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Start pitch
with a ‘think’
question first

! licopier salesman

(see last week’s column) I be-
gan to offer up a few ideas that
might convert his “selling” to the
prospect’s “buying.”

Keep in mind, this guy is sell-
ing copiers door-to-door — a
tough sale to say the least. You've
all seen these salespeople. Pushy,
trying too hard, begging for a

~ demo, asking all the
wrong questions and
trying to make their
quota. Selling. So
wrong.
§ Here’s therest of

the interview between
the copier salesman

SALES  (CS)and me (JO). This

MOVES is my response to the

Jeffrey way I think the sales

Gitomer presentation should
go. (You can decide for
yourself)

JG: Instead of employing the
copier salesman’s opening ques-
tions, that might not be perceived
as sincere (his opener was about
their kids or how they got their
job—to a total stranger), I would
sit down with a prospect and

engage him
or her witha

Rely on me’ thought-pro-

voking ques-
becausel (o rwoud
. ask the pros-
€an come In pecta “think”
question first
and fix it. — onelike,
“How does
your office ma-
chinery impact your office pro-
ductivity and morale?”

Then I would ask, “When your
copier goes down, what hap-
pens?” I would follow with, “What
do you wish would happen?”
Then I would take out five pieces
of paper that were specifically de-
signed for reproduction and ask,
“Before we get started, could you
make me a few copies?”

That would allow me to go into
the copy room. I don’t have to
ask what kind of copy machine
they've got, I can see it. I can see
how old it is. [ can see how many
copies are on it. I can see what
happens in the copy room. I can
see what their productivity pro-
cess is like. I can see everything.

If Isee a pile of paper in the
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Gitomer is author of “The Sales Bible”and “Customer
Satisfaction is Worthless, Customer Loyalty is
Priceless.”He can be reached at {704) 333-1112 or
at salesman@gitomer.com.

medicine show

BY ANDREA TORTORA | atortora@bizjournals.com

ike Dobbins twice walked
away from building and de-
signing mobile medical units
; before embracing it as his

" life’s work.

The mechanical engineer, with the
help of sons Michael and Steven, created
aniche market for the latest incarna-
tion of his passion. Amelia-based Mobile
Conversions Inc. builds large, heavy-duty,
aerodynamic coaches that can quickly
carry MRI machines and other testing
equipment to patients in underserved,
rural areas.

The coaches are the size of luxury-liner
buses and just as well appointed. They
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The coaches include waiting rooms and vari-
ous features, and they cost about $500,000.

feature comfortable waiting rooms, all-
wood cabinets and walls bathed in calm-
ing colors.

And most incorporate innovative de-
signs — such as fold-away stairs and
pop-out expansion rooms — invented by
Dobbins and his sons at their cavernous
vet unassuming production facility.

“We are experts in sheet metal,”
Dobbins said from his office, which sits
above the production floor. “There are
ways to make any shape with it.”

Mobile Conversions prides itself on be-
ing a custom builder that offers ingenuity
at a bargain. Dobbins said his high-end
coaches cost less than $500,000. The medi-
cal equipment can run $350,000. Shell
prices start at $400,000 with competitors,
and Dobbins said they cost much more

than $100,000 to comparably equip.

As a custom builder of medical and spe-
cial-purpose vehicles, such as command
units for police departments and educa-
tional classrooms for colleges, Mobile
Conversions has ample opportunity to get

creative.

The latest to come off the line is a mo-

bile nuclear imaging unit designed §

ically for St. Cloud Hospital in Minn

“They wanted it to fly, and she han
like a dream,” Dobbins said of the wh

sleek-lined bus that carries a Phillip:

pecif-
esota.

dles

Forte Dual Head nuclear imaging system.

Joe Wendt, mobile nuclear medici
pervisor at St. Cloud, said the coach
alot of inmovations.” |

esu-
‘has

o
Dobbins added a stair system @pd apa-

tient lift and designed the interior,
with a “wide-open feel that is br g
quite large.”

rspace
e

“All of them are places that could not
afford to buy a nuclear medicine scanner
of this type and had no volume to make it

feasible,” Wendt said.

When Wendt approached Dobbins about
designing this new coach, he asked for a
vehicle that could travel at normal speeds
and handle the harsh Minnesota winters.

What he got was a coach with a fiber-

glass exterior that won't rust and an

engine that can easily reach 65 miles per
hour: And Wendt is so impressed that the
first coach he purchased from Dobbins is
back in Amelia, getting a fiberglass skin

added to its frame.
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Mobile
Conversions
custom
coaches take
health care
oon the road

MARK BOWEN | COURIER

Mike Dobbins, owner of Mobile Con-
versions, has worked for two other
firms creating mobiles: One made
mammography coaches; the other
made mobile convenience stores.







