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DEDICATED TO
MY PRECIOUS WIFE,
TANIA ,
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A salesman rushes infoa busy
executives office, right past
his flustered secretary.

"Would you like to
buy some beautiful
neckties today, sir?”
he Says.

“I'm afraid 1 don't W The Salesman continved

need any more ties'
replied the startled

his pitch. " Pure .ﬁ”(") \

"I don't want any ties! Now beat
it"yells the buSinessman. The
Salesman carrieson. "Sir, if I
may fell you of “-but befor
he can finish... s '

. he’s grabbed and toss-

ed out the door. His /7

sample case follows
him out in & flash.

He stands up, brush-
ing himself off and
gathering vp his

Jamplt’\f-f_\! A
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“Well} says the sales-
man," now that we've
90* that ug“n?!.{ out
of the way, how about
buying some ties?”




An old joke.
And yes, 2
feeble one too.

But i+ not without 2

Kernel of wisdom in it.
e ———

Persistence is an

important fool +> the
: salesman.

Im not talking here
about being a pest like the
quy in that joke--but you've got
fo have the infestinal fortitude
o face absolute disinferest..

Let metell you
a liftle sfory about
persistence.

..and through sheer persist-
ence, and a little intelligence,
{urn that inte a success.
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This was back in 1949, when
I was still a traveller. In
those days we were frying to
open up new territory for

our 1ans.

In those days, when demand
was high and supply was low,
you could sell just by pre-
Senting what was available
and taking dewn the order.

1d been working for more than
a few years at that point so [
wasn't exactly green...but I had
been somewhaf spoiled by the
post war sales.

Things were changing

hough--there was a
lot more competition.
$till, I Yook my job
SE!‘IOUSJ_,.

I'NN have you know, I
read many a book on
modern sales methods.

1 knew my stuff,
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I often spent my
spare time on the road
trying fo glean selling
tricks from the old

travellers T met.
/_/
/=

$o,as 1 said,
we were opening up

vew territory. [ was

covering Some Small
towns and making my

way foward Sarma.




My Sales in the fowns

were disappainting but

I had high hopes for
Sarnia. . A

When I hit town T made
my way to the two small

distributors that sup- C

M _plied the area.

CLICK
\ \\\'

They were both

old fime operations
with sensible,
conServative men

They had one other

thing in commen.

e running them.

: Neither of them had

. any interest in me
or my line. —
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L tried my best--but they
both already had lines of
electric fans they were
well satisfied with.

ahy more product,

R

They didn't need

I'd been pinning my
hopes onthese gentlemen,

How was 1 going to
return home with
that sort of

performance?




I had no choice.

I'd have to get 1o it
and hit all the retail
outlets I could locate.

|
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shoe leather, I justmight

I got a
map, a list of
Stores, and 1

Jet ouf.
’F

If I burned enough

be able to scare vp
enough sales to
make the trip
profitable.

But, y'know, it takes time

to fail. For me it took

Two days of tough talking and
growing desperation. In all
those stores T only made one

And that Sale was only for
two of our least expensive fans.

I felt demoralized--alone in that
unfamiliar town--confused, 2 failure. [
That night, sitting in that hotel roam,
it took all my energy justo think

about what had happened.

But 1did think about it! I starfed o analyze
why [ hadn't been able to sell this fown. I had
a pretly good sales record incther ferri fories.
Of course, our product was already known and
proven there.




I went over my sales pitch.
I+ seemed to me that 14d

1d been polite, T had 2 quality
pr‘oducf, and I'd followed the
roper rules of Setting up &

The more I thought about it, the

fessional pitch...but Christ, that
pifch wouldn't have sold me.

I needed
to tell the buyer
Something he'd be
inferested in
hearing,

more ineffectual t+hat list seemed
to me, Oh Sure, I'd reeled off a pro-

And yet, 1 hadn't
closed the sales.

P ]

pitch and working toward « H—Lc\ B
the close.
— '

were selling Fine

Especially not if I already
had similar products that

I needed to
work out a
new pitch.

So I sat down and
started working out
a pitch that follow-
éd the number one

rule of sales--

atention. g




Now, its a real skill
to get 2 buyers
attention.

Youve got o do somewhat better
than simply walking in the door
and saying, Hello, Mr. Blank, I'm
Abraham Mafchcard and I rep-
resent the Clyde Fans Company.

And I should
Know-- thats J'usfmhaf
I had done the
day beFore.

Many & salesman
will tell you that a
compliment is an
affention getter.

This may be true...

people can be pretty

vain and stupid.
But still...

No, I've always
despised that phoney
approach.

Anotherold chestnut
is the Surprise--a joke
oran insult, I, myself,

have always found this
cheap and risky.
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Youre just as
h‘kely to turn of f
the buyer as to
interest him.
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I used a much more direct method. 1 simply
walked back into those stores and said--

“Mr. Blank, you've already said no, so Im not
EYPEcﬂng you to buy any of my fans..."

