Chatper 10
Creating The Consultative Sales Presentation

Review Questions

1. List and describe the four parts of the Consultative Sales Presentation Guide.

2. List and describe the four types of questions commonly used in the selling field.

3. Define the term buying conditions.  What are some common buying conditions?

4. What is the listening efficiency rate of most people?  Describe the process of active listening, and explain how it will improve the listening efficiency rate.

5. Discuss the major factors that should be considered during the product selection phase of the consultative-style sales presentation.

6. Distinguish between the three types of need-satisfaction presentations, informative, persuasive, and reminder.

7. What are the guidelines to be followed when developing a persuasive sales presentation?

8. What are some advantages of using the feature-benefit-reaction approach?

9. Discuss those factors that contribute to the dynamic nature of selling.  What skills are used by salespeople to cope with the dynamic nature of personal selling?

