How to Sell Beverage Products to the Up and Down the Street

By Elliott Hirsh, Amazing Beverages, Inc.

7/17/00

Ready ,Get Set, Go

Before you get out of car-

Presentation book

Leave behind sell sheet

Blank order form

Bus card

Samples

Walk into account

Body language and eye contact 

Be confident

Introduce yourself" I'm _______from Amazing Beverages. Are either one of you the manager or owner of the business?

Identify  & Qualify the Buyer

If there is more than one person there, ask if either one is the owner or manager. The dominant person will speak up-could not be the manager or owner, but could be the shift manager or person with the most seniority who wants to show they're in charge.

Or "I was wondering if the owner or manager is in? I'm like to speak with them about some "amazing" beverages!

They may get the manager. Or they may have instructions to blow off salespeople-"Oh,he's not in. He's off today. She went to the bank.  Get the name" May I ask what their name is?     Then reintroduce yourself and get the name of the person you're speaking with.  My name is __________. What's your name, please?  Enlist their help to get information about the business. What they sell, who comes into the business. What kind of products they sell-also look around. How they like the service from the present suppliers…If the boss would be open to new products. Show them one or two items you're selling and see what they're reaction is. Don't go into a full presentation with a non-decision maker. "Here's one of the items we sell- Jones Soda"  It's really a cool product which is gaining in popularity. Do you sell any specialty sodas now?

Ok, it looks like you have a lot of work to do and I appreciate your time _______ and will get back to _________ later. Nice meeting you.  

Pick everything up and leave the store.  You have qualified the account and must make a decision as the potential of the account and the appropriateness of the products you have for the business they now do. 

Get Hold of the Decision Maker and Let Them Know You Want to See Them

It is important to follow up. If you have the phone number, reserve some time everyday to make follow up phone calls to the decision maker.

"Mr. Smith/Chris…my name is _______and I stopped by the store and spoke to ______.

Compliment them of the appearance of the store-the great looking food-" You have a very nice store and I'm sorry you weren't there when I stopped by.  Tell them what you want- " I wanted to see if I could come by tomorrow/next week/ in a few days  to show you some of the interesting beverage products we sell which seem to be popular with kids/consumers/young adults/customers in your area."  Try to arrange a time that works out best for you so you not running from point A to pint D without going to B and C.

" I have some people to see in ___________next Tuesday.  Are you in the store on that day?  Is the morning good for you or is after lunch better? Would sometime between 2 and 4 be a good time on Wednesday?

The job is to get permission to stop in and make a presentation at a time when they will be open to suggestions and attentive to the presentation.

Expect them to completely forgot that you're coming, but when you walk in the door, it will jog their memory and they will usually make time to see you.

If decision maker is there-

Reintroduce yourself.

"I'm ________from Amazing Beverages and I'd like to speak with you about some of the specialty beverages we handle"

Get permission to proceed with presentation

"Would you have some time now to speak with me or would it be better for me to stop back at a later time?

If they give you an immediate objection-


I have too many things now.


I can only sell Coke/Pepsi/Snapple


My customers like the things I have


I'm happy with my present supplier


I'm sick of all you salespeople


Can't you see it's lunch time

This person is not in a buying mood YET


Try to answer the objection-



Our company sells unique beverages that people are drinks now.

Don't you want to see what other businesses are bringing in for their customers.


Why do you want to sell the same items everybody else does

We sell some very unique products-it will just take a few minutes for me to show you the entire line?


Ask permission to come back at another time-

Keep the following in mind at all times!

Why will they buy from you? The 3 P's of selling

Price


You have the cheapest prices in town.


Your competitive with what they're paying now


They feel that that they getting better quality for the same price

Product


They've never tasted anything like this before. It's great!!


It's as good as what they are selling now, but you can save them money.


They think the product will sell better. More turns. 


They're getting a better product for the same money

Personal Relationship


They like you a lot.


They appreciate the excellent service and presentation


You're their nephew/niece


They want to throw you a bone and give you some business


They're flirting


They know you're working your way through college

What's in it for the Buyer?  Focus on Benefits


They want to make more money.



