
Training Your Sales Staff: Part 1
appeared in the May 2011
issue of ArrowTrade and dis-

cussed the importance of selecting a
person with the proper qualifications
when adding personnel to your sales
staff. For Part 2 of our series let’s make
the assumption that you have found
that person with the right mix of qual-
ifications which is an average to above
average knowledge of archery equip-
ment combined with strong people
skills. (PS, if you missed Part I and
don’t have the print copy anymore,
you can find the article at either of our
websites, arrowtrademag.com or for
dial-up internet users, go to  arrow-
trademagazine.com.)

The natural reaction at this point
is normally, “Let’s get them on the
payroll and put them to work.”  While
that might be the quick way it is not
the best way. In Part 1 you were
encouraged to carefully list the areas
in which you needed help and what
you expected your potential employee
to do. This exercise was designed to
provide a clear picture of the job
requirements which in turn would
help clearly determine the qualifica-
tions of the person that would best fit
your needs. Now that you have select-
ed the person you intend to hire it is
time, if you have not already done so,
to explain to them what specifically
will be expected of them. This is
always best done face to face with a
written job description you can hand
the employee. This simple act gets
both you and the employee off on the
same foot in a professional business
like manner. It also gives the potential
employee the opportunity to ask
questions and clarify any items of
concern they may have. This simple
sit down meeting heads off potential
problems that could result in unpleas-
ant and disruptive misunderstand-
ings in the future.

Now that all that is done we

should be ready to put that new
employee on the sales floor, right?
Wrong. I remember as a young man
my father got a beagle puppy that he
wanted to train as a rabbit dog. My
dad had never trained a dog before
but one of the things he was well
aware of was that a good rabbit dog
couldn’t be gun shy. So the first thing
he did was to get his shotgun and fire
a shot at close range over the puppy’s
head. His logic was this would get the
dog used to the noise. Well, we never
did see the dog again but later learned
he was living in a monastery in
Mexico.    

For those of you that have trained
hunting dogs you know the proper
procedure is to feed or play with the
dog while someone makes a little
noise at a distance. This is repeated
over a period of time with the noise

being constantly increased and
moved closer. As long as the dog is dis-
tracted or occupied they grow accus-
tomed to noise and accept it as nor-
mal until finally under the excitement
of the hunt they completely ignore the
sound of a gun even when fired at
close range. As a matter of fact my
wife and I trained bird dogs for sever-
al years and if one of my dogs was
sleeping on the porch and a gun went
off in the distance she woke up and
ran around the yard looking for the
downed bird. She related the noise to
a positive experience. It simply is a
matter of exposing the dog to a loud
noise under controlled conditions to
the point where they no longer found
it frightening or uncomfortable.   

Well enough about training dogs,
I am sure you get the idea. Easy does it
at first until you are comfortable with
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Don’t Rush the Preparation Stage

Dave Cather (left) owner of EZ Livin's Sports Center in MIlan, Illinois is shown pointing
out to Randy Hall a member of his sales staff several new features of the latest TenPoint
crossbow. Dave knows that keeping his sales staff well informed on the latest equipment
developments gives them the tools they need to do a better job when it comes to inform-
ing and satisfying the customer.
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your new hire and he or she is com-
fortable in the new position. To the
customer this new person may have a
different face and a different name
but he still represents your business.
You need to make sure that the image
he projects is the one you want to rep-
resent you. It is also important that
you do not initially expose him to any
events that undermine his self-confi-
dence or embarrass him in front of a
customer. Remember this could be an
entirely new experience for the per-
son you hired and in some cases for
you as well. Even if your new sales
person is totally knowledgeable about
archery equipment he probably has
never been exposed to dealing with
people who have trouble making up
their mind, who don’t understand the
equipment, have strong ideas of their
own or who are working on a tight
budget. Neither is he totally familiar
with all the products you stock or the
logic behind making up packages
when required to close a deal. 

This isn’t rocket science but it is

necessary to take one step at a time. It
doesn’t mean it takes weeks or
months to get someone trained it just
means taking a little time up front to
get the new employee familiar with
your operation. As you ease them into
the job under controlled conditions it
will be more comfortable for you both
and result in a longer term mutually
beneficial situation. Let’s take a little
closer look at what steps should be
taken and what is involved.
Remember we are not talking about
excessive time just some logical steps. 

