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Close the sale Follow-up Each step of the seven-step process is covered thoroughly in this and the next six
chapters so that you can learn the details of each step and how to apply them in various selling situations.
Marshall, and Elnora W. Real People, Real Choices, 5th ed. Upper Saddle River, NJ: Pearson Prentice Hall, ,
Putting Adaptive Selling to Work" , the sales process is adaptive, which means that each situation may be
different and salespeople have to adapt and understand what is important to each customer and where each is
in the buying process. But in order for a salesperson to use adaptive selling, he or she must thoroughly
understand the steps in the selling process and how each works to can use them effectively. The Evolving Role
of Technology in the Selling Process While the basics of the selling process have remained the same over the
years, the methods of communication and the way people interact are quickly evolving with the use of the
interactive capabilities on the Internet by customers and salespeople alike. Each step now includes much more
collaboration between customers and salespeople and even between customers with the use of social
networking, consumer reviews, wikis, and other community-based tools. This technology allows salespeople
to learn more about their customers at each step, and therefore provide more relevant and powerful solutions
to customers at each stage of the buying process covered in Chapter 6 "Why and How People Buy: The Power
of Understanding the Customer". Selling Power Sales 2. Whatever the reason, you wander in and ask to speak
to the membership director who seems to know a lot about the club and what you might be looking for. Then,
you sit down to discuss pricing options and payment plans. If you have any questions or concerns i. Is there
usually a long wait to use one? Maybe he will tell you there is occasionally a wait to use the tennis courts at
peak times, but you can reserve a spot up to a week in advance, in which case you can get right in. The
example above is an actual selling situation. Although you may not have realized it while you were reading it,
the situation follows the seven-step selling process. Imagine you run a chic new restaurant. You get a call from
a salesperson who compliments you on the roasted chicken she had at your restaurant last weekend. You have
been having some problems with them and have been doing some casual research online. You know that her
company is rated as one of the best oven manufacturers, so you tell her: When the she arrives, you are
impressed that she knows so much about your business. She explains that the ovens she sells heat up quickly
and use energy more efficiently. She gives you an estimate of your annual savings on energy costs if you
switched over to her product line. You feel like this might help you solve your problem, so you agree to lease
the machine for four months. As in the gym membership example above, this B2B selling situation follows the
seven-step framework. Now, take a minute to review this selling situation in the box below to see exactly how
the steps are implemented. Do you notice a pattern? Take a look at some real-world selling examples below
and how of each of the steps is used. Prospecting and Qualifying Before planning a sale, a salesperson
conducts research to identify the people or companies that might be interested in her product. This step is
called prospecting Identifying potential buyers for a product or service. A lead A potential buyer for a product
or service that has not yet been qualified. A prospect A potential buyer for a product or service; also referred
to as a qualified lead. The prospecting and qualifying step relates to the needs awareness step in the buying
process described in Chapter 6 "Why and How People Buy: In other words, in a perfect world, you are
identifying customers who are in the process of or have already identified a need. Undoubtedly, when the
salesperson called the target customer to discuss his ovens in the example, you were the customer , she asked
some questions to qualify Determining whether a lead has the desire and ability to buy your product or
service. This is the other component to step one. In this case, he is no longer a prospect, and the salesperson
will move on to another lead. Salespeople qualify their prospects so they can focus their sales efforts on the
people who are most likely to buy. Preapproach The preapproach The preparation and research a salesperson
does before making the sales call. Remember that in the B2B example, the salesperson knew important
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information about the restaurant beforehand. She came prepared with a specific idea as to how her service
could help the prospect and gave a tailored presentation. Approach First impressions e. McGraw-Hill, , This
usually involves introductions, making some small talk, asking a few warm-up questions, and generally
explaining who you are and whom you represent. Paul Cherry, Questions That Sell: This is called the
approach The first few minutes of a sales call, during which the salesperson explains her purpose for coming
and establishes a rapport.. It might involve a tour as in this real estate example , a product demonstration,
videos, PowerPoint presentations, or letting the customer actually look at or interact with the product. At this
point, the customer is using the information that is being shared as part of his evaluation of possible solutions.
