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1. [bookmark: _GoBack]A relationship, also known as consultative selling is a sales tactic that focuses on building, maintaining, and enhancing collaborations to cultivate long-term customer satisfaction.  Traditional selling is a sales technique that is manipulative and pressure-filled process which is designed in such a way that, it presses an individual to buy regardless of whether they want to purchase or not. In traditional selling technique, a person is never given time to plan whereas, in the relationship selling technique, an individual is allowed to have a sales plan for overall forecasted sales of either a month or a week. I think that financial services will be better sold via relationship selling since they usually payback in the long-run.
2. If I were a sales person, I would use the relationship selling since it will allow me to plan earlier in advance and also to consult with other sales representatives on issues that might arise in the due process. Consulting will enable me to makes necessary changes where required and also planning will help me to come up with an effective schedule of carrying out my sales activities. The two methods require different personal strengths; relationship selling requires one to be in a position of creating a relationship with the client whereas for the traditional selling technique the sales representative needs to be convincing to make sales.
3. A sales follow-up entails leads that are now ready, that will be soon ready, and that may never be ready. Also, the follow-up needs to be timed effectively by use of proper tools that will sail the follow-up through. And lastly, there must be a customer database that will be showing all clients and their details to carry out a proper follow-up. A follow-up is an essential tool, especially where relationship selling is used since it shows that a sales executive is concerned with closing a deal and also shows that he or she is concerned with the client, so it will be easier to create a relationship between the sales executive and the customer. A sales follow-up is related to cognitive dissonance in the sense that both looks at changes of behavior and then the way forward is defined from this point.

