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Are you ready? (Summary)

This booklet sets the

stage for selling. It

helps learners grasp

the importance of:

» Continually
selling

» Working as a team

> Every employee’s
individual
responsibility to
the success of the
branch.
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Lesson 5: The K.1.$.$. formula for Success

This booklet covers

three of the simplest,

but most important

steps in building

customer relationships

and increasing sales:

» Using product
greetings with
every customer,
every time

> Building rapport
by making
conversation and
reading customer
cues

» Developing - and

Practice 5 following - a plan
Are you ready? (Summary) for action.
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Step 4: Use follow-up scripts with powerful benefit words
Activity 4
Step 5: Prepare your sales action plan
Activity 5
Are you ready? (Summary)

Keys to branch sales success: 5 things you must do

This booklet covers the
how-to of a practical
and functional tickler
system.

Learners help build
and begin applying a
system for calling
every customer at least
once per year - to
deepen relationships
and increase sales of
products and services.

They also develop
scripts with powerful
benefit words to use
face-to-face and
during calls.
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How to use this booklet
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K.1.$.$. Coaching Checklists for Booklets 1 - 3
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K.1.$.$. secrets to success
Individual employees coaching model
Employee objections — and how to respond

Are you ready?

The manager’s kit

contains the secrets of
effective coaching not
found anywhere else.

When branch
managers consistently
apply these simple
steps in conjunction
with the 3 employee
booklets, sales of
products and services
have proven to rise
significantly.
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