Moncreif and Greg W. Closing the Sale Eventually, if your customer is convinced your product will meet her
needs, you close Agreeing on the terms of the sale and finalizing the transaction. The importantâ€”and
sometimes challengingâ€”part of closing is that the seller has to actually ask if the potential customer is
willing to make the purchase. When the close is successful, this step clearly aligns with the purchase step in
the buying process. The follow-up The final step of the process in which the salesperson assures customer
satisfaction and maintains customer relationships. This is the follow-up e-mail you get from Netflix every time
you return a movie by mail. Follow-up also includes logistical details like signing contracts, setting up
delivery or installation dates, and drawing up a timeline. Key Takeaways The seven-step selling process refers
to the sequence of steps salespeople follow each time they make a sale. The process gives you the power to
successfully sell almost anything. The first step of the selling process, prospecting and qualifying, involves
searching for potential customers and deciding whether they have the ability and desire to make a purchase.
The people and organizations that meet these criteria are qualified prospects. The approach is your chance to
make a first impression by introducing yourself, explaining the purpose of your call or visit, and establishing a
rapport with your prospect. Your research and preparation pays off during the presentation, when you propose
your sales solution to your prospect. Your prospect will naturally have objections, which you should look at as
opportunities to better understand and respond to his or her needs. Once you overcome objections, you close
the sale by agreeing on the terms and finalizing the transaction. Exercises Think of a personal interaction in
which you sold someone on an idea e. Explain how the seven steps applied to this particular situation.
Consider the last major purchase you made. Did the salesperson use the seven steps? In what ways could he or
she have done a better job? What eventually sold you on the product? Imagine you are trying to sell season
tickets to your local ballpark. What solutions could you offer to overcome their objections? Discuss the
difference between a prospect and a customer.
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The BEST way to get to know me. The 7 Steps of the Sales Process 1. Product Knowledge This step is fairly
straight forward, but it is also the great undoing of many a technical expert turned sales person. When one is
extremely well versed in a particular product especially a technical one, it is easy to get caught up in a
monologue of all the great features it provides. Never assume that a prospect will easily link a feature to a
benefit. That relationship must be stated clearly something done in the presentation step 4, after the needs
assessment step 5. Prospecting Prospecting, just as the word implies, is about searching for new customers.
Like product knowledge, this step may seem fairly straight forward but upon closer examination it becomes
more complex. The key to prospecting effectively is knowing where to dig and what to look for. The most
important element in this step is to create a profile of existing customers. This may have been done at your
company, but have approach tactics step3 been tailored to match each profile. For instance, you may have
identified the following major market segments: State Governments, County Governments, Consulting Firms,
Federal Agencies, Utilities, Universities, but have you fully profiled each of these in order to adjust marketing
tactics appropriately? A direct mail, seminar invitation might work well to generate State Government leads,
but will it be effective in developing Consulting Firm leads? For each market segment do you really know
what the ideal customer looks like? In the broadest sense, prospecting is an ongoing process that everyone in
the company particularly the sales force should be involved in. Very often, a great lead turned customer was
first discovered after being heard or seen in the news at a party, or event, etc. The Approach This is where the
rubber meets the road in the sales process. For our present purposes lets consider the approach in the context
of a sales call rather than lead generation i. This is the step where you begin to build a relationship and the
intelligence gathering continues it started with prospecting. There is probably a middle road too, but you get
the idea. Consider the example of tele-marketers selling a seminar: Their product is a seminar, about which
they presumably have sufficient knowledge. They prospect by scanning the house lists for appropriately titled
leads, generated by earlier prospecting efforts. Do you recall receiving it? The difference more often than not
depends on how astute and articulate the caller is. What do you think is good about this approach? What do
you think is bad? Technically these calls are part of follow up step 7, but let us address them in the context of
a sales approach. What would be a good approach for each of the above follow up actions? Think about
eliciting information and advancing the sale closing, step 6. What would be a good approach for a cold call?
Additional Note on recording information: Regardless of the type of call or the results, it is important to take
detailed call notes and schedule a subsequent action item, no matter what it is be it a week, a month, or a year
down the road. One can invent a system of abbreviations to make this easier i. History notes are important for
a variety of reasons, not the least of which is tracking where a prospect is in the sales process, including what
follow up is necessary and when. The Needs Assessment This is arguably the most important step of the sales
process because it allows you to determine how you can truly be of service. This means you must think in
terms of solving a prospects problem. The only way to do that is by asking lots of questions. Does a health
practitioner prescribe remedies before a thorough exam? Asking good questions will not only help you
determine what will best suit the prospects needs, but it builds confidence, trust, and will very often help the
prospect consider issues they may never have thought of. This last point is powerful because it provides an
opportunity to showcase features, which the prospects answers led you to. Although intelligence gathering
occurs throughout the sales process, it is at step four where it happens in earnest. What other information
would be important to gather at this stage? The Presentation Remember the discussion in step one, focus on
benefits rather than features? Nothing is worse than a sales presentation which proceeds from the sellers
perspective. This is why the needs assessment is so important and why it will ideally flow in and out of this
step. A good needs assessment allows you to tailor your presentation to your audience, and keep it interactive.
