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3.1 n7sL~iwu~aon7suuaGi~~LM4

(Self-Introduction Approach)
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(Product or Product Demonstration Approach)
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I 3.6 nls~~iwY~~~~~nl5~151~  (Survey Approach) I
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3.9 n~sr&vdhwnsunda~  (Complimentary Approach)
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I 3.11’ nlsL+lwllbwlnls&dlfllu  (Question Approach) I
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I 3.12 nisr~lwuA’?~~~nisuivuu”LHr  (Call Back Approach) I
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I 3.13 n1sr~wlJ~arr~"sn1swau  I
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5.1 iiFi~lU~N$Xli  (Completeness) LLndFlLWd  (Clear)
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I 5.2 lh&%~  (Confidence)

290 MK 313



MK 313 291



292 MK 313



I 5.3 W~u~sn%~sln~stt?i~%u  (Eliminate the Competition) I
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6 . 1  nnans2~Zinistilounu~~~~~~~~

(Stimulus-Response Strategy)
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6.2 na$nmLuu$mh&  (Formula Strategy)

6.3 naynsn?saua~~A??u~~snw  (Need Satisfaction Strategy)
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6.4 ~IYWH’W~W’EI&I&~~I  (Depth Selling Strategy)

6.5 n~~M6nlSLWU~PIlB~n~U~~JH~~~~nlS91lUU~~L~~~~

(Selling to a Buyer Group or Team Selling)
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