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communication)
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Personal communications channels is two or mor
persons communicating directly face-to-face, person-to-
audience, or the telephone, or through e-mail.
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WWNUYIY (sales representatives) WUTza1UIIUANAT (accoun
executives) ﬁﬁﬁﬁ']ﬂ%ﬂ‘lﬂ']%']ﬂﬂ'ﬁ“ﬂ']ﬂ (sales consultants)
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N1561a1a (marketing representatives)
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(field selling) n1sv1etduiin (team selling) N15v18UEN
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#1371 (over- the counter selling) N15VELABNIINTAWA
Wsan1snanlagldnsAni (telemarketing) @euusdaaidy
wilnaugnsenviaanluiduavienugnan (outbound
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1.1 STUAIUABINTITVBIQNAN
1.2 9TULIIAUABINT IARNAMN I
1.3 nsansemsluludede
2. NNSE319655ANI518 (creative selling)
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(prospecting and qualifying)
2. N15LAINAINDUNISLVINY (preapproach)
2.1 Anwndnwauzvasgndrilymisiaziding
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3. N15LTNU (approach)

4. N15LEUVYLLaEN15815A (presentation and
demonstration)

5. N1SRaUYaLlALEs (overcoming objections)

6. N13UAN15U1Y (closing)

7. NSANAINKNALAZAITSISISNEWIAMUTUNUS

(follow-up and maintenance) _
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