Chapter 5—Sales Knowledge: Customers Products Technologies
· Knowledge for selling is obtained in 2 ways
· Formal training
· Being on the job
Knowledge builds relationships
Know your customer
Know your company
· General company info
· Company growth and accomplishments
· Policies and procedures
· Production facilities
· Service facilities
Know your product
Know your resellers
FAB approach
· Benefit selling—salesperson relates product to customers’ needs
· Feature—is any tangible characteristic
· Advantage—performance characteristic
· Benefit—favourable result the buyer receives
· People buy benefits
3 realms of selling
· Yourself
· Company
· Product/service
Position with USP
· Line up FAB with company
· Differential advantage
Sales promotion generates sales
· Consumer sales promotion—coupons, contests, samples etc.
· Trade sale promotions—encourages resellers to purchase and aggressively sell a manufactures products by offering incentives BOGO
Shelf positioning—physical placement on the shelf
Shelf facings—number of individual products placed beside each other
Planogarm—blueprints of where products are placed on the self
Premiums—article of merchandise offered as an incentive for the user to take some action
Pricing product
· Markup
Technologies enhances sales
Personal productivity
· Contact management—list of all customers that a salesperson needs
· Calendar management—consolidates all appointments
· Automated sales plan tactics ticklers—auto thank you
· Geographic info system—manipulates customers info on a map
· Computer based presentations
· Ipods
Communication
· Word
· Email
· Fax
Order processing and customer service
· Mobile office
· GPS
· Smart phones
Internet
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