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The Science of
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You canh now add | | Free for flooring dealers
Roomvo,
the industry’s

5 minute set up

leading visualizer, y ‘ 100+ brands available

to your website!
Generate more leads for

your sales team

Get Roomvo NOW: get.roomvo.com/fss



http://get.roomvo.com/fss

“Ive been taking
Jim’s encouragement
and challenges
seriously.”

~Paul Wilke

Member
Spotlight




| recently joined Flooring Success Systems and
have been taking Jim’s encouragement and
challenges seriously. | work exclusively with
hardwood, Jim challenged me to increase my
margins so | did! | raised my margins on
everything by 30% & | just closed a 1,200 sf job
for S58,000!! Thanks, Jim!
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Key #1: Enter the
conversation already
going on in your
prospect’s mind




What conversation is already going on in the
mind of someone buying flooring?

“I’'m so excited to get “How do | choose “How much is this
new floors!” the right flooring?” going to cost?”

“I hope this doesn’t
turn into a
nightmare like it did
for my sister-in-law.”

“Letting strangers
“Who can | trust?” into my home is kind
of scary.”




Unspoken | Why should | buy from
Questionon | you instead of your

Every P / .
Very Frospects competitors?
mind:







Key #3: Social Proof

Testimonials
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SKey#4: Differentiation’




Liking

Key #5
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Key #7: Scarcity




Q&A




