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anuary 9, 2008...How many times have you heard a

person in sales say-"I don't know what the problem

is, but nobody is buying"?

Since retiring from exhibiting at retail and wholesale

shows, I have made the study of how people expecting to

make sales react to prospective customers a priority. What
I have learned is both sad-but not particularly surprising-
at the same time.

Some things do not seem to change.

In general those who are not meeting their goals tend to

blame everyone and everything but themselves. Simply

put, an awful lot of people in sales should not be there un-

less they are willing to make significant attitude changes.
Those who are successful know the reasons why and will
continue to be successful.

This is not meant to single out those who sell at tempo-

rary locations such as artists and craftspeople often do,
but rather all who sell including persons in the specialty

shop environment as well.

What you say to and how you treat prospective cus-

tomers is of particular importance.

During a trip this past October to the Fall Festival in
Galina, III., a retailer made the statement that she did not

know what the big deal was about the festival because
she did not see an increase in business. She went on to

say these people just look and never spend money-upon

hearing that we headed straight for door.

Prior to that point my wife and I had been in five shops

and made purchases in three of those.

What influenced those purchases? The people in the

shops engaged us in brief conversation, letting us know

they were there to help. They were pleasant and made us
feel welcome unlike the lady in the earlier example.

Similar experiences are repeated regularly at shows.
Exhibitors seem to be either attentive and pleasant or more

interested in talking to their friends, on their cell phone or

reading books.

How much energy does it take to put a smile on your
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face, make eye contact and say something like-"Hello"
or "Let me know how I can help"?

As a customer who would you rather deal with?

The difference of how a prospective customer reacts to

the mind-set of the salesperson will often be the difference

between making a sale or not.
Think about it. Attitude has a lot to do with the end result.

You may be pleasantly surprised at the results from mak-

ing a change. fCR


