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Honda Generator Sales Presentation Plan

The objective is to uncover any unknown objections the store manager may have and help to fulfill this manager’s needs even if it means ultimately not selling the Honda product to Lowe’s.  A business relationship of trust is the ultimate goal.  As demonstrated below, a dialogue will initiated between the seller, Julia Parsons, and Lowe’s of Central New Orleans General Manager, Joseph Banks.

Ms. Parsons, “Hello, Mr. Banks.  My name is Julia Parsons and I represent Honda.”

Mr. Banks:  Looking at his watch, says nothing (a nonverbal objection).

Ms. Parsons: “Sir, I tried calling the store many times, but had trouble getting through.  I finally 
called the Lowe’s corporate customer service and spoke to Judy.  She was wonderful.  
She gave me your name and connected me right to your secretary.  The phone lines were 
down and the only calls you could receive were internal.  Your secretary, Ms. Knight has 
been very nice and professional while setting up this appointment.”

Mr. Banks:  (Remaining silent with the appearance he is extremely on a time restraint (a 


nonverbal objection)).

Ms. Parsons:  “I know you have been going through some very turbulent times here.  I heard the 
storm affected the store, but it looks like your team has done a great job getting things 
back together.  The store is looking great!  I brought you a cap, sir, compliments of 
Honda.”

Mr. Banks:  (Taking the cap, Mr. Banks begins to slightly smile (a nonverbal objection)).

Ms. Parsons:  “Your staff remains very calm and friendly even during stressful times.  That is 
extraordinary!”

Mr. Banks:  “To say the least, stress is not the word for it .”

Ms. Parsons:  “That is why I am here on behalf of Honda.  We have been receiving telephone 
calls from customers calling into our corporate service center.  Many of these customers 
are from Lowe’s specifically in the New Orleans area, asking for generators to be 
available on the shelf.  I know Mr. Banks, that the time we spend together today will be 
beneficial to our customers.  If you could give me just a few minutes, I will show you 
how.”

Mr. Banks:  “I do not do the buying here; you will have to contact the corporate office.”

Ms. Parsons: “Yes sir, I am aware of that.  My objective today is to help you.  Of course Honda 
is known for the sale of generators, but my primary goal is to establish a business 
relationship of trust even if it means not making a sale.  Honda is a reputable company 
and our products sell.  We work very hard to establish a high work ethic and that is why I 
am here.  We see an emergency need in the New Orleans area for backup emergency 
power and we know that Lowe’s is a reputable company.  You are experiencing a great 
need for emergency supplies and we know that the corporate buyers are aware of this.  
Sir, I wanted to meet you personally.  You know these corporate buyers.  I would 
personally be more than happy to meet with them.  Your influence because of the need 
that you have will greatly impact their decision to buy, wouldn’t you agree?”

Mr. Banks: “They are not sending us enough generators and I have been calling the other stores 
and they are out as well.  It has been a mess.”

Ms. Parsons: “I know it has been stressful, sir, but Honda is willing to meet with the corporate 
buyers, CEO, whoever makes the decisions to get these generators out on the shelf.  It is 
an emergency and we want to work with you to make this happen.  That is, get the 
backup emergency power to those in need, is that okay?”

Mr. Banks: “How much is the cost?”

Ms. Parsons: “Our product is a little more costly than many of our competitors, but the value of 
the product is what you are paying for.  Let me just go over some of the features, 
advantages, and benefits of the product we recommend to place on the shelf at Lowe’s 
right away.”

Mr. Banks:  (Saying nothing, then nodding his head yes, then states), “Have a seat, but I only 
have a few minutes.”

Presentation

Ms. Parsons: “The Honda EU3000is series is the generator we have received so many calls 
about.  This product is exceptional for home backup.  There are many features, 
advantages, and benefits to this product that have brought recognition as number one by 
Consumer Reports.  I have a brochure for your convenience.”
	Features
	Advantages
	Benefits

	120V AC power 3000W max. (25A) of Honda inverter

2800W rated (23.3A)


	Runs many types of appliances
	An excellent source of power for most 13,500 BTU RV A/C units and basic home backup

	Super Quiet Operation
	As quiet as an office

Low noise ideal for camping,  home backup, public events
	Provides super quiet performance at 49 to 58 dB(A) where quiet operation is critical

	Eco-Throttle
	Engine runs only as fast as needed for any given load. 

