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This section is all about providing you with different selling tools to increase your skills, knowledge and confidence when selling at a party. This will help you to increase your sales, to increase your commission and your profit! 

Successful Selling Skills 

What do you need to know?
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· How to make a sale to a customer   

· To deliver Excellence in Selling, Communication and Drive for Results 

What is this all about?

Selling is a persuasive two-way conversation aimed at achieving planned sales objectives. It is finding out what she wants and showing her how she can get that with your product and service. 

Buying is an emotional need that occurs when people believe that the result of buying will improve their lives (sex lives!) in some worthwhile way.

People buy for two emotional reasons:

1. PERSONAL - needs related to the individual e.g. “I’m inspired to have better sex and feel great about myself!” 

2. SOCIAL - needs related to how people want others to see them e.g. “I want my boyfriend to think I look really sexy!”

Steps to a Successful Sale:

[image: image7.jpg]


[image: image8.emf] 

[image: image9.emf] 

[image: image10.emf] 

[image: image11.emf] 

[image: image12.emf] 



1. Read the Need

Telling is the weakest form of selling. People love to see your demonstration, hear your funny stories and see how fabulous your products are, but as soon as you start to ‘rant’ they will hear your desperation and could switch off. 

Asking questions is the secret to influencing the way the other person is thinking. So remember to ask open-ended questions to find out the need of the customer. This is the first step to making the sale. 

Open-ended questions are: What? Why? When? Where? Who? and How? 






· What sex toys have you bought before?

· Where are you planning to wear the outfit?

· Who are you buying the present for?

These questions encourage the customer to tell you information about her so you can better understand what her reason for buying is.

You can then use closed questions i.e. questions that she can respond ‘yes’ or ‘no’ to, to check your understanding:

· Is this the first time you have bought a vibe?

· So, you are looking for a bra to wear every day?

By understanding the need of the customer you will not just pressurise her into buying something she does not want and just return it the next day. This will help you with repeat parties and long-term sales. 

2. Match the Need

Now that you know what the customer wants you can recommend products to match the need. 
This is when you can use your skills in demonstrating the products. You will need great product knowledge to be able to demonstrate the product to the customer. (See Module 4: Developing a Passion for Products).

You should also “Sell the Sizzle…”
Have you ever been in a restaurant and you’re trying to be good, so you order the healthy salad option? Then someone at a nearby table has ordered one of those sizzling plates? As the waiter brings the steak you can hear it, smell it and almost taste it in your own mouth – it looks so good! And then you look down at your own plate and you really wish you had chosen that instead?

Both are the same kind of product, its just food on a plate. But one product is just begging you to have it!

The best sales people figure out what people are looking for and “Sell the Sizzle.”

If you are looking for a new bra, while the fact that it is double stitched and made out of quality material is great, but you want your cleavage to look great, even on a Monday morning!

The great thing about Party Plan is that you get to demonstrate the Sizzle!

Words that you can use to “SELL the SIZZLE”:




3. Close the Sale 

Closing the sale helps people make decisions that are good for them. You must help the customer to make up her mind and say “yes.” You can effectively close the sale by using one of the following techniques:

The DIRECT close

The ALTERNATIVE close

The QUESTION or MINOR POINT close

The FEAR close 

· The DIRECT close

This is a great technique to use when, for example:

· The rapport between you and the customer is very good and you feel that it would be ‘safe’ to be direct 

· The customer is giving you positive signals in return to the suggestions and recommendations that you have been making 

When using a DIRECT closing style, simply come straight to the point and ask the customer for a decision, for example:

· “Shall I help you complete the Order Form?”

· “Looks like we have found the perfect combination for you, how would you like to pay?”

· “So, here we are then with your final choice, I think we should go ahead with this one, do you?”
· The ALTERNATIVE close

This is a great technique to use when, for example:

· The customer has asked you to explore many options and is having difficulty choosing

· You want to narrow down the choices for the customer

· When you need to check minor points of detail such as style or colour

When using the ALTERNATIVE closing style, ask the customer which of the alternatives offered or discussed is more acceptable, for example:

· “Would you prefer the blue or the green option?”

