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from you, and you look honest.° | never want to sit and wait for the customer to What it takes.
lie, and | never worked for anybody who come to them. They don't want to make at is important to
has a product | don't like to sell. If you calls. Older people will talk of the days be involved musi-
don't like what you're selling it's obvious when a boss would put you in a van full cally in the com-
to the customer.? of pianos and tell you to not come back munity. | belong to
Challenges.@ don't think a lot of until you've sold them all! [Laughs] most of the music
my bosses took my advice or listened toSo you have to be willing to work long teachers associa-
what | had to say as much as they did thehours, and do more than you're asked to tions in the area.
salesmen, but | didn't really care. For meby your boss. That's why you don't see Being a member of
it wasn't about ego. | just loved my job so many women doing it. Though if young these organizations

| didn't care whether they thought | was women aren't willing to do it, and just gives me an insight into what the piano
smart or not. But | was always the best,take a nine-to-®ve job and take their teachers needs are and how our company

and | always win the contest. little hourly wage, they'll never make a can help. My husband is the director of the
3l did once take a manager job and good living. Lamont School of Music at the University
it was hard being a manager for a store of Denver and | am involved in many ac-
full of men. I'm not sure why. Men in ) tivities at that level. For many years | was a
general just don' like havingawoman E X € Z p fZb J \ P member of the Rotary and played piano for
boss.° Onofrio Piano them at our meetings. (Many of them have
Why not more?2n our company Denver, Colo. pianos that | sold to them!)
most of our women don't stay. Maybe it's Brands: Bl!sendorfer, Estonia, Kawai, alt is easy to sell pianos when you are
the hours D it is a seven-day-a-week job. Pearl River, Wyman. a part of a great company. The Onofrio
The whole time my son was growing up, In Her Home: Petrof 6'4° Grand Piano Company has been family-owned

| worked every Sunday. When you have a 2l've been selling pianos since 1994 atfor 107 years and has established a stel-
family, it's really hard for a woman, and Onofrio Piano Company. Prior to that lar reputation. We sell used and new in
when you start, you're not making a lot of | never sold anything before. | have aall price categories so that | can answer

money the ®rst few years.° bachelor of music education from Mich- any need that my customer might have.
Advice. @Today's piano salespeople igan State University, and have taught in The leadership in the Onofrio Company
are the laziest. They feel entitled. Theythe public schools.® is exceptional .°
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Approach. @l listen carefully to the
customer, and ask questions to clarify
their thoughts so | can direct them
to the proper pianos. Most customers
don't know a thing about pianos, so |
often give my customers a tour of the
facility explaining all the parts and
pieces of the piano and why it is so im-
portant to have a company like ours
supporting them.

married B and
that sort of took
me out of the per-
formance loop.
Many years ago
this organization
had several loca-
tions, and | met
3l've been here for 23 years, and | am [current vice pres-
currently director of institutional sales, ident] Gerry Mal-
which covers a hundred-mile radius of zone when | became head piano teacher
St. Louis. at their Spring®eld, lllinois, store. Then |
a was a piano performance major thought, "Who better to sell a piano then
and setjon\performing and decided to geta piano teacher?' And | decided | would
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Steinway Piano Gallery / Baldwin
Piano Center

St. Louis, Mo.

Brands: Steinway, Baldwin.

In Her Home: A Mahogany Steinway
L Grand

aBeing a teacher, | explain carefully
the options available and build the value
and validity in learning to play the piano.
We always do a regulation, tuning, in-
spection, cabinetry touch-up, and any-
thing else a piano might need before th
piano is delivered. Then we come out td
the customer's home once the piano hal
acclimatized to its new environment and
do it again. Our technicians and tuners
and re®nishers are all highly trained an
good with people. It is so easy to sell un
der these circumstances.®

Advantages.?l think it is a great ad-
vantage being a woman. A lot of peoplé
prefer to deal with women. In our store,
we have a great synergy, and if we thin
a customer will relate better to a female
then | take care of them; if it's a “guy guy
I'll hand him off to one of the men.°

Why aren't their more?2l have no
idea. | love people, | love pianos, | wa
looking for something different and it
fell into place for me. | will say it would
be dif®cult to do with a family. | never
have two days off in a row and that ca
get old. It would be dif®cult for a young
mother, for example.®

