Driverse L-keys
T-handles e Bits
Screwholding

INVERTER WELDING MACHINES

ArcOnE Ideal for On-Site Repair Jobs or the Do-It-Yourselfer.

‘Rcaﬂf ’$ 1100 STS and powerful I 200 STL inverter welding machines
are lightweight, portable and energy efficient. Made for DC TIG and Stick
applications. Both come with ground clamp and electrode holder.
Convenient to use, EASY ON THE BUDGET.

1100 STS

o Portable and lightweight at only 10lbs.
e 115 Volts with an amp range of 5 - 100.
e Duty cycle of 100A at 35%.

MSRP $349.99

1200 STL

o Powerful and Economical at 20Ibs.

Use ‘RcﬂﬂE ’S SHADEMASTER Welding Heimet, the Perfect Compliment.

‘Z“ogsﬂ GOOD-BETTER-BEST PROGRAM

If”“ ARCONE’S welding filters have the highest fevel of
UV/IR protection up to shade 16 and solar powered
so there are never any batteries to change.

|_Goop | BETTER | BEST |

M A S T E R

2000F 4000VI3 5000Vvi
« Shade 11 « Shades 9-13 « Shades 9-13
 Light State 3 « Light State 4 « Light State 4
« 2 Sensors « 3 Sensors « Sensitivity, Delay,
« Sensitivity Control and Grinding
MSRP $129.99 |MSRP $229.99 MSRP $249.99

ARCcONE is a on of A.C.E. International, Inc. 85 Independence Drive

Fax: 508-884-9666

Taunton, MA 02780
Website: www.arc1weldsafe.com

Toll Free: 800-223-4685

sales & marketing 101

Awakening
The Natural
Salesperson
In You &

Maybe we're all
born to sell?

by Phil Sasso

f you're like most tool distributors, you may

not see yourself as a salesperson. And if you

do, you probably don’t think it’s something
that comes naturally. You’ve worked hard learn-
ing different techniques, and while selling may
be an ingrained trait for some, the rest of us real-
ly have to work at it. I don't think that's the case.
I think we’re all natural-born salespeople.

As kids, we weren't afraid to ask questions, we weren't
intimidated by being persistent, and we instinctively knew
how to get what we wanted. Deep down inside, we under-
stood the basics of persuasion.

The Problem? We Grew Up

We unlearned what came naturally. We asked fewer
questions. We began to fear rejection. We became less persis-
tent. We stopped asking for what we wanted. In a nutshell:
we began acting like an adult.

Now, I'm not saying that selling isn’t hard work. Or that
sales training seminars, tapes and books can’t help sharpen
our skills. I'm just saying that the best salespeople tend to
have fewer grown-up inhibitions. They don’t depend on
gimmicks or sales tricks. In fact, the simplicity and honesty
of their approach is almost child-like.

Take Asking Questions

Top salespeople aren’t afraid to ask a lot of questions.
Not tricky or gimmicky questions, but open questions that
get their customers to open up.

Last week, I got a call from a bad salesman. He said all
the trite things you’d expect a pesky cold caller to say. So,
rather than waste his time (and mine) I interrupted him.

I told him I wasn’t interested in insurance - or whatever
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he was selling. His response: “So, you're not interested in

being open-minded?”
"No," I said and hung up.

Do gimmicky questions like that really work? Not on
me. I'm much more likely to listen to someone who sounds
genuine and honest than someone with a pre-planned
answer that’s trying to corner me into listening to him. That

wastes both of our time.

sales & marketing 101

Successful salespeople know the power of child-like
questions. I think it’s something we can all re-learn. on

Phil Sasso is the president of Sasso Marketing (www.sassomarketing.com),
an aftermarket advertising & public relations agency. He's also a speaker
and consultant. (And he's still a big kid at heart!) To get his free weekly

marketing tip, email: tips@xmark.com.

On the other hand, my son PJ is smart enough not to
try bullying me into listening if he wants something...

“Dad? Want to play trucks?,” he
asked as I lounged around with the
Sunday paper one weekend.

“No,” I responded.

“Why not?,” he innocently asked.

Now how could I answer that?

He sold me. I played with him.
And I had fun!

He wasn’t cocky. He wasn't trying
to trap me. He just asked an innocent
question. I convinced myself. I could
read when he was in bed. He won't
always want to play with me. I'd bet-
ter enjoy it now. A simple two-word
question helped me see things differ-
ently.

How can you use the same ques-
tioning technique?

Let’s say you've just demonstrat-
ed a tool that’s a big time-saver.

Bad Question: “Do you want to
save five hours a week?”

That’s a closed question. Closed
questions generate one-word answers.
You can’t discuss a tool with a custom-
er and learn what he or she is really
thinking with closed questions.

Plus, this question treats your cus-
tomer like a fool. Who doesn’t want to
save five hours a week? Don’t you feel
railroaded by questions like this? (Yes,
I realize that's a closed question!)

Good Question: “What ways can
you see this tool saving you time?”

Then sit back and listen as your
customer sells himself. This is called
an open question. Your customer can’t
answer it with just one word. It opens
a whole conversation. And by elabo-
rating they’re giving you information
to help you close this sale, and others.
They may even save themselves much
more than five hours a week!
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Call To Hear About

Grand Opening Promotions

Now in Effect through October 31st

1-800-358-9106

WTD Supply (Weiss Tool) Announces The Opening
0f A New Regional Distribution Center In Jacksonville, Florida
To Service Automotive Jobbers In the South East

To celebrate the opening of our new distribution facility in Jacksonville, Florida
WTD Supply is offering Grand Opening Promotions nationwide!

Fastest Delivery in the Industry Personal Account Management

Same Day Shipment On Knowledgeahle Marketing
Orders Received By 2 PM. and Technical Support.
NEXT DAY Dellvety to all of Florida Monev Maklng New PI'DdIthS
97% Fill Rate Our 112 Page Color Catalog
No One Ships More Orders Complete Is Available In Versions
than WTD Supply. For You and Your Customer.

We Will Not Be Undersold

If You Bought It Elsewhere
You Have Overpaid!

. WILy
S u P P L Y

Jacksonvillé Chicago Dallas
8551 W.Side Industrial Dr. 10499 W. 164th Place 2756 Regency Blvd.
Jacksonville, FL 32219 Orland Park, IL60467  Grand Prairie, TX 75050

Fax: 800-872-8128

New York
16 Rewe Street
Brooklyn, NY 11211

Phone: 800-872-8066

Las Vegas
Bldg. 102, 4080 N. Pecos Rd.
N.LasVegas, NV 89115

Web: wtdsupply.com




