




1. GAINING TRUST WITH DIRECTORS



“It’s not for me baby”

• IT’S NOT ABOUT YOU



• Their students are visiting your store



• Find out the teacher’s specifications on instruments and supplies



2. COMMUNICATING THE DIRECTOR’S NEEDS



• ASK FOR SCHOOL NAME, DISTRICT, OR DIRECTOR



• BRAND PREFERENCE



• METHOD BOOK



• STRENGTH OF REED



• SET UP PREFERENCES



• CREATING CREDIBILITY 



• CREATING CREDIBILITY 



3. CUSTOMER NOTES



3. CUSTOMER NOTES



And that’s why you always leave a note!



4. TASK LIST FOR EDUCATIONAL REPRESENTATIVE  









5. USE MEETINGS TO ENHANCE CUSTOMER SERVICE



6. BETTER CASH FLOW USING AUTO PAY AND AUTO CALLS



AUTOMATED CALLS



AUTOMATED CALLS

1. 1st Monday of the month send out email on expiration   

dates. 

2. Each Monday send out 1st late email and automated 

phone call.

3. Each Thursday send out 2nd email and automated 

phone call.

4. After completing steps 1-3 send 1st letter with email.



AUTOMATED CALLS

5. Send out 2nd letter and payment slips.

6. Then go back to personal phone calls and emails.

7. If steps 1-6 did not work then send the customer 

to interim collection agency.

8. If all other steps have failed, send the customer 

to official collection agency.



1. Gain Trust with Directors. 

Summary 

2. Communicating Directors’ needs to your staff

And create credibility in your store.

3. Use customer notes to keep staff on the same page.

4. Have a task list for your road reps.

5. Use all store meetings to enhance customer 

service.
6. Increase cash flow with auto pays and 

automated calls.



You stay classy Anaheim


