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Face to Face Selling Skills — Module 2 {EYACCOUNT MANAGEMENT
Selling Fundamentals

Preparatory Questions for the Module

Use this form as a working paper to write your answers to the following preparatory questions

How much importance is given to selling and managing the customer in your company?

What is our selling approach?
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What thinking process do our customers go through before they buy?

Do | have different customers who behave in different ways? Why?
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