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Stan Smith of Del Amo Dodge
in Torrance, California, is the
nalion’s No. 1 Dodge salesman,
Despite the higher prices of
fancy forgign cars, Smith earns
mere than rivals at the biggest
Porsche and BMW dealerships.

yezrs ne one had ever come in
and asked for & pontoon boat. I
said, ‘Well, I bet nc one Las
come n for a haircut, either. Bul
I've got a barber pole m my
trunk, anc I bet if vou put it o,
within two weeks someone will
come 1n here and zsk for a
tren.” 7 bason sold him a trater
lozd of iour poatoon boats on
the spot and has sold hm plenly
more since.

IN OR LOsE, Ma-
sor. doesa't dare
stop. Un the roead
abaut twe-thirds of
Lhe Line. he covers around
752000 muiles arnaally. He 18 con-

> ELLING.

raore. L:ke the time he brought

2 man inn a gorilla sur along to a
trade show. Mason's theme;
"People go epe about Cherger
boats.” The monkey's  Lnest
mome:t came when ke sat down
a; the bhar and orderesd a
banana caiquiri.

Linda Anderson 13 a zetite
blonde who does jus. [ine wilh-
out an ape costume. She oper-
dles e Waldor, Baryianed, a
semirural subarb with an over-
rarned boat and a g barking
dog in almost every backyard.
L'ntil February, Linda, 4G, had
never worked ds anylbung ot a
nousewite and a secretarv, but
now she 1soa Rewar 3
Ace. Rexair Corp. 15 a private
company headquertered in
Michigat; in its lexicon a Colo-
1el Ace 1s a person who zells
30 Rainbows m one month. A
Rainbow 1s a vacuum cleaner,
nacde of plashe, that sels for
%800. Linda prefers to describe
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you wanl to call 1z, this 15 an
CRpesve mawchne,

Since  IFebruary, Linda has
sold 87 Rairhows and recruited

ten rew Rambow salesmen. Her
commissions so ZIar: $30,000,
You're not inpressed? Wil unli
you see Linda and her Kmnbow
L actuo,

does everything bat turn itself

on arl oll, and before she's
done with you, you are likely to
believe her. The Ranbow uses &
basint of water to catch dust, anc
1l runs o i 1.3 harsepowsr ma-
tor that makes the machine
sound like z supersonic 1t fak-
g oll. The Rambow, Lindz
says, will shampoo your carpet,
suck up the water in your leiaky
basement, defrost rour reezer,
anrav paint your shed, It's an air
purifier, a v aporizer, a carpel
shamzooer. You can scruby your
floor with 1. Why, the Kambow
even aromaealizes! Just pour a hit-
tle perfume in the water, hirn on
the Kambow, and sudderly yvour
living room smells lLike apple
blossoms.

I smelledit. I heardit. [ saw 1t

all i Lhe bving room of Nancy

and Dennis Babcock; Nancy is

an unemp oyed bookkeeper,
Denn:s a pclice dezective, Linda
has a big high-wattage lamp she
brings with her cn sales calls,
and she smacks the rug, smacks
the cashions on the living room
couch, all the while shining her
brigh: light as the ar cleuds up
with dust. And the supersonic
motor 1s whining and she's
shouting, “"MNow see? S22 how
much dust ¥our vacuum <leaner
loft hehined ™ Then she talies the
cushion and sticks 1t nto a big
plastic bag along wath (e Ran-
how's hose. She turns on the
machine and—whoosh:—the
darn Jung sucks 30 much air 1o
flattens the cushion inte a pan-
wle. Then lLanda shilts her
Rainkow 1o reverse and the
cushion remflates—and  wher
she smacks the cushion under

Halfway through, Nancy &nd
Dennis want to buy the Ramn-
bow, but Linda makes them
wa:l. Only after the tull 24
hours of standing up, bending
down, geli:ng on her hands &ad
knees, daromdlizmg, deodonzrig,
and vacu.1m121_1g—nn1y then
does Linds stop. Dennis 1z al-
ready paving off a $42,000-plus
martgage, two car loans, and
musical wstruments for his two

daughters, But he has been anz-
1ot Lo by Lhal Rambow cver
since Linda got to the part about
usirg it to clean leaves out of the
storm gutter and winterize your
hoas. There’'s not much left to

Sdv.

L:NDA: "Now, would you like
Lo limow how yow can gel your
Rambow:r"

DENNIs: “Whese do [ sign?”

Ewen atter Dennis has signed
up, Linda warns aim and Nancy
verse when they scrub the
floors, lest they end up w1LL H

fountain of dirty water

all over the kitchen,
just gomg to sell them an $8IU
Caway without
ure they know how It

meeame and wa
malins

warks,” she says.