Runs up to 20 hours on 3.4 gallons of fuel depending on the load
	Results in increased fuel efficiency

	Convenient electric starting
	Unmatched reputation for reliable generators 
	Offers dependable starts and keeps on running year after year

	Advanced inverter technology
	Makes the EU model extremely lightweight and portable
	Provides reliable power to computers and other sensitive equipment

	12V – 12A DC Output
	Known for convenience
	Able to charge 12-V automotive type batteries

	Protected by Oil Alert
	Increase safety
	Protects the engine by shutting it down if oil reaches an “unsafe” level


Table information obtained from American Honda Motor Co., Inc. (2005)

Ms. Parsons:  “The Honda generators have a 120V AC Power running at 3000 maximum 

wattage allowing many appliances to be run.  This generator is an excellent generator for most 13,500 RV A/C units.  It is also excellent for recreational and backup home usage.  At 49 to 58 dB(A) performance, the Honda 3000is series is super quiet where quiet is critical.  It is idea for camping, home backup, and public events.  This series also has Eco-Throttle, a feature allowing the engine to run only as fast as needed for any given load.  The generator runs up to 20 hours on 3.4 gallons of fuel depending on the load.  This feature is excellent resulting in increased fuel efficiency.  Honda has an unmatched reputation for generator reliability.  This generator has convenient electric starting and is known for offering consumers dependable starts.  It keeps on running year after year.  The advanced inverter technology makes the EU3000is model extremely lightweight and portable.  This technology allows reliable power to computers and other sensitive equipment.  With a 12V – 12A DC Output capability, it is very convenient to even charge a 12-V automotive type battery.  This model is protected by Oil Alert, an increased safety feature protecting the engine by shutting it down if the oil reaches an unsafe level (American Honda Motor Co., Inc., 2005).”

Ms. Parsons:  “Mr. Banks, what do you think about these features, advantages, and 

benefits I have shared with you today?”

Mr. Banks:  “Again, I do not do the buying.”

Ms. Parsons:  “Yes sir, I realize that.  Again, we can contact corporate, but how do you feel 

about this product.  Would this product meet your needs?”

Mr. Banks:  “We have other generators that are popular and probably less expensive.”

Ms. Parsons:  “Yes, you do carry a line of good products, however, did you know that we 

manufacture our products.  That is, every component?  Many of our competitors’ products are composed of parts from various manufacturers.  When something goes wrong, the consumer is left not knowing who made what.  Oftentimes, they get the run around from the manufacturer.  We build our product and back our product.  Sir, the value exceeds the price.  Consumers know this and have rated this particular model number one in Consumer Reports.  We take pride in that, shouldn’t we?”

Mr. Banks: “Most people ask about price especially during a catastrophe like we just 

experienced.  People just don’t have the money.”

Ms. Parsons:  “I understand what you have just said.  I agree there has been great 

devastation.  Many are concerned about getting back to work and how they will pay their 

bills.  Generators are needed, however, in order to rebuild, keep stores open, and maintain homes during this crisis.  The consumer knows this.  Our phones have been ringing off the hook with customers requesting our product in this area.  We see the need and are making a concerted effort to get these generators on the shelves.  You would have to agree the demand for the product by the consumer is there, wouldn’t you?”

Mr. Banks:  “Yes, we are getting calls for generators.  So, what types of incentives do you 


offer?”

Marketing Plan

Ms. Parsons: “When you buy our product, it is our goal to help you resell it.  There are many 

incentives we have included in our marketing plan for Lowe’s.  Let me go over them with you right now to include their features, advantages and benefits.”

	Regional Advertising

Provided by Honda
	“Honda will include the EU3000is model in our regional advertising campaign listing Lowe’s of Central New Orleans as an authorized retailer.  By providing customers with an increased awareness of where they can purchase the EU3000is generators, sales will increase.  Additionally, as customers call to our customer service call centers or contact us via our website, we will include Lowe’s of Central New Orleans as a location carrying our product resulting in increased sales for both Lowe’s and Honda and increasing overall customer satisfaction.”

	$100 Cash back incentive 
	“Customers will be given a $100 manufacturers cash back incentive to purchase the product.  This promotional incentive will last for three months in order to boost customer’s incentive to buy resulting in increased sales.

	3-Year Extended Warranty
	“The two year manufacturer’s warranty will be extended to a three year extended warranty, increasing the customer’s incentive to buy and resulting in increased sales and overall increased customer satisfaction.

