Introducton to Skill Area COne
Wilarm-up discussion
o Wihat atre srour experiences as a salesperson®
o TAfhat social skill components are important to be a salesperson®
Rewview of learning objectives

S A

WVideo and Teaching’ THscussion
Identifyr inappropriate behaviors from -wideo show on poor performatice of
salespersody, 2. 2.

o EBEe impolite
o Did not cater customer™s needs

Introduce the kewy points tlhrough PowerP ointd transparency presentation, .2,
o Ee polite to customer with a kind smile

o nderstarnd and explain clearls the features and usages of produact

Discussion

INNemonstration
Show a wideo about perfformance of a good salesperson who applies the stated
ke points to serwve the customer

o I

Fole-plav Exercise
Practice role-play scenario with participants
o Farticipanits act as salesperson itn a store annd tiwr to demonstrate how thewr
will serve the customer i at appropriate was

Give feedback

Homework Assicniment
Fractice atid generalize skills inito daily situaation

o Farticipatnits ate reguared to observe a real-life situaation i which a
salespersoty iz serving customers, atid rate the performance of the
salesperso from a customer™s wiewpoint with reasons

o Participants are recudred to pair-up with participants to perform a
raleplay  without traitier’™s guaidance, and report the performance
according to a checklist i next session




