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Date: Time: ¥ www hbusehilloo.nz
Client: Organisation:

Title: Industry: Rep:

Decision .

Malkers: Means: Authority: Meed:

Personal/Hobbies/ Interest:

History:

Preparation — S=lf Intro - Rapport - Bridging - Fact Find - Agree/Commit — Justify — Present - Close - Call - Post Purchase
Code: PREF INTRO RAPP BRID» FACT AGRE JUST PRES CLOS CALL FPS

Opportanity
and/or Code

ADD VALUE = to whom, how by:...

What... Why... Wher... How... Where... Wha...



Opportunity
and/or Code
Code Element Activity Score
T Ascertains details of product, industry, sales techniques,
PREP PREPARATION legislation & work practices
INTRO SELFINTREODUCTION Creates a positive first impression and reduce fright/fight/fight
RAPP RAPPORT BUILDING Uses sodal skills to build trust and understand their value system
BRI ERIDGING Moves from social to commerclal activity
Identifies the customer’s drivers Emotional (feel good) and
FACT FACT FIND Leogical (problem/tangitle)
AGRE AGREEMENT & COMMITMENT Confirms the relevance & importance of customer’s drivers
JUST TUSTIEICATION Confirms urgen oy consequen ces and perception of value
(cost va price)
PRES PRESENT BUYING SOLUTION(S) Explains the application of product features and benefits
[WIIFEM]
M . .
CLOS CLOSING THE SALE {anages objections, interpret buying signals, uses appropriate
sale closing technlque
CALL CALL CONTROL Maintains control of the customer/salesperson interactions
| PPS POST PURCHASE SENTIMENTS Identifies solutlons for the aistomers longer term needs
SCORE + Completed successfully - means it did not add or detract from the outoome

* youl elther missed the step out or youfalled to do it successfully
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