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SKILLNET








Consultative Selling

Learning Waves


 1.  Assignment Brief

Module: Consultative Selling

This assignment brief requires you to research and document examples of three different customer behaviours and how you would handle those customer behaviours if you encountered them in a sales call. Use the following headings to illustrate your findings:

·  Main Characteristics of each type of behaviour (what does it look like, what does it say about the customer)

· the Tactics used for each type of behaviour (what tactics you would use to deal with each type of behaviour)

· how the Salesperson should Adapt Behaviour to maintain control of the call (how do you alter your own behaviour - after observing their behaviour - to give you the best chance of success)

The assignment can be presented in a variety of media: written, audio, graphic or any combination of these. 

Assignment must be completed on or before 21st May 2008.  No assignments will be accepted beyond this date.

