Review Questions for Chapter 1

1. According to the Strategic/Consultative Selling Model, what are the three prescriptions for developing a successful personal selling philosophy?

2. What is consultative selling?  Give examples.

3. Label the four-step Consultative Sales Presentation Guide.

4. List and briefly explain the four broad strategic areas that make up the selling process.

5. Discuss ways to add value when selling a commodity.

6. List the personal benefits to be derived from developing personal selling skills.

