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	The concept of Golden Circle is a model which helps giving focus to a business on how to stand out from competitors who are similar by communicating its differences. Golden Circle concept explains the different entities or stages of the business model and how the intended audience relates to the message or vision. We are therefore inspired by those who lead not because we are forced to but we want to. The three questions why, how and what are the ones that drive the customer's approach.  Companies using this approach being successful as compared to most companies that have no idea why there is choosing of their products by customers. The concept of the Golden circle is important because through its use there is the ability of vision communicating to buyers who are potential instead of communicating what is done and made and how products are made or done. Moreover, it is important because if the core question in the golden circle is focused on there is success attainment. This is because through it there is a clear and honest explanation of why for example company services and products are the best (Midgley, Midgley, 2005)
The concept of the Golden Circle applies to Sales Management. Sales management refers to efforts that are put to a company sales objectives attaining. It applies through its three core questions asking. It is a very impactful way using why to communicate with other humans in sales management since it defines the value proposition that is particular and inspires the sales management team to act. Products and services are therefore able to be clearly and honestly explained since they are based on sales management true starting point. A sales Management, therefore, able to grow stronger through being its own competitor.  Moreover, there is becoming an influential player in the market. What is therefore resulted is that when Sales Management comes to making decisions, reasons are applied through the Golden circle concept, therefore, commitment and enthusiasm being expressed effectively. “As a result communicating why in Sales Management forms a strong value proposition basis that will differentiate what a particular sales management differentiates its brand from others.” (Midgley, Midgley, 2005)
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