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After a sales conversation with your customerAfter a sales conversation with your customerAfter a sales conversation with your customerAfter a sales conversation with your customer: : : :     
how much information remains in the mind of the customerhow much information remains in the mind of the customerhow much information remains in the mind of the customerhow much information remains in the mind of the customer????    

    
Soehnle Professional is characterized by innoSoehnle Professional is characterized by innoSoehnle Professional is characterized by innoSoehnle Professional is characterized by innovation and quality! vation and quality! vation and quality! vation and quality!     

We listen to our customers and see your problem as our challenge! You need prove? We listen to our customers and see your problem as our challenge! You need prove? We listen to our customers and see your problem as our challenge! You need prove? We listen to our customers and see your problem as our challenge! You need prove?     
Continue reading our performance and success Continue reading our performance and success Continue reading our performance and success Continue reading our performance and success in presenting our products close to the customer in presenting our products close to the customer in presenting our products close to the customer in presenting our products close to the customer     

and support our distributors in sales.and support our distributors in sales.and support our distributors in sales.and support our distributors in sales.        

    

        
    

DVD for the   
Program Terminal 3030 

 

    
Our salesmen experience it every day and our dealers are fighting Our salesmen experience it every day and our dealers are fighting Our salesmen experience it every day and our dealers are fighting Our salesmen experience it every day and our dealers are fighting 
the information loss after a sales conversation with the customer.the information loss after a sales conversation with the customer.the information loss after a sales conversation with the customer.the information loss after a sales conversation with the customer.        
    
Soehnle Professional informSoehnle Professional informSoehnle Professional informSoehnle Professional informs and trains its and trains its and trains its and trains itssss dealers but according to  dealers but according to  dealers but according to  dealers but according to 
statistics approx. only statistics approx. only statistics approx. only statistics approx. only 50 % 50 % 50 % 50 % of the information is kept in mind. If of the information is kept in mind. If of the information is kept in mind. If of the information is kept in mind. If 
our dealer talks again with its customers, the portion of our dealer talks again with its customers, the portion of our dealer talks again with its customers, the portion of our dealer talks again with its customers, the portion of 
information that remains with the end customer is even lower. The information that remains with the end customer is even lower. The information that remains with the end customer is even lower. The information that remains with the end customer is even lower. The 
functionality and flexibility of the Program Terminal 3030 is not functionality and flexibility of the Program Terminal 3030 is not functionality and flexibility of the Program Terminal 3030 is not functionality and flexibility of the Program Terminal 3030 is not 
anymore priority. anymore priority. anymore priority. anymore priority.     
    
    

What advantages has the DVD for the Program Terminal 3030What advantages has the DVD for the Program Terminal 3030What advantages has the DVD for the Program Terminal 3030What advantages has the DVD for the Program Terminal 3030????    
    
∗ Avoiding information lossAvoiding information lossAvoiding information lossAvoiding information loss after a sales conversation with your customer  

∗ Clear structure Clear structure Clear structure Clear structure of content and function of the Program Terminal 3030 

∗ MenuMenuMenuMenu selection selection selection selection for the explanation of single program functions 

∗ Sales support Sales support Sales support Sales support for you and your customers  

∗ VisuaVisuaVisuaVisual l l l illustrationillustrationillustrationillustration of selected examples for the 10 integrated programs 

∗ Available languageslanguageslanguageslanguages: German, English, French, Polish 

 

     

We can help you and your customers to solve problems.We can help you and your customers to solve problems.We can help you and your customers to solve problems.We can help you and your customers to solve problems.    
Contact us with your rContact us with your rContact us with your rContact us with your requestequestequestequestssss and ideas! and ideas! and ideas! and ideas!    

Should you be interested in the DVD forShould you be interested in the DVD forShould you be interested in the DVD forShould you be interested in the DVD for    the Program Terminal 3030, the Program Terminal 3030, the Program Terminal 3030, the Program Terminal 3030,     
pppplease feel free to contact us.lease feel free to contact us.lease feel free to contact us.lease feel free to contact us.    

CCCContaontaontaontacccct:t:t:t:    
Soehnle Professional GmbH & Co. KG 
Manfred-von-Ardenne-Allee 12 
71522 Backnang, Germany 
Tel.: +49 – 7191 – 3453 – 220 
Fax: +49 – 7191 – 3453 – 211 
Email: export @ soehnle-professional.com 

www.soehnle-professional.com 

 

 


