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ά!ŘǾŜǊǘƛǎƛƴƎ ƛǎ ŀ ¢ŀȄ ȅƻǳ Ǉŀȅ 
ƻƴ ōŜƛƴƎ ǳƴǊŜƳŀǊƪŀōƭŜΗέ 

 - Robert Stephens, the founder of Geek Squad 

 

 



How to be remarkable 

 
ÅRemarkable doesn't mean remarkable to you. It means 
remarkable to me (your customer).  Am I going to make a 
remark about it? If not, then you're average, and average is 
for losers. 
 
ÅUnderstand the urgency of the situation. Half-measures 
simply won't do. The only way to grow is to abandon your 
strategy of doing what you did yesterday, but better. 
Commit. 
 
ÅWhat's fashionable soon becomes unfashionable. While you 
might be remarkable for a time, if you don't reinvest and 
reinvent, you won't be for long. Instead of resting on your 
laurels, you must commit to being remarkable again quite 
soon. 



ά²ƘŀǘΩǎ ƳƻǊŜ ƛƳǇƻǊǘŀƴǘ ǘƘŀƴ ŀŘǾŜǊǘƛǎƛƴƎ ƛǎ 
sales management and sales training ς 
ǘƘŜȅΩǊŜ  Ƨǳǎǘ ƴƻǘ ŀǎ ƎƭŀƳƻǊƻǳǎέ 

 
- wƻȅ ²ƛƭƭƛŀƳǎΣ ŀƪŀ ά¢ƘŜ ²ƛȊŀǊŘ ƻŦ !Řǎέ 



Sales Formula ς Part 1  



Sales Formula ς Part 2 



Sales Formula ς Part 2 



 
Your real product is not items or 

rooms! 
 

 

 

LǘΩǎ ȅƻǳ 

 

You help people buy 

 

You provide a shopping service! 



Sales Formula ς Part 3 



Sales metrics are really a measure of 
service to your customer! 

  

Are you improving? 

 

 



Sales = Traffic x Average Sale x Close Rate 
 

 

 

 

Monthly Numbers

Traffic 2084

Average Sale 1,200$        

Close Rate 20%

Total Sales 500,160$    



 
A 5% improvement in the parts of the 

equation is almost a $80,000 / month or 
over a 15% sales increase! 

 
 

 

 
Monthly Numbers

Traffic 2188

Average Sale 1,260$        

Close Rate 21%

Total Sales 578,945$    



Where would you like to be 
remarkable? 

 Product? 
 

Price? 
 

Service? 



 
Give customers more quotes ς and enter them! 

 

 



 
Email quotes ς before your customer leaves the store 

 



 
If you want to increase traffic ς Track it! 

 



 
then Follow-up! 

 



 
Document  your follow up in your customer data base 

 



 
Review priority contact daily to get to the next step 

 



 
The return visit (be-back)! 

 



 
Always Offer Extended Warranty, Protection, Pads  

 

 



No Use No Lose 

άDǳŜǎǎ ǿƘŀǘ ƘŀǇǇŜƴǎ ƛŦ ȅƻǳ ŘƻƴΩǘ ǳǎŜ ȅƻǳǊ р 
ȅŜŀǊ ǿŀǊǊŀƴǘȅΚέ 

 

ά²ŜΩƭƭ ŎǊŜŘƛǘ ȅƻǳǊ ŀŎŎƻǳƴǘ ŦƻǊ ǘƘŜ ǿŀǊǊŀƴǘȅ ŀƴŘ 
ȅƻǳ Ŏŀƴ ǳǎŜ ƛǘ ǘƻǿŀǊŘǎ ȅƻǳǊ ƴŜȄǘ ǇǳǊŎƘŀǎŜέ 



 
Note Next purchase ideas 

 

 



 
Set reminders follow up on open and closed orders 

 

 



 
You must impress to build WOM ς use your customer 

control center   
 



 
Offer warranty, protection, mattress pads, leather 

conditioner, if  not on initial sale  
 



 
Get info to contact after delivery 

 



 
After delivery contact 

 



 
Next purchase follow up 

 



Got Goals? 

 



 

  



Recency Marketing 



Recency Marketing 



Frequency Marketing 



Frequency Marketing 



Frequency Marketing Innovation 



Monetary Value Marketing 



Monetary Value Marketing 



Payment Marketing 



Payment Marketing 



Payment Marketing 



New Collection Marketing 

 



New Collection Marketing 

Profit 
Center 

Advertising 
Code Customer ID Customer Name Customer Address 1 Customer City 

Customer 
State 

Customer 
Zipcode 

Customer Phone 
1 Sales 

1 CA 3100872 Smith, Howard                      100 Grand San Diego              CA 92121 619-967-0068         1699 

1 CA 3100968 Dorgan, John                        1328 Tree           San Diego              CA 92121 619-924-9515         4500 

1 CA 3101024 Cox, Josh            PO Box 1798    San Diego              CA 92121 619-979-5334         1550 

1 CA 3101042 Davis, Fred            500 Merrimac San Diego              CA 92121 619-967-5471         486 

1 CA 3101053 Cat, Williams         1110 Garnet                Del Mar CA 92130 619-758-0018         2500 

1 CA 3102819 Johnstone, Krista                    1616 Beryl                San Diego              CA 92121 619-926-6582         599 

1 CA 3103957 Crow, Sheryl                     150 Falsom               San Diego              CA 92121 619-928-5246         550 

1 CA 3105467 Buckley, Jen                  50 Clairemont                   San Diego              CA 92121 619-967-9356         500 

1 CA 3107682 Holt, Angela           3049 Appleton San Diego              CA 92121 619-924-1244         1259 

1 CA 3107954 Gladestone, Kimberly                  170 Ingram                    San Diego              CA 92121 619-981-3470         648 

1 CA 3111707 Bat, John                    700 Coranado                    San Diego              CA 92121 619-926-6974         1079 



New Collection Marketing 



 



We miss you campaign 

 



Customer Service Marketing 

 



Customer Service Marketing 



Sketching, room planning, house call tools and 
tracking 

 



Sketching, room planning, house call tools 

 



Sketching, room planning, house call tools 

 



Use Spiffs 

 



Use Spiffs 

 



Use Spiffs 

 



The faster to the floor, the faster to your customer 

 



The faster to your customer, the faster your revenue 

 


