SELLING BACK-OF-ROOM
Without being thrown off the platform!

I. WHY SELL PRODUCTS BACK-OF-ROOM (BOR)?
A. Increases Your Credibility
1. Speakers with product are often viewed as more credible
B. Increases Your Satisfaction Ratings
1. People want to take you home
C. Promotes You And Audience Members Pay For It!
D. Can Be A Substantial Source Of Revenue
E. Can Earn You Money After A Presentation
F. Can Raise Your Fees
1. Speakers with products are often viewed as more valuable

II. WHY SPEAKERS DON’T SELL PRODUCT BACK-OF-ROOM
A. Don’t Want To Be Pushy
B. Don’t Believe Audiences Will Buy Their Product
C. Don’t Want To Lug Product Around The Country

D. Don’t Yet Have Product To Sell
1. You can sell other people’s products
2. Developing product
3. Doesn’t have to be big or fancy to make a lot of money
4. Must be done well but not too well

III. FACTORS TO CONSIDER BEFORE SELLING BACK-OF-ROOM
A. Get Agreement In Advance To Sell Product
B. If They Don’t Agree You Can Always Say, “No”
1. Some Presenters Will Not Speak If They Can’t Sell Product
C. Is The Audience Right?
D. Do My Products Logically Complement My Program?
E. What Restrictions Are There, If Any?
1. Length of time for a product pitch.
2. Position during the program for the pitch
F. Is There An On-Site Bookstore?
1. Get them to carry your products
2. Help them to sell your products
G. Is This A Continuing Education Program?
1. What restrictions are there?
2. How can you comply?

IV.

PRE-PROGRAM PREPARATION
A. The Order Form
1. Make it simple and easy to complete
2. Describe each product clearly
3. The price should be stated next to each item description
4. Put the shipping cost plus state tax for easy computation
5. Don’t charge shipping if they buy today
6. Use check boxes whenever possible
7. Accept credit cards
B. Ship Products In Advance
1. You will sell more if you have some product, not just samples
C. Displaying Your Products
1. Put your products where people can see them
2. Clearly mark samples with the price
3. Put order forms in handouts – if possible
4. Put additional order forms on the table
D. Package Products To Increase Sales
1. What products logically go together?
2. What products do you want to get rid of?
3. Shrink wrap together
E. Bring Change For Cash Sales

V. DURING THE PROGRAM
A. Have Your Introducer Promote Your Products
1. Plan the introduction to sell the most product
2. Don’t give your introducer a script to read
3. Make the introducer hold up your products
B. Be Great On The Platform
1. If you are fabulous they will want to take you home
2. Establish credibility from the start
3. Show them something they don’t know immediately
4. Leave them wanting more
5. Don’t imply that you are telling them everything you know
6. Continually apologize that there isn’t enough time
C. Promote Your Product Subtly From The Platform
1. Use your products to reinforce your message
2. Use your products as props
3. Have a contest for one of your products
4. Don’t quote other people
D. The Product Pitch
1. Be efficient with your product pitch
2. Let people know you have a limited supply
3. If you run out promise to ship it for free

4. Offer a “today-only” special
5. Offer a guarantee
E. Fulfillment At The Program
1. Organize your product
2. Do not run credit cards on-site
3. Provide plastic bags
4. Hire an assistant, if necessary

VI. POST-PROGRAM ISSUES
A. Sending Product After The Program
1. Media mail is very inexpensive
2. Watch the weight of your products
3. Hire a trusted assistant to process credit cards
4. Email purchasers a reminder

VII. QUESTIONS?

ABOUT THE PRESENTER: Michael Soon Lee, MBA, CSP, sells over $100,000
a year in product from back-of-room sales by himself with no assistance. His
products include books, manuals, CD’s and collectibles. Michael’s latest product
is his new book “Black Belt Negotiating” from AMACOM books. His website is
www.SeminarsUnlimited.com and his phone is: (800) 417-7325.
Copyright© 2007 by Seminars Unlimited – All Rights Reserved