· “Would you prefer to pay by cash or credit card?”
· The QUESTION or MINOR POINT close

This is a great technique to use when, for example:

· The customer is almost ready to make a decision and just requires that ‘little extra’ bit of convincing 

· You know that they want what they are looking at and yet they just can’t make up their mind

· You want to continue the conversation and the rapport through to her completing the Order Form 

When using the QUESTION or MINOR POINT closing style, close the sale by asking the customer another question. If the customer asks what colour/sizes are available, reply by asking:

· “Which size/colour would you prefer?”

Avoid answering her question with a simple statement.  By replying with a question you can call for an answer and answers require a decision. 

Alternatively, highlight a certain feature of the product that the customer has shown interest in, and use this as the focus for the discussion. For example:

· “What is it that you like about the garment?”

· “Is the size OK for you?”

· “What do you think about the colour of the set?”

· The FEAR close

This is a great technique to use when, for example:

· The customer is having difficulty in choosing an option you have presented to them

· They just can’t make up their mind

· You don’t want the customer to miss out on the benefits by not buying the item today

When using the FEAR closing style, emphasise the loss of the benefits if the customer does not buy straight away. For example; 

· “This offer ends on Saturday, why not buy it today and take advantage of the special price?”
· “Why not buy it today as we can’t guarantee this range will be available for very long. What do you think?”


So remember your successful selling skills:


Now you have a go…

Answer the following questions:

What are the two emotional reasons that people buy?

1. 

2. 

What are the steps to a successful sale?


1. 


2.


3.

Give an example of an open-ended question to read the need:

Give three words you could use to sell the sizzle?


1.


2.


3.

What are the four techniques to close the sale?


1.


2.


3.


4.

There is one more closing technique that you can use; it’s called the Puppy Dog Close! 

Imagine you had to look after a puppy dog for an evening, would you want to give it back the next day? Probably not! You would have built up an attachment to that cute and gorgeous puppy and you will want to keep him forever! When our customers build up an attachment to a product, they will want to keep it, so using the Puppy Dog Close is a great way to make a sale.

Watch the Party with Passion session 4 DVD on the Party Plan website. Make some notes below about the Puppy Dog Close and how you can use this at a party:



Show us what you can do…

Demonstrate your successful selling skills at a party.

	Date of Party:



	Location of Party:



	Total Sales of Party:



	Total Commission of Party: (30% of Sales)

	Total Profit of Party: (22% of Sales) 




What open questions did you ask to read the need?

What closed questions did you ask to clarify the need?

What product did you demonstrate to match the need?

How did you “Sell the Sizzle”?

What questions did you use to close the sale?

Which type of close questions were they?

Are you ready?

	Learner Name:


	Unit Organiser or Buddy Name:

	Learner Sign:


	Unit Organiser or Buddy Sign:

	Date: 


	Date: 


Need some more?
Watch the Party with Passion DVD Session 4 on the Party Plan website
FAB Selling  

What do you need to know?


· How to use FAB Selling Skills to make a sale to a customer  
· To deliver Excellence in Selling, Communication and Drive for Results 

What is this all about?

Sell the FAB:

FEATURES

ADVANTAGES

BENEFITS

It is important that we are aware of the FEATURES, ADVANTAGES and BENEFITS of all of our products, as this is the information that helps you to recommend and sell a product to a customer. 

· FEATURES:

Features are information about the product itself. It may describe what it looks like, what it is made from, sizes in the range or how it works. This information can be found in the catalogue or on the product packaging or tagging. 
Examples of features:

· This range is made from silk and lace

· This vibe has 5 different speeds


· This lotion smells of strawberries 

· ADVANTAGES:
Advantages explain why you are recommending the product. This is why a customer would choose one product over another. Some of this information can be found in the catalogue or on the product packaging or tagging, but this is where you will need to match the product to the needs of the customer. 

· This bra has detachable straps – so you can wear it with a strapless top

· The original bullet can be removed and replaced with the Silver Bullet to make it more powerful and waterproof

· This lube is condom safe 

· BENEFITS:

Benefits are positive points about a product that give the customer a reason to buy. Benefits explain what the customer will gain, achieve or benefit from by buying the product. 

Examples of benefits:

· This bra will really enhance your cleavage!

