Increasing banquet business”

Picture this: You made the sale.  Everyone’s happy.  The bride is ready to sign the contract because she loves you, loves the facility, loves the menu and can’t wait to book. Her credit card is out and checkbook is open.  There’s plenty of extra money. Your catering director, in her anxiousness or nervousness to make the sale, leaves all the extra money on the table.

Up selling or add-on-selling is the single biggest lost opportunity for the inexperienced salesperson.

Up selling can be defined in one word: Ask.  Want another word?  Question.  Want another one?  Suggest.  Another?  Recommend.  All of these words make up the core of the up-selling process.

And up selling is the sister to a referral – both are sales – after-the sale.  Both are in addition to what you already have sold.  The big difference is that up-sells are NOW and referrals are later.

What could you up-sell? How can you increase your average check?  How much more could you earn by doing that?  I think the answer is lots.

The up sell-sales theory is: Once the wallet is open, empty it.

The customer is in a buying mood. She has already made up her mind and is open to any suggestion that will make her wedding perfect!  It all rests on your ability to engage; combined with how much trust you have built.

There are two options in up-sell.  You can ask or you can tell.  Asking is gentler, but telling has more power (if you are confident you are helping, not just piling-on.)

Below are samples 

· Recommend:
I think you should also get…

· Suggest:  You might also want to add…

· Consult:  I have personal experience with this and I urge you to…

· Question: Have you thought about?  Have you ever tried? Do you know about?

· Power Phrases. My experience has shown me… the most beautiful wedding is…the most profitable way is to add…

· Make it a deal:
If you buy another, I will discount

· Comfort them:
 Most people take…everyone else uses…

· Ask: Do you want…? Would you like…?

This seems so simple. So, why doesn’t everyone do it?  The reason is that up selling is not top-of-mind awareness.  And sales people are busy thinking about the next thing.

Or the big mistake of management, thinking they save on labor by having the salesperson multi task in operations, or pile up salespeople with paperwork.

This is a huge mistake; Sales offices are not the area to save on labor. There are many other opportunities to save labor in a food and beverage operation and grow your business. For more ideas call Creative Hospitality Services

