
 

 

 

 

 

 

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

THESE PERMANENT 8.5” X 11” LAMINATES WILL TRAIN AND 
MOTIVATE YOUR MATTRESS SALESPEOPLE EVERY DAY!

YOUR LUNCHROOM TABLE
IS  YOUR “TRAINING UNIVERSITY! ”

#1 	 “Selling Mattresses!”- Part 1
#2 	 “Success Training for Salespeople!”
#3 	 “Selling Mattresses!”- Part 2
#4	 “12 Key Maxims for Salespeople!”
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 Get your “Lunchroom Table University” Now! 
The entire set, for a limited time only, is just $69.99!!!

 (Free S/H in the U.S. / Just $15 S/H outside of it!)

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 #7
“SUCCESS” TRAINING FOR SALESPEOPLE!

PMA All the Way! Everything starts with a Positive Mental 
Attitude. My mentor Sol taught me that “gem” nearly 50 years ago! 
His advice turned my life around then, and is directly responsible 
for all my subsequent “success.” Here is what he taught me. 
You must constantly feed your mind positive thoughts! Your 
mind is a product of what you consciously put into it. He 
said losers constantly justify why they can’t or didn’t succeed. 
Winners are always thinking about how and why they are going 
to succeed!

KAIZEN: This is a Japanese concept that teaches you must 
“constantly keep improving!” Joe Paterno said, “If you’re not 
getting better, you’re getting worse.” Why would that be true? 
When you stop getting better the world passes you by, because 
it’s constantly improving!

 “E” in Equals  More “E” out! Some people are constantly 
waiting for their energy to somehow “show up.” But it never 
does. That’s because you have to “kick-start” it! When you are 
at rest so are all you energy producing systems. Once you 
get up and get going your circulation starts to improve, and so 
does your oxygen intake. Your body starts to come to life! The 
more energy you put into it, the more energy your body then 
generates!

It Takes Failure to Succeed! Failure always precedes success. 
Just read a biography of Abraham Lincoln or Thomas Edison and 
you’ll see what I mean! Edison welcomed each failure because 
he knew that meant he was getting closer to succeeding! 
Embrace failure as part of the success process! In fact it helps to 
speed up your failures, so that you can succeed quicker!

Your Most Precious Commodity! Whether you are a prince, 
pauper, or President of the United States you have the exact 
amount of minutes to spend each and every day of your life! 
Time is your most valuable commodity, and as such should be 
“spent” very wisely. Frequently ask yourself, “How can I make the 
most effective use of my time right now?” 

How Important Are Words? They just might be the most 
important predictor of your success! A survey was done at a 
large company that checked the vocabulary levels of all the 
employees. It was found that those managers at the very highest 
levels of the company had the most developed vocabularies! A 
parallel was noted throughout the ranks, and a startling discovery 
was made; that every employee’s salary and vocabulary level 
were directly correlated! So it certainly “PAYS” to increase 
your vocabulary!

How to Get Organized! We all know people who are over-
whelmed daily by stacks of paperwork and clutter. The problem 
is that it not only takes longer to find something, but it also caus-
es “confusion” all day long. Clutter “clutters up your mind” as 
well as your space! Thankfully the remedy is simple! You just 
need 2 things to get organized. A proper place to “record it,” 
and a proper place to store it! Plus a little follow-through will 
help too!

Leaders Are Readers! Everyone that is at the top of their 
profession has to be well-informed. That means they are 

“thoughtful,” and must actively seek knowledge. This reveals they 
had to become avid readers. Show me a successful person 
and I will show you someone with a substantial personal library. 
People who are leaders like to read factual things, informing 
them about how the world works! In fact if you’re not reading 
very much, it “typifies” you’re not doing very much to prepare 
yourself for the future!

