” Items That Can Cost You the Sale
There are several items sold in furniture and mattress stores that are more problematic than others upon delivery. Everyone should be aware of 
them and ensure the customer understands them too. We might refer to such items as having a ‘High Probability of Mistakes’ or HPM items. The 
first are queen size box springs. Tight turns in hallways, stairways, or in elevators are usually the problem. Make sure there will be enough room. 
Such a problem is easily remedied by using split queen box springs, a folding or hinged box spring, a foldable frame that works both as a base and 
bed frame, a platform bed, or a Bunkie board. The second frequently occurring problem is due to large wedges which are the middle pieces of 
sectionals, and even the sectionals themselves. They often can’t fit going up or down stairways and even pose problems within the room itself as they 
take up so much space. 

Third, heavy items like sleepers, or large dressers and chests, may be very difficult if not impossible to navigate through smaller stairways, or to 
do ‘banister’ lifts. If these don’t make it upon delivery customers sometimes simply cancel their order since they now have to rethink things! Also, 
returned merchandise inherently has a higher percentage of damage than other new furniture. Therefore it helps everyone involved, including 
the store, if you can identify those types of problems and make them known to customers in advance!

#34 - The “Delivery Assurance” Part of the Sale! 
Here are just some of the challenges your delivery crews must routinely face. Icy walks, pouring rain, sleet, snow, treacherous winds, 97 degree heat, 
10 below temps, “no fits,” third floor walk-ups, “banister lifts,” nearly impossible tight turns, traffic jams, truck problems, tedious reports, overly critical 
customers, bad directions, difficult neighborhoods, brand new floors, and let’s not forget sometimes being put “in the middle” between battling 
spouses - as to “where it would look the best.” (OK, enough already!)

Therefore, a little preparation and consideration beforehand on your part can do a lot to make sure your customer’s delivery goes much more smoothly. 
You might also be providing the only bright spot in your delivery crew’s day! So be sure to compile a checklist to discuss with every customer, at the 
end of the sale, that covers all the things necessary to make sure the delivery goes as smoothly as possible, - including the “HPM” items listed in #33. 

Important items and issues on your checklist would include getting very specific directions. Especially problematic are rural deliveries, secluded 
locations not visible from the road, mailboxes across the road from the address, night stops, tight turns, deliveries beyond the first floor, 
banister lifts, elevators and getting the reservations necessary for them, difficult stairways, narrow hallways, parking difficulties 

– especially in large cities, pets and children in the areas the delivery people will be using, non-emptied spaces for the delivery 
items, someone of age not there to inspect and sign for the items, and Not-at-Home stops.

 It is vital to also convey that when someone is not home, the delivery people will then often have to unload their items many times to access 
the items for their next stop. This can create a high risk for damage, especially during challenging weather! It greatly increases the delivery time on 
every stop from that point, and ensures those other deliveries will not be made on time. So, the best chance for making that “perfect delivery” 
truly rests in their salesperson’s hands initially, and not only just for their customer’s benefit - but everyone else’s later that day 
as well!

#35 - ‘Peace of Mind Insights’
There is a part of the sale that hardly ever gets regarded sufficiently. We might designate it as “the customer ‘peace of mind’ segment.” It can 
occur during either the presentation or afterwards. It simply means that critical insights are purposely given to customers enabling them to extend 
the lifetime of their purchase, and to also use it in a more beneficial way. Every buyer always really appreciates these additional pointers. 
Something as simple as suggesting putting felt pads under items to keep dining tables and dressers from being scratched, or under dining 
chairs to protect floors and to make moving the chair much easier- can be a big help to them. 

Explaining how to easily change the fabric on a dining chair, or restuff pillows and cushions with polyester fiber, or using no-slip fabric 
under sofa cushions, mattress, and rugs to prevent sliding will ensure not only better use but may prevent accidents as well! There a host of 
things that can be covered, including important care tips concerning maintain a 40-60% humidity, cleaning and rotating cushions often, 
and furniture “placement” to avoid lots of direct sunlight. You may even wish to create a more detailed list in order to more easily share it 
with them, or possibly email it when you follow-up just after the sale. That list would also be a good addition for your Sales Closing “Binder” that 
you will encounter in #41. When you take the time to go the extra mile to help customers in this way they truly do realize you have their best 
interest at heart!

