A REASON TO BUY
V-MAS-002


24 mins
How many sales were lost last week because your salespeople didn't give their prospects a reason to buy?  This video will teach your sales team to sell what they must sell before anything else-customer confidence.  All the classic, proven principles that work.

Key Messages
· Find out what the customer is looking for.

· Custom-fit your product features to the customer's requirements.

· Distinguish your product from the competition.

· Sell benefits.

Ideal for all sales reps.

AWKWARD CUSTOMERS
V-MAS-005


24 mins

This video tackles the most common problem for anyone who has to deal face-to-face with customers who are awkward, argumentative or simply downright rude.  Learning to cope with such individuals will give salespeople the confidence to serve anybody.

AWKWARD CUSTOMERS show how to cope with furious Mr. Tiger, incessantly talkative Mrs. Rabbit, and the abusive Mr. Warthog.

Key Messages
· Use simple terms.

· Be positive.

· Describe products/services in terms of benefits.

· Dont get personally involved.

· Use your professional knowledge.

· Be patient.

MARIE AND THE MANAGER
V-MAS-012


20 mins
Marie is new on the job and must be trained by the manager.  This video looks at one-to-one training and how to apply it in a retail setting.

The opening scenario shows the errors that will be made if the process is hurried, the timing is wrong and incomplete information is given.

Simple guidelines will help you to avoid these errors - prepare in advance, set objectives, check materials, present information in a clear understandable manner and review and praise.

EVERYBODY'S A SALES BODY
V-MAS-027


15 mins
Your company is you!  It does not matter what job title you have we  are all identified by the company we work for.  This video emphasizes that all staff should be given the chance to be effective salespeople - service is not a label attached to one particular unit.  How well we sell affects the whole company.

Key Messages

· Your company is judged by you - you are the company.

· Speak of your company with respect.

· Keep fighting within the company.

· Make service a fact of life.

· Handle your customers with care - their trust and confidence can be easily shattered.

FIVE STEPS TO SUCCESSFUL SELLING
V-MAS-028


81 mins
More people are in the selling profession than in any other profession in the world.  Wherever you are in your career the rules of successful selling remains the same and properly understood can only enhance your skills, knowledge and performance.

This is s dynamic video on selling techniques and highlights:

· Positive self image.

· Prospecting.

· Presentation.

· Price Resistance.

· Closing and follow up.

FRONTLINERS
V-MAS-032


32 mins
The job of a salesman is a frontline job.  Products alone are not the answer to competition; how you handle the people who purchase your products is vitally important.  Each sales person can influence the customer by a little more care, more attention to detail - this is what makes you a frontliner.  A satisfied customer is one who will return always!

WHO KILLED THE SALE 
V-MAS-033


20 mins
The sale was in the bag, but the company lost the order - what went wrong is the big question.  How many times have your staff members been guilty of discussing company business in public places, incorrect deliveries, poor telephone techniques and communication problems?  These and many more will provide you with the answer to WHO KILLED THE SALE?
HOW TO LOSE YOUR BEST CUSTOMER
V-MAS-040


28 mins
This video presents the perfect example of how poor telephone techniques can cause a business to lose customers.  Through a series of unfortunate scenarios employees leave no doubt as to the importance of effective telephone techniques in portraying a positive company image.

The video emphasizes promptness in handling calls, speaking distinctly, placing and receiving calls and having all relevant information to hand.

ONE TO ONE SELLING
V-MAS-060


13 mins
Understanding the customers needs is fundamental to one to one selling.  This video demonstrates that the personal touch makes real sales sense.  To develop a long term relationship with the customer and build sales the sales person must:

Show genuine interest in each customer.

Recognize and be sensitive to the customers moods.

Respect the customers wishes but be available.

Be courteous and cooperative.

An excellent tape demonstrating that people sell people one to one.

RSVP UPDATE PRODUCT KNOWLEDGE
V-MAS-076


40 mins
Commitment to excellence is important.  This informative video on product knowledge demonstrates how salespersons confirm the value of their products every time they share their product knowledge with the customers.  This pertinent information will help your customers make purchase decisions.

SALE OF THE DAY
V-MAS-077


28 mins
All customers send signals, it is therefore up to the discerning sales person to watch for these signals and interpret them accurately.

This video shows that it is vitally important to get off on the right foot - be there, but be unobtrusive.  The correct presentation of merchandise is demonstrated and viewers are given the selling techniques to assist them in making the SALE OF THE DAY.
SALES MASTER SERIES
Alex Nicholas presents this series designed for Minolta Business equipment Sales Personnel. The techniques are applicable to all sales situations.  The series provides the sales person with a personalized, results-oriented, structured approach to selling.  By the end of the series you will walk away with the knowledge of the mechanics and the structure of how to help people to purchase.

1. Commitment to Growth

V-MAS-078.1

44 mins
Highlights
The professional salesperson.

Salesmanship.

Emotional commitment.

The keys to failure.

Positive outlook.

Product Knowledge.

2. Setting Time & Work Priorities

V-MAS-078.2

41 mins
Highlights
Self discipline.

Developing priorities.

Goal setting.