Self-Motivation is Key! All high achievers are fueled by strong 
desire. They are “self-motivated” individuals who have the 

“spark” to keep pushing every day. They have a “cause” that 
propels them forward every minute. It may be their strong desire 
to buy a nice home for their family, or to take a special vacation. 
You too can be highly self-motivated! First identify what it is that 
you want. Second have constant reminders such as pictures 
close by. Take the time to “recharge” yourself during the day! 
It may help to carry some of your favorite “inspirational” quotes! 
There’s only one way to get what you really want in life: Let your 
daily “motivation” be your boss! 

Open Your Special Gift Every Day! Each new day is a special 
gift. It is one blank page in your book of life! Will you simply just 
drift into it, or will you embrace it for its uniqueness and try to 
make the most of it? High achievers look upon each day as an 
extremely important challenge. Will you be better off at the end 
of it? Sylvester Stallone said, “A portion of each day is given over 
to achieve the impossible!” I invite you to climb to the top of 
your “personal” Mt. Everest, Every Day!

Why Set Goals? You will often hear, “You must have goals in 
life!” But why are goals so important? The basic idea with regard 
to goal setting is to set a specific time to accomplish a desired 
task. If you set a resolute goal, it beckons all your creative 
energy, and focuses your time, energy, thoughts, resources, and 
feelings towards achieving its outcome! Washington Irving once 
said, “Great minds have purposes, others have wishes.” Are you 
setting goals to ensure your success, or simply “wishing” for it?

Every major aspect of your life influences your ability to perform at work. Your relationships, physical and mental health, and personal 
beliefs and habits all play a significant role in your personal effectiveness. Life really does play by certain rules! When you understand 
how “life really works” it makes everything a lot easier and more enjoyable, not only for you but also for everyone you interact with. 
Change your perspectives and you will “change your life!”

The information I am about to share with you is taken from my book, “The Keys to Health, Happiness, and Success! 100 Life Changing 
Insights In Just Minutes a Day!” Since our space is limited we are only able to touch upon “20 Key Success Principles.” It is my hope 
that they will become “foundational.” So with sincere enthusiasm and great optimism, I present you with a “tried and proven” “playbook” 
for your life! 

20 KEY SUCCESS PRINCIPLES!
1.) 7.)

4.)

5.)

6.)

8.)

9.)

10.)

11.)

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!”

SALES HANDOUT #11
12 KEY MAXIMS FOR SALESPEOPLE!

Always Keep Busy!: There is no such thing as a happy 
person who just sits around all day! All the happy people you 
encounter always seem to busy doing things. Why is that the 
case? When you’re busy the body release endorphins that put 
you in a better mood, and also give you more energy! So be 
sure to stay engaged in simple activities, such as straightening 
the showroom, or putting supplies where needed at key points 
on the sales floor. When it is your turn to great the customer 
you will be ready with the “right frame of mind” to do so. Those 
who perform poorly in sales, you’ll notice, just always seem to 
be sitting around waiting for their next turn to greet a customer. 
However, they now have such a low energy level they just don’t 
have that “spark” or warmth to be able to take their initial 
conversation to the right place. It pays to remember, there’s no 
such thing as a “good” and also lethargic salesperson!  

Downtime Is for Learning and Practice: Spending slow time 
improving your furniture presentation helps you in many ways! 
First it keeps your mind focused on selling. Second, thinking 
about new and innovative ways to make the merchandise 

“speak” to your customers will surely improve your sales! When 
is the right time to experiment with different demonstration 
techniques? It is certainly in advance of actually being in front 
of the customer. There is also a benefit to the store “culture” to 
be gained as well. When your peers make the “connection” that 
your superior performance is based on your “constantly trying 
to improve” it will automatically become contagious!

Help Customers Make the Right Decision: When someone 
comes into your store they very often lack a lot of crucial buying 

“insights,” and even some basic knowledge about the furniture. 
Why is this so? There are no consumer reports for furniture, 
because there are so many different manufactures, and most 
also have quite a broad assortment to choose from. Anything 
else of an important nature shoppers might buy for their home 
has a “consumer report” to help them with important buying 
insights. If they’re looking for a computer, a major or even a 
small appliance, carpeting, a “TV” and so on they don’t have to 
do much more than search that item on the web to gain instant 
perspective. However, you are their only “trusted advisor” when 
it comes to making a furniture purchase! They really need you 
to be honest with them, and also to “step up” and have their 
best interest at heart. Just remember to always assess both 
their current and future “usage” needs, and then advocate in 
their behalf!