#36 - Always Find Out Their Future Needs and Time Frames
A customer’s future needs may be much greater than simply what they are buying today. It only makes sense to find out what those might be while 
they’re still in the store. The information obtained also enables you to follow-up in a timely and more informed fashion. Will they be moving, 
and if so when? Are they downsizing or upsizing?  What room or items are next on their shopping list? Do they have an overall plan about what they 
will be shopping for over time? Knowing these things are really the “key” to more effectively helping them better over the long run! 

Part D (cont.): Great Terms and Insights for ‘Closing’ the Sale

#27- Always “C.O.M.”(Close on Emotion!)
Why is keying in on the shopper’s emotions so very important? It allows the salesperson and the store to make a very special connection with 
shoppers, and also the local community. It causes customers to recommend you, and encourage others to do business with you. We live our lives 
in and around our furniture every day of our lives. It becomes an important part of our daily lives, and enables us to turn a simple 
house into our home. Here’s a story about a TV commercial done in the 1970’s that brings home that point very well. The second largest furniture 
retailer at that time made a commercial titled, “Surround Your Life!” It didn’t show the usual merchandise that was being advertised for a sale 
like everybody else did, but was a “concept” commercial instead, and showed one scene after the next of people really enjoying their lives 
while using their furniture. The scenes shifted from a birthday celebration, to the holidays, and even a couple sharing a tender moment with the 
man serenading his date playing music on the guitar for her. It won an award for best commercial of the year! 

Customers aren’t at all interested in getting something just to sit on, but are buying it because it will allow them to have the life experiences they 
desire. Always keep this in mind all during the sale and especially when getting ready to close them. Create the scenes in their 
minds of how it we be “when the kids are home for the holidays,” and all sitting around that long beautiful new dining table that’s now wide 
enough too to put that large the turkey in the middle of it; or when the grandkids are over and opening their presents together in the 
living room - because the ottoman is so easy to move around to make room for it, and afterwards how everyone can find a comfortable spot on 
your larger new sectional with their feet up - once the ottoman is moved back! If you too get shoppers to ‘Surround Their Lives’ by causing 
them to emotionally live in the moments it’ll be used for, especially just before attempting the close, you’ll not only be creating memories for 
life - but customers for life as well!

#28 - Use ‘Soft Close’ Techniques!
When covering the following “soft” closing techniques we will be focusing on not only the ‘phrasing’ used, but also the ‘manner’ in which 
you should communicate with your customers. The very best closers never use a loud or domineering voice, or demeanor. They usually actually 
lower their voice, and stand closer, often at a little bit of an angle to the customer – rather than in a direct, confrontational manner, or 
towering over them. They move into the most intimate part of the sale speaking with them as a true friend and trusted advisor, rather 
than at them as someone trying to push them into a sale. 

Simply asking thoughtful and enlightening questions will effectively pave the way for a shopper to realize why they really need to buy 
it! “What would you enjoy most of all about using this?” “How will this improve your life?” “What are the two things you LIKE most about it?” It’s 
important to ask them questions like these to find out exactly what their true inner thoughts about the item or set are, and to also put them 
in a decision making mode! If they do have a hesitation about something they will usually then voice it at that time, allowing you to have 
a chance to legitimately overcome it - rather than leaving without revealing the real reason they aren’t quite convinced yet!

#29 - The “4” Most Versatile Add-on’s
There are four types of furniture items that are extremely versatile that few shoppers know enough about. That’s why you should make the 
effort to inform them about how they can get a lot of mileage out of each one’s use - and also their hard-earned dollars as well! The first a dining 
chair : It’s the perfect seating solution for extra guests in the living room, a nice addition to almost any corner, a dressing chair for the 
bedroom, a big help if it has arms for anyone having difficulty getting up, and can provide lots of help when putting shoes on and off 
near entrances, and much more! 