Planning the day.

3. Sales Strategy Overview

V-MAS-078.3

49 mins
Highlights
The proper perspective.

Dominant buying motives.

Your mind set and strategies.

Controlling the relationship.

The sales track.

4. Prospecting Attitudes and Strategies

V-MAS-078.4

53 mins
Highlights
Prospecting definitions.

Finding the qualified prospect.

The prospecting strategy.

The price of poor prospecting.

Your card file system.

5. Personal Cold Call Prospecting

V-MAS-078.5

48 mins
Highlights
The advantages.

Receptionist approaches.

Selling the appointment.

Prospect qualification.

6. Telephone Prospecting

V-MAS-078.6

 36 mins
Highlights
How to use the telephone to prospect.

The general cold call approach.

The drop off programme.

Handling the incoming telephone query.

Goals of the call.

7. Handling Appointment Resistances

V-MAS-078.7

39 mins
Highlights
Prospect appointment fears.

Appointment setting strategies.

Secretarial resistances.

Handling the decision makers resistances.

Strategies and techniques.

8. Energizing the Demo

V-MAS-078.8

63 mins
Highlights
How to more effectively motivate the prospect to action.

Deal with the heart/mind/spirit of the prospect.

Separate yourself from the competition.

Insight into feature presentation.

9. Prospect Sensitivity

V-MAS-078.9

30 mins
Highlights
Presentation reaction awareness.

Body language.

Trial closes.

Buying signals.

10. Handling Objections: The Psychology

V-MAS-078.10

32 mins
Highlights
Sympathetic and empathetic attitude.

Why buyers offer resistance.

Salesperson's misconceptions towards resistances.

The value of questions and resistances.

11. Handling Resistances: The Techniques

V-MAS-078.11

36 mins
Highlights
Resistance handling goals.

Resistance handling psychology.

The salesperson's job.

Resistance and question handling strate​gies.

Reasons for questioning the resistance.

12. Closing the Sale

V-MAS-078.12

70 mins
Highlights
Final closing keys.

Negotiations.

When to start closing.

Making effective call backs.

Controlling the close.

The final close.

Controlling the prospect's response options.

SO YOU WHAT TO BE A SUCCESS AT SELLING - A Three Part Series
Part 1:
The Preparation
V-MAS-085.1

27 mins
You're ready to sell. But once you or your team knock on that door or pick up that phone - ask yourself:  Are you prepared for absolutely anything?

In THE PREPARATION you and your sales team learn how to save yourself embarrassment and save the order. This video identifies three key areas where a little preparation will put you much closer to a sale ... even before you leave the office.

Part 2:
The Presentation
V-MAS-085.2

26 mins
Great performers and great salespeople are alike; they keep on selling!  THE PRESENTATION, shows you how to turn a seemingly obvious weakness to your advantage.  And it's only one of several key presentation skills that you'll soon master.

Part 3:
 Difficult Customers
V-MAS-085.3

30 mins
Some prospects spend their careers dodging an appointment; others actually seem to enjoy frustrating the sales people who finally get through to see them. Discover new ways to spot a smokescreen and see your way through it.  Learn how to root out and handle real objections faster. And you'll discover how easy it is to convert three of the most difficult prospects into paving customers.

DIFFICULT CUSTOMERS will show you how sales challenges can be turned into orders.

Suggested For
Basic sales skills for new employees.

Refresher skills for experienced representatives.

These video tapes will provide you with techniques that you will use over a lifetime of selling.  They are designed specifically to improve your sales presentation techniques every time you face a prospect.  With its three unforgettable pointers in mind, you'll soon be making each customer more receptive, handling their objections better, and closing more sales.

YOU ARE THE STAR
V-MAS-101


33 mins
This is an excellent video on retail selling.  One bad salesman can ruin the entire company and affect what the others have done.  It is important that all employees develop a sense of responsibility and pride in their selling skills and in the store.

The video clearly demonstrates that meeting the customers challenge involves:

Being prompt and friendly and showing sincere interest in the customer.

Asking questions that bring out the customers needs and desires.

Showing the right merchandise and explaining it with enthusiasm.

Increasing the sale by trading up, suggesting another purchase.

Closing the sale courteously and efficiently in a way that builds customer goodwill.

MEETING OF MINDS
V-MAS-102


14 mins
This is an excellent video on communication. THE MEETING OF MINDS removes the barriers we build to effective communication. It stresses the importance of knowing the picture in the customer's mind and letting the customer see into your mind. Remove barriers by asking the right questions: become experts in human nature.

Key Messages
Tell the customer what he wants to know - not what you want to say.

Don't build a barrier of jargon and tech​nicalities.

Talk to the customer in terms of his/her end results - the benefits.

RSVP SALES ASSOCIATES
V-PMT-014


14 mins
This video teaches new and experienced sales associates about their job of selling. With a behind the scenes look at the successful Hallmark Cards company, sales personnel are shown the most effective techniques to assist customers in making purchase decisions.