	Quality Product

(Sta-Bil)
	“We will give customers a free bottle of Sta-Bil, encouraging proper maintenance, resulting in longer life of the product.”

	Service

Available at any licensed Honda Dealer
	“Honda will send a service technician to Lowe’s to train associates about the Honda product.  The service technician will be available to display the generators initiating effective, appealing, advertisement promotional materials and setup.  Customers will be able to take their product to any licensed Honda dealer where there will be trained technicians available.  Effective customer service builds trust resulting in return satisfied customers.”


Ms. Parsons: “Mr. Banks, how do you feel about our marketing plan?”

Mr. Banks:  “It sounds good, but who is responsible for working on the generators?”

Ms. Parsons: “The customer will have a three year manufacturer’s warranty and the customer 

can take the product to any licensed Honda dealer where a trained service technician will be there to assist them.  How does that sound?”

Mr. Banks, “So we will not be responsible for working on the generator at Lowe’s?”

Ms. Parsons: “No, in fact, we want our trained technicians to do that. Does that sound good to 

you?”

Mr. Banks, “Yes, but why would you send a technician to train our associates and how much 

would that cost us?”

Ms. Parsons:  “There is no expense to Lowe’s.  We send our technicians to meet with your staff 

to acquaint them to and train them about our product.  Again, we take pride in our product and want to explain to these technicians how our product is built and how to properly maintain it.  We want to properly educate your sales staff to properly educate the customers.  Again, our name for service did not come from just dumping our product in a store hoping that it would sell.  We know it will sell and want to train others why it will sell.  We are confident it is because of quality and we want to maintain our quality standard.  Sir, how do you feel about that?”

Mr. Banks: “I know that I have been meeting with you for some time, but I am on a tight 

schedule.”

Ms. Parsons:  “Mr. Banks, our product is a great product and you have a need, right?”

Mr. Banks: (Looking attentively, but no response (a nonverbal objection)).

Ms. Parsons: “I know you have a need Mr. Banks.  In fact, it is critical that you get generators 

on the shelves for consumers now.  The only thing that we have not discussed is our business proposition including how we will get you these generators.  Is that okay that I tell you about our business proposition?”

Mr. Banks:  “Yes, I suppose I have just a few more minutes.”

Business Proposition

Ms. Parsons: “Our business proposition focuses on a win/win approach between Lowe’s, 

Honda, and our customers.  Honda wants to help Lowe’s make a profit and of course, we want to make a profit or we would not be able to stay in business.  We also want return, satisfied customers.  Our primary focus is the quality of our product.  Customer product returns are minimal due to our quality product workmanship and customer satisfaction is high.  Again, we have documented proof of that through rating number one in Consumer Reports.  We want a long-term relationship with Lowe’s built on trust.  The features, advantages, and benefits of our business proposition is therefore, designed to help Lowe’s succeed.”

	Price/Profit
	“The Honda EU3000is series has a MSRP (Manufacturer’s Suggested Retail Price) of $1,999.95.  This MSRP price excludes applicable taxes. Lowe’s would actually set the selling price.  Our price includes the following for one EU3000is unit:    

Wholesale List Price - ----------   $1,199.97

*Shipping & Handling Charge ---      62.98

** Tax -------------------------------       84.00
                                  Total Cost  $ 1,346.95/Unit

The Honda EU3000is series has been selling for $1,999.95 MSRP or higher.  The wholesale list price of $1,199.97 shipping & handing charge of $62.98, and current Louisiana tax (7%) of $84.00, all totaling $1,346.95/unit will be subtracted from the MSRP to calculate the projected profit/unit as follows:

MSRP ---------------------------- $1,999.95

Less Wholesale List Price

*Shipping & Handling and

** Tax                             -----     1,346.95
           Total Projected Profit     $   653.00/Unit

*Current Rate for FedEx Ground Standard.  This rate may vary pending on changes in carrier rate changes

**Louisiana 2008 tax rate.  Tax rate may vary pending rate change by state
The price of the product also includes the value.  Consumers know this product is rated number one.  Honda has a brand name recognized by the public as reputable, reliable, with high quality standards.  This price is affordable for the value allowing customers the availability of the product locally in central New Orleans where the need for generators is critical.”