People will spend more money on a premium product.



They can charge more money for a premium product. 



Price is cheaper. If they sell it for the same price they make more money



They get free goods which is pure profit.



The brand will sell better and they turn their inventory faster.


Uniqueness: Has something special that their competitors don't have.


Better service. They need a more reliable distributor

They want nicer people to deal with.

They can kiss the other obnoxious salesperson/company/driver goodbye.



They get to see you again and they like you!

Making the Presentation

If they come over and would like to know what you have, that is permission to proceed with the presentation.

Get the buyer to move you out of the traffic and noise so you can keep him focused. "Can we sit down over in that booth/at that table?" Let's move down here so we won't interfere with the customers"  They may just want you to "start talking" which indicates that you need to do a short presentation and generate a lot of interest and rapport.  "I'm sort of busy now. What do you have?"  If they're busy or seemed rushed, make it a short presentation. Try to communicate the big concepts and elicit some excitement and interest.   If they are relaxed, friendly, smiling, cordial, curious as to what you have in the cooler, then it's likely the presentation is going to be as effective as it can be. You will show them what you have, you will give them their reason to buy from you (see previous page), they will warm up to you and you'll have a customer. 

This is making a one-on one speech, but it should sound like you're having a conversation. Use the persons name. Maintain eye contact.

This should take no more than 10 minutes for show and tell. You have to tell the story about each product in about 2-3 minutes.

You need cold samples, 3 oz bathroom cups, a kitchen towel or paper towels and three samples.  Use flavors that are different but not bizarre. Pull a cold bottle out of the cooler, put a cup on the table.   Pour about an ounce in the cup. Offer the cup to taste. When they are tasting it, go into the 2 minute pitch.

You want to convey excitement and facts. Have product knowledge on the tip of your tongue. 

 Joke with them. Get them to respond to you positively. 

Ask how they like the product. Get an affirmation that it's good.  If there are other people in the store, offer them a taste. The buyer is judging reaction and what other people think about the product. Ask "Isn't that great tasting?"

You don't have to sample every flavor. You don't have to sampler spring water. Give them a 16 oz bottle of water.

Use the product presentation book as a guide. Point to the pictures, point to the bulleted lines. You don't have to go over the pricing.

If they are interested in a product, a good sign is that they will ask a question like what flavors does that come in? What does that sell for a bottle? I don't know of my customers would like that (they're thinking out loud)

Before moving on to the next product, ask them if they think it’s a product for their store.

Then do the next product the same way.

Vary the segways so it's not boring and doesn't sound the same.  Vary your voice. Be natural.

Watch your time. Spend 3 minutes on each product.

Get and use an egg timer to practice each product presentation.

Practice making presentations to your cat and children.

The more proficient you become, the faster, easier your will be able to make an effective presentation-having the facts on the tip of your tongue so you can observe, listen to and interact with the prospect on the personal level.

 It should be as if you showing people pictures of your kids and bragging about their accomplishments. You must believe in the products you are selling.

Your sincerity, credibility,  confidence, energy, and enthusiasm will show through and influence the buyer.

Here's some scripts to follow for three principal brands-

Mrs.  __________, we of course distribute our own juice line, Elliott's Amazing juices, as well as specialty sodas and bottled waters. 

I'm sure your familiar with  Elliott's. We've introduced our famous apple juice in a little brown beer bottle in 1983 and now we have 19 different juices and drinks all in 16 oz wide mouth bottles. The 16 oz apple juice is still made with 1 1/2 pounds of  fresh juicy apples-not water and concentrate.  Here's some of our more interesting flavors…… A  B  C. Would you like to try a little of A? How does that taste to you. We use   X Y Z in our drinks. All the flavorings are natural but the real fruit taste comes from using lots of the real fruit. 

