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A salesperson is an individual who sells goods and services to other entities. On strategic and preparation work on the sales call; before any call him/her should know the prospect’s current situation, the goals of the customer, the desired outcome, his/her relative strength, relative vulnerabilities and actions he/she need to take before the next call. The salesperson should have call objectives like, finding out the name of the person who buys the same services, scheduling a meeting with the person who buys services, getting the request marketing materials, getting a person to ask a question on a particular project. Sales strategies are of two type; inbound sales where the methodology is based on buyer actions and outbound sales where legacy system sales teams are based on seller actions.  

Salesperson Success

A successful salesperson possesses a unique set of personality attributes that enable his/her success hence has got key qualities for essential success. These include empathy, focus; one is internally driven to a given goal and stay attentive to a given topic (Wang & Netemeyer 2002). Responsibility; the salesperson is having a strong sense of responsibility and does not place blames on others. Optimism and Ego – drive. Thus the salesperson is self – motivated and self – starter with a clear notion of what he/she wants to achieve. Hence his/her success. 

Preparation for Sales Position

A student can prepare him/herself for a better position in sales positions through the following skills. The ambition which changes the opportunity outlook of the student dramatically. Value, Articulation, skill; the students should have the soft skills to enable him/her to work well, and lastly resourcefulness. Through all this, the student should be able to get sales positions.

Technological Use

Available technology resources make a better salesperson. They use software that determines personal charisma and central to making a deal thus empowering them, and augmenting attributes to maximize time, energy, and revenue (Boles, Babin, Brashear & Brooks 2001). By engaging in the power of sales intelligence software, they do in the following ways; trend spotting and proactive sales, building better and more personal relationship, improving efficiency and smarter selling. Hence the better of an organization.

Challenges Facing Salesperson

A salesperson faces some challenges in their markets hence leading to poor production. The challenges include; long decision time frames, need to win more proposals, competing with a lower-priced competitor who will not hold up promises, finding a qualified leads, weathering cuts budgets, deals lost to delays, too many competitors, little customers interest on services, few members of staff to help on sales targets and getting to the level of decision makers. Therefore, through all these challenges, the salesperson will not get a good product at the end of the day.

Measures of Salesperson

For a success of a salesperson, he/she should have some qualitative ways to measure sales reps. This is through; personal efforts where the manager monitor and evaluate the following, time management, planning and preparation before calls, sales presentations, learning new skills; knowledge this the manager should examine the need to make sure the reps have stronger knowledge around; product, company policies and processes, competitors, customers; and lastly personality and attitude (Ahearne, Jelinek & Rapp, 2005). Therefore, there will be a definitive proof way to measure a sale rep on qualitative measures. This can lead to either failure or success of the sales.

The identity of New Sales

The most important sales opportunities are being able to identify them in all situation. The salesperson does this in the following ways; establish an ideal profile, integrate marketing here they give marketing collateral to offer and hooked products by offering something like complimentary eBook, referrals here they identify sale opportunity is crucial but the opportunity comes from your approach.

Likes of Salesperson

   
 Salesperson mostly in his/her job like sales as a career because of most people in sales like guide customers towards making the right decision in a given product. Some feel spending time with customers is the best part of sales hence the best service possible. Some pride themselves in making sure a customer knows everything about the product they purchase. Some ensure that customers learned how to use the product to its fullest potential. Hence the success of their products.

Typical Call

   
 Typical calls of a salesperson refer to solicitation by phone telemarketing with a customer who had no prior interaction with the salesperson. It is the most common forms of marketing for the salesperson (Ahearne, Jelinek & Rapp, 2005). A salesperson should be persistence to endure rejection. For him or her to be successful, they should prepare researching the demographics of their prospects and market. in view of that the profession rely on cold calling typically having a high attrition rate.

Achieved Objectives

    
Through calls, the salesperson gave out activities and was achieved, as sales objectives through a formal sales process. They first identify the objective and look for a way of relating it back to the sales processes systemic. Then process backwards to the process activities that have an impact on the objective and managed the activities within the process. But not all were achieved since they could affect the customer focus and the sales processes could influence the outcome.

Theory of Sales

    
Theoretical knowledge must necessarily apply in real life marketing process. Customer retention is more of a business priority in intensifying competitive markets. The marketing functions evolved from potential customers to the company business advancement planning. This gives grounds for the salesperson to approach a consumer. Hence marketing advance in various methods to create awareness of the product.
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