ORDER FORM
Michael Lee, CRS, GRI, MBA, is one of the top real estate speakers in the country. He has
Spoken at ten National Association of Realtors conventions and numerous state association
conventions. He has earned as much as $75,000 in commissions in one month! So can you.
1. JUSTIFYING YOUR COMMISSION: Manual includes:
-Home Buyers’ Guide with list of “118 Things Agents do to Help You Buy Your Dream Home”
-Home Sellers’ Guide with list of “121 Things Agents do to Sell Your House”
-Expired Listing Guide with list of “102 Things to help Your House Sell Faster”
-For Sale By Owner Guide with list of “122 Reasons to Use an Agent”.
Comes with CD that includes all of the four Guides in MS Word format.
$99.75 + $6 S&H + $8.23 CA tax* (omit if outside California).
$
2. 111 WAYS TO JUSTIFY YOUR COMMISSION: The availability of listings
over the internet is causing consumers to increasingly question the value of
real estate services. This book shows you how to get paid what you’re worth.
$19.95 + $3 S&H + $1.65 CA tax* (omit if outside California)

$

3. OVERCOMING OBJECTIONS: This manual contains answers to more
than 100 of the most common objections from home buyers and sellers.
Confidently answer any objection posed by a client.
$29.95 + $3 S&H + $2.47 CA tax (omit if outside California).

$

4. BLACK BELT NEGOTIATING: Series of 4 CDs. Learn how to become a
master real estate negotiator by earning a black belt in bargaining.
$79.95 + $5 S&H + 6.60 CA tax* (omit if outside California).

$

5. BLACK BELT NEGOTIATING: This book shows you how to use ancient
martial arts principles to get the best deal in any situation.
$15.00 + $3 S&H + $1.24 CA tax (omit if outside California).

$

6. CLOSING THE DEAL!: To be successful in real estate you must help clients
come to a decision to buy or sell through you. This manual provides nearly 50
proven closing techniques to help you close the client.
$29.95 + $3 S&H + $2.47 CA tax.
$
7. HOW TO LIST BUYERS: Getting and keeping the loyalty of buyers is
the key to success in real estate. Agents who are able to get buyers to sign
an agreement that guarantees them a commission when a client purchases
property will have no problem with loyalty… or earning a good living!
More buyers than ever before want an agent to solely represent them.
Agents must become aware of this new way of doing business or they will
lose clients to those who do Buyer-Brokerage.
Two CD album. 30-day money-back guarantee.
59.95 + $5 S&H + 4.95 CA tax* (omit if outside California).

$

8. TIME MANAGEMENT FOR REALTORS®: If you don’t have time to
listen to this program you really need this program! Learn how to squeeze
every second out of every day and develop superior time management
skills to gain an edge over your competition. Increase your productivity to
increase your income and have more time to spend with friends and family.
One CD album. 30-day money-back guarantee
$49.87 + $3 S&H + 4.11 CA tax* (omit if outside California).

$

9. TAXATION FOR REALTORS®: It’s not how much you make that counts
but how much you keep. Learn to get every deduction a real estate professional
is entitled to and maximize your net income and minimizing your taxes. Find
little-known ways to legally deduct luxury vacations, pay absolutely no tax on the
profit from the sale of your home and much more.
One CD album. 30-day money-back guarantee
$39.70 + $3 S&H + 3.28 CA tax* (omit if outside California).
$
10. OPENING DOORS: Selling to Multicultural Real Estate Clients
Michael’s best-selling book on how to sell homes to people from the Hispanic,
African American, Asian and Middle Eastern cultures. $34.95 retail
11. PERSONAL SAFETY FOR REALTORS®. The FBI has call real estate
“The most dangerous legitimate profession in the world”. Learn to keep
yourself safe while earning a good living. Two CD album. 30-day guarantee.
$39.70 + $5 S&H + 3.28 CA tax* (omit if outside California).

$

TOTAL FOR ORDER ---------------------------------------------------------------------------- $
PACKAGE DEALS!
Items 1-4 for only $209 + $15 Shipping + $17.24 CA tax) (save over $30!)

$

Items 1-7 for only $329 + $25 Shipping + $27.14 CA tax (save over $60!)
$
------------------------------------------------------------------------------------------------------------------------------Make checks payable to Seminars Unlimited Fax to: (925) 905-0437 Phone: (800) 417-7325
Send to: P.O. Box 2488 Dublin, CA 94568 E-mail: seminars@netvista.net
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