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(  ACTUAL DEALA           (  ROLE-PLAY
(
Time spent discovering the customer’s needs before presentation of menu?        _____:_____






                                                                                                 Min    :    Sec
(
NEEDS DISCOVERY - How many open-ended needs discovery questions did the FSM ask?
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(
MENU PRESENTATION – No selling first time through, gave customer ownership, asked them to buy a package, etc.
(
DEMO RIDE – FSM used component part, factory warranty/GAP visual aid, example to put customer in the picture
(
OVERCOMING OBJECTIONS – FSM responded positively, demonstrated empathy, used needs discovered, etc.
(
COMMENTS/RECOMMENDATIONS – 
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