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The Close Eighty percent of sales are lost because a salesperson fails to close. Closing is about advancing the
sales process to ultimately get an order. What you are trying to sell at each stage may be different. In a later
stage you might need to meet with a committee, in that case what you are selling is a meeting. Seeing the sale
process in this light takes a little pressure off of each encounter and makes things a bit more manageable.
What could you say in response to such a remark in order to advance the sale? In large part, closing is about
discovering obstacles. Have you heard these before: There are lots of ways to close, indeed closing a sale has
become a science unto itself. Books have been written on this topic alone. Just for fun, following is a sampling
of a few closing techniques from among the many: What could you say to defer that question politely?
Follow-up Good follow up will double your closing ratio. When a sales person makes contact with a prospect
a relationship has been built, and follow up is how it is nurtured. Follow up therefore should never end. The
pace may slow but it will never end. When a sale is made, then a new type of follow up begins. Follow up
conversations are best handled by the salesperson who started the relationship. It is unwise and ineffective to
keep track of this information anywhere other than a centralized database. Overwhelming your prospects with
every piece of information you possess on their first request hampers your ability to stay in touch. Having a
stable of collateral materials gives you reason to follow up.
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I used to be normal, buy stuff in a shopping mall, sleep in late on Saturdays, but that was another lifetime ago.
Why do I love yard sales so much? It saves me money on so many things. You find unique items - the
yardsale seller may be someone who has traveled the world and is downsizing. Buying at yardsales helps the
environment since you are not getting all the excess packaging that comes with stuff when it is new in store.
You meet interesting people. At one sale, I got to talking to the seller about music and she ran inside her house
and came out with a framed gold album that she showed to me! You never know what you will find or who
you will meet when shopping at a yardsale. However, feel free to print pages for your personal use. First let
me say that having a successful yardsale is HARD work! As with most things in life, the harder you work at
something the better the results. After one yardsale, I ended up with a 2" wide black and blue mark on my leg
and I have no idea how I got it. Some areas may require a permit and have a limit on how many yardsales or
garage sales a person is allowed to have per year or whatever. The more people at your sale, the better so make
sure you advertise - using several different methods. Advertise your yardsale online for free. Best places to
advertise are local community based websites that have free classifieds. Put your ad on your local Craiglist
page in the Garage Sale category which is under the "For Sale" section. In my area there is a facebook group
called "Real Yardsales of Southern Maryland" where people post free ads for their upcoming real yardsale not
a virtual yardsale and the organizer of the facebook group deletes all the ads after the weekend is over. If you
are a non-profit like a church or scouting group, sometimes newspaper will have a community calendar part of
the newspaper where they will put those types of announcements at no charge. They will appreciate the info.
Be aware that there are laws regarding the placement of signage like yardsale signs. Some areas are lax in
enforcement of the laws and others are strict. Most places have laws on the books that read something to the
effect of: It is illegal to post, without a city or county permit, private signs on a Public Right of Way. Put up
flyers on bulletin boards in your community grocery stores, community center, etc. Spread the news of your
yardsale via word of mouth to co-workers, friends, family, facebook friends, etc. When I have a yardsale, I put
up signs in my neighborhood the evening before my sale or very early in the morning the day of the sale
directing customers to my house. Drawing arrows on the signs helps. Use sturdy cardboard and make the sign
legible. I saw one yardsale where their signs were cut in shape of of arrows - made it easy to find the sale
considering there were many turns involved. Using regular construction paper for signs is too flimsy. And
trying to read skinny lettering from the road is difficult. Where I live, a nearby neighborhood only allows
freestanding yardsale signs. Another idea for signs is to use paper grocery bags to draw your signs on then fill
the bottom with heavy rocks, stuff with newspaper and staple shut. I use a permanent marker and make the
lettering extra extra wide. The yardsale signs that look like they were written with a ballpoint pen drive me
nuts! Avoid putting your signs on utility poles. The staples and nails used to affix signs to the poles can pose a
safety hazard to the linemen who have to climb the poles. Nails and staples can tear safety equipment such as
gloves, harnesses and clothing and hands, arms and legs too. Depending on where you live, you could even be
breaking the law by attaching signs to utility poles. If your area allows it, affix signs to street signs or buy
some inexpensive stakes and put your signs on those. Some communities have rules about affixing yard sale
signs to street signs so make sure you follow the rules. I guess I should tell you that I think nailing signs to
trees are a big no-no too! Put the paper bag over the fence and staple the bag closed at bottom. If you want
your 5 year old to help with your yardsale, fine. Also some signs made by kids are bad too - totally unreadable
with their big bubble lettering adorned with flowers and butterflies. Some things are just unpredictable so you
just have to quickly adjust and go with the flow. At another sale, I underestimated the amount of shopping
bags I would need to bag items. Avoid having a perpetual never-ending yardsale. Before deciding to have a
yardsale at your house, consider if you have adequate parking to handle an additional 4 or 5 cars parked near
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your house at one time. Another option is to rent a table or space at a fundraising yardsale put on by a local
church, school or civic group. An exception would be if you live on a road that a lot of tourists will drive on.
