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Benefit Argumentation in a Buying
center situation

Seminar objectives

The participants will

B Know and identify the different persons of a buying centre

B Recognize the influence of presenting benefits to the consciousness of
price/performance for investment goods or high-tech products

B Speak to the different persons of a buying centre corresponding to their
motives and to their demand

B Recognize the importance of listening and visualisation

B Improve their rhetoric ability in price negotiations

B Know the basis of effective time management and will use this
knowledge for their personal time management

Bl Optimize their personal operating strategies
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