CROSS REFERENCES
Front Office: Upselling and Suggestive Selling

V-HAT-001.3


25 mins

Hospitality Sales: Preparing the Sale

V-HAT-001.38

24 mins

Hospitality Sales:: Making the Sales Call

V-HAT-001.39

24 mins

Hospitality Sales: Overcoming Objections

V-HAT-001.40

24 mins

Hospitality Sales: Closing the Sales

V-HAT-001.41

24 minstc \l1 "Understanding the customers needs is fundamental to one to one selling.  This video demonstrates that the personal touch makes real sales sense.  To develop a long term relationship with the customer and build sales the sales person must:Show genuine interest in each customer.Recognize and be sensitive to the customers moods.Respect the customers wishes but be available.Be courteous and cooperative.An excellent tape demonstrating that people sell people one to one.RSVP UPDATE PRODUCT KNOWLEDGEV-MAS-076


40 minsCommitment to excellence is important.  This informative video on product knowledge demonstrates how salespersons confirm the value of their products every time they share their product knowledge with the customers.  This pertinent information will help your customers make purchase decisions.SALE OF THE DAYV-MAS-077


28 minsAll customers send signals, it is therefore up to the discerning sales person to watch for these signals and interpret them accurately.This video shows that it is vitally important to get off on the right foot - be there, but be unobtrusive.  The correct presentation of merchandise is demonstrated and viewers are given the selling techniques to assist them in making the SALE OF THE DAY.SALES MASTER SERIESAlex Nicholas presents this series designed for Minolta Business equipment Sales Personnel. The techniques are applicable to all sales situations.  The series provides the sales person with a personalized, results-oriented, structured approach to selling.  By the end of the series you will walk away with the knowledge of the mechanics and the structure of how to help people to purchase.Commitment to GrowthV-MAS-078.1
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63 minsHighlightsHow to more effectively motivate the prospect to action.Deal with the heart/mind/spirit of the prospect.Separate yourself from the competition.Insight into feature presentation.Prospect SensitivityV-MAS-078.9
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36 minsHighlightsResistance handling goals.Resistance handling psychology.The salesperson's job.Resistance and question handling strate​gies.Reasons for questioning the resistance.Closing the SaleV-MAS-078.12
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27 minsYou're ready to sell. But once you or your team knock on that door or pick up that phone - ask yourself:  Are you prepared for absolutely anything?In THE PREPARATION you and your sales team learn how to save yourself embarrassment and save the order. This video identifies three key areas where a little preparation will put you much closer to a sale ... even before you leave the office.Part 2:
The PresentationV-MAS-085.2

26 minsGreat performers and great salespeople are alike; they keep on selling!  THE PRESENTATION, shows you how to turn a seemingly obvious weakness to your advantage.  And it's only one of several key presentation skills that you'll soon master.Part 3:
 Difficult CustomersV-MAS-085.3

30 minsSome prospects spend their careers dodging an appointment; others actually seem to enjoy frustrating the sales people who finally get through to see them. Discover new ways to spot a smokescreen and see your way through it.  Learn how to root out and handle real objections faster. And you'll discover how easy it is to convert three of the most difficult prospects into paving customers.DIFFICULT CUSTOMERS will show you how sales challenges can be turned into orders.Suggested ForBasic sales skills for new employees.Refresher skills for experienced representatives.These video tapes will provide you with techniques that you will use over a lifetime of selling.  They are designed specifically to improve your sales presentation techniques every time you face a prospect.  With its three unforgettable pointers in mind, you'll soon be making each customer more receptive, handling their objections better, and closing more sales.YOU ARE THE STARV-MAS-101


33 minsThis is an excellent video on retail selling.  One bad salesman can ruin the entire company and affect what the others have done.  It is important that all employees develop a sense of responsibility and pride in their selling skills and in the store.The video clearly demonstrates that meeting the customers challenge involves:Being prompt and friendly and showing sincere interest in the customer.Asking questions that bring out the customers needs and desires.Showing the right merchandise and explaining it with enthusiasm.Increasing the sale by trading up, suggesting another purchase.Closing the sale courteously and efficiently in a way that builds customer goodwill.MEETING OF MINDSV-MAS-102


14 minsThis is an excellent video on communication. THE MEETING OF MINDS removes the barriers we build to effective communication. It stresses the importance of knowing the picture in the customer's mind and letting the customer see into your mind. Remove barriers by asking the right questions: become experts in human nature.Key MessagesTell the customer what he wants to know - not what you want to say.Don't build a barrier of jargon and tech​nicalities.Talk to the customer in terms of his/her end results - the benefits.RSVP SALES ASSOCIATESV-PMT-014


14 minsThis video teaches new and experienced sales associates about their job of selling. With a behind the scenes look at the successful Hallmark Cards company, sales personnel are shown the most effective techniques to assist customers in making purchase decisions.CROSS REFERENCESFront Office: Upselling and Suggestive SellingV-HAT-001.3


25 minsHospitality Sales: Preparing the SaleV-HAT-001.38

24 minsHospitality Sales:: Making the Sales CallV-HAT-001.39

24 minsHospitality Sales: Overcoming ObjectionsV-HAT-001.40

24 minsHospitality Sales: Closing the SalesV-HAT-001.41
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