[image: image1.jpg]4

24

SUCCESS
DYNAMICS, INC.

HONOLULU, HAWAII



Opportunity Shopping Report


	[Art Gallery Example]

	Store location:
	Haleiwa
	Date and Time:
	09/15/06

	Employee Name:
	Jasmine
	Employee Count:
	2

	Shopper Name:
	GNT
	Customer Count:
	2

	Shopper is in the market for a piece of art. She looks at everything, quite undecided, and ultimately just needs to think about it, and says she will be back.  Of particular interest is how the salesperson handles the information giving and rejection.


	Ratings:    5 = Outstanding     4 = Above Average     3 = Satisfactory     2 = Below Average     1 = Disappointing

	

	Store Appearance
	

	1. Was the gallery clean and well-maintained? (On a 1 to 5 scale)
	5

	2. Was the wall art and sculpture organized? (On a 1 to 5 scale)
	5

	3. Rate the overall gallery appearance. (On a 1 to 5 scale)
	5

	Employee Appearance
	

	1. Salesperson dressed neatly? (No = 1, Just okay = 3, Great = 5)
	5

	2. Salesperson wearing nametag? (No = 1, Yes = 5)
	5

	3. Salesperson properly groomed? (On a 1 to 5 scale)
	5

	Greeting
	

	1. Were you acknowledged and greeted within 7 seconds? (No = 1, Yes = 5)
	5

	2. Was the greeting friendly and professional? (On a 1 to 5 scale)
	5

	Selling Techniques
	

	1. Were you told anything about the gallery or company before the merchandise? (No = 1, Yes = 5)
	5

	2. Did the salesperson offer you product information in a pro-active, no-pressure manner?
(No = 1, Yes = 5)
	5

	3. Did the salesperson attempt to find out your “true objection” and attempt to overcome it? 
(No = 1, Yes = 5)
	5

	4. Was the salesperson attentive, friendly and courteous during your visit? (No = 1, Yes = 5)
	5

	5. Did the salesperson mirror you, use positioning, and/or distance effectively during your visit? 
(No = 1, Yes = 5)
	5

	6. Rate the ability of the salesperson to multi-task or serve numerous customers if applicable.
(On a 1 to 5 scale)
	5

	7. Were you told about at least two of the following items during your visit? 1) Company 2) Gallery 3) Specifics about artists 4) Any other locations 5) Company Web site.  (1 point for each one)
	1

	Departure
	

	1. Were you thanked for your visit? (No = 1, A good thanks = 3, A great thanks = 5)
	5

	2. Were you encouraged to return or invited back? (No = 1, Yes = 5)
	5

	3. Would you return to this gallery to shop again based on your visit today? (No = 1, Yes = 5)
	5

	4. Would you recommend this salesperson to others? (No = 1, Yes = 5)
	5

	5. Rate your overall shopping experience. (On a 1 to 5 scale)
	5

	
	

	Total Points (100 points possible) -  Add Up Your Points 
	96

	
	

	Grading:  100 = Outstanding   80 = Above Average   60 = Satisfactory   40 = Below Average   20 = Disappointing

	Shopper’s Comments (Please summarize your shopping experience in chronological order):

	I had a wonderful experience. My experience was so good that I ended up buying a piece for my living room!
As I entered the gallery, I was immediately greeted by a smiling Jasmine. She asked if this was my first time in the gallery. I replied that it was my first time in any art gallery. She was ecstatic to hear that. She then began to tell me about the artist and about the art gallery. Because of Jasmine’s enthusiasm, I started to become deeply interested in her and the art gallery. Finally she added that the artist contributes a percentage of all sales to the preservation of Hawaii’s wildlife sanctuaries. We then proceeded to the viewing room where we started to explore the many different styles and mediums the gallery had to offer. Following every objection and excuse, we then narrowed down the selections until finally I ran out of excuses. In the process of her presentation, Jasmine found a piece that would fit perfectly in my dinning room. At that point, I couldn’t say no. I was sold. ($1,200) 

Jasmine did such a great job, and to this day, I am still happy with my piece and have fond memories of Jasmine every time I look at it. Thanks Ron!
P.S. I thought very hard about the score but figured that she successfully sold me on an expensive (to me) piece of art, she deserves what she got. 
  

	Ron’s Comments:

	In spite of the instructions to reject the salesperson, it’s not uncommon to find our shoppers actually buying something in the process. Once people buy people they want to buy what they sell. I have to say that everything about Jasmine’s sales technique was text book. This sales experience was flawless in execution and I have to say that it is one of the best I’ve ever seen. Reading about this sales experience was almost like reading through the pages of my Retail Selling Made Easy! Great Job Jasmine!


	Employee’s Comments:

	

	Store Manager’s Comments:

	

	General Manager’s Comments:

	

	Owner’s Comments:
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