
Personal Selling Scorecard  

• Are the concepts of personalized approaches and personal selling clearly defined and explained? 

 

• Does the article provide sufficient depth in exploring how personalized approaches contribute to 

successful personal selling? 

 

• Can you relate to the examples and scenarios provided in the article? 

 

• Does the article address common challenges and scenarios that sales professionals encounter in 

their day-to-day activities? 

 

• Does the article adequately cover the seven fundamental steps of personal selling? 

 

• Are these steps explained in a manner that resonates with real-world sales experiences? 

 

• Are the advantages and disadvantages of personalized approaches in personal selling clearly 

outlined and analyzed? 

 

• Does the article offer practical insights into how to leverage the advantages and mitigate the 

disadvantages effectively? 

 

• Does the article provide a clear understanding of the three types of personal selling: 

transactional, consultative, and relationship selling? 

 

• Are the characteristics and applications of each type explained in a relatable manner? 

 

• Did you find the article engaging and easy to read? 

 

• Were you compelled to continue reading from start to finish? 

 

• Does the article offer actionable insights and strategies that you can implement in your sales 

practices? 

 

• Can you envision applying the concepts and techniques discussed in the article to improve your 

personal selling approach? 

 

• Reflecting on your own sales expertise, how valuable do you find the insights and information 

provided in the article? 

 

• Do you believe that implementing personalized approaches, as discussed in the article, could 

lead to tangible improvements in your personal selling effectiveness? 