The second is a dining bench. It works well at the end of a bed, for extra guests in the living room, along a wall, under a window, and in a home’s 
entryway, or mudroom. The third is an ottoman, which can turn any sofa, chair, or love seat into a chaise lounge – often for several people at one 
time! It can be used under a window, or if it has a soft top - to change a baby’s diaper, or to fold clothes on. Many have a storage area for 
blankets, pillows, games, and all sorts of other things. It provides several more seats when pulled away from the piece it’s usually used 
with, and easily be moved to another room for additional and extremely comfortable seating! 

The fourth is a night stand. When a customer indicates they don’t have the room for one or two night stands right now, always suggest the 
following other good uses for them. They can provide some perfect additional storage in a closet, or lend itself to an impactful presentation 
by the front entrance of the home, allowing for the storage of hats, gloves, and scarves; plus permits an ideal item to place a mirror over, 
and possibly a lamp on top of it too! It can fill out a corner very nicely in a dining room or living room, and can be the perfect piece to go 
between two chairs in a small conversation area! The biggest regret many shoppers routinely have is that they just “didn’t go ahead and 
get those night stands,” after they’ve moved and now have the space for them next to the bed. Be an advocate in their behalf – to try to get 
them to add them on now, especially if they’ll eventually be moving to a larger living space! Furniture styles change, and so do suppliers and costs 
for furniture makers. Even if they’re still available, it could easily cost them two or three times as much!

SALES TRAINING HANDOUT #19 - PART 4
THE “REVOLUTIONARY” NEW FURNITURE SALES TRAINING!

SALES TRAINING HANDOUT #18 - PART 3
THE “REVOLUTIONARY” NEW FURNITURE SALES TRAINING!

Part D: Great Terms and Insights for ‘Closing’ the Sale
#21 - Understanding Their “3” Big “Indecisives!” 

Furniture stores having high close ratios still experience the majority of their shoppers leave without buying. There’s not nearly enough training and 
attention given to addressing this reality. The “Reciprocity” handouts covered earlier can help greatly to bring shoppers back into the store if they leave 
without buying, but many shoppers can and should be “closed’ during their store visit. We will now address three ongoing reasons why shoppers simply 
can’t make up their minds when in the store – and provide effective closing solutions to these daily situations! 

The first occurs when they feel they must go home first to ensure their favorite furniture choice will go well in their room, with their flooring, carpeting, 
or wall colors. The best solution to overcome that common situation is plainly given within #40 – The Great $50 Sales Closing Toolbox!

 The second chief reason someone hesitates in making a purchase is that they “would like to get someone else’s opinion first.” There are 
situations where this is necessary, because that other person will also will be using it or paying for it. However, there are also several occasions where a 
shopper is simply seeking some “moral support!” There is a major problem that often comes into play when they do so, that both you and they should 
be clearly aware of it! 

Buying furniture is a highly subjective experience. First, will the other person feel the “same,” and very comfortable way when sitting or lying in it? 
Probably not! Will they both have identical tastes and personal color preferences too? Probably not! Will they be the ones having to both use it 
and look at it every day? Probably not! Will they be spending their hard-earned dollars for it? Absolutely not! Did they spend months or perhaps 
years looking at several different sites and stores to come down to just this one best choice? Probably not! If they say they don’t like it that much, but 
your shopper gets it anyway, will they feel slighted or think your shopper was then only wasting their time. Perhaps! 

When you’ve been selling furniture a long time you’ve seen this scenario play out repeatedly, often with the customer’s highest hopes and years of effort 
vanishing before their very eyes - and sometimes leaving with tears in their eyes instead! So “advocate in their behalf” when they say they want 
another’s opinion - and if it’s just to get some moral support - explain these things to them in a very polite way, and offer to have someone you work 
with a decorating flair give them a sound second opinion!

 The third big “indecisive” you’ll come across is when someone simply can’t make up their mind on something. If they have been at that one spot 
for a long period of time trying to decide, here’s a “close” that often works like magic! It was used very frequently by the best sales closer for the second 
largest furniture chain in America in his day! He called it the pull-away close! Why? His theory was that when someone can’t make up their mind about 
something that they really like, and they keep going over and over it in their mind, they’re actually practicing indecision. He said, “It’s like spinning 
you wheels in the mud, and you just keep get stuck deeper and deeper.  If you pull them away from that set, and their recurring thoughts about it, to show 
them something they won’t like nearly as well, they’ll quickly decide that they don’t like the set you took them to as much, which means they are now 
finally in a decision-making mode! They will then automatically pull you back to the set they like, and decide on it and say, “Ok, we like this 
best, and we’re going to go ahead and get this now!” 