	Shipping &

Handling
	“Honda will ship all generators by ground due to the fluids they carry. We have a contract with FedEx and will ship the product ground, standard.  We normally ship in bulk, but can ship individual units.  These generators are cased for shipping weighing around 140 lbs.  Shipping is prepaid by the vendor and we allow Net 30 for the bill to be paid.  If the product is damaged or lost during shipping, then contact us and we will handle it.  We have insurance through our shipping carrier on all shipping.  Any damaged items as a result of shipping should be returned to us and we will replace it. We guarantee our product, satisfaction guaranteed, resulting in increased customer satisfaction!”

	Markup
	“We recommend a 40% markup.  Again, Lowe’s will actually set the selling price.  The MSRP is a suggested price giving consumers a guide to the norm in pricing.  This markup will give Lowe’s a good profit margin while focused on customer’s critical needs for generators.  Price gouging will not be an issue within this markup margin resulting in customer trust to both Lowe’s and Honda.”

	Cash Back

Incentive
	“Again, customers will be given a $100 manufacturers cash back incentive to purchase the product.  This promotional incentive will last for three months in order to boost customer’s incentive to buy resulting in increased sales.  This cash back incentive will be in a form of a promotional rebate the customer will mail directly back to Honda.  Honda will in turn, pay the $100 cash back directly to the customer.  Lowe’s is not involved.  That is, other than at the point of sale and if the customer should pose a question.  Our customer service associates will be available to answer any questions the customer might have.”

	Service

Available at any licensed Honda Dealer
	“Honda will send a service technician to Lowe’s to train associates about the Honda product.  The service technician will be available to display the generators initiating effective, appealing, advertisement promotional materials and setup.  Customers will be able to take their product to any licensed Honda dealer where there will be trained technicians available.  Effective customer service builds trust resulting in return satisfied customers.”


Ms. Parsons: “Mr. Banks, now that you have heard our presentation including our marketing 


and business plans, would you prefer 10 or 15 of our generators just to start off (ALTERNATIVE-CHOICE CLOSE)?”

Ms Parsons:  (Remaining silent.)

Mr. Banks: “I can not buy, corporate will need to get involved (CLOSE TURNDOWN).”

Ms. Parsons:  “I am glad to here you say that.  I am sure corporate will see our business 

proposal to be exceptional.  As we have discussed before, you have a critical need and I am sure these buyers understand time is of extreme essence.  Wouldn’t you agree?”

Mr. Banks:  (Saying nothing, as if pondering in thoughts (a nonverbal objection)).

Ms. Parsons: “I will have the generators to you right away.  Just tell me how many.  If corporate 
wants to meet with me first, then we can make those arrangements now.  I am eager to 
meet with them (ASSUMPTIVE CLOSE).”

Ms. Parsons:  (Remains silent.)

Mr. Banks:  “No, sometimes I can’t even get corporate to call me back (CLOSE TURNDOWN).”

Ms. Parsons:  “With the critical need you have and the product I have to offer, I am sure they 


will return your call.”

Mr. Banks:  “Can you cut the price or give us a discount?”

Ms. Parsons: “Mr. Banks, I can not lower the price, however, I have increased the value by 

offering the customers a three year extended warranty instead of a two year warranty.  Honda is also giving the customer a $200.00 cash back incentive to purchase the product.  With each generator, Honda will give the customer a free bottle of Sta-Bil to enhance the performance of the generator.  I can ask Honda corporate, however, if we can extend the terms of your purchase order from our normal Net 30 to Net 60.  How does that sound (NEGOTIATION CLOSE)?”

Ms. Parsons:  (Remains silent.)

Mr. Banks: “Good, but the budget has been tight and still don’t think corporate will go for it (CLOSE TURNDOWN).”

Ms. Parsons: “Mr. Banks, if you will, take a pen and paper and draw a ‘T’ and write the words 
‘To Act’ on the left top of the ‘T’ and ‘Not to Act’ on the right top of the ‘T’?”  As I ask 
you the following questions, please place a check under the appropriate heading on the 
‘T”, is that alright (T-ACCOUNT CLOSE)?”
Mr. Banks: “Yes, okay.”

Ms. Parsons: “You have a huge demand for generators now, right?”

Mr. Banks: “Yes.”

Ms. Parsons: “The Honda generator features an ECO-Throttle increasing fuel efficiency, saving 
the customer on fuel expense, right?”

Mr. Banks: “Yes, that is right.”

Ms. Parsons: “The EU3000is generator series has been listed as consumers’ number one choice 
in Consumer Reports, right?”

Mr. Banks: “Yes.”

Ms. Parsons: “If listed number one in Consumer Reports, you should not have any difficulty 
convincing corporate buyers or customers that the EU3000is series is a quality product.  

