Design Audit Scripts For Success
Excerpted from the Rapid Launch Manual, module 6.  

In-Store

When a client/prospect walks into your store, you want to take control of the sales process.  Use the following scripts to invite the client into your design room (or wherever you do your consultations) and do a design Audit.  

For New Clients

SALESPERSON: Hi, welcome to Jimbo’s Floors.  My name is Jim.  Are you a new or returning client?
CLIENT:  I’m a new client.  

SALESPERSON:  Excellent!  We have a special program for new clients.  Do you mind if I take a quick minute and tell you about it?
CLIENT:  Not at all.  

PROCEED TO THE DESIGN AUDIT SCRIPT.

For Returning Clients

SALESPERSON: Hi, welcome to Jimbo’s Floors.  My name is Jim.  Are you a new or returning client?
CLIENT:  I’m a returning client.  

SALESPERSON:  Excellent!  We have a special program for returning clients.  Do you mind if I take a quick minute and tell you about it?
CLIENT:  Not at all.  


PROCEED TO THE DESIGN AUDIT SCRIPT.

DESIGN AUDIT SCRIPT

“You know, floor covering is a critical part of your interior décor, and choosing the right flooring is a major decision.  There are many options, and we realize that it can be a little confusing and even overwhelming.  To help you make the best decision on your flooring investment, we have a trademarked process called the Design Audit™ where we’ll do several things.  First, I’ll sit down with you in our design room and get some very basic information from you about traffic levels.  Second, we’ll discuss what you want to accomplish with your new flooring.  Third, I’ll draw out a diagram of your home so I can see your traffic patterns.  This will help us narrow the thousands of products to the best flooring choice for your unique situation.  Why don’t we head over to the design room and sit down together for a few minutes.”


Once you sit down with them, offer clients a beverage.  Don’t say, “Would you like something to drink?”  Because this gives them the opportunity to say “no.”  Instead hand them a beverage menu and say, “What can I get for  you to drink?  We have Pepsi, Diet Pepsi, Sprite, Coffee or bottled water?”  By getting the client to accept the ‘gift’ of something as simple as a drink, they will have a tendency to feel indebted to you.  They will want to reciprocate, and are therefore more likely to buy from you.
In-Home Visit

Arrival
1. Call the client 5 minutes before you arrive.
2. When you knock on the door, take two steps back so you're not looming in the doorway.  

3. After the client invites you in, stop in the entryway, set down your briefcase and put on your shoe covers.  While you're doing this say: 
"Mrs. Smith, I need to get a little more information from you.  Can we sit down for a quick minute so I can ask you some questions?"
Before Measuring & Inspecting Each Room

"Mrs. Smith, I want to be your flooring consultant for life.  So what I'd like to do right now is measure all the rooms in your house, even the rooms where we aren't installing new floors.  This way we'll have your room measurements on file in case down the road you decide to replace the flooring in other rooms.  This will also enable me to give you my professional recommendations for getting the longest life out of all your floors, not just the areas we're replacing."  









