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Self-Management Tools
Self-management is the capacity to control your actions, feelings, and thoughts. In the sales profession, self-management tools are essential in helping the profession attain the set goals. One of the self-management tools is proper management of time. In the sales and marketing field, time is a determinant of success. You have to avail the required goods at the right time when the customers need them. Inappropriate timing can lead to no sales at all (Burgess et al. 2019). 
         The setting of goals in the workplace enables a profession to achieve what she wants in a specific period.  The right salesperson sets a specific goal like, how much sales she should make within a stipulated time. She should work to ensure that she has made the sales to make a profit. A salesperson should organize time, energy, and mental capability to enhance better performance. An organized salesperson prioritizes her work, and she can plan on the actions she can take to increase sales.
         Self-motivation is a necessary tool for a sales manager. Self-motivation influences her to take the initiative and complete the task. The motivation that is intrinsic drives her desire to make more sales despite facing some challenges. Self-motivation ensures forward progress in making more sales. Another vital tool is stress management. Proactively managing stressing issues helps one to be very calm when working. Sales representatives need to be composed so that they can be able to convince their customers. Handling stress in time before it affects you enables her to focus on achieving the set goals and increasing sales. 
         A salesperson should be accountable for her actions. Accountability is the ability of a salesperson to evaluate her work and decide on the best ways to proceed. It enhances forward progress in sales.
       In conclusion, self-management tools that are essential in the sales profession are proper time management, goal setting, organization, accountability, self-motivation, and stress management (Bruning, & Campion, 2018).
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