Advice.2You have to be self-motivat-
ed. You ®nd a lot of your own leads an
support customers and follow up with
them. It's a lot of self-directed stuff. If
you have a high energy level and are mc¢
tivated, you can make a really great livin
at it. You have to have a real serious wor
ethic.2
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be the person that helps a person get a pi-
ano, period. When the organization con-
solidated, | moved with them down to St.
Louis and worked in sales on the oor.

aWe actually have tried to hire peo-
ple like me b tried to take piano teach-
ers and have them sell pianos. It hasn't
worked out once. If you think about it,
most musicians aren't business-mind-
ed. It's a mystery how | ended up this
way! Though | did it by watching. | can
remember just sitting and watching
Gerry sell, and watching him be gentle
and respectful, being a good listener.
He just always fascinated me b he gets
people to trust him and that's what | try
to do.°

What it takes.2I'm not a trained sales
person, and I've never taken a business
class. But | don't think | could sell any-
thing else. | know pianos so well and | do
know people. You have to be able to read
them and determine what their needs
are and tell the truth. | think they sense
when you're honest.°
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Approach. 2As a woman, | can speak
the language of women, and the woman
buys the piano. | think if you can talk to
the woman and they don't feel threatened,
you automatically have a good rapport.
Sales can be intimidating when handled
by a man. As for me ¥ if anything, I'm
too laid-back!

aWhen selling to a man, I've never felt
he wasn' listening to my description of
the inside of piano. But | don't sell pianos
by the way they are built. | sell a piano
because | can play it. | ®nd a lot of sales-
people don't play, and while everyone has
their area of experience, | can sell a piano
by the way it sounds even when the per-
son I'm selling to doesn't play. | can let
them hear the differences between the
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instruments. | take their hand to the key- like them to feel badly b like if Grandma Why not more?2@ don't know. I've
board, and let them feel the difference of wants to buy a piano and only has $3,000worked for different piano stores, and in
the keys. You don't want them to feel bad by taking the past | owned one, and | know other
aWhen someone wants the nuts and them to a $10,000 piano. You take peoplewomen who are in piano sales. It is a pre-
bolts, | will go there and discuss it with like that to that expensive piano ®rst anddominantly a male industry, but more
them. But that's not where | start. you may lose them as a customer.° and more women are getting involved.®
Advantages.@l think it's a huge ad- Advantages A woman can have an Advice.2lt's a nice way to make a living
vantage to be a woman in this businessadvantage because a woman is a littleand more interesting than furniture sales,
and the reason | say that is because it'$ess threatening, a little more disarm- for example, but to do well you have to en-
documented that women are more per- ing. Many women are more comfort- joy people, you have to be a people person.
ceptive. | use that instinct all the time. able with women, and men regard If you're not, it's a job that will never be
Although it's a little different now that women as less likely to pressure themright for you. We're not just order-takers.
I'm in institutional sales because I'm for the sale.° It takes a certain personality.°
working with heads of music department
and they know what they want and know
their budget.°
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Frank & Camille's
Melville, N.Y.
Brands: Yamaha, Baldwin, Petrof, Ro-
land, Hamilton, Pearl River, Howard.

3've been selling pianos for 20 years. ||
was with Frank & Camille's for 10 years,
then | sold pianos in Florida, then | wag
an interior designer, and then | returned
here four years ago.°

Approach. 2t takes understanding
that the customers are often looking a
an item they are not familiar with. A lot
of players come in and they want a baby
grand, but others want a piano with a
player system and you have to gear you
sales approach to them.2

Challenges. There are no barriers,
none whatsoever. Women do very well
in this ®eld ¥ there are some custom
ers that want to be very technical and
it's always better to have a man for that,
but those customers are very few. We cg
describe it as well as anyone else, but we
can always call over a male peer to do it|if
necessary for the sale.

aMost are interested in the look of the
furniture, and they asked advice about
design, and those kinds of issues a
geared more toward a female's perspe
tive.°

Approach.2For everyone, you have to
be able to zero in on what it is that would
make him or her feel excited about this
purchase. Other than that, there are little
differences. Everyone develops his or her
own style of selling and everyone says
something another one might say.

aThere are people who do top-down
selling, bring them to the most expensive,
then the least expensive and send the
up. | like to start at the bottom. | don't
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