Selling Strategies 
Do you know the difference between being an order taker and an order maker?  Neither is a wrong way to sell, but knowing the difference and how it affects your customers will surely improve your business sales.

 

ORDER TAKER:

~ canvass by running? (leaving brochures w/o speaking w/ people)

~ let's customers make the color decision

~ does not know the answer to most of the questions the customer will ask

~ knows the AVON guarantee and uses it as a sales point.

~ has to use the product or brochure to tell the customer what the ingredients are

~ doesn't understand the benefits of the products ingredients

~ answers with a common response such as "Oh it is good, or it's a big seller!"

~ waits for customers to call to replace their products.

 

 

ORDER MAKER:

~ cavasses by making actual face to face contact w/ people.

~ will recommend a color to a customer when they ask, but also keeps in mind that the customer is going to order what she feels best in.

~ knows the answer to just about any question a customer may ask about her products.  And if she doesn't, she doesn't offer a "made up" answer.

~ knows the key ingredients of her products and understands what the benefits of these ingredients are.

~ when asked about a product, gives the customer and informative answer.

~calls customers to remind them that it is time to re-order before they run out so they won't be loosing the benefits of the products they are using.

 

So which one are you?  I find that though most of the sales maker characteristics are me, I do have some of the order taker one too! 

 

The difference between the two is how your customers will perceive you...as one who just takes orders or one that they can count on to get the right products for them.

 

HELPING TO GROW OUR BUSINESS TOGETHER!
20 x 20 rule: To maintain a 40% discount, sell to 20 - 25 customers per campaign.  The average sale is $20.

 

Power of 3:  Tell 3 new people each day about Avon.  Look for recruits and you will get new customers.

 

Followup:  Get contact information from each person you give a brochure to.  Make contact before you send in your next order.  Most people are extremely busy.  Just give them a gentle reminder that you are placing your order soon.

 

Show, tell & sell:  Be enthusiastic about Avon products.  Enthusiasm is contagious.

 

Grand Openings, Open Houses, Parties, Silent show:  Make more sales in the shortest amount of time.  Make it simple.  

 

Helpers:  They can reach people that you would not have reached without them.  Helpers can be compensated in whatever way is acceptable to both parties.

 

Fundraisers:  A rep won't make a lot of money from a fundraiser but you will receive more potential customers.  It will also add a quick bump to your award sales and get your name out there.

 

Tailgates:  Will get you recruit and customer leads in a short time.

 

Selling from trunk:  Clean out your car trunk.  Arrange product to be easily viewed.  Round up pricing on the products to ease the addition.  Invite your customers to see your "store on wheels" when you are delivering.

 

Dynamic Demoing:  Carry a demo product wherever you go.  Preferably one that moves, talks or sings.

 

Gift Certificates:  Stores and restaurants offer them, why not you?

 

Gift wrapping:  You can charge or not.  This is an extra perk for your customers.

 

Jewelry or Video Club:  Buy a certain amount of product ($ or qty) and receive something in return.

 

Remember, your brochures are your store!!  The more brochures you get out, the more sales you will get.  If no one is seeing your brochures, how can they order from you?  Demos are nice, but the more customers that have your book the more you can afford to buy more demos.  

 

You could offer special pricing to your customers.  Bundle products and offer a combined price.

Go to the Training Section at yourAvon.com and complete all of the Training Classes.  This will give you the information you need to be successful as an Order Maker.

Have an Awesome AVON Day!