Some sellers love them, others hate them. Then if people show up before your start time just say "Prices
before 8am are doubled or tripled ". Someone told me that once at their yardsale, they had a sign that read
"Early Birds will be Shot! Know when the major employers in your area get paid. If you know the biggest
employer in the area only pays on the 1st of the month or whatever then schedule your yardsale for the
following Saturday. Other people have told me the same thing about waiting until after the monthly Social
Security checks come out. Months before your yard sale, start accumulating the items you want to sell. Put all
the items in a box in some out-of-the-way place. If you still have the original boxes and instruction manuals
for an item, you can probably charge a little bit more for it. I hate reading the ads in the yard sale section of the
newspaper that say "will the person who bought the purple widget this past Saturday on Maple Street, please
call Then I saw a different newspaper with same ad but it was spelled corrrectly: Here are a few examples of
what not to do. If a heavy person is looking thru your size 2 petite clothes - let them. The person may be
looking for items for a friend or daughter etc. I had a yardsale seller burst my bubble last summer - she had
boxes of some sort of soy menopause chocolate bars she was trying to sell. They really helped me". Fill in any
ruts in the ground. Also if you are having a yardsale - as opposed to a garage sale - and have a dog that
routinely poops in your yard where you expect people to be walking around, do some pooperscooping before
the sale. Some people are afraid of dogs or are allergic. The day of your yard sale may be the day that your
friendly dog, unaccustomed to the excitment of all the people, may decide to take a chunk out of the toddler
that pulls on his tail. I like yard sales where people have put prices on everything. The price should be on top
of an item, not on the bottom. There are exceptions see next item. But if you price adult-sized clothes cheap
enough, it will sell regardless. I recommend taking some of your "nicer" clothes to consignment stores, rather
than trying to sell them at a yard sale. A rule on price: You also can offer the customers a deal, example:
When pricing items, keep in mind that "a third of what it costs new" is only a guideline. Try to look at your
stuff objectively. Do you really think people will be knocking down your door to get at your old t-shirts with
stains on them? If you have a bunch of items that are missing pieces or broken, put it in your FREE box with a
note "broken - good for parts" or something similar. Another thing about pricing - I think the bigger the item,
the bigger the price tag should be. Take a full sheet of paper and put the price and list any good selling points
or flaws: When I wanted to sell a junky lawnmower at my last yardsale, I took a 3" x 5" card and wrote: Has
fuel leak but starts. Before your sale, look thru the boxes of everything you sell. When selling clothes and
coats take a minute and go thru the pockets. If you are displaying clothes on a clothes rack, I always use the
cheapy metal hangers. That way if the buyer wants to keep the hanger, they can. When selling books and CDs
- arrange in a box so the titles can be easily read by the customers. Put some effort into your sale and really try
to sell stuff by making it the most attractive it can be. If the first thing that someone picks up is nasty and
dirty, it may turn them off to looking at other things you have to sell. If you are selling an old basketball, make
sure it is full of air. If you are selling a tv, have it turned on. If something needs batteries to run, put batteries
in it so it works - it will help it sell. Nothing worse than going to a yardsale and just seeing boxes of dirty,
unorganized cobwebbed junk on the ground expecting people to fish through it. Meanwhile the seller is just
sitting there having their coffee chatting with neighbors and ignoring the potential customers.
