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6 Topics



6 Things to Sell
• Always be looking for ways to work these six elements into a call
• Know how to ask the right questions to lead into one of these six topics
• It’s not confrontational, it’s trying to help the customer have a more 

successful business
• Each of these is a part of Haas being the ‘Amazon’ for machine shops
• Stay up to date, force yourself to be involved in ‘continuing education’
• If you see the six lanes as a challenge/problem, in the wrong place
• See it as opportunity
• HFO can offer more than any other supplier



More Than CNC
• Know the models
• Know the differences
• Know where to look
• Compare tool
• Pricing of major options and 

impact in monthly payment
• Blind quoting new products
• Include key options and tooling

• Make them say ‘no’



More Than Automation
• Make use of the Automation map
• Know the type of buyer/use case of automation 
• Have knowledge of different customer stories on website
• Quote automation in a second quote to a customer

• Make them say ‘no’

• Selling less machines, but more automation
• You need to help a customer make the shift before the competitor does



More Than Tooling
• Be quoting tooling with CNC sales

• 50% of all CNC sales should include tooling
• Have ‘go-to’ packages by machine frame size

• We can create you custom tooling packages to quote
• Force a customer to take it off the quote

• Make them say ‘no’
• If not in the market for the machine, they need tooling
• Look for opportunities to show them something unique
• Know the ‘street price’ of some key materials

• Pull studs
• ER collet holder
• ¾” end mill
• Lathe collet chuck

• Talk to the right person for tooling
• Not always the same person buying a machine who is buying tooling



More Than Shop Support
• Look for opportunities 

to present/quote these 
machines
• Attache to all MO 

quotes
• Make them say ‘no’

• Good entry point for 
discussion if customer 
is not in the market for 
a machine
• Have these in your 

showroom to show to 
customers and for HFO 
to become comfortable 
with



More Than Service
• Online help
• Videos
• Direct/local HFO support
• Standardized parts
• Standardized processes
• Know the numbers for your HFO:

• How many tech
• In the field, in the offices

• How many vans
• $ value of service parts
• PM programs
• Training programs



More Than Financing
• Financing everything with CNCA

• Tooling
• Shop support

• Understand the value of ‘free money’
• Get this info to the right person
• Include in all quotes

• Make them say ‘no’
• Understand the relationship of rates, 

term and down payment
• No prepayment, always remind
• Understand how to use rate factor
• 48 mo @ 0%

• $50k equals $1,041 per month, which is 
$52 per day

• 84 mo @ 3.49%
• $50k equals $672 per month, which is 

$34 per day
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