The next product is Jones Soda. This is a very unique specialty soda-First, the flavors are unique…crushed melon, fufu berry, blue bubble gum…. Next the quality of the flavors are intense and rich.  Next the packaging is really hip and cool. The company puts different photos on the bottle. You can have 24 different photos on the bottle in one case. The photos mean nothing in terms of the flavor of the soda. They're just neat and different. Jones has a big following with teens and 20 year olds and non-cola drinkers who like flavored sodas and something different. It's not for the same old thing beverage drinker. We sell it because it's another "amazing beverage"!

And we also distribute Nirvana spring water. Aside from Poland Spring, this is one of the better domestic spring waters on the east coast. The plant is located right at the spring and the company is about. The water is excellent tasting and is high in natural calcium and carbonates something that many people are looking for in diet. We carry three sizes: the 1/2 liter, the 24 oz sports bottle and the 1 liter.  Get some interaction:  Do you sell all three sizes of water or just the 16 oz size?

Ask for the Order

Save some time to ask for the order. You have to summarize how delicious, how competitive, how profitable these items are. You have a motivate the buyer to be interested enough to respond to you. If they are falling asleep or keep looking away or looking at their watch, you're loosing them and it's best to wrap up the presentation, start packing everything away, but try to get an order.

"Mr. Smith, as I told you we sell "amazing beverages" which will, I think do well in your store. I'd like to have you as a customer and would like to get an order today for our juices, water and sodas.  We have some "new customer" deals which I like to explain.

TAKE OUT THE ORDER FORM AND PEN AND ASSUME THEY'RE GOING TO GIVE YOU’RE THE ORDER.

Show and explain the 3 brand new customer deal.

We put this package together to give you an opportunity to try our juices, the Jones and the Nirvana water. With this deal you get free cases worth $75 in extra profits


You buy A and get X


You buy B and get Y


You buy C and get Z

PROBE the interest-


Can I help you pick out the Elliott's flavors I think would do well here?

If they say yes or I want to try that "papaya" or  "grape boysenberry"- they just bought the deal. Pick up the pen and start putting the quantities down. Then more on the Jones and ask which size water they would like as the free case

If they hem and haul it may mean that they don't want to spend that much money right now or want to see how you perform with a smaller order…so suggest the mini deal

FALL BACK ON THE MINI DEAL

"I have another program to offer you where you can try some Elliott's, Jones and some of the Nirvana and the investment is less than $100. With this deal you get 1 free case of Elliott's, one case of Nirvana water and $2.00 off on one Jones variety case.  The free goods and  discount on the Jones is worth $26 in extra profit."  I would recommend the Apple, lemonade and the orange mango. Do you think you want to try the carrot and the Grapeade also?

JUICE AND WATER MINI DEAL JUST TO GET THE ACCOUNT OPENED

If they just want to "get started" and you want to establish the account, try for a small order of Elliott' and some water.  Suggest a Buy 7 get 1 free Elliott's and three cases of water-That's about $70 and is about as low as we can go and reinforces the fact that we really need a ten case order. 

THANK THEM FOR THE ORDER. MAKE IT MEANINGFUL AND PERSONAL

Mr. _______, I'm going to enjoy coming here every other week and seeing you. I know you're going to do well with the Elliott's…it's always been popular in the area and many of your customers will recognize it and start buying it here. 

And the kids are going to go crazy when they discover the Jones because it's so cool.

This is such a nice store. I'm sure you work very hard to make it special and I want to thank you for letting us be part of your business and to thank you for your business.

COMPLETE THE CUSTOMER CONTACT INFORMATION.  Do this with the customer. Transfer this information to the route book page.  Make sure you get hours of operation, phone #,  and a cross street where the business is located so the driver can locate it easier. If it's in a shopping center-identify the key store or landmark.

After you get this information, let the customer get back to work. You have the information, you have the items/flavors ordered and you wrote down the cost per case. If there is a deal, write down the regular price and any free cases. If the front line cost is $5.99 and there's a buy five get one free, do not net down the cost. Show a sub total of 6 cases and then write Buy 5 @ $5.99 =$29.95 and under that write "
Get 1 free deal"  Do not show $4.99. The customer will not see the free case and think he should pay $4.99 x 5 and then get one free. This happens all the time

Unless the customers wants to know the exact total of the order at that time-finish the following steps at the end of the day before the order is turned in for processing so you conserve time and get to the next account.

