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Web Project Chapter 13 – The Sales approach
In this chapter we will learn about the 7 steps of selling.  The first is called the approach.  
The Approach means meeting of the salesman and prospect (customer) in person. Salesman make face to face contact with prospects to understand the prospects wants and needs better.  

Read the article “How to Approach a Customer” Posted on our Webpage.  This describes how to approach a customer in a retail setting, and in B2B when you call.  
1.  Briefly describe how to approach a customer in retail.


2. Briefly describe how to begin a B2B sales call.


Read the second Article posted on our class webpage at www.marketingmps.com titled “Five Selling Approaches”.  
3. In the space below, list each of the five methods and give a brief description of each of  the five types of Approaches from the article. 














4. From question 3, pick two of these methods, one that you think would be the best method, and one that you think is the least effective method. Tell me why you feel that way about each. 
Best Method:  								
Why:  																								
Least Effective Method:  								
Why:  																								
5. Google and define the term upselling?

6. Google and define the term suggestion selling?  

7. A customer comes into the magi market and purchases a muffin.  Describe a way you could perform suggestion selling to this customer in the store?


8. A customer comes into the store to purchase a t-shirt, what is one way you could offer suggestion selling to the customer?



9. Describe a scenario where you went to a local store where a salesperson attempted to either upsell you or used suggestion selling.   Then explain if their attempt worked and why or why not (you can not use purchasing in the school store)
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