The future of Face to Face

Professional selling
Is changing

I | Relationships

Needs
Solutions




Globalization and faster
communications are producing

savvy, better educated and more
demanding customers



Today’s customers expect
you to add value

by addressing their specific needs
and offering solutions




A needs-based selling
approach is required

to maximize each and
selling opportunity




The process is simple effective
and easy to use

needs-based selling is deterrﬁ;ining
needs before proposing solutions
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understand needs by letting the
customer speak ¢ explain & listening



People buy from people they
like respect and trust

selling is about building meaningful

long-term relationships
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through collaboration
understanding ¢ partnership ‘



People like respect and trust
people who really know their stuff

providing product « market ° indystry

competitor expertise i

connecting * addressing needs
delivering solutions




Dare to be different through
your approach

move up the value chain with
guidance -« ideas * perspectiye. ¢ help
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be visible « regular  reliable
proactive * prepared ¢ professional




The difference separating good
and excellence is planning

planning context and creating
content increases your success

6 D selling process

Deliver Compelling
& Specific Documen t Results
Propositions

Demonstrate Value

Gains







