NOTE TAKING GUIDE

SELLING

Why is important to study selling?

Knowing your product and your customer:


Personal Selling – 


Business to Business Selling – 


Telemarketing – 


The goal of selling is to:

Salespeople accomplish this by:

Feature – Benefit Selling is:

An example of Feature – Benefit Selling is:

Product Features –

Customer Benefits – 

Feature – Benefit Chart:

Customer Buying Motives – 

Rational Motives – 

Emotional Motives – 

Customer Decision Making – 

Extensive Decision Making – 

Limited Decision Making – 

Routine Decision Making – 

