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A survival guide for the sales professional

Don't be daunted by
the challenges of your
sales job; follow these
tips instead

COMPARED to other fields, the
sales industry has a high burnout
rate due to its competitive and
challenging nature.

Although a career in sales
can be rewarding, you often have
to face countless rejections by
clients and even endure scold-
ing from them for something that
might not be your fault.

Ever wondered why you
have difficulty closing deals while
your colleagues just seem to

breeze through them without a
hitch?
Are you discouraged by set-

backs and feel dejected for not
being able to close a deal?

Here are some ways you can
improve your job performance
and become a sales superstar.

SET DAILY GOALS

Instead of working towards a
monthly quota each month, you
can set daily goals for yourself.
This allows for more efficient
time management.

To do so, divide your goals
into multiple categories — like
how many clients you have to
meet each day or week, what is
the minimum target you must
achieve daily and weekly to ful-
fil your month-end goal, and
when to network and follow up
with your clients.

When preparing a list of the
things you hope to achieve each
day, put them in order of priori-

KRT

SALES IS A BATTLEFIELD: You will succeed in sales if you set realistic goals,
and continually improve your knowledge of your product and your market.

ty so that the urgent matters get
settled first.

BE INNOVATIVE

AND FLEXIBLE

There is no fixed approach to
garnering sales. A sales profes-
sional has to be innovative and
flexible.

Meeting your clients’ de-
mands may be a daunting task,
but if you can exceed their ex-
pectations, you will increase your
chances of closing a deal.

Find out what your clients
want by meeting them and dis-
cussing ideas.

This gives you a better pic-
ture of their demands, enabling
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you to come up with creative
ideas to meet their needs and
win their favour.

UPGRADEYOUR

PRODUCT KNOWLEDGE

It is important to have in-depth
and precise knowledge of the
products you are selling.

If your knowledge is super-
ficial, then your chance of clos-
ing a deal is close to zero.

You should be prepared to
spend time doing research on
the products your company is
offering and learning the benefits
that your products can offer to
your clients.

Being familiar with your

competitors’ range of products
and services will also give you a
competitive edge as you will be
able to help your clients make
comparisons and inspire confi-
dence in your products.

IMPROVEYOUR

SALES KNOWLEDGE
Upgrading your sales techniques
and knowledge by attending
workshops and reading related
articles online are ways to im-
prove your selling skills.

If possible, ask your col-
leagues how you can improve
your skills and sales approach.
There is no better way to grow in
your profession than to learn
from previous experiences.

You can also learn addition-
al skills such as reading body
language, neuro-linguistic pro-
gramming and better communi-
cation to facilitate understand-
ing of your clients.

Further, you should learn to
build rapport with your clients, as
this is essential if you want to
enjoy their business.

FOCUS ONYOUR
CUSTOMER’S NEEDS
Customers are drawn to a prod-
uct or service when it offers mul-
tiple benefits.

So always ask yourself what
benefits you can offer your cus-
tomers if they choose to close a
deal with you rather than with
other sales agents.

And if possible, try to go the
extra mile for your clients as it
shows your sincerity in working
with them.

These little gestures will def-
initely help in closing a deal.

GOOD SERVICE

GOES A LONG WAY

This is a crucial part of being in
the sales profession. People pay
for your products or services be-
cause they believe that you will
provide excellent customer serv-
ice.

Make an effort to contact
your client after the sales to col-
lect feedback on the products
and services, and see if there is
anything else you can do to help.

Remember that your job as
a salesperson doesn’t end after
your client has signed the in-
voice.

If your client is impressed
with your product, he might even
introduce more customers to
you.

Referrals can make a big con-
tribution to your sales targets,
too. So, the next time you find
yourself running out of sales con-
tacts, try improving your cus-
tomer service to build up your
referral market.

This piece was contributed by
Mr Dave Wong. He is the
principal trainer at Success
Route, a certified trainerpre-
neur (University of Berkeley),
neuro-linguistics
programming practitioner
(ABNLP), certified hypnothera-
pist (ABH) and IACT-certified
stress management consultant.

Have an article to contribute?
Email careerstoday @
newstoday.com.sg with your
name, designation and compa-
ny name. All articles are sub-
ject to editing. Publication de-
pends on space available.
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