The product speaks for itself.  In fact, the customers themselves ranked this product 

number one, right?”

Mr. Banks: “Yes, I guess so.”

Ms. Parsons: “Okay, Mr. Banks, which column outweighs the other - the ‘To Act’ or ‘Not to 
Act’ column?”

Mr. Banks: “The ‘To Act’ column.”

Ms. Parsons: “Mr. Banks, I am glad to hear you say that because that is exactly right.  We have a quality product cited by consumers as being rated number one.  We just want to bring that product to your shelves to offer it to the customers more readily in the New Orleans area.  There is an emergency need and Honda is here to help you fulfill that need.  Again, how many generators do you think you will need initially?”

Ms. Parsons:  (Remains silent.)

Mr. Banks: “I don’t know.  Let me get with corporate and I will get back to you.  Again, I don’t 


think they will go for it (CLOSE TURNDOWN).” 

Ms. Parsons: “Mr. Banks, Honda has been sending generators out all over the United States due 
to an unusually high demand because of various emergencies and other disaster 
emergencies.  If you do not order today, I am not sure if I will be able to get the 
generators I have already allotted for your store.  It is a matter of supply and demand.  

Generators are scarce right now and we are manufacturing as fast as we can just to keep up with the high demand.  It is a critical time and I am here trying to help you get quality generators on your shelves now.  How do you feel about this (STANDING-ROOM-ONLY CLOSE)?”

Ms. Parsons:  (Remains silent.)

Mr. Banks: “Okay, stand here a moment while I call Tom Jordan, our corporate buyer.  Let me 


see what I can do (BUYER AGREES TO CLOSE).”

Ms. Parsons:  “Great!  I already have a purchase order filled out.  We can make changes, but I 


propose ten units to start initially.  Here it is (purchase order handed to Mr. Banks).”

Ms. Parsons: (Remains silent as Mr. Banks takes the purchase order form and begins to call 


Tom Jordan at the Lowe’s corporate office.)

	Purchase Order

Date: March 3, 2009
PO # 885923
	HONDA

GENERATORS



	Honda Power Equipment Division

4900 Marconi Dr.

Alpharetta, GA  30005-8847

(770) 497-6400
Fax (678) 339-2519


	VENDOR
	Lowe’s of Central New Orleans (Store #2470)

2501 Elysian Fields Av.

New Orleans, LA  70117

(504) 948-8568

Fax: (504) 948-8571
Customer ID 727349


	SHIP TO
	Lowe’s of Central New Orleans

(Store #2470)

2501 Elysian Fields Av.

New Orleans, LA 70117

(504) 948-8568

Fax: (504) 948-8571

Customer ID  727349



	

	shipping method
	shipping terms
	delivery date

	FOB (Prepaid)

FedEx Ground Standard
	N30
	5 – 7 Working Days

	

	qty
	item #
	description
	job
	unit price
	line total

	10 EA
	42695
	Generator, EU3000is
	Lowe’s Central

(Store #2470)
	$1,199.97 EA
	$11,999.70

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	Subtotal
	11,99970

	Authorized By                                    Date
	Shipping & Handling
	629.80

	
	Tax
	840.00

	
	Total
	$13,469.50
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 HONDA


GENERATORS

	Features
	Advantages
	Benefits

	120V AC power 3000W max. (25A) of Honda inverter

2800W rated (23.3A)


	Runs many types of appliances
	An excellent source of power for most 13,500 BTU RV A/C units and basic home backup

	Super Quiet Operation
	As quiet as an office

Low noise ideal for camping,  home backup, public events
	Provides super quiet performance at 49 to 58 dB(A) where quiet operation is critical

	Eco-Throttle
	Engine runs only as fast as needed for any given load. 

Runs up to 20 hours on 3.4 gallons of fuel depending on the load
	Results in increased fuel efficiency

	Convenient electric starting
	Unmatched reputation for reliable generators 
	Offers dependable starts and keeps on running year after year

	Advanced inverter technology
	Makes the EU model extremely lightweight and portable
	Provides reliable power to computers and other sensitive equipment

	12V – 12A DC Output
	Known for convenience
	Able to charge 12-V automotive type batteries

	Protected by Oil Alert
	Increase safety
	Protects the engine by shutting it down if oil reaches an “unsafe” level


Table and picture information obtained from American Honda Motor Co., Inc. (2005) 
