. Getting Ready to Sell

Sources for developing product
Information

Prospecting sources and methods
How leads are developed

Preparation for the sale in business-
to-business selling and retall selling




. The Preapproach

There are some steps that a salesperson
follows when preparing to assist
customers. The pre-approach Is getting
ready for the face-to-face encounter in a
selling situation. A good salesperson has
knowledge of the following:




1. Product Information




2. Industry Trends
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http://www2.standardandpoors.com/servlet/Satellite?pagename=sp/Page/HomePg&r=1&l=EN

. 3. Prospecting




Sources and Methods of Prospecting




Sources and Methods of Prospecting
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Sources and Methods of Prospecting
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Sources and Methods of Prospecting
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Preparing for the Sale In
Business-to-Business Selling




Preparing for the Sale In
Retail Selling




Company Policies and Training
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