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Sales Training—It Works
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The key elements necessary for a successtul store-
ut, according to retail giants like Sears. K-Mart,
« Federated Department Stores, are, in order of
pportance, good location, appropriate merchan-

long term. A handful of the industry’s prominent
manufacturers have profited handsomely through
““gﬂiﬁlg sales training programs for their pr:rsnnlzel
i and their retailers’ sales staffs. Similarly, a number
¢, and good pEl‘S(mne]_. At music stores, however,  of the nation’s ]ead;ﬂ; r':ﬁi E:t];:lfrs trace their
he equation for success is l'l"!-‘:l.l’l{Edl}' different. Store  success toa continual in-house training of their sales
wation and product offerings are important, but  staffs.

lualiﬁed salespeiaple are the sing'lfz most important As members of the industry tackle the challenge of
wredient for achieving profitability. selling more musical products, we would encourage
The vital importance of the salesperson is graphi-  them to ponder ways of improving the skills of the
dy illustrated in a special market report on digital ~ frontline salespeople. In plotting marketing strate-
Jectronic pianos in this issue. When factuzersshould vive falli St
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