How to duplicate a skill used by a highly successful
doctor to dramatically increase your results

| get a lot people trying to sell me things over the
phone. Instead of getting upset with them I try to
learn something about their selling methods. Do
you know how many calls the average telemar-
keter makes in a day? THREE HUNDRED! Of
course the computer dials the number. How
many do they talk to? SIXTY! How many do
they sell? Depending on what they are selling
BETWEEN 2 AND 20!

A marketing company did a direct mail campaign
to homes in a large city making a special price of-
fer on a product and kept track of the results.
They mailed to 50,000 homes in one section of
the city, 100,000 homes in another section, and
then 250,000 homes in another section.

The results were different than expected on a re-
sponse rate per thousand.

The 100,000 mailing brought more returns per
1,000 than the 50,000.

The 250,000 mailing brought more returns per
1,000 than the 100,000.

In other words, results per thousand IN-
CREASED as the mailings became larger.
Here’'s why: When you advertise to a few people
they read what you have to say and either act on
it or very soon forget all about it. When you ad-
vertise something to practically everybody in a
community, people not only individually read
what you have to say but they talk about it to
other people — and that is what gets results.

The same principle works in personal selling.
The more people you ask to buy the better your
closing ratio will be.

Here is another good example of making more
calls. A friend of mine told me about the time he

was a national sales manager for a pharma-
ceutical company and had the challenge of get-
ting his sales people to make more calls.

While thinking about how to approach his sales
team with the challenge of making more calls
he phoned one of his friends, an up and com-
ing physician who worked for a new service
that makes house calls on patients, to ask his
opinion about one of the products he was sell-
ing. When the doctor came to the phone he
said “I just can't talk to you now, call me at nine
-thirty tonight.” When the sales manager tele-
phoned that night the doctor apologized. “I'm
sorry | couldn’t talk to you today, it’s just one of
my regular days — | made house calls on thirty-
four patients, had an hour and a half of consul-
tation at my office and delivered two babies.”

My friend said he was not at a loss for an inter-
esting opening statement when he began his
speech at their national sales meeting.

Are you familiar with The Rule of Seven? It
started back in Hollywood during the Great De-
pression, when people had limited money and
shouldn't have been spending it on movies
when they had so many other, more pressing
needs. The marketing folks discovered that to
motivate a person to attend a show, they had
to hit those people at least 7 times in a short
period of time. Then they showed up at the box
office. We've got to do the same thing with our
personal selling. When you target a new ac-
count, try making seven calls with short inter-
vals in between.

As a sales person there are several things you
can do on the personal level that will make you
unique. The first thing you can do is show up.
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