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1. ABOUT VIDEO ARTS

Video Arts is the world’s leading provider of video based learning
programmes.

Video Arts programmes combine the highest standards of
production excellence with the maximum training impact. They
not only enlighten and educate, but also entertain.

There are now over 200 Video Arts titles in daily use by some
120,000 organisations worldwide. The videos help train people in
60 countries and between them they have won over 200 awards in
major international festivals.

Video Arts programmes aim to change the attitudes, open the
minds and remove the prejudices of the target audience.

The lessons are soundly based on the practical advice of
experienced professionals currently working in their chosen field.

The attention of the audience is captured and held by employing
the highest professional standards of film and video production.

In addition Video Arts offer a range of self-learn programmes on
CD-Rom.

The Video Arts approach to effective training is also applied for
the benefit of a number of clients who each year commission
tailor-made programmes to suit their specific organisational
requirements.




2. ABOUT “CALL TO ORDER”

More and more business today is conducted by telephone. It's a
vast and growing area of activity. Many customers prefer to shop
around by phone and order from the comfort of their home or
office. So this makes it especially important for people who
answer calls from customers to be positive and professional. The
in-coming call is the perfect opportunity to make a sale.

Call To Order is a short entertaining training programme. It's a
reminder of what can go wrong if we allow our standards to slip. The
video features Paul Bigley as Dave, an office furniture salesperson.
He's good at his job and knows the ropes. It's just that sometimes he
allows things to drift, and allows customers to slip through the net.

On this particular occasion he's more concerned with buying a new
car for himself than with selling to his customers. But he in turn gets
poorly treated as a telephone customer and suffers frustration as he
loses his dream Davemobile. This leads him into the zone of the
Twilight Phone, where he realises the importance of his telephone
behaviour as a salesperson. As a result, his own customer, Dianne
gets what she wants, and Dave gets a successful sale.

The video's lessons are a powerful reminder to all of us. We
depend on customers and the telephone for the success of our
organisation. Every enquiry from a customer is a potential sale,
and we can't afford to get slack in our approach.

This Booklet takes the lessons of the video one step further,
offering many practical tips and checklists on how to make the
most of our incoming sales calls.