· You can wear it every day, but still feel sexy for work!

· This product will really turn him and you on!

In your FAB Selling, remember to “Sell the Sizzle”
FEATURE – “This range has gorgeous diamante detailing” 

ADVANTAGE – “So it looks really unique and sexy”

BENEFIT – “You will look stunning in it and will feel really desirable on the night!”



Now you have a go…

Choose one lingerie set and one sex toy from the catalogue and think about how you will sell the FAB at your next party:

	Lingerie Product:


	

	Features:


	

	Advantages:


	

	Benefits:


	


	Sex Toy Product:


	

	Features:


	

	Advantages:


	

	Benefits:


	


Show us what you can do…

Demonstrate your FAB selling skills at a party.

	Date of Party:



	Location of Party:



	Total Sales of Party:



	Total Commission of Party: (30% of Sales)

	Total Profit of Party: (22% of Sales) 




What was the need of the customer?
What product did you demonstrate to match the need?

What was the FAB of the product you demonstrated?

FEATURES – 

ADVANTAGES – 

BENEFITS – 

How did you “Sell the Sizzle”?

What close did you use?

Are you ready?

	Learner Name:


	Unit Organiser or Buddy Name:

	Learner Sign:


	Unit Organiser or Buddy Sign:

	Date: 


	Date: 


Need some more?

Complete the Developing a Passion for Products module to ensure you have excellent product knowledge to deliver FAB selling 
Story Telling Selling  

What do you need to know?


· How to use Story Telling Selling Skills to make a sale to a customer 
· To deliver Excellence in Selling, Communication and Drive for Results 

What is this all about?

When a customer is at a party thinking about whether or not she is going to buy something, she will be thinking:
“How much does it cost?” 

verses 

“How much do I want it?”
A great selling technique is to help the customer think:

“I have to have it!”

A customer will need to visualise herself with the product, how her life will be better by having the product, and you can help her to do this by creating the vision in story telling. 

This could be a personal story about you, a friend or a customer at a party. A real story is always better and make sure you make it believable! A customer will not buy from you if she thinks you are not telling the truth! You can also involve the customer and ask them to tell the stories.

When using Story Telling Selling remain focused, it needs to match the need, Sell the Sizzle and use your FAB selling skills. 

The story may go something like this…

Party Organiser:
I noticed you were looking at dress-up pages in the catalogue.  What did you have in mind? (Open question to understand the need)

Customer 1: 
Yes, I have a fancy dress party in a couple of weeks and I thought something from Ann Summers could be really good fun!

Party Organiser: 
Great, what is the party for, is it a special occasion? 

Customer 1: 

It’s a friend’s birthday.

Customer 2: 

Yeah and that guy you fancy is going!

Party Organiser: 
Then a sexy costume from our range is exactly what you need! 

Customer 1: 

I quite like that one (customer points to out-fit in catalogue) 

Party Organiser:
That’s a really good choice, the fabric is fabulous and it comes with the hat and all the accessories (Features). It’s a fun outfit, so you can wear it again for a different occasion (Advantages).

Customer 1: 

I’m not sure if it’s a little low cut.

Party Organiser: 
Well with the right plunge bra your cleavage will look stunning in this (Benefits). So who’s the guy? (Building rapport) 

Customer 1: 

Oh, I’ve known him for a while….

Customer 2: 

He’s liked you for ages, I think you should go for it!

Party Organiser: 
A friend of mine wore that to a party a couple of weeks ago, she looked gorgeous. I can just image you walking in, wearing the outfit, with fishnet stockings and black stilettos…(Story telling) 

Customer 2: 
…Yeah, and he won’t be able to take his eyes off your boobs and your long legs in that, I don’t think you’ll be getting the taxi home with me that night! (Story telling) 

Party Organiser: 
Well then you (customer 2) will need something so you can look gorgeous as well. Which ones do you like? (Open question) 

Customer 1:

What sort of bra will I need?

Party Organiser:
We have a few that would look great, why don’t to try a couple on, you will love the feel of the silk on this one, you’ll feel stunning and really confident (FAB Selling). I can even bra measure you, so we know you have the perfect fit. 