The Only “Justice” is Another Up!: Have you ever written a 
large sale and then decided to take it easy for a while? A lot of 
salespeople routinely do, because they feel like they made their 
quota or goal for the day and deserve to take it easy for a while! 
However, that’s the very worst time to sit back and skip your 
next “up!” Why? You have a lot of momentum now working in 
your favor! You are in a really good mood, full of optimism, and 
have a tremendous “vibe” that the next customer will instantly 
pick up on! Consequently you will automatically bond much 
better, which will certainly increase your chances of getting that 
sale! The opposite is also true. If you just had a very difficult 
customer to work with, and now feel like you should get off the 
floor for a while, it could be a big mistake. The reason is simple. 
If you’re back in the lunchroom you will just keep replaying the 
past negative scenario in your mind. The best way to get over 
it is to get another up, which “on average” is going to be a lot 
easier to work with than the previous one. Here’s a thought for 
you. When a difficult customer takes you off the floor, don’t let 
them cost you “2” sales, instead of just their “1” sale!

You Can Sell Everybody on “You!”: You cannot sell every 
customer that comes in. There are many legitimate reasons why 
people can’t buy on their first trip in. Perhaps they will have a 
need next year, and are just out getting ideas. It may be that the 
person you greeted is just out “scouting” for an item or items 
for their son or daughter way in advance. That doesn’t mean 
that you can’t “sell them on YOU,” and doing business with YOU 
in the future. Be sure to treat every shopper with kindness, and 
give them every bit of all your considerable expertise, just as if 
they were getting ready to write out the check today!

Get a Little Better and Make a Lot More!: If you were able to 
get just a “little bit better” at selling you would actually start to 
earning a lot more! Here’s what I mean. If you would get just a 
little better at selling mattresses, and then at selling protection 
plans too, plus a little better on converting customers to credit, 
and also at adding on accessories, and then at getting “Be-
Backs” too, it would make a HUGE difference in your paycheck! 
The added sales alone would become a large factor in your pay, 
but then the “bonuses” that you would start to achieve would 
finally start to kick in too, as well as the higher commissions, if 
your pay plan has a graduated payout scale. So if you got, let’s 
say just 20 % better in all the above, it would translate into 
perhaps a 30-35% pay increase. In other words if you’d get just 
1/5 better, then you’d make perhaps 1/3 more!

INTRODUCTION
You hear a lot of talk these days about how critically important it is to define you “WHY.”  However it is just as vitally important 
to define your “HOW!” While the time it takes to define your “why” might only be a day or so, defining your “how” will 
constantly need to be re-evaluated, in order to keep abreast of changing trends. Yet there are indeed some “timeless” nuggets 
of wisdom that can and should be foundational to your “betterment.” The following “12 Key Maxims for Retail Salespeople” 
all certainly fit under that heading!

1.) 4.)

5.)

6.)

2.)

3.)

“Turn Your Lunchroom Table into Your University!” These “4” laminates are 
permanent, easy to clean, and accessible at any time. When you sell retail, the last 
thing you want on your lunch break is more conversation! You’ll notice that most 
having lunch are quiet, and also reading something, even if it’s on their phones. 
Sometimes people that are in the lunchroom are there just to “take a break,” after a 
run of very difficult, or challenging customers. What a great place to provide these 
advanced “instructional insights” about selling, along with some truly inspirational 
and motivational thoughts too! “That’s the ideal time to provide some ‘extra’ 
motivational help, exactly when they need it the most!” Wouldn’t you agree?

(These are the same four Laminates offered in the larger version, that have a total of “11”’ for furniture stores)

https://www.thebestfurnituresalesever.com/

