
 

Need Satisfaction Selling   
 

 

Selling is a complex activity consisting of many factors. These factors combine to 

determine the outcome of a selling situation. One factor that heavily influences 

the sales dynamics is selling style. While there are many selling styles, need 

satisfaction selling is particularly effective in initiating and maintaining strong 

customer relationships. 

Need satisfaction selling is based on the premise that in order to attract and retain 

customers, salespeople need to understand selling from the customer’s viewpoint. 

Customers who feel respected by and comfortable with a salesperson are more 

likely to provide the critical information needed to move the sales interaction 

toward a positive outcome. 

Many salespeople never have an opportunity to understand selling from the 

customer’s viewpoint. The Need Satisfaction Selling program provides this 

opportunity. Participants engage in activities that allow them to observe 

customers’ reactions to selling styles. They are then able to appreciate the need 

satisfaction selling style and apply it to their environment. The end result of 

employing need satisfaction selling is confidence: customers gain confidence in 

the salesperson and his or her products; the salesperson develops confidence in his 

or her selling ability. 

 

 

 

Module Highlights & Outcomes 

 

The program focuses on both the concepts and process of need satisfaction 

selling. 

 

The section on concepts introduces participants to different selling styles. 

Participants engage in activities during which they experience the effectiveness of 

need satisfaction selling. They then learn to recognize key components of this 

selling style.  

 

The section on process consists of two areas: product knowledge and interactive 

selling skills. Pre - call planning is also covered as an optional activity. 

Participants learn about these areas, discuss them with other participants in group 

activities, and then apply them to their own business environments.  

 

 

 

 

 

 



 

Benefits of Using Need Satisfaction Selling 

 

 

The Need Satisfaction Selling program presents the concepts and interactive 

selling skills that yield positive dialogues with customers: 

 

By completing a Need Satisfaction Selling seminar, participants will be able to: 

 

 Identify characteristics of different selling styles. 

 Recognize and specify the benefits and applications of need satisfaction 

selling. 

 Understand the concepts of need satisfaction selling.  

 Apply the concepts of need satisfaction selling.  

 Complete a product or service profile by listing features and benefits. 

 Implement methods to obtain client information for pre - call planning 

(optional). 

 Use questioning skills to uncover customer needs. 

 Identify barriers to effective listening 

 Match customer needs with product/service benefits. 

 Understand the need to deal with customer reactions and gain customer 

commitment. 

 Apply techniques for handling customer reactions (optional). 

 

Program Specification 

 

Audience: -   Sales People, customer service representatives working either inside or 

outside whose jobs include some selling and anyone who needs to 

understand the concepts of need satisfaction selling, e.g., people 

involved in team selling. 

  

Class Size: -  The optimal group size for the seminar is 6 to 12 people per session. 

This size allows each group member to participate fully. Since the 

training involves learning activities in which participants will be 

working in subgroups of three or four, a minimum of six people is 

required. 

 

Length: -  2 Days 
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