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SWOT is an occasional Newsletter for the world-wide SchoolWrite sales
community, providing information to help Resellers improve their profits, and
gain increased understanding of the powerful features of the SchoolWrite school
administration system.

We value your feedback and questions. Contact swot@schoolwrite.com

In this issue ...

SWOT Sales Clinic
SchoolWrite Timetable Facility
Australiana

Your Contacts Database
Did You Know ... ?

SWOT Sales Clinic

This is the first in a series of articles to provide you with fresh ideas and
approaches to improve your sales technique.

Effective sales technique is what makes the difference between the successful
salesperson and the failure. It’s not just good luck. It’s not just a happy knack.
It’s a skill which can be refined and improved. Enormous attention has been
given to analysing the skills involved in selling, and hundreds of books have been
written on the subject. If you’re not approaching your selling opportunities
thoughtfully with a plan of action, you’re missing out on sales!

The typical sales opportunity can be broken down into seven parts:
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Introduction

Data gathering

Trial close

Continued data gathering
Attempted close
Negotiation

Close
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Closing the sale is of course what selling is all about. You want to hear that
8 )
person say “Yes”. Here are some factors that make the “Yes” answer more likely:

1. Belief in yourself and your product: You must believe you have the ability to turn a "no" into a
"yes." There should be no doubt in your mind that eventually the school will say "yes" because of who
you are, what you have, and what you can do to enhance the school’s administration procedures.
Passion and enthusiasm are contagious, and they'll give you positive direction and momentum.

2. The value you bring to the customer: Make sure you understand what SchoolWrite offers, the
school's environment and challenges, as well as the school's “customers” (i.e., parents and students).
This depth of knowledge allows you to truly understand the value of this opportunity for the school.
That value is then communicated through your physical energy, your voice, and the way you tie your
idea back to the school's goals and needs. The confidence you bring to the table will help the school
representatives to feel comfortable, get past their doubts, and go straight for the "yes."

3. Unique factors that make you different: \WWhy would a school do business with you rather than
somebody else? You have to differentiate yourself to the school in at least three key ways. But it's not
enough to be different; you must also let the school know why your solutions are so unique and how
they align with the school’s administrative goals. If you know what makes the school tick, or what its
key needs are, the school representatives will better understand the value of your uniqueness and how
it will help the school. "No" is a comfortable answer to a sales presentation. To get past that "no," find a
new approach.

4. Persistence: When you believe in yourself, when you focus on the value you bring to schools, and
when you have a strong differentiating factor, then persistence and tenacity come naturally. Next time
a school principal says "Thanks, but we're all set," or "Sorry, it's not in our budget right now," you can
reply with "Share 10 minutes with me. If | don't show you something of tremendous value in that time,
I'll never call you again.”

Getting past "no" really comes down to the qualities listed here, with belief in yourself rated
as the most important of all. In a recent interview, General Norman Schwarzkopf was asked
what quality was most important for an army to possess. His answer? No matter what tanks,
technology or might you have to support you, if individual soldiers don't have a positive
mental attitude and a belief in their cause, everything else is just scrap metal. There's just no
substitute for that core of belief to get past the "no" every time.

Watch for another Sales Clinic in the next issue of SWOT.

SchoolWrite Timetable Facility

Have you familiarised yourself with the SchoolWrite Timetable facility?

Some schools may be using very basic software which handles simple accounting
functions only. SchoolWrite’s Timetable facility is one of the many features
which set SchoolWrite apart as a total school administration system. School
administrators will sometimes have fixed in their minds a notion that school
administration software is simply a way of “doing the accounts”. Part of your job
is to liberate them from this inadequate concept, and help them to see the
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treasure trove of help that SchoolWrite provides.

For example, the Timetable facility deals quickly and effectively with questions
such as these:

o A teacher suddenly gets sick at lunch time. Which teachers are free to
cover for him in periods 6 and 7?

« A new student comes to the school in mid-term. How can we
quickly give her a timetable printout showing subjects and rooms?

« The principal needs to meet with a group of parents in Period 4
tomorrow. Will science lab 2 be free at that time?

o A teacher complains about his heavy teaching load. The subject
master needs to check how many periods each teacher is taking.

Spend a few minutes looking at the Timetable menu in SchoolWrite, and the
Timetable chapter in the On-line Help. This will enable you to present this
invaluable feature knowledgeably.

Australiana

SchoolWrite team member Rob Brennan brings us an interesting little-known
fact about the Australian Outback:

This picture shows a modern-day (!) scene in the Australian Outback, where
people are preparing to camp overnight after a day’s travel by camel-drawn
wagon. Camels, together with their Afghan handlers, were brought to Australia
from the Middle East in the Nineteenth Century, to transport people and goods
through the vast desert areas.
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Once railways and motor transport became established, the camels were no longer
needed, and many were simply turned loose in the Outback. Today there are many
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thousands of wild camels in Australia, and we are in fact exporting camels back to
the Middle East!

Some camels, such as the ones shown, are used to introduce tourists to a more
leisurely form of transport. Camel racing is popular in Outback Australia.

Your Contacts Database

Software products come and go. I’m sure you can think of a software package
which was well known a few years ago, but has now sunk without a trace. We
were contacted recently by a person who was interested in one of our products.
We had never been in touch with him before. I asked how he had found out
about us. His answer was surprising: He had come across our advertisement in a
software magazine which was about five years old! He decided to try to contact
us, and figured that if we were still going five years after the ad, we must be doing
something right!

In an industry where change is the only constant, people appreciate stability and
long-term dependability. Sometimes you will find that a prospective customer
you first approached (unsuccessfully) several years ago will suddenly reappear out
of the woodwork and purchase SchoolWrite. Recontacting schools from time to
time is always worthwhile, and the fact that SchoolWrite is still there, and still
being marketed, will not go unnoticed. To manage these follow-up contacts
effectively, you need a contacts database.

As you make repeated contact with the same school, you should be gaining an
increasingly detailed knowledge of their special interests and requirements. This
1s where your contacts database comes in. Every time you have contact with the
school, this should be recorded in the contacts database, and any new
information that you have gained noted there for future reference.

A number of these contact management software packages are available. You
should have one, and use it constantly, storing in it not only basic data for each
school such as name, address, and phone number, but also items such as:

= Names, titles and phone numbers of key people. For example: Mary Smith,
Bursar, 345 6789.

= Existing software (if any).

» Areas of felt need.

» Special requirements.

= Details of previous contacts, and decisions made.

When you recontact a school, this information will usually allow you to resume
negotiations roughly where you left off last time, rather than having to start
from scratch. Customers will be impressed with your professional approach, and
your ongoing interest in their school.

Did You Know ... ?
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o SchoolWrite Version 3 (the Windows version) can be operated without using the
mouse at all. Sometimes people who are used to pre-Windows software are concerned
that using a mouse will slow operators down. This is not a problem in SchoolWrite.

o SchoolWrite can handle large schools just as efficiently as small ones. A school with
2000 or even 5000 students is not a problem for SchoolWrite.

« There will be certain times of the year when you are much more likely to get the
attention of school principals. Make yourself familiar with the pattern of exams and
school holidays in your area, so that you can contact schools at times when they are
not preoccupied with other matters.

Feedback

The SchoolWrite Team here at SchoolWrite headquarters in Sydney, Australia
send you greetings! Did you enjoy reading SWOT? Are there topics you'd like
covered in SWOT? Have you had an interesting experience in selling
SchoolWrite? We'd love to hear from you. Just drop a line to
swot@schoolwrite.com.
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