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Quick-witted Argumentation

Seminar objectives

The participants will

B Know the most important objections of the customers concerning the
market situation

Be able to deal with the objections in a sovereign and winsome manner
Regard in their argumentation the type of behaviour and the customer’s
motives

Improve their quick-wittedness in their argumentation

Learn to deal with rhetoric tricks of their partner’s

Learn the basics of NLP (part 2) used for the selling

Recognize their own effect of their argumentation and develop methods
for improvement
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