Seven Tips for Successful Wish Lists

Follow these tips to create a successful Wish List strategy

It’s a Sales Tool

Don’t think of Wish Lists as “make work.” Think of them as a potential, long-term gold mine! With proper use, Wish Lists will strengthen your relationship with every customer and give them a reason to come back to you personally. In addition, you’ll capture more sales from each customer’s network of friends, family, band mates and more. Always remember that Wish Lists also fulfill your wish for more business.

Explain Customer Benefits

Customers want to know “what’s in it” for them, so tell them. Use phrases like “I can save you time and money;” and “This will make things a lot easier on your friends and family when they shop for you.” Make sure (with actions and words) that your customer knows you’re going to all this trouble to help them.

Capture Personal Information

The more personal information you capture, the better. Obvious needs are: all contact info – including address (home and work), email, phone numbers (home, work, cell). Other worthwhile information includes birthday, anniversary, other important dates, name of band, style of music, age, list of current gear, skill level, musical goals, school (and graduation), and more.

Review Lists at beginning of every week

Review your book of lists at the beginning of every sales week. The best salespeople do this review the day before the week starts (Sunday, e.g.) so that they don’t waste time at work. Keep an eye out for gear wishes that match upcoming sales, or hard-to-find product you recently received. Also look for any notes you made about potential future purchases.

Plan your Tasks

As you review your book of lists, make notes where needed and create a Call List for the week. It’s much easier to work from a prepared list than to flip through dozens (or hundreds) of lists. Use your call list to track all calls and make notes.

Focus on the Customer During Calls

Start the call with basic chat – how’ve you been? – how’s the band? As you move into the pitch, focus on the customer and their needs. “Last time we talked, you said you were really interested in that new distortion box. I wanted to let you know it’s going on sale this weekend so I can save you an extra $20.”

Listen carefully to all comments your customer makes, and note them on their Wish List. This helps you continue the conversation in an orderly manner over repeat calls, leading to more sales.

Don’t Get Discouraged

Think of your Wish List book like a garden. First you plant seeds, then you fertilize and water them. You keep an eye on weeds, and perform regular maintenance to keep your garden in top shape. You need to do the same with Wish Lists. Patient, consistent work will produce the best results.

Remember that every call won’t create an instant sale. But every call does continue to build relationships. Long-term relationships will significantly increase your sales as you capture more Wish Lists – and personal business – over time.
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NAME _______________________________________  INST ______________________
PHONE __________________________  EMAIL ________________________________
PHONE 2_________________________ BAND/STYLE ___________________________
WEB SITES ______________________________________________________________
ADDRESS _______________________________________________________________
SO NAME ___________________  ANN ______________  BIRTHDAY ______________
OTHER __________________________________________________________________
________________________________________________________________________

________________________________________________________________________

THE LIST:

Wish List

SAMPLE

KEY:

INST
=  Instruments played

SO  
=  Significant Other

ANN  
=  Anniversary

Use OTHER for special dates and any other info that will help you interact with customer.

Build the List in sections:

Consumables (strings, etc.)

Low, medium and high cost items

Personal purchases – those items the customer will buy themselves

Use additional pages as you continue the relationship with each customer.