This advice is priceless! That salesperson was not only the #1 salesperson by far in the entire company, but closed nearly everyone his co-workers 
turned over to him, and usually within 90 seconds of less!

#22 - “Touch Point” Trial Closing - and Closing!

The skillful presentation of the furniture provides many opportunities for customers to assume ownership and simply close themselves. That 
process can be enhanced by asking trial closing questions, opinion questions, and also “tie-downs” – which are questions causing customers to 
affirm the importance of a major benefit. Touch-Point presenting (#16) becomes even more persuasive when using the questions just mentioned. 
Why? When someone is being mesmerized by someone’s sales presentation their mind is in a “learning” mode but not a decision making mode! 
Each of those questions elicit not only a formative minor decision, but gets the mind into the decision making mode which is necessary for them to 
actually decide to buy today – as just covered within #21! 

Here are examples of each of those three types of questions in quick succession. “Mary do you LIKE the way your back feels on this recliner? “Yes I 
do.” “Is it the most comfortable one of all? “Yes, I think so!” “Is this the comfort and feel you were hoping to find today?” “Yes!”  Notice that each question 
affirmed how it would be ideal for her, but also announced to all the others with her the exact same confirmation. When you do this for multiple 
features and benefits, such as great neck support while both reclining and sitting up, and much better leg circulation with her legs elevated - 
you’re definitely going to get that sale!

#23 - How to “Prime Customers” Just Prior to the Close

Here’s a technique used by the same super-salesperson you encountered earlier regarding the “pull-away” close. His ability to close almost 
everyone his fellow salespeople would turn over to him was due in large part to this tremendous insight he later shared. He would first “prime a 
customer” just before attempting the close by ‘enlarging’ their heart’s towards him first!  He would quickly assess where they lived emotionally (by 

“main-streeting” them), and then purposely pause from the selling process to better ‘connect’ with them. “Our Chicago Bears will win hands down this 
Sunday! And ‘Hey, us Bears fans always stick together, so I’m going to go out of my way to make sure you’re going to have this recliner by then! What 
do you say - Ok?” Here’s another typical example. “You really are fortunate to have such well-mannered children! It says a lot about what great parents 
you really are! I bet they do very well in school too! Should I just go ahead and add-on that nice desk for their homework - that’s ideally made for the 
bedroom set that you’re getting them? 

Part C: Enhancing The ‘Merchandise’ Presentation
#12 - “Journey” with Your Customers Instead!

There’s a better way to view your role and interaction with shoppers than attempting to “sell” them. Just trying to “sell” someone brings to mind 
“you versus them.” A better way to look at your assistance for customers is “journeying” with them. This simply means that you become their 
trusted friend and advisor who will take them to places of exciting new understanding they never dreamed of! It also brings to mind a shared 
adventure where each new turn in their understanding is witnessed by their full “participation.”  You’ll be providing them with a personally 

“guided experience,” such that they will be exploring brand new territories they have never encountered before during anyone’s “selling” 
process! The idea is that the entire process will allow each of you to “bond” much better, as you truly do become close “partners” during your 
guided tour!
Let’s simply use “presenting a dining room chair” as an example. Start by pulling the chair out from the table a considerable distance. Invite them 
to sit down, and take it for a test drive! Have them relate to you how comfortable the seat feels, and then how the back of the chair feels to their 
upper and lower back. Also have them “push back” rather forcefully to experience the sturdiness of the back of the chair. Then have them get up 
and push down on the arms, to witness their sturdiness too.
Let them follow you all around the chair to view it away from the table, and from the “side” with someone else sitting in it to see how 
comfortable they are! Then turn the chair over and show them how well the seat is built, and the legs, and the quality of the cushion. Then have 
the customer “lift the chair” a little to see how heavy it is, thereby proving its substantial construction. Then have them “see it” at the table again. 
You could also pull 2 of the chairs away from the table, and place them in such a way as to suggest how a few extras ones sitting off to the sides 
of the table “balances” and enhances the whole look!

