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Training New Hires

Presented by
TIM HUCKABEE AIFSE, President of FloralStrategies
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Outline for today’s workshop

y A Y
Create a NEW EMPLOYEE agenda
-+ POS Basics
~* & Product Basics
_ FloralStrategies Language Basics

-loralStrategies Sales Basics
QandA
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Create a NEW EMPLOYEE Agenda
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Basic Sales Training

Overview

Training 107

* New Thinking
Mantras to live by!
Cartoon 1: What really happens in your shop
Cartoon 2: Selling flowers like food
Forbidden Questions

* New Selling
Sell by Size
Magic formula for every SALE
Finishing Touches
Selling Roses

* New Speaking
Cartoon 3: You control the sale
The Power of Words
Web Shopping

* Putting It All Together
Software Flow Chart
Self-Monitoring Form

+ Additional Tools
Selling Gift Baskets by Size
Sympathy Sales
Avoiding Badjectives
Avoiding Frankenorders

* Test Review
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Working with the DESIGN team

Working with the SALES team

Working with the DELIVERY team
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POS Basics

0:;’ floristware
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Have them reenter old orders to
get used to the system
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‘I Create DUMMY orders, loaded with mistakes
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Call your supplier for NEW resources
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Product Basics
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Language Basics
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Training 10
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Sales Basics
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Mantras to sell by!

lora

strategies

Traning 1071
Mantra 1

Ask fewer questions, give more advice
Mantra 2

Make shopping easier

Mantra 3

Don’t be afraid to hear NO

Mantra 4
Never apologize about prices only educate customers

4% SAFMAUI 2016



What REALLY happens in your sho@

“What flower says you're sorry without admitting wron, gdoing?”

FACT Mostcustomers don't know what they want!

FACT Customers already perceive you as the expert!
FACT Customers will buy what you guide them to buy!

© 2016
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"= VISIT OUR —
Online Store

|| Visit www.floralstrategies.com use coupon code SAF

|| Save 15% off all our recorded and future workshops
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Tim Huckabee (and his company, FloralStrategies)
have rocked our world!

“Tim Huckabee (and his company, FloralStrategies)
have rocked our world! He has visited our small shop
several times and we watch his webinars every month
to keep learning, growing and getting better at what
we do. My staff loves his easy, low-key approach

to sales, and as an owner, | love the way our
numbers have skyrocketed!”

JACKIE CINGALIA, Owner
Boyd's Flowers
Wilmington, DE

Check out Summer School for Florists at floralstrategies.com

“ FloralStrategies is the only source for sales, customer service
M AECRAPEE Presoet and POS system training in the entire floral industry!

ON-SITE VISITS | WEBINARS | LOCAL AND REGIONAL WORKSHOPS | WHOLESALE TRAINING
www.floralstrategies.com  800.983.6184  contact@floralstrategies.com
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