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The Seven Steps of the Personal Selling Process by Luke Arthur - Updated September 26, Personal selling is a
form of selling that many companies rely on heavily to promote and move their products. The personal selling
process involves seven steps that a salesperson must go through with most sales. Understanding these seven
steps can help improve your individual sales or the sales of your company. Prospecting The first step in the
process involves prospecting. With this step in the process, sales representatives look for new customers that
they can potentially sell their products to. This can be done by cold calling or by going out into the market and
talking to people. This part of the process is a numbers game, and the sales representative has to contact many
people. Pre-Approach The pre-approach is the second step in the personal selling process. At this time, the
sales representative prepares for the first contact with the potential customer. During this stage, the sales
representative looks at any information that he may have about the customer. He may practice his sales
presentation and do anything necessary to prepare for it. Video of the Day Brought to you by Techwalla
Brought to you by Techwalla Approach The approach is the next step in the process and it is also one of the
most important. During this step, the sales representative takes a minute or two to try to get to know the
prospect. This phase usually involves some small talk to warm up the prospect and help them open up.
Presentation During this stage of the process, the sales representative makes a presentation. This can involve
demonstrating the product or service and showing the customer why they need it. The sales rep should focus
on the features and benefits of the product or service during this part of the process. Overcome Objections In
some cases, the sales representative will have to overcome objections by the customer. Many customers have
questions and concerns at this point of the sales process. If the sales representative can answer the questions
and overcome any objections successfully, the barriers for a successful sale will be removed. Closing After the
objections have been removed, the only thing left to do is close the sale. This can involve writing up an
invoice and providing any final information to the customer. At this stage of the process, you may need to
negotiate the final sales price and any payment terms. Follow Up The follow up is the last stage in the
personal sales process. After the product or service has been delivered, the sales representative follows up with
the customer to find out if they are pleased. If there were any issues with the product, the sales rep can work
with the customer to get them resolved. If the customer is happy, the sales rep can also try to obtain additional
referrals from the customer. In addition to writing informative articles, he published a book, "Modern Day
Parables," in
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Here are 10 Personal selling skills for successful sales. Obviously, if you have ears you are going to listen to
the client. So why do all sales specialists emphasize the fact that you should have good listening skills? Well,
let me change that statement for you. All Sales men should have good understanding skills. You will not
understand the client if you are not listening, will you? While listening to what he is saying, you need to
understand and process the information he is giving you and at the same time plan your own sale. All this
happens simultaneously. For example â€” In a sale, client might give a hint that he is going away on this 24th.
What if you presented him a discounted offer till 24th so that he can make an immediate decision? Listening
to the details he is giving you is critical so that you can formulate a plan to close the sale. I have to think
through many things but in the end, I am most likely to go with the brand which serviced me best prior to
sales. If a BMW brand executive called me up a couple of times, sent brochures to my house and reminded me
of an upcoming exhibition, it is most likely that out of courtesy itself, I will think of buying his brand above
others. Just because he had the decency to keep in touch with me. Similarly, for any high involvement
purchase or for channel sales, follow up is must. In case of consumer sales, follow up with the end client is
necessary. In case of channel sales , follow up with channel dealers is important. Never follow up too much so
that the client gets irritated. An irritated client might ignore your brand even if he likes it. If you have a target
of k, and you know that the customer is not going to agree to you, you need to plan your strategy accordingly
and hard sell the customers who show more potential. Another example of adaptability is a new region being
given to you, where the brand you are selling is not as renowned. In such cases, you need to get into the skin
of the customers and understand what they want from your brand. Sales can be easy in some cases but it might
be difficult in others. You need to adapt wherever selling is difficult. The best form of adaptability is seen in
real estate. A real estate guy has a lot of inventory up his sleeves which he has to sell. Adaptability is
important amongst all personal selling skills for certain industries and sectors. Stick to the task at hand for a
long period of time. Many times, you get reference clients just because you waited after an exhibition and
some introvert came to you for consulting. For example, many times you followed up for a long time with the
customer so the customer said yes. Other type of example may include repeating cold calls over a long period
of time. Going through the grind of meeting customers, pitching them, following up and keeping your
motivation levels up. In short, even if the job is tough, you need to keep doing it in the form of a cycle so that
you create an amazing sales pipeline and get the results you deserve. If you get demotivated and break the
cycle of lead generation, you will not reach far. So if you have an appointment on Friday, you need to be
ensure you are ready with your presentation on Thursday. You cannot make a presentation in the clients office
on Friday morning. A sales person needs to know what he has to do at what time. On the other hand, sales
people handle many documents including cheques, quotations, legal documents, agreements etc. What if, you
met an important client but you forgot to send them a quotation and the client lost interest? What if the client
was interested but you never followed up? What if, god forbid, you forgot the rates you had quoted to the
client and you cannot find the quotation you sent him? You can possibly make a huge loss on the sale.