So you may be thinking, “Why go through all these little extra steps and procedures?” The Answer: Greater “familiarity” has a tendency 
to generate even more “likeability.” It also creates a great deal more “confidence” in one’s ability to make a truly “informed” and therefore 
sound decision! This means that the “3” short minutes or so you spent doing that, rather than just standing idly nearby, “dramatically” increased 
your chances of getting that sale today!!!

#13 - “Show and Tell”
This is the part of the sales process where you are “showing and explaining” all the items in your assortment that the customer might have an 
interest in, based on what they indicated they’re looking for. A major mistake to avoid during this process is to not go into a prolonged presentation 
trying to “sell” them on it. Why? They first need to decide which item or set in the total assortment they like the best! If you “set up on,” and 
try to justify a set that isn’t the one they will like the best of all, it costs both you and them valuable time, and also maybe their willingness to 
confidently let you lead them later on in the sale!

#14 - “Dropping Anchor”
After a shopper has experienced your whole assortment, and selected the one they like the best, it’s time to “drop anchor” on it and make a really 
engaging product demonstration. Armed with the understanding you’ve learned about them earlier in the sale, you’re in a position to “present” 
properly based on their learning and social styles, as well as their personal emotional needs and room considerations. Here’s where your 

“journey” with them takes on a brand new dimension. The following added insights (given within #15 - #20) will enable you to win them over 
today, and for all their future considerations!

#15 - The Bean Bag Principle
A really good salesperson was making a presentation to a couple on a living room set, when four other couples who just came into the store stopped 
to listen to it too. After the full presentation was finished he asked the seated couple, “Well what do you think?” They responded with, “We’ll take 
it!” He started to get their information to begin the order, but then noticed that the other four couples were still standing there! So he went down 
the line, simply asking them the same question. All four of the other couples in turn gave him the same answer, “We’ll take it too!” The remarkable 
thing was that all of them had just come in, and hadn’t even looked at anything else yet! Plus, the salesperson hadn’t said one word to them during 
his presentation. The technique he used was “Touch Point” Presenting - which will be covered within #16!

When asked later by another salesperson why he was able to give such captivating “pitches,” his quick reply was simply, “You should be able to 
talk about a bean bag in a captivating and engaging way for 10 minutes!” When asked “why,” he indicated it usually takes about that long 
for a shopper to make a decision on it. It’ll stretch your mind initially, but you too can certainly do it concerning a bean bag! Here are some helpful 
hints and questions to guide you. “What is it made of? How can you replenish it to prolong its use? What different areas of the house or yard might it 
be used in? Who can benefit from its use it? What occasions might it come in really handy for?” When you actually do this exercise for a simple bean 
bag, your mind will automatically utilize the same process for everything else in the store! Just spend a designated time each day to on 
different items engaging in this practice and you’ll quickly become a real presentation genius too!  Cha-Ching! 

#16 - Use “Touch Point” Presenting
Most salespeople like to quickly present one point after the next about an item’s features and benefits. However, they are simply “passing out 
knowledge” in this fashion. The customer will no doubt get the same knowledge wherever they go. The goal is not merely to “educate” shoppers, 
but to ensure they become emotionally involved – actually selling themselves by personally “experiencing” the wonderful aspects 
of each and every feature and benefit. The examples given before about how to “journey” with someone concerning something as simple as 
a dining chair are a good example of “touch-point” presenting. It automatically causes them to “assume ownership,” and “identify with  
it personally!