OVERVIEW
If your new hire is not familiar

with your shop it would only be rea-
sonable that the first training step
would be to give him a brief overview
of the operation. A common mistake
is assuming that if your new hire is a
past or present customer he already is
familiar with the operation. However
just because someone hangs out at
the shop and maybe even has helped
out occasionally in the past does not

mean he is ready to step in and take
on a more responsible role without
additional information and your
insight as the owner or manager. 

In either case the overview should
simply consist of familiarization with
the physical layout as well as a discus-
sion of your policies concerning ser-
vice, warranties, check policies, credit
card procedures etc. That is not to say
that he will immediately be responsi-
ble for all of those things but it needs
to be made clear what he is responsi-
ble for and what control or approval
you wish to retain. This simply serves
to clarify the situation and avoid con-
fusion. This is something for which
the employee will be grateful and
which will make him more comfort-
able in his job. Remember this is an
initial overview and rules or regula-
tions established now are for control
purposes, as you get more comfort-
able with your employee’s abilities
these guidelines can be altered as
required.

PRODUCT 
FAMILIARIZATION

The second step in the training
process is to familiarize the employ-
ee with the products you keep in
inventory. As with most shops you
probably carry several basic bow
lines and a variety of accessories. To
control your inventory while you
may offer a variety of sights, arrow
rests and broadheads there are some
of each that are your best sellers
while others are there to offer the
customer a choice. The employee
needs to not only know what items
you stock but which items are the
best sellers and of which you keep
the deepest inventory. This is a good
time to discuss package sales espe-
cially what sights, arrow rests, quiv-
ers and stabilizers are used to meet
specific price point packages.

Do not assume that the new
employee, even if they are an experi-
enced archer knows all of the features
or differences of each product or
accessory. Take time to point out the

By Business Editor John Kasun

Neil Newkirk (right) of Neil’s Archery in Endicott, New York points out the features of a
bow that he feels will best satisfy his customers needs. While every shop owner under-
stands the need to inform the customer of the advantages and value of the products
they sell they often forget to do the same thing with their sales staff. Training of your
sales staff is something that needs to be ongoing as you keep them aware of any new
products you add to your inventory or changes or improvements to present products
you offer. This knowledge in turn allows them to do a better job of satisfying the cus-
tomer.
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selling features and advantages of
the different products. Remember
you will be a sales team and should
be on the same page with your sales
approach. That is the purpose of this
phase of training. That does not
mean you need to sell only one
arrow rest or one sight but it does
mean the “shop’s” approach needs to
be somewhat uniform. If a customer
receives different recommendations
from different people on the sales
staff it instills doubt and confusion
which can be dangerous. A confused
customer normally will walk away to
sort it out and often will seek anoth-
er opinion. The problem is they may
seek that opinion from your com-
petitor which may not only result in
a lost sale but a lost customer as well.

Make up a file of literature and
press releases from manufacturers
and keep it handy as a reference
source the employee can review as
required to learn more about the
products you offer. Also bring to
their attention any new items you
add to your inventory. ArrowTrade is

a tremendous resource for not only
advertiser information but for in-
depth reviews of products as offered
by our professional and experienced
staff of writers who offer impartial
opinions loaded with information.
Sign up your new employee for his
personal copy of ArrowTrade to help
with his education and to keep him
current with the latest developments
and information in the archery
industry.

SUMMARY 
We all have experienced going

into a place of business and asking a
clerk a question only to have them
pick up the product box and start to
read the description or worse yet go
for help. While we all need help from
time to time and none of us know all
of the answers to every question it is
important for a sales person to know
as much as possible to satisfy the
customer. The purpose of the train-
ing tips in Part 2 is to help you pre-
pare the newest member of your
sales staff as completely as possible

to get started with the simple tips
outlined. The time spent developing
the training outlined in Part 2 will lay
the foundation for the training steps
to follow. Part 3 which will appear in
the next issue of ArrowTrade will
focus on the proper methods used to
introduce your new sales staff mem-
ber to the sales floor and the cus-
tomer. These proven methods will
help build your new sales associate’s
confidence and experience helping
him develop into a valuable asset of
your sales team and your business
while properly servicing the cus-
tomer.      

Editor’s Note: In addition to his
editorial planning and writing duties
with ArrowTrade, John Kasun is an
outdoor seminar speaker and a busi-
ness consultant with experience in
corporations large and small. He can
be reached at 126 Acorn Lane,
Duncansville, PA 16635, by phone at
(814) 695-5784 or by email at
kasun@atlanticbb.net.
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