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You must promote the robotic cleaners as your primary choice of cleaner
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You must demonstrate the cleaner in the customers pool
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Create desire (the want ) to own
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What don’t they like about cleaning their pool?
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People pay more for “l want” than “l need” — Don’t assumel!!
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Demo , Demo, Demo - Always Demo Top Class S300i or M500
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Top down selling apporoach
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Pre-Demo

Demo Process Aaunsans
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Preparation
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On Arrival
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Out of Pool
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1. Pre-Demo..noud 54
1. Make sure decision maker is going to be there
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2. Find out pool type before the you arrive
Widoyavelszinnasznousy 1
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3. How do they currently clean their pool?
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4. What problems do they have with their current cleaner?
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5. Get a feel for their budget?
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6. Understand their problems and prepare to
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talk about how the robot can fix
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Do your homework! n1n151711
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« 2. Preparation n319381013

1. My demo robot is in good and presentable condition viusuadmsuasnogluanimanazizonioo
2. Filter Very Clean ldnsesazeinunng
3. Have some ph test strips with you. The PH should be between 6.8 and 7.4 for robot to climb
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4, Always demo the S 300i — you can always come down!
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3. At arrival 119034 u1¢

1. Show customer the cleaner — basic features
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2. Show them the clean filter
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3. Ask them “Do you think your pool is clean?”
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- Set the robot up at the centre of the pool ﬂaaﬂﬁuﬂuﬂ‘ﬁﬂmdﬁﬁz
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* 4.InPool luase
DON’T TALK TOO MUCH agiwaxnntnulil

Drive Manually to far wall 1iaAtsiueus lnnuwms
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Climb wall and manually drive across as far as possible 1l 9AU v e wnslifli lnanga

q

1
o/

Drive Manually to bench — and drive along it eAuUA2eda ldNn139 - wazaTaan1ilel ld uudingds

Hand remote to the owner d43lun 1115181189492
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After 5 mins, change back to automatic setting — no phone
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7. Explain then the App/remote control features while the cleaner is working in pool
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e 5. 0ut of Pool 1110252

1. Show them how dirty the bag is
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2. “I thought you said the pool was clean”
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3. Show them how easy it is to clean the bag
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4, Which one would you like?
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Suggestion doiauonie

e Call them back after 3 days
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e Positive response — ask for testimonial and subsequent referral
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 Build testimonial folder
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e Use this testimonial folder for support in future sales
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