HAT, BROADLY speaking,
1s what all supersalesmen

0. For reasons That mayv

mal;:iﬂg vou hapow, Think of tha:

the next fime the phone rings or
the door opens and you are con-
frented with—=egad!—another
anlesman. Show aonie respect.
This migat be someone with
whiorn you could fave & mutualls
satisfying relationship, and {rom
whom yvou could learn some-
thing. If yau are JLk}’ e1ough 1o
hear Dick Greere’s broad New
Lnglamd vowels or oy ‘»'h:-.'--
ner's deft pattcr on the other
enid of the line, or see Linda An

derson and her Kamnbow waitng
to cross your threshhold, take z
deep breath: You are 1m Lae pres-

ence of greatness. F

the l=mp this time, why, all the
dust 13 gone!
This goes on for 24 hours.

't as # hydro-cleamung swstem
made of Cyeolac, bLul 1t sull
sells for $800, No matter what

stantly cooking up pitches and
promoticnal schemes o help his
dealers—and thas himself—sell
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SELLING

OUSE THE lights! Grab
yvour flak jacket! You are
about to be bombed and
strafed again:

“Hi, I'm calling from Inter-
stale Stock Swindles with an 1n-
vestment 1dea that has proved (o
be of greal inierest to people like
yourself. Now, do you have
$25,000 available to invest? Oh.
Well, have you got $10,0007"

“Good afternoon, Madam. I'm
from Ohno Tinmen Inc. How
would you like to make your home
a maintenance-free home?”

“What do you mean you don't

have life insurance? So what if

you're only 237 So what if you're
not marned? I'm tellin’ you, boy,

you are still gonna die. And if

you go leamn’ a pregnant givl-

friend, you go leavin’ one hell of

a mess.”’

This is what you dread. The
nmghtmare voice on the tele-
phone that won't release you
even after you've explained that
vou really must go: Your spouse
1s dividing up the community
property with an ax. Maybe you
think such boorish bull-dogged-
ness 1s what salesmanship 1s all
about. If so, I am happy to report
that you're profoundly mistaken.

I have scoured the land in
search of America’s very best
salesmen. Not necessarily the
ones with the biggest in-
comes—as Wall Street’s thick
crowd of boy millionaires dem-
onstrates, megabuck earnings
are no sure measure of sales
skill. Some of the best sales-
men In this country—Ilike Linda
Anderson, the accomplished
woman at right—work for what
some might call peanuts. My
quest was for the true masters
of the selling art, people who
go belly-to-belly with their cus-
tomers day after day and brush
off buyer resistance as if 1t
were lint. I have found them, I
have looked them in the eye,
and I can tell you flat out that
the most eflective salesmen—
the men and women who con-
sistently outsell their industry

REPORTER ASSOCIATES Stephen .
Madden and Lon Lesser

rivals—turn out to be strikingly
ethical and considerate people.
To this age of one-minute mar-
riages and consumer loyalties
measured in milliseconds, the
supersalesmen bring good
news: Relationships can still en-
dure. And relationships are what
it’s all about.

Trust me.

Both parties are satisfied and no
one gets hurt.

Virtuoso vendors deserve to
rank among a corporation’s
most valuable assets. Always n
demand, they are easy to spot,
hard to hire, and almost 1mpos-
sible to replicate through con-
ventional training. If only he
could, some ambitious manager
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They want you to be happy. They know
how to make you like them. If you’re
both lucky, you'll know each other a

long time.

Salesmanship is the cutting
edge of commerce. Without it,
capitalism would be mimimalism;
the mighty FORTUNE 500 might
never have grown beyond a
scrawny FORTUNE Five. An an-
cient, eternally mysterious skill,
it somehow transforms nven-
tories into shipments and costs
imto profits. Salesmanship is
more art than science: the art of
turning human relationships to
advantage. Reassuringly, 1ts
most expert practitioners de-
pend on relationships that last.
According to the supersalesmen
['ve met, good seclling 1s a lot like
good sex as defined by Dr. Ruth:

H BY MONCI JO WILLIAMS

would surely go in through the
supersalesman’s ear with a
small syringe, extracting a sam-
ple of bioessence for cloning n
a petr1 dish. Such feats of ge-
netic engineering bheing still a
few years away, anxious com-
panies spend millions of dollars
on pricey consultants who try
to dismantle the supersales-
man’'s inner workings the way
T R T Ty s e T L T i e e e e L]
More captivating than a
Broadway show, Linda
Anderson demonstirates

the $800 Rainbow vacuum
cleaner to the Fowler family

in Mechanicsville, Maryland.

PHOTOGRAPHS

Joae
oY

BY GEORGE

-----------

......

aaaaaaa

=
........



