CHAPTER FOURTEEN: KEY CONCEPTS


PERSONAL SELLING / TECHNIQUES
PROMOTION: Communicating with Potential Customers.
Order Getters: Establish relationships with new customers & develop new business.  Locate new prospects, open new accounts, see new opportunities.
Order Takers: Sell to established customers, complete most sales transactions & maintain customer relationships. Often supported by technical specialists.
Supporting Sales Force

Supporting Sales People: Help order-oriented salespeople, but do not try to get orders themselves. (Secretary at a Sales Office)
Missionary Sales People: Supporting salespeople who work for producers, calling on their middlemen and customers. (Merchandisers)
Technical Specialists: Supporting salespeople who provide technical assistance to order-oriented salespeople. (Scientists & Engineers)
Major Accounts Sales Force: Team that sells directly to large accounts. (Home Depot, WalMart, Target)
Telemarketing: Salespeople using the telephone to call on customers or prospects, saving time and money. (Credit Card, Telephone, Financial, etc.)
Sales Territory: Geographic area that is the responsibility of one person or several working together.
Sales Quota: The specific sales or profit objective that a salesperson is expected to achieve. 
Prospecting:  Following all target market leads to identify potential customers.
Personal Selling Techniques:

Sales Presentation: Effort to make a sale or address a customer’s problem.
Prepared: A memorized speech, not adapted to the needs of each customer. 
Consultative: Adapted approach based on understanding customer needs. Formula: Prepared presentation leading to learning customer needs & adapting approach to them.

The Close: Request for an order, setting up next steps, verifying need, fit and desire to buy on the part of the buyer.









