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@ FIFFANESMEAFEL ; The right concept of sales
@ FLMMME L, AR~ ; Understand customer’ needs
@ EiER FUIEFMZ MK RKNAEZ ; Psychology of purchasing
@ ZlEFHK , RRULESHIMEIRFZE ; Provide a good solution
@ RIEE FHSKhr , EEMIZHEIN ; Suggestions on customization
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f Needs

Sympathy

RIEAH
S : BROHTESIE R RSN ABURE

£ . RAIIHEA On-site invitation for exhibition

—. HIFEL Invitation

1. £ _Fi##) Invitation online

2. #B5HE Wechat sharing

—. ¥ s Good Reception

1. H— W 4EE To be a popular sales

1) FEmXEABFME Face-to Face

= o /A1 appeal of the sound

BN & P48 K& Style of communication

HIF*/(& / Care for the customer

. 77358 Opening statement

5k 5| & P58 Attractive opening

HER FINIENE Words of praise

WIS EMEYE Passion for sales

4X20 3£l Rule of 4X20

. A%4#L{X Business etiquette

BEHEL N EM The Necessity of Respecting Etiquette
TwE WKL Th Common etiquette behavior

. BrfriEL Show your professional
X m B B Y FHME R T R Know about vyourself
(products,services,solutions,etc.)
FE3TiE s To be well prepared

2) In&E FR% Guide customers’ decision

R RAUISSHERTI A MmN Exercise

1.7378 (BhEF58) Openings

2.750N A AN BAEE )  Introduction of yourself (You and your company)

R6 : ERERRNE—/NEh CASE STUDY
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£ : i=AMRESY Consultative Selling (FTRABLE1EIRE )
—. IEE FESR Customers’ needs



1. &KAZ&E Needs Analysis

HBX: 1) BEFRESKR VS ESK Needs vs. Demands
HhT : IRE FEIEESK Understand the real needs
2. B ESRIERY SPICES The model of SPICES

1) EFECMET5 Empathy skills

2) 1z FA{RENTA[E) Listening and questioning

T Eiz=F : SPINEe]TE SPIN skills

—. F=E/REME L Selling Proposition

1. =R =23 Presentation

1) 7540 FAB ##f FAB analysis

T A= : FAB43%

2) 1RanfAeik FAB ? How to use FAB

3) RN=SXF ? Your competitors

ROBHT : FKANB—FKIFAT]

2. PP EFRERKKEE Meet the Needs

1) FAB XN NE ? Does FAB correspond?

2) IERzARII FAB Use your FAB correctly

1M ShEVS BE

=. BIWMBRAR Our solutions

1. & FH473h Customers’ action

1) XEUEMMITE) Take the right action

2) B8], Jofl. & Time, scope, budget

3) fefigiR[a)AE ? Does it work?

B3 (TEHhAR

2. EFREXEN Handling the objections

1) RYERIFEZEIR? Good or Bad?

2) RIBENHEfF Behind the objections

TH : MERFENN=FF% Three ways to handle the objections
=. BKWEEZEN Our suggestions

1. REMATHEENE FERAEYE ? How to keep on?
Bz : /MARE

2. BIMWEERIN Our suggestions on goodwill
AT NHNE FPRMWKZEE The process of purchasing
AENE | —XURLHESF Role-play

=9 MUFIRERIHRIRAE Follow-up and make the deals
—. {#3FiRER Follow-up

1) EMNRBIIRERTXIER Build your follow-up plan

2) BHIIT Effective implementation

—. {833 Make the deals

1) 48€&JR+ Sales funnel

2) #EGTE Orders Acquisition

=. RIEFi#EEE Customers satisfaction

1) B FI#EEE A ASME Customer satisfaction oriented
2) BARFEEZR CRM system



EESFT : EBRSWEHEKNER Review and discussions
—. BER&INESEEMER Keys of exhibition skills

1. ER&NEHNEAN AT Keys

2. HIRPAITEN1R] Your personal action plans

. antRIRE# Share of action plans

1. {TEhitRIZZHR Share

2. Q&A



