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Examples of Sales Skills

Position Based Skills Personal Mastery Skills

- Management - Ethics
- Marketing & M.eet gpals
- Public relations - Sincerity

General Skills

- Listening - Cold calling
- Public speaking - Negotiation
- Networking - Consultations

ED the balance
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SUCCESS MANTRA FOR SALES PEOPLE

Change your perception of selling — it’s not about puttin
undue pressure on your prospects, it’s about collaborating wit
them to create the right solutions.

Put yourself in the buyer’s shoes — stop thinking about
your sales process and study how and why your customers buy.

Plan and practice - you can’t wing a successtul sale. Put the
hours to plan and prepare for your pitches and polish your
skills as you go.

Don’t brag or lose control over your body language —
staying calm in situations where nothing goes to plan is crucial
to moving the sale forward.

Work to understand how your customers will buy — try

to reverse engineer the customer’s buying journey and use that
information to guide the customer to conversion.



SUCCESS MANTRA FOR SALES PEOPLE

Manage the pipeline — adapt your sales process based
on where customers are in their buying journey.

Focus on the most influential decision makers —
learn to uncover the key influencers and look for
alternative routes how to reach them.

Close the deal — use the best closing techniques to
achieve your goal.

Think long term — don’t give up after the first “no,”
learn how to follow-up without annoying your prospects.
Read up - tap into the unique expertise of sales industry
gurus.



Qualities of a sales manager

Self Confidence 7)  Flexibility

e s 8)  Continuous Learning
Imtiative

9)  Optimistic
Emotional Maturity

10)  Consistent
Effective communication

Intelligence

6) Dynamic Leadership



11) Miscellaneous Qualities of a Sales manager

Passion

Integrity

Loyalty

Ambitions

Charisma

Vision and Foresight
Administrative ability etc.






