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Motivating Your Core Employees

What Motivates People?

 1.  



Good working conditions

2.  



Feeling “in” on things

3.  



Job security

4.  



Promotion and growth

5.  



Good pay

6.  



Company loyalty

7.  



Tactful discipline

8.  



Appreciation at work

9.  



Sympathetic help on personal problems

10. 



Interesting work

NOTES:  






































































Motivating Your Best Employees

1. Conduct performance reviews  
























2. Let them lead sales meetings  























3. Give recognition and feedback  























4. Ask for their ideas  

























5. Have fun – laugh  

























6. Create an enjoyable work atmosphere  






















7. Create meaningful incentives  
























8. Conduct a store strategy session  























9. “Orchid” letters  


























10. Trade shows, conventions  
























11. Build better value-driven relationships  






















12. Help them create the magic moment  






















NOTES:  


























































Motivating Your Core Employees




    Like to Do
   Don’t Like to Do
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DOUBLE YOUR BRIDAL BUSINESS NOW!
Brought to you by internationally-renowned 
Jewelry Sales & Management Educator, David W. Richardson, CSP.  

Are you ready to take your bridal engagement sales to the next level?  Dave Richardson is the known expert in this area – his work with jewelers around the world has helped place the focus of diamond sales on romance instead of price.  Now you can create a new paradigm in your marketplace and change the way engagement rings are sold.  Author of “Twenty Ways to Pop the Question:  Present Jewelry for all Occasions With Romantic Imagination”, Dave has created a unique program which will show you how to first find the romance in the customer’s heart and then show him the romance in the stone.

This is an audiocassette training album designed specifically to meet the needs of the jeweler who is seeking to increase (and we’re talking double!) his or her bridal engagement business!  This six audiocassette series includes:
A Very Unique Approach to Your Bridal Engagement Business

· Price vs. value

· 3 reasons why men really buy diamond jewelry

· Romancing the “heart” – then the stone

Guaranteed Ways to Create Customers for Life

· 5 ways to build meaningful rapport

· The power of listening vs. talking

· Should your closers be openers?
Build a Brand Around a Strong Romance Theme

· Benefits of creating a unique brand

· Selling what customers are really buying

· Get free print, radio, and TV publicity

· Become the undisputed diamond authority
Engagement Ring Add-On Sale

· The courage to add on to a big sale

· 5 myths of the add-on sale

· 7 steps to control feelings of rejection

· The worst words we can use

Selling to Couples Buying an Engagement Ring

· 2 critical challenges jewelers frequently overlook

· 18 verbal and 8 non-verbal buying signals you can’t afford to miss

· The real difference between men and women

How to Really Double Your Bridal Engagement Business

· A remarkable way to close sales more quickly

· Leverage your bridal business with creative advertising

· A revolutionary way to attract many more bridal customers

· Selling in the past and future . . . never the present

"Twenty Ways to Pop the Question -- Present Jewelry for All 

Occasions with Romantic Imagination"

ORDER FORM

The first program ever specifically designed for the jeweler to:

1. Brand their store as the romance advisor in the marketplace.

2. Sell more diamonds to men at higher price points with much less hassle.

3. Sell more from the repair counter.

4. Create a customer conversation icebreaker.
With this program you will receive:

· Five scripts you can use for radio advertising.

· Tips and ideas other jewelers have found to be very successful in their stores.
(Be sure to give us your e-mail address.)

To take advantage of the Special pricing, please do the following now:

1. Complete the information required below.

2. Enter your credit card # for AMEX ~ VISA ~ MasterCard ~ or Discover
3. Or indicate payment by check or cash.

**JCK Special:  February, 2004  5% Price Reduction**

ORDER STRUCTURE:     Jewelers' Price
              
Special JCK Price 2004



  50 Books  @ $6.00 ea.
    $   300.00

_____     50 books @ $5.70 ea.  $   285.00

100 Books  @ $4.98 ea.
    $   498.00

_____   100 books @ $4.74 ea.  $   473.00 


200 Books  @ $4.88 ea.
    $   976.00

_____   200 books @ $4.64 ea.  $   928.00 


300 Books  @ $4.65 ea.
    $1,395.00 

_____   300 books @ $4.42 ea.  $1,326.00

500 Books  @ $4.48 ea.
    $2,240.00

_____   500 books @ $4.26 ea.  $2,130.00 

   1000 Books  @ $4.25 ea.
    $4,250.00 

_____ 1000 books @ $4.04 ea.  $4,040.00
Name:  













Store:  













Shipping Address:  











Phone:  




E-mail address:  






Credit Card #:  




  Expiration Date:  





Name on card:  




  Signature:  





Credit Card Billing Address (street # & zip code only):






Strategies for Competing in a Crowded Marketplace

A six-cassette program designed to help make you more effective in today's fast-paced, highly competitive marketplace.  Use these cassettes to proactively develop and sustain your niche market.