Why don’t you take a look at what else you will need for your sexy first night with the guy from the party? I can see it now…(Story telling)


Now you have a go…

Take some time to think of some stories that you can use at a party and make some notes below:

Show us what you can do…

Demonstrate your Story Telling Selling skills at a party.

	Date of Party:



	Location of Party:



	Total Sales of Party:



	Total Commission of Party: (30% of Sales)

	Total Profit of Party: (22% of Sales) 




What was the need of the customer?

What product did you demonstrate to match the need?

What stories did you tell?
What close did you use?

Are you ready?

	Learner Name:


	Unit Organiser or Buddy Name:

	Learner Sign:


	Unit Organiser or Buddy Sign:

	Date: 


	Date: 


Need some more?

Watch the Party with Passion DVD Session 4 on the Party Plan website
Perfect Partners Selling  

What do you need to know?


· How to successfully link sell to a customer 
· To deliver Excellence in Selling, Communication and Drive for Results 

What is this all about?

Perfect Partners or Add-ons, to compliment the customer’s purchase should be introduced to every customer that is buying with us. This is a great way of boosting sales at a party.
There is a Perfect Partner (See topic on Product Knowledge – Perfect Partners in module 4) out there for every product we sell. It’s up to you to find them and bring them together.

Link items are not just ‘extras’ to the main purchase, they are integral and add value to the customers enjoyment of their main purchase.

Very often, when a customer sees items placed together, the temptation to purchase both or all the items is just too great. 
As a successful organiser you can create this by skilfully linking items during your demonstration and by using effective, colourful and creative merchandising on your kit display. 

Link selling is important to complete the buying experience for the customer. It is your role to discover the facts by asking open questions in the read the need stage of your successful selling skills.


Now you have a go…

Think about what you can do to maximise your Perfect Partner Sales at a party. Some ideas have been provided for you, can you think of at least four more?
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Why not “STRIVE FOR FIVE”? 

Ever heard of the saying: 

“Reach for the stars and you might just make it to the moon”

Then why not try to make 5 links sales with every product a customer orders? What’s the worst that could happen? You might just make 2 link sales, but you might make 5!

Just think of the sales, what a great motivation to Strive for Five in Link Selling!

Look at the Link Selling example below:
	Product:
	Rampant Rabbit G-Pulse


	What is the cost of the product?
	£40 



	What products can you link sell?
	1. Batteries 

2. Buzz Fresh 

3. Liquid Satin Lube 

4. Bubble Gum Lick

5. Fur Love Cuffs 



	What can you say to make the link sale?
	1. Batteries – you don’t want to run out in the heat of the moment and kill the mood!

2. Buzz Fresh – Buzz Fresh are the only wipes recommended to keep your toy clean and free from bacteria 

3. Liquid Satin Lube – this will create a sensual experience for both of you long into the night!

4. Bubble Gum Lick – you’ll need this and the 5. Fur Love Cuffs – to have that sexy and fun weekend away  you’ve got planned 


	What additional sales have you made?
	1. Batteries £3.50 
2. Buzz Fresh £8

3. Liquid Satin Lube £10 

4. Bubble Gum Lick £5

5. Fur Love Cuffs £8

Total additional sales: £34.50 




Wow, by having the skill to Strive for Five this example shows how you can increase the sale from £40 to a total of £74.50 – this is nearly double the original sale!
Take a look at the current catalogue; choose one Lingerie item and one Sex Toy: What is the cost of the product? What products can you link sell? What can you say to make the link sale? What additional sales have you made?

	Lingerie Product: 
	

	What is the cost of the product?
	

	What products can you link sell?
	

	What can you say to make the link sale?
	

	What additional sales have you made?
	


	Sex Toy: 
	

	What is the cost of the product?
	

	What products can you link sell?
	

	What can you say to make the link sale?
	

	What additional sales have you made?
	


So just think…

Out of 10 people at a party, 7 usually buy, so that’s 1 product x 7 people = 7 products sold.

If you can Strive for Five, that’s 7 x 5 = 35, plus the original 7 products = 42 products – just think of the increase in sales and the increase in commission you will make!

And as you spend the time using the Perfect Partner Selling technique, you may just also sell a couple of products to the other 3 people too! 
Show us what you can do…


Demonstrate your Link Selling skills at a party.