#17 - Sell the “Sizzle”
There’s surely a lot more you enjoy at your favorite restaurant than just simply eating the food! Elmer Wheeler coined the well-known phrase, “Sell 
the sizzle, not the stake.” It means to focus on the emotional aspects of a product when presenting it, rather than just its mundane features. 
A good example would be as follows, “Mary these adjustable back cushions on the sofa will allow people of various heights to all to be very 
comfortable when you have everyone over for your weekly movie night! Adults, children, and even your cuddly pets will all love that! They 
can also be easily “readjusted” throughout the movie too, making it a lot easier when you begin serving those very tasty snacks!”
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“50”UNIQUE TERMS AND ASTOUNDING NEW INSIGHTS!
The following new information will definitely explode your sales! It has been said that unless you can properly define the terms, then you really don’t know 
what you’re talking about! These brand new sales terms will take your understating about the selling process to a brand new level. They will impart advanced 
selling “know-how,” and much greater perspective about how to more successfully engage each and every customer during their store visit. You will finally 
have the perspectives, know-how, and “mindset” of the 3-4 million dollar furniture retail performers! Sales managers and trainers will now be instantly 
transformed too into sales training Gurus – able to deliver transforming wisdom and instruction, and give mesmerizing meetings instantly!

You won’t find these anywhere else - as they have been newly created to fill many voids in everyone’s current retail sales training. In addition to their 
definition, many include specific examples and practical uses - enabling you to immediately and more easily utilize them in your selling process!    

They are arranged based on the part of the sale they’re mostly used within. Since so much will be given, it is advisable that you write down your “5” most 
important “takeaways” initially, and then begin using those immediately!

Part A: New Terms For The ‘Beginning’ of the Sale!

#1 - The “Reciprocity” Greet

The nature of retail shoppers has changed dramatically over recent years.  Today’s savvy Smartphone shoppers must now be engaged differently within 
the stores.  In the past, their loyalty was to the local retailer in support of their community, and their trusted advisors were the trained salespeople in the stores. 
However, today’s shopper’s loyalty is to their wallet, and their most cherished advisor is their trusted Smartphone! That’s why shoppers are now often very 
dismissive when coming in. They routinely upon being greeted by the salesperson simply hold up their phones, and loudly proclaim as they are abruptly walking 
away, “We know what we are looking for, if we need you we’ll call you!”  

Then afterwards, when the salesperson attempts to re-approach them by a set they’re interested, they often quickly turn their back on their sales help, and begin 
huddling to take pictures of the back of the price tag, and of the furniture items themselves. Why? They can then upload that information to search for that 
information “on the web.” The introduction of AI now permits hundreds of sites to be searched in seconds, revealing not only prices, but also offering 
pictures of both the same and very similar items! That’s how dramatically things have changed - and AI also permits shoppers to ask very insightful questions too, 
such as “What are some smaller room furniture buying tips,” or “What fabrics would be best for my pets?” However, most all retailers, even major ones, 
haven’t even caught on yet to these new game-changing consumer realities!

That’s why a brand “new system” to greet today’s most challenging shoppers needs to be put into practice. We might refer to it as the “reciprocity” greet” – 
which simply means giving them some truly valuable and helpful information when they first come in. If they perceive it to be of great benefit, then human 
nature will usually cause them to “reciprocate” your act of kindness - with their “like” kindness, and consideration.

This will usually open them up for further discussion about why they came in, and allow you to explain exactly how you may be of help to them further. Simply 
utilizing a single handout with titles like, “12 Key Questions to Ask Myself First!” or “ The Key Needs of Smart Furniture Buyers!” works like magic 
with most Smartphone shoppers. Why? They do truly crave quick, easy, and helpful information by their very nature! When they do approach you to receive it, 
they’ll usually allow you to also simply ask which room they came in for. Immediately key in on that part of their ‘quick information’ seeking nature again by 
saying, “Great! I will also bring you the really great handout for that particular room too, titled “Looking for a Living Room Set? 10 Important Things to 
Think About!” 

#2 - The “Reciprocity” Re-Approach

Once you’ve primed them for wanting to receive that handout too, then “re-approaching” them with it allows you to be much better received then as well! If 
you can also quickly mention a great feature or benefit of the set their looking at, since your rapport is now much better established, the conversation should 
flow almost effortlessly from that point!

#3 - Your “Take Home” Ambassadors!

