Chapter 13 Initiating the Sale

Section 13.1
The Sales Process
Objectives: 

· List the seven steps of a sale

· Explain the importance and purposes of the approach in the sales process

· Demonstrate how business-to-business sales representatives conduct the initial approach
· Name three methods for making the initial approach in retail sales
The Selling Process
Selling:
Define  Upselling:

Define Suggestion Selling:

7 Steps to Selling:

There are seven key steps in helping a customer decide to purchase:
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What are the two types of customers in selling:   



  



 
Step 1:  Approaching the customer

Three purposes to the initial approach:

GNAP Purpose:
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GNAP Examples:


Call to Request a meeting:


Arrival at the meeting:

The Approach in Business-to-Business Selling – Three Purposes
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The Approach in Retail Selling – Three Purposes
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Three Types of Retail Approaches:
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This approach is usually the most effective initial approach in retail sales because it immediately focuses 

attention ____________________________________________.
Section 13.2
Determining Needs in Sales
Objectives:

· Explain why determining needs is an essential step in the sales process
· List three methods for determining needs

Step 2:  Determining Needs

What is your job in this step?

When to Determine Needs

Three methods to Determine Needs

	1. Observe
	How to observe: 
Nonverbal communication definition:
Found in:

·  

	2. Listen
	Will help you:
Listen for:

·  

	3. Ask Questions

	Begin with what type of questions?  

Build questions around words like: 




You Try Asking the Questions:

If someone was buying a camera, what questions could you ask to find out what they want and need (intended use):

You and a partner come up with one question each and enter in packet:

· Who   

· What 

· When

· Where 
· How

Two Types of Questions Group Activity:
Activity:  Asking questions for a famous person.  Divide in pairs.  Listen to directions in video.  From the video you were asked to ask some questions.  List several of the questions you asked.  

· In that time frame given, how many questions did you ask?  

· Were these open ended or closed ended questions?   

· Were you able to name that person, if so in how many questions?

Two Types of Questions:
	1.
	Definition:

Begin with words:  

One Example:



	2.


	Definition:

Begin with words:  

One Example:




Dos and Don’ts for questioning

Name:  				





Class Id:  		





Class Hour:  		
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