Chapter 14 Presenting the Project
Section 14.1  Product Presentation 

Objectives:
· Describe the goal of product presentation
· List four techniques that create a lively and effective product presentation

Organizing the product presentation

   Product Presentation: 


Goal of Product Presentation: 

Show and Tell

   Two Decisions in the product presentation:
	1.
	

	2
	


Layman’s Terms:
Make the presentation come alive

   4 factors in creating an engaging product presentation

	1
	

	2
	


	3
	Sales aids include:



	4
	


Section 14.2   Objections
Objectives:

· Recognize and overcome objections to purchase
· Explain the five buying decisions on which common objections are based

· Demonstrate the general four-step method for handling customer objections

· List seven specific methods of handling objections and note when each should be used

Understanding Objections
· After presenting the Product, a customer will either 


or may be 


to buy.  When a customer is hesitant you have an opportunity to 



.
Objections (definition):


List 2 examples of an objections

Common Objections

	1
	

	2
	

	3
	

	4
	

	5
	


Plan for Objections

To overcome objections:
A good salesman prepares for objections by completing an 




before selling items.

Objection Analysis Sheet: 

	1. (Price):  “That is more than I wanted to spend” 

(price compared to completion)
	

	2. (time) – I really like that chair, but I won’t need it until May. 

(can order it, call them, or hold until May)
	

	3. (product) – I really wanted a white Camary and you don’t have any on the lot.
(on lot get car today, otherwise a week or order) 
	

	4. (source) – The last Olympus camera I had, the photos were very grainy
(new technology, 16 megapixal camera). 
	

	5. (need) –  That is a really great blender, but I really don’t need a new. 
(this one blends carrots and hard veggies for smoothies) 
	


Four step process for Handling Objections

It takes four basic steps to handle objections:

	1
	

	2
	

	3
	

	4
	


Specialize Methods of Handling Objections

Enter the definition in the left column.  As a group of 4, come up with an answer to the objection.  Remember, don’t say no, or your wrong, use I understand your concerns, or I see your point…etc.
	Definition
	Examples

	1. Substitution Method

	Objection:  I really do not care for the adidas brand of shoes.

Response:



	2. Boomerang Method

	Objection:  

Response:



	3. Question Method
	Objection:  
Response:



	4. Superior Point Method
	Objection:  
Response:


	5. Denial Method
	Objection:  

Response:



	6. Demonstration Method
	Objection:  
Response:



	7. Third Party Method
	Objection:  
Response:
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