Everything needs to be planned and scheduled to bring results and hence, organizational skills is an important
personal selling skill for most salesmen. If you go inside a retail showroom to select a range of products, you
will most likely meet the retail executive. This executive is probably trying to sell too hard because he has his
own targets. But then you meet the manager and the communication level totally changes. The manager is
smooth, he works in an advisory role and he will suggest the right things to you in a cool and calm manner.
You listen to this guy and make your decisions. Now, the best executives are the ones, who catch on this
manner of communication and try to convince the client in a cool and calm manner. You need to communicate
to the client the things which he wants to hear. This does not mean you are cheating the client. I am interested
in the resolution of the TV, not the screen size. And instead of the purchase manager, you met the director of
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the company. Now, this is a man who is capable of making the decision right then and there. But you are used
to interacting with purchase managers only. So you need to step up to the game right? You should have the
interaction skills so that you are able to impress anyone. This comes with practice which builds confidence. A
sales person should be capable of interacting with anyone and everyone. He needs to have a positive
interaction ability within his own company as well. There are many rules which sales people break to achieve
sales. Many of them should not be broken, but if some of them bring a positive result, then these rules can be
broken. But to break those rules, you need the approval of higher ups or the commercial teams. Or there will
be problems when you need approvals. Not only interaction within your team, even at the clients place, you
need to interact with the receptionist a good source of information , or other purchase executives who can give
you good information. The better you are at interaction with unknown people, the better will be your results in
sales. A friend of mine, a good salesman, once had a huge problem in front of him. He was trying to make a
sale to a big company for IT infrastructure and support. This company had multiple offices. However, the
competitor brand had an excellent executive who was giving good services to the target company. As a result,
my friend was never able to get through. But he kept his follow ups on, kept interacting with the key people
around exhibitions. And he got the contract. He kept working and giving service to the target company for
years and kept getting incentives for it. Off course, sales is demotivating at times and can present many
obstacles. But ultimately, the sales person should have the right attitude to overcome these obstacles. Some
customers have problems with price, some have problems with service and others might have problems with
the brand itself. If selling was so easy, your company would not have hired sales executive. It is because the
going is tough that you have a job. Well, by the use of good closing skills. There are many different tactics to
close a sale. I have written all about it in this article â€” How to close a sale. By the use of good closing skills,
you become a reliable sales person for your organization. You get the toughest clients who are most likely
going to give huge turnover to the company. As a result, you might get the highest incentives too. Amongst all
personal selling skills, it is the closing skill which is directly responsible for the incentives that you get. Close
the sale repeatedly, and you will be showered with praises and rewards. Personal selling is all about creating a
sales pipeline. And to do that, you need to meet as many customers as possible within a specified period of
time. Managing time is important because there is documentation to be done behind every sale but while doing
this documentation, you are unlikely to meet more prospects. So you have only specific time to meet prospects
and close them. As a result, the decision lies on you on which prospects to meet and which to avoid. This is
where the listening skills and follow up skills play a part. If you know that a customer is not going to buy from
you, you are much better following up with them on phone then meeting them personally. Go meet the guy
who you think is a sure shot sale. Spend some time on him and he might give more references. Dividing your
time between various existing clients, new clients and office becomes even more important as you move up
the ladder and get a team of your own. In that case, you might be asked to take care of key accounts and at the
same time close accounts for your team members. Time management becomes crucial as you move up.
6: iStudy: Personal Selling & The Marketing Concept
The personal selling process is a 7 step approach: prospecting he preapproach can be defined as obtaining as much
relevant in Is when inside sales reps make outbound calls or send outbound.

7: Itâ€™s a Process: Seven Steps to Successful Selling
Personal selling is a strategy that salespeople use to convince customers to purchase a product. The salesperson uses
a personalized approach, tailored to meet the individual needs of the customer.

8: 10 Brilliant Personal Selling Skills that help you succeed in Sales
Personal selling is an important marketing tool for small businesses, particularly those that sell complex or high-value
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products and services to other businesses, rather than consumers.

9: Marketing Strategies for Personal Selling | www.enganchecubano.com
The trend toward increased professionalism in personal selling has been the stimulus for _____, which is a type of
training and education initiative. certification programs Courses in personal selling in community colleges and four-year
colleges and universities provide students with ________ that help them become more effective.
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