
RECOMMENDATION TO IMPROVE PERSONAL SELLING

This is no time for trial and error or order taking; this is a time to sell. Here are some basic steps you can take to improve
your sales performance.

To help me think through what makes a good sales person you are the best, you know! According to a study
by Forbes Insight, decision makers and C-level executives visit social networks and online communities to
inform their purchase decisions. High cost is the primary disadvantage of personal selling. However, if content
is shared inconsistently via different platforms â€”due to the amount of tools available in the market â€”
managers risk losing control over what works and what does not. With increased competition, higher travel
and lodging costs, and higher salaries, the cost per sales contract continues to rise. Read the original text here
Sign up today to stay at the forefront of B2B sales B2B sales organizations and organic growth has been
looked upon as an art form for a long time. Think of the toothpaste commercials "9 out of 10 dentists
recommend this toothpaste. The shared experiences of the users will help new customers to feel the confidence
they need to make the buy themselves. However, highly effective sales managers know it is possible to have
too much of a good thing. If sales managers have the tools, real-time tracking and instantaneous feedback are
by far the best methods. New blood is important for keeping your prospect pool fresh and vibrant, but your
first friends can be an invaluable source of return business and glowing recommendations. For example: when
Kim Kardashian tweets out her recommendation for make-up. Sometimes the customer just needs a little more
information about your product or service to feel comfortable making a decision. In other words, social selling
should be supported by senior management. Click-through rates ranged from 25 to 35 percent on various parts
of the siteâ€”well exceeding the standard ratesâ€”and car sales were 25 percent higher than they were the
previous year, even in a down economy. Whether or not a company uses personal selling as part of its
marketing mix depends on its business model. Let Your Data do the Talking When it does come time to talk,
inspire your customers by sharing valuable thought leadership data and benchmarking insights with them. Ask
what they might be doing in town, where they are from. Highly effective sales managers realize that placing a
high priority on coaching will build confidence and drive production for their team better and faster than any
other single practice. The digital method is more common because it carries a lower expense, but is generally
less effective. Herding cats: Dealing with the mavericks and high performers It takes a special kind of person
to thrive as a sales professional. In doing so, the manager helps prevent weaker performances from becoming
anchored as bad habits that sap overall yearly productivity and sales. In addition, there are certain conditions
that favor personal selling: [2] Product situation: Personal selling is relatively more effective and economical
when a product is of a high unit value, when it is in the introductory stage of its life cycle, when it requires
personal attention to match consumer needs, or when it requires product demonstration or after-sales services.
What tips do you guys have?


