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The participants will 

 Learn the technique of argumentation 
 How to use the benefit argumentation 
 Learn how to deal with objections 
 Learn how to sell products 

 

 
 

 Technique of argumentation 
 Benefit Argumentation 
 Product selling  

 

 
 

 

 
 Lectures 
 Group work 
 Role-play  
 Feedback  

 
 

 

 Target Groups 
 Service Technician 
 Service Staff 

 Period 
 1 day 
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Common success 
 


