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: ? %neeﬁ fo ﬁeveiap e aaeeurst b
R teeluncomfortable, How can
hecoming too pushy?

: 28 Thereds abig difference hetwesr being assertive ranéjag;giressﬁ{&-; '
' i your sales-approach. You can: be highly assertivewith'a ciéen% :
without besoming aggressive tyrespecting their righttosay "no™and by
gaining their osrmission for sagh step %afwa?d it selling process, Yot
may want to start the conpversation with an “Upfront Confract” in whishvou
clearly signai the puipose for the meeting and vour agenda. Then askthem
for thewr agenda and how much time they have-for this meeting. Finally, you
can suggest the decision you would lke for therm to make at the end of the
meeting. This decision might not be-to sign.an agreement of give'you their
credit card, 1t might just hato agres In take nextlogical sfep in The sales
p.ra 255, Ask them if they are comforiable making that sort
of degision foday. If they are niot, hefp them defermins
3 decision thal they are comfortable making today
(sven ifthe decision i5 simply T agree to sneak with
you again). Byl a ways ask them 1o make some
decision al the end of each meeting teven if the
§ decision is o disqualify
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4 + combined with: c&nveni;;snai zfesearrh ﬁe?;}s us azrsé@rsfi&nd why penple reacta
pamca arway: (alitative tata shows specitic items thakneed | ﬁmmvements and shiads fight

on“what” needs-to.oopur todmprove a customer expirience, Tovically, quantitativedata (such

e

yé‘eéd‘da%a‘ta Tmprove.a product, service, or marketing endeavor, Ekampte: 1 situation arose.
with a frisnd, would you feel comfortable helping them make.a desision based solelyona

muitiple choice questionnaire? Probably ot vou'd Jkely have a conversation following

up op ftems you didn't understand, Why shoulda business decision

Dbe any different? With quafitative research, because of the small

sample size of participants, costs can be kept down; hence, a

great RO carmoftenhe achievad,
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as & survey) car show where a problein is, hut may notcapture data that informs what should -
he-done abnnd it Qualiiative.research normally reguires only small numbars oftast subjeststo.
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gter the temp-to-hire method because of
s, You're not responsible for benefits,
nensation, or otherenmploves perks.
_ 5H loyes gt alowersalary, plusit gives-hoth the
emp f;yei’ and emgmyeeﬁa peling outperiod. Either party candecide ff
theiopportunity s the right or nat. However, as the.ecoromy
réboundsand the talent pool thins it becomes.
tougher¥o fand those great candidates, especially
the passive.ones. You might have o bitsthe.
bullat, take 2 ipap of faith and change your
philosophy on direct hires in orderto stay
campstitive as an amployer.
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ﬁrmnggn_ g&mg}any sar?

enefaééy afy empiayef is ?}f}% requ red o pay 'a‘ﬁ
emplovee for reular travel from home-to-work o
&7 ork-to-home, regardiess of whether the employee
tfaveis in a company car.-However, an employer is required
{o payfortravel thatis part of the.employee’s principai wark
activities, Forexample, i an employee must eport 1o 4 mesting
place to receive-instruction or pick upeguipment,
compensable tima begins when the employes
. feports. Subsequent-travel to different job
sites is hours worked. That is the'cas_e-
whether the employee drives his/her-own
caroracompanycar,
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