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Selling Experience
Selling is critical for all industries as well as personal experiences. Without sales, an enterprise cannot earn profits. Profit is the objective of all industries. The selling experience equips a person with skills he or she cannot acquire anywhere else. Selling gives insight to the salesperson about the product and customers’ personalities. Selling equips an individual with skills such as one, negotiation. During selling a salesperson learns how to negotiate with customers to come up with a fair deal (Haden, 2018). At the same time, a salesperson learns how to listen, evaluate variables, and overcome objection (Haden, 2018). Another skill a salesperson learns during his or her selling experience is persistence. Many are the time a salesperson will hear several “no's” from customers; with time, the person learns how to covert the “no” to a challenge instead of a rejection (Haden, 2018). An additional skill learned from the selling experience is self-confidence. A salesperson cannot afford to be shy; he or she must learn how to step forward and convince the customer to buy their products.
[bookmark: _GoBack]Additionally, selling gives room for a person to interact directly with customers, unlike commercials. Interacting with customers creates customer loyalty as the salesperson will convince customers on the uses and benefits of the product. Customers will have confidence with an organization when they can reach the organization through the salesperson. Moreover, a salesperson learns how they can improve their product from customers’criticism. Although criticism can be challenging to listen to, it is also helpful as it will help the organization to improve its products. Selling experience teaches a person how to handle various customers. Some customers are difficult to deal with, but, once the salesperson understands such customers, then, it becomes easier for a salesperson to close a deal with these demanding customers.

Reference
Haden, J. (2018). Without This Skill, You Won't Succeed. Retrieved from https://www.inc.com/jeff-haden/the-one-thing-every-successful-person-does-well.html