"\ however, do you know,
sir, that my products
can make you 2 profit of
20¢ per “fan over that
of my competitors?”

You see, 1d taken the time to
do the math and I now had
Something to say that a busi-
nessman wants to hear.

I had removed myself from
the equation, Since they had no

obligation o buy from the
salesman, they were willing to

\f-i_S_ffn to what 1 hadw

I told thetruth,
we had high quality fans,
maybe better than those of
Westinghouse or General
Electric. We had a
better price... and
most important...

« being & local company, we
had quicker and more accessible
service. To an appliance dealer,
service is just as important
as per unif profit.




—
I made @ quick and

efficient demonstration
of my sample fan.
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I offered the names and address-
es of satisfied customers we
had worked with inthe past...

. and don't Forgef this, I
didn’'t take up more than ten
minutes of the buyer’s fime,
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/7] And whea I had N
/(':H town I had seld

o 22 of these 35

Stores.
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True, most were Small
orders--just try-out
orders. But it was
a start.

The pay of f--the majority

of those slores became
long-term customers.




Here's a funny thing.
Most of those buyers didn't
récognize me even though
I'd anly been there the
day before.

Y'see, I hadn't said
anything fo inferest
them énough fo
remember me.
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Thats 2 lesson I've
never f‘orgoﬁen.
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If you're really connecting
with a customer, he'll
remember you the next time.

|

yﬂnjhow, my point:
persistence can
pay of F.

P> But, of course,
it must be balanced
with the ability to think
on your feet.




Stories filled with
perseverance, quick
ﬂainfﬁng, and ju.f‘f
elain hard work,

Its not hard
for a salesmanto
sitand talk about
himself in glowing

terms... =
V7
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Oh, and of course,

bragging... there

must be plenty of
bragging.
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Lve Spent S0 many years

hundred a‘furies‘jusf

Sales that it’s no
uble fo foss out 2

like that one.
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Christ, its the norm for
@ falesman to promote
himself. That's the number,
one product he’s selling.

Its also a quality
Ive @lways found
repulsive in myself

and others,
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Now, don't get me wrong.
[ve acquired quite a lot of
practical experience in sales
over the years and it is Some-
thing I'm proud of.

I was never one of the great
salesmen... but, well, I did
pretty good.

1 say this with a certain
amount of pride because I
can't think of anyone less
inclined by nature 1o be

a szlesman.

No, that's not entirely +rue.

I Far‘go"’ my brother Simon.

But then, I never think of
Simon as a salesman, No
sir, Except for that brief
incident... when he came
back with his fail
between his legs.

No, if I had to envision 2
vacation for Simon, 1 think
Something like prisoner would
be more in line. :




This was Simon’s
reading room. I could
always find him here
at linchtime and
in the evenings,

He had a real
passion for reading.
One T didn't shave

in those days.

Myself, I always liked the

radio. In facl, if memory Secves;
['m the one who put
a radio in here.




I suppose most folks
of my generation would
express some kind of

fondness for the

radio.

I was practicali
forly years old.

By the time television
had its hold over people

The truth is--
I never warmed
up to the
television.

el
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0h, I've owned them..
but I could always

take or leave that
machine.

I guess Twas too old and set
in my ways to change over o
something new. At the time

I thoight no‘fhw

it came o
mean Something
more to me.

W represented a
state of mind--a
series of choices

that leftme
behind.

Choices that ultimately led to

my ruin, Well, let’s not over-
dramatize. It helped bring about
my business ruin,




Imdowntoa

mere two Stations 7
I can listento with
any interest:
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The radio

today is mostly Now, when I o?' ?J;;Z(yfan:;?eyr
filled vp with | ( was younger, things to choose from.
[ music [ cant were different.

understand.
=

Oh sure, a lot
of it was crap--
nothing’s changed
there.




I'll el ya, many evenings

were spent working on
e business proposals ar Fill-
ing §ome order while the

2adia kept me company.
=
o /

I don't recall
the work... but I

do remember those
voices.

"The §tories From
the Igloo” series--
I could go on.

ol
4

‘Silas and Oswald's
General Store Hour,”
"Anqus‘ R. McSorfey
Reports!

"Marshall Cormier and
His Musical Milkmen.
_The 0ld-time fﬂander.r
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1 say this with
2 kind of Sadness--

and thatis my
great failing.

scme’ihing of the
Flavour of those times
and those people...
has been lost.
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lvou see, for 2 man working ina .. for that manto turna
forward-looking business, & bus- A : blind eye to the futupe--
iness based on pr'ogr'eu.../ ~/\ w:l}:’ *;13;'"13'3:"135 +|°5T
- e battle without even
T Knowing it.
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And T didn't = I thought I was a man in step with
Know it. X/!X Tg i?f;s‘.b: c:iid;:rdrealige Ipwaf
: f . 0 ackward,
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