	Date of Party:



	Location of Party:



	Total Sales of Party:



	Total Commission of Party: (30% of Sales)

	Total Profit of Party: (22% of Sales) 




What was the need of the customer?

What product did you demonstrate to match the need?

What Perfect Partner products did you offer?

What did you do to successfully Link Sell?
What close did you use?

What was the initial cost of the product and how much did the customer then spend with your successful link selling?

Are you ready?

	Learner Name:


	Unit Organiser or Buddy Name:

	Learner Sign:


	Unit Organiser or Buddy Sign:

	Date: 


	Date: 


Need some more?

Watch the Party with Passion DVD Session 4 on the Party Plan website
Complete the Product Knowledge – Perfect Partners topic in module 4 
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Positive Point Selling 

What do you need to know?


· How to turn negative customer comments into positive sales  
· To deliver Excellence in Selling, Communication and Drive for Results 

What is this all about?

In Story Telling Selling we looked at when a customer is at a party thinking about whether or not she is going to buy something, she will be thinking:

“How much does it cost?” 

verses 

“How much do I want it?”
Some customers make the decision to buy very quickly, while others need a little more attention from you to help them make the decision to buy. 

Many customers will come up with negative points or objections as to why they don’t need to buy the product, but you (and her friends at the party) can use Positive Point Selling to help her decide:

“I have to have it!”

Below are some examples of customer negative points and some simple responses that you can use to turn them into Positive Point Selling:

	Customer Negative Point:
	Your Positive Point:

	I think it’s a little low cut

 
	With the right plunge bra your cleavage will look stunning in it

	I know this colour is fashionable at the moment, but I don’t know if it suits me
	I think it looks gorgeous with your skin tones, why not be a bit daring? But if you are not sure we also have a similar style in pink 

	I don’t think it fits very well


	Why not let me bra measure you, that way we can get the right size to give you the perfect sexy fit 

	I don’t think I would wear it very often

 
	You can wear it every day, there’s no reason why you can’t feel a little sexy and fun in the office! If you buy a 2nd pair of knickers you will wear it more often


Now you have a go…
Take a look at the customer negative points on the next page and think of some positive points that you can use at a party:
	Customer Negative Point:
	Your Positive Point:

	I’m not sure about the length 


	

	It’s more than I wanted to spend tonight


	

	I don’t think I will get much use out of it afterwards


	

	I have never worn this style before, I’m not convinced 


	

	I don’t think this style flatters me


	

	I’m not sure, and I don’t want to try anything on tonight 


	

	I think it’s a little bit risky for me!


	

	I haven’t got anything to wear it with 


	

	I didn’t get on very well with the first sex toy I got 


	

	I’m not sure if my partner is going to like it 


	

	Buzz Fresh are a little expensive, I will just clean it with soap and water 


	

	I had one like this before and it did not wear very well 


	


Show us what you can do…

Demonstrate your Positive Point Selling skills at a party.

	Date of Party:



	Location of Party:



	Total Sales of Party:



	Total Commission of Party: (30% of Sales)

	Total Profit of Party: (22% of Sales) 




What was the need of the customer?

What product did you demonstrate to match the need?

What negative points did the customer make and what positive points did you use to make the sale?

What close did you use?

Are you ready?

	Learner Name:


	Unit Organiser or Buddy Name:

	Learner Sign:


	Unit Organiser or Buddy Sign:

	Date: 


	Date: 


Need some more?

Watch the Party with Passion DVD Session 4 on the Party Plan website
Seasonal Selling & Promotions 

What do you need to know?


· How to use Seasonal Selling and Promotions to maximise sales at a Party

· To deliver Excellence in Selling, Communication and Drive for Results 

What is this all about?

People are always looking ahead to what’s coming up next, such as Valentines, the summer, Halloween or Christmas. 

So a great selling technique is to focus the customer on their Seasonal Need. For example:

	Season:
	Need:

	Valentines
	Some daring bondage wear to spice up Valentines night!

	Summer
	Some fresh KBX lingerie to wear with a pretty summer dress

	Halloween 
	A fabulous play wear outfit for a fun party



	Christmas 
	A gorgeous lingerie set for a sexy Christmas Eve in!