Identify Your Unique Competitive Factors
· Understanding how to create a profitable niche

· Nine strategies to sell value over price

· Critically evaluating the physical presence of your business

Differentiating Yourself from the Price Merchants and Discounters
· Seven ways to validate the sale

· Using the power of the "six magic words" of selling

· Increasing your customer base by 25%

Strategic Sales Techniques
· Seven must-ask questions to determine customer needs

· The real value of building the sale

· Five little known secrets to develop customer rapport


~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~

Strategies for Effective Jewelry Selling

A six-cassette program designed to help you become a more effective salesperson.  Learn not only what to do to be successful, but HOW to become successful.

Making the Second Sale (The Add-on Sale)

Closing Techniques



Techniques to introduce the Second Sale


25 dynamic jewelry closing techniques that work

Maintaining the suspense



Combine one or more techniques to work for you

The greatest Second Sale ever made


Unique ways to use trial close questions

Success 





The Turnover Sale

What success is and how to get it


4 reasons why people don't make turnovers

13 characteristics of successful people


Overcoming resistance to the turnover sale

Motivating yourself and others



Developing a team effort in your store


~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~

JCK 2004 Special -- Both Albums Only $99

Store Meetings©
Ten 45-minute sales meetings you can conduct with your people, giving them valuable tools and motivation for increasing their closing ratios on diamond jewelry.

Store Meetings© are easy to teach and make the learning process interactive and fun.

With each Store Meeting© you get the following:

· A meeting leader's guide

· A complete scripted meeting outline for each sales topic

· Participant worksheets for note taking and retention for follow-up and review
10 Store Meetings©

Buying Signals




Better Customer Rapport Equals Better Sales


       Learn 20 Buying Signals people frequently
             Fresh ideas to help your people build

       miss -- how to spot them and move to 

stronger relationships with more customers.

       close the sale.



Add-On Sale




Using the Telephone to Generate Sales
The backbone of the store -- learn how

Salespeople learn how to make profitable

to exceed the customer's expectations by 

calls to customers and prospects.

suggesting a second item.

Strategic Sales Plan



Overcoming Objections
A remarkable selling system which will 

Solutions for tough objections such as,

help everyone meet and exceed their


"I can buy it on the Internet" and  more.

sales goals.
Giving Superior Customer Service

Turn Over Sale
Everyone gives good service -- what 

T-O's are often challenging . . . now learn

does it really take to give Superior Service?

how to use them to benefit the store.
Closing Techniques



Selling Real Romance

Ten closing techniques and three 


Go beyond just romancing the stone and

Last Ditch Closes to generate more 


find the real "romance" in the customer's heart.

profitable sales every day.

How do you prepare your people for sell at optimum levels?  Now you can bring sales training designed by master jewelry sales trainer, David W. Richardson, CSP, into your store to help you sell the largest inventory investment you have ever made.


Order Sheet

JCK Phoenix 2004
Order
Continued Educational Learning Systems



Strategies for Effective Jewelry Selling




 $  69.95



Strategies for Competing in a Crowded Marketplace


 $  69.95



Increase your Bridal Business





 $  99.00



Leadership & Store Manager's Manual




 $129.00



10 Store Sales Meetings©






 $167.00











       
 $534.90



JCK one-time only price






  $399.00















Name:  













Store:  













Address:  













Phone:  














Credit Card Statement Mailing Address:  























Web site:  





  E-mail address:  






Credit Card #:  




  Expiration Date:  





Name on card:  




  Signature:  





THANK YOU!

Do


Well





Don’t


Do


Well





Crowded Marketplace  $69.95 
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Effective Jewelry Selling  $69.95 
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10 Store Sales Meetings:  $167.00
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David W. Richardson, CSP ~ 1-800-338-5831 ~ www.jewelrysalestraining.com
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