Unit 12 Vocabulary

Sales Presentation

Define each word as we come to it in the presentations.

1. Acknowledge

2. Advantage

3. Benefit

4. Boomerang method

5. Business-to-Business selling (B2B)

6. Close (in sales)

7. Cold canvassing

8. Cold-calling

9. Combination approach

10. Communication

11. Communication skills

12. Composition

13. Consultative-style selling

14. Customer lead

15. Customer Referral

16. Decision maker

17. Defensive

18. Dependability

19. Emotional motive

20. Empathy

21. Enthusiasm

22. Excuses

23. Extensive decision making

24. Feature

25. Feature-benefit selling

26. Follow-up

27. Goal oriented

28. Greeting approach

29. Industrial sales

30. Interpersonal skills

31. Limited decision making

32. Maintenance

33. Market

34. Merchandise approach

35. Monetary

36. Objections

37. Observation

38. Open-ended questions

39. Personal selling

40. Point-of-view

41. Pre-approach

42. Presentation mix

43. Prestige

44. Professional salesperson

45. Prospecting

46. Prospecting

47. Psychological influences

48. Qualify customers

49. R&D

50. Rapport

51. Rational

52. Reassure

53. Relationship building

54. Restate

55. Retail salesperson

56. Routine decision making

57. Sales approach

58. Sales line

59. Sales presentation

60. Satisfaction

61. Self-confidence

62. Selling

63. Service approach

64. Suggestion selling

65. Technical skills

66. Technical skills

67. Telemarketer

68. Third party

69. Timing

70. Trade directory