Add the sub totals for each brand on each side of the order form. Carry over the column sub total on the left column onto the space on the right and total both columns.

TELL THEM WHEN THEY WILL GET THEIR ORDER.

Our driver's name is Tim and he will be bringing your order either _______ or ________ and we'll be glad to take either cash or your check.

EMPHASIS SERVICE, ACCESSIBILITY AND AVAILABILITY

If there's any problems or you find you're running out of something, please contact me through the office or someone in the office can help you. We'll try our best to get it to you one way or another. The truck is scheduled to service an area every other week, but if we promise to get it to you, we'll do everything possible to keep that promise. 

BE CORDIAL

You take care and have a nice day and I'll see you in a couple of days to put up some signs and then I'll be back in two week.

Bye for now  and try to relax a little this weekend.

Merchandise the account

Placement of the product is important

Everybody wants the eye level shelf in the cooler. That's impossible, so you have to jockey for position in the cooler or find a secondary display in the store.

 A few bottles sitting on top of the register secured with double face foam tape.

On the counter where people place their orders. Tape a folded table tent on top of the bottle.

POS

Point of purchase advertises the fact that the product is available. It reinforced brand recognition. It stimulates impulse purchases.  Accounts with POS start to move the product faster than those without.

Cooler


Static clings on glass


Paper signs on side

Cash register


Table tent taped to top of register

Front Door-

Push/Pull stickers

Facing outside-Entrance: ICE COLD ELLIOTT'S JUICES INSIDE

Facing inside-Exit: Elliott's Amazing Juices "Have a Happy Day!"

Sandwich Board


Lunch specials/combos

Menus


Imprint logo on take out menus next time get FREE CASES

Asking for the order
Many salespeople get to this point and them are embarrassed to ask for an order. Or they don't know how to ask for the order. Be direct- It's like saying "Dad, can I borrow the car tonight?"  Or asking for a date by asking if someone is "busy Saturday" rather than asking if they would like to go out with you Sat for dinner.  If they don't want to go out or they don’t want a dating relationship, they will offer the objection- I'm busy…and if they like you they will say, but can we make plans for the following week?  Or respond favorable by saying "I would like that a lot.

So you have to be able to read the buyer's body language and learn to listen and observe for buying signals.

If they like the product and are responding to you, you should try to "close the sale" by offering a "trial close" which is asking for an order indirectly.  Our driver makes deliveries in this area next week and I can get your order here Tuesday or Wednesday? Have you decided which flavors you'd like to try?

-"Do you think the strawberry lime or the bug juice would be a better seller here?"

Would you like me to pick our best selling the juice flavors out for you?  Would you be interested in our new customer package? 

Objections

If they're NOT ready to buy, you'll get an objection-an excuse. You haven't convinced them of something. It's the something you have to address. They may say they're not interested, they don't like the product, they don't think it will sell….it's endless.

There's the reason they give you and then there's the real reason-the hidden objection. 

Beating up the buyer just pisses them off and you can burn the bridge so you are unwelcome next time.

Everybody's different. Sometimes you have to give them a chance to think about it. Sometimes they want to see if you're persistent. Sometimes it's a game of "make me buy"

Sometimes they realize they have something else to so or a crisis has developed or their spouse calls or the store gets busy and they lose their focus.

You have to be aware of these things and know when the wrap up the presentation and save the attempt to get an order next time. 

Recap the presentation
Cover product, personal relationship and price

"Mr _______, I appreciate your time and hope I'm able to stop in again to see you next week/in a couple of weeks.

· I know these products would do well in your store and you're customers will like them.

· We will do our best to give you excellent service-I'll be here to see you every other week

· Our driver is dedicated to making all the deliveries.

-    Our prices are competitive and with our mix and match discount, you save even more    money.

Offer the rest of the product sample to them. "Would you like to finish the rest of this sample?

Thank them again and tell them you hope to see them again soon.

It may take two or three casual visits to get them to know you, to trust you and to want to give you an order based on price, product and personal relationship.
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