There are also many times shoppers will come into the store and announce upfront that they’re not in the market at this time, but are just out getting 
ideas for when the house will be ready next year - or that they won’t even be moving for a year or two. That’s when these helpful “customer greet handouts” 
should also be given out as informative ‘take-home sheets.’ They act as a constant in-home reminder, providing helpful insights for their 
future consideration, and truly ensure your store really stands out among all the rest they’ll be visiting! The same handouts mentioned earlier could be 
appropriate, as well as many others with titles such as, “This is a Must Read! Why We Die in 11 Days Without Sleep!” or “8 Very Important Furniture Buying Tips!” 
The idea is to ensure that you’ll always be ‘top of mind,’ and they’ll think of your store first when they do get ready to buy! 

Part B: “Customer Moxie”- Understand Shoppers Better!

#4 - Ask Them ‘Self-Discovery’ Questions

After asking the basic initial questions about what brought them in, then this interior designer’s “secret” can really get your customers responding to you in a 
quick - and often very effusive manor! Most shoppers haven’t thought about the following questions at all, but they can make a huge difference in their level 
of confidence in both you, and in their final decision! Simply ask them: “How would you like to feel when in this room? What are you hoping your friends 
and family will be saying? Have you decided on a good theme for your room?” 
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You’ll be Absolutely Stunned and Amazed…
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Wow, “50” Brand New Furniture Sales Terms and Insights!

Three Decades in the Making!

“6” permanent, 2-sided Laminates contain their hidden and astounding “50” Secrets,  
for quick and easy reference daily by management and salespeople. They’ll turn every 
salesperson into a Super - Performer, and managers into instant Sales Training Gurus -  
able to give spontaneous meetings that’ll not only drive sales, but also greatly improve  
store operating efficiencies!  This is absolutely the best investment you’ll ever make... 

Get all “6” now at a huge discount for a limited time!  
Regularly $299.99 - on SALE for only $119.99!!!  

FREE S/H in the U.S., just $15 elsewhere.



 
 

Your New “Einstein Level” Furniture Sales Training! 
 
 

 Wow! “50” Brand New Furniture Sales Terms and Insights!   
 

Three Decades in the Making…  

 
No one has ever experienced training like this before. Seven different $3, 000,000 plus writers 

contributed to this understanding over three decades, “3” of which were $4,000,000 annual 

producers! This is “Einstein” level sales training - that will turn every manager into a sales training 

Genius too - and every salesperson quickly into a Super-Performer! 

 
                                               Here’s Only a Sample of What You’ll Learn! 

‘Super-bonding’ phrases that ‘win-over’ a shopper immediately / The New Greet that makes even a 

dismissive shopper want to eagerly volunteer their information / “Amazing” Presentation Stories 

that’ll make them customers for life / The “5” types of T.O.’s and how to execute them properly / 

The “4” most versatile Add-On pieces of furniture that every shopper should be made aware of / 

Using “Calendar “Moxie!”  / These Time “Bandits” are your Energy “Bandits” too / Create several 

‘profound moments’ of realization! /  How to decidedly close someone who just can’t make up 

their mind / The sure close for shoppers today who want to be certain it goes well with their 

carpet or wall colors! / Quickly “main-street” every customer to present to them emotionally / 

“Present” based on your shopper’s ‘learning style’ / Interrelate based on their ‘social style!’ / How 

to successfully ‘prime’ a customer just before the close / Provide several ‘peace of mind’ insights 

they’ll cherish forever / Learn how to “Futurize” them today for all their subsequent purchases! / 

Identify foremost (and exactly how to work) those most precious “Golden Leads!” / ‘React 

properly’ to the unique ‘lens’ each shopper views you through / But Hey, just knowing the career-

changing “Bean Bag Principle” alone will quickly cause your business to explode!  

These “6” permanent, 2-sided Laminates contain the ‘closely guarded’ and previously hidden 

secrets of the industry’s very top producers! Learn “50” Astounding Secrets, formatted for quick 

and easy reference daily, by both management and salespeople. These will turn every salesperson 

into a Super - Performer, and managers into instant Sales Training Gurus! - able to give 

spontaneous meetings that’ll not only drive sales, but also greatly improve store operating 

efficiencies! This is absolutely the best investment you’ll ever make! At 60% off Now, You Can 

Also Easily Get a Set for Everybody…  Reg. $299.99 – on SALE for only $119.99! 

It’s the first item on the STORE… 

 




