NEVER STOP SELLING

What Happens After the Sale?

Note-taking Guide

1. Suggestion Selling – What else can you suggest to the customer to buy?

a. ___________________

b. ___________________

c. ___________________(name your own idea)

2. Why is it easier after the customer says yes to the original sale?

3. What is relationship building?

4. How do you build relationships with your customers?

a. Show them you ______________

5. When does relationship building start?  How does it continue?

6. What should you do before the sales presentation to start building the relationship?

a. _________________

b. _________________

c. _________________

d. _________________

e. _________________

f. _________________

g. Any other ideas? _________________________________________

7. When entering the office, who should you be friendly to?  Why?

8. If you are the salesperson and you are supposed to be selling, then why should you be quiet?

9. What should your attitude be?

10. What is important in relationship building?

a. ___________________________________

1. _____________________________________________________

2. _____________________________________________________

3. _____________________________________________________

4. _____________________________________________________

11.   When making the follow-up call, what should you do?

a. ________________________________

b. ________________________________

c. ________________________________

12.   What kind of salespeople are professional sales people?

a. ________________________________

13.   What should you always do after the sales presentation, even if you don’t get the sale?

a. _________________________________

14.   After the sale, what should you call and let your customer know?

a. ____________________________________________________

15.   How do professional salespeople stay in touch with their customers?

a. ______________________________________

b. _____________________________________

c. _____________________________________

16.   Why is it important for professional salespeople to keep in touch?

a. __________________________________________________________

17.   What is a referral (business type, not get in trouble type)?

a. ____________________________________________

18.   What is networking? _______________________________________________

19.   Why is follow-up important in e-marketing?

a. ________________________________________

b. ________________________________________

c. ________________________________________

d. how soon? _______________________________

20.   Why should the e-marketer contact the customer after delivery?

a. ___________________________________________________________

21.   What do e-marketers have to be careful of?

a. ___________________________________________________________

b. ___________________________________________________________

