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USE OF EYES - TWO FORCES 
 

We are taught in social situation to look into another's eyes when we are talking with them. 
This thought is correct socially but is far from proper in our selling situation. 

In sales your eyes are very influential in directing your prospect s attention where you prefer 
and away from those things that would distract. With proper eye contact, you can better 
control your interview thus create more interest and attention in what you are saying. There 
are two very powerful and compelling forces of the eyes. One is the powerful directing force 
and the other is the magnetic compelling force. 

*POWERFUL DIRECTING FORCE - When you look at and point to an object other people will do 
likewise. This helps to direct the teacher's attention to where you want it at any given time. For 
example: As you go over the presentation, direct the teacher's attention by looking at the 
materials yourself and pointing (with your presenter pen) to major topics and highlights. 

*MAGNETIC COMPELLING FORCE - When you look into a person's eyes, they will look into 
yours. This helps emphasize or stress key points. The teacher can actually "feel" the force of 
your eyes. When you want the teacher to look directly toward you, look directly toward them. 
For example: "Now here's the thing that really counts"- use eye contact, then continue 
following the materials after the statement. 

The proper use of your eyes will allow you to create interest, stress certain points, avoid 
interruptions, and direct another's attention where you prefer. With the proper application of 
these two forces, your sales presentation will show more professionalism. 

USE OF EYES- TWO FORCES 
 

If after a giving good presentation and several rebuttals, the teacher does not realize the value of 
our program, always leave with a smile and feeling of good will.  Sincerely say, “Thanks just the 
same, I’ll see you on our next enrollment.” 

1. For the teacher’s sake 
2. For the School System’s sake 
3. For your sake (most important) 
4. For USA’s sake (we want to be welcomed back) 
5. To stay on our Team 
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