
Location, Location, Location! 

Point of Sale Technique: Location 
In any selling situation there are certain non-persuadable factors that need to be recognized. Non-persuadable factors 
include all the uncontrollable influences where the point of sale will take place. One non-persuadable factor to consider 

is location. The location of a sale is a HUGE part of a sales presentation. It encompasses the physical 
locations such as a home, a place of business, or a third party location like a doctor's office, an attorney's 

/. ':;~"" office or any other third party location that is neither controlled by you or your client. Each location then 
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! £~~___ has sub-environments. For example, in a house, is the presentation being made in the kitchen at a table or 
the living room sitting on an uncomfortable couch? It's amazing how these little choices make a huge 
presentation difference. Remember, you can't alter the non-persuadable factor, but if you understand the 

~~I!1P'._t,. influences that these factors have, you can make choices that will give the best outcome. 

You can look at the effects of location in detail to see the potential causes that might impact a sale. 
Would you rather make a presentation in a kitchen or a living room? That choice may not always be that easy. If you 
walk into the home and you can hear the dishwasher running and you can see that the kids are constantly going in and 
out of the kitchen for a snack, you're probably better off making your presentation in a less distracting room, such as the 
living room. 

On the other hand, if you are making a presentation to a husband and wife and the living room only has one 
couch, then you will be forced to make your presentation leaning forward on the edge of the couch. This is 
not necessarily a bad place to be, but it limits the verbal cues and body language you read from the client. 
Always study your environment and pick a presentation spot that offers the least amount of potential 
distractions. 

Although you can't alter what happens because of non-persuadable influences, you can typically make choices that will 
limit those negative influences. One point to consider - never be afraid to negotiate with the customer about where you 
want to make your presentation. When you start each appointment you are in control. Control the location and it will 
help you to control the rest of the presentation. 

Suppose you had an appointment with a teacher at a 
school or even a factory worker during lunch. Suppose 
you planned to make a presentation in a cafeteria, where Did You Kno 
you have identified the potential for negative influences 
such as other people, noise and visual distractions. You 
would be much better served to convince the customer to Did You Know... 
leave the cafeteria for a quieter room or an unused office. 
An alternative space may not always be available at the 
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If you know that every time you're 
moment of the point of sale, so it's important to think making a presentation at a small 
about the non-persuadable influences such as location retail business, the business owner 
when you are setting your appointment.' If the only way has to constantly excuse himself to 
to set your appointment is by using a less than perfect 

.1.--_"",,"­ tend to a customer; change your 
location, then try and think ahead of time how you can next appointment to non-business hours. It is much 
best deal with the location. Maybe it's choosing a more successful to make a presentation to a small 
different time or finding a table in the comer, in the business owner after their business closes as 
cafeteria. opposed to before it opens. You don't have to 

worry about time and you are less likely to have
You always want to be in control during a sales 

pre-opening distractions. You could also try 
presentation. This starts before the presentation ever 

making the appointment at the business owner's begins, by identifying what the potential factors are. This 
home rather than work. Even if the small business 

is very easy to do. First think of all the distractions and 
owner is reluctant, you can probably negotiate a 

environmental effects that took place on your last similar 
better time for your presentation. 

appointment. Odds are the same distractions and 
influences could be present on your next appointment. 
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Tell'minallllness 
Accelerated Death 

Benefit Rider: 
Benefits can be used 

to help pay medical 
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application) 
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The NEW Provider 
Series is changing 

. '.' the final expense 

market byotf~r~ng 
both agents and 
clients a voriety of 

When your clients ask you for hassle-free 
and simple, give them the best thing since 

sliced bread: Give them the new 

Provider Series Simplified Whole life. 

Call us today! 

The Provider Series (Policy form #'s Wl03 0506 and Wl07 0607) ore whole life insurance policies underwri"en by Transamerica life lnsuran . . 
products may not be available in all jurisdictions. Contact Tronsamerica Family Mo k t f dd'i i d c:e Company, Cedar Rapids, lowo 52499. Pohey forms and numbers may vary ond these 
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