Ann Summers are always running an amazing promotion. The promotion is always designed to focus the customer on a special offer or brilliant deal to boost your party sales. 

You will need to use all your selling skills…

· Successful Selling 

· FAB Selling 

· Story Telling Selling 

· Perfect Partners Selling

· Positive Point Selling 

…to maximise your Seasonal Sales and Promotions. 

So remember to:

· Plan ahead - think about what’s coming up and what promotions are being launched

· Highlight seasonal and promotional products in your demonstration 

· Have seasonal and promotion products in your kit – remember the Puppy Dog Close, people are more like to buy a product if they become attached to it 

· Have all the leaflets or promotional materials to show to the customer

· Understand how the promotion works so you can clearly explain it to your customers 

Now you have a go…

What is the next season coming up? Make some notes below about what you are going to do to maximise your Seasonal Selling:



What is the current Promotion? Make some notes below about what you are going to do to maximise your sales of this Promotion:


Show us what you can do…

Demonstrate your Seasonal Selling and Promotions skills at a party.

	Date of Party:



	Location of Party:



	Total Sales of Party:



	Total Commission of Party: (30% of Sales)

	Total Profit of Party: (22% of Sales) 




What was the seasonal need of the customer?

What product did you demonstrate to match that seasonal need?

What selling skills did you use to make the seasonal sale?

What close did you use?
What was the current promotion?

What selling skills did you use to sell the promotion?

What success did you have using the promotion? 
Are you ready?

	Learner Name:


	Unit Organiser or Buddy Name:

	Learner Sign:


	Unit Organiser or Buddy Sign:

	Date: 


	Date: 


Need some more?

Watch the Party with Passion DVD Session 4 on the Party Plan website
Module 3: Developing a Passion for 
Selling

Sign off:

Congratulations on completing the module.

Use the checklist below to ensure you have covered all the topics:
	Topic
	· 

	Successful Selling Skills


	

	FAB Selling 


	

	Story Telling Selling 


	

	Perfect Partners Selling 


	

	Positive Point Selling 


	

	Seasonal Selling & Promotions 


	


Please complete the sign-off box below to confirm that you have read, completed and understood the module:

	Your Name:



	Sign:



	Date:




	Unit Organisers Name:



	Sign:



	Date:
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What Why When Where Who 














Create the vision for the customer by Story Telling to make the customer need all the products  








Use open questions in ‘read the need’ to successfully match link sale products for the customer 








How to be successful at


 Perfect Partner Selling:








Arrange linked products together in an engaging kit display  














3. Close 





2. Match 





1. Need








Know the FAB of all the products to give the customer a positive reason to buy the link products  





























Did you know…?


Water based lubes can be used on any sex toy – a great Perfect Partner!





SALE





Desirable 


Fabulous


Easy 


Guaranteed


Unique


Own 





Recommended


Love


Stunning


Sexy 


Fun 


Gorgeous








1. Read the Need


Ask open questions to gain information 


Ask closed questions to check understanding





1. Need





2. Match 





3. Close 





Did you know…?


70% of women in the UK are wearing the wrong Bra Size, so offering Bra Measuring is a great way to increase lingerie sales.





2. Match the Need


Demonstrate the product 


Highlight the FAB (Features Advantages Benefits)


Sell the Sizzle





3. Close the Sale


The DIRECT close


The ALTERNATIVE close


The QUESTION or MINOR POINT close


The FEAR close














Did you know…?





We all work from the same catalogue and have the same opportunities. Only YOU can make the difference!





How





Did you know…?





Promises is Ann Summers all time best selling toy





Did you know…?





For every bra & brief set, offer a 2nd brief/thong at 30% discount. It costs you nothing, but improves your sales, rewards and reputation. 








You can remember this by Five Bums sitting on a Bed!











				�����











			





Did you know…?


Remember to check for specials on the website. They change regularly and make great raffle and game prizes. 





Did you know…?





Canvass regularly for new party dates.  Take lots of leaflets,  business cards, hostess incentive flyers and your diary.





Did you know…?





Offering a bra measuring service will increase your lingerie sales





Did you know…?





You can link up with a local pub or club and share advertising costs
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