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 I.
MINING FOR GOLD, WEALTH IS ON THE WAY!




In reading and studying the “GOLD
MINER GUIDE TO SELLING IN A TOUGH ECONOMY” you as a professional
sales person can gain your edge as a top level successful sales
person. As with the old gold miners of times past there were always
stories where the miner would just happen upon a nugget of gold.
The same thing can happen to you in finding sales. Sometimes a sale
will just appear out of nowhere, as an easy picking. But for the
most part sales have to be mined by properly planning and executing
your plan to find, sell and retain customers.

The “GOLD MINING” sales and
marketing series was developed by Phillip Knox, a former top sales
producer for fortune 500 companies including AT&T and Lucent
Technologies. He went on to become a successful Sales Manager,
Sales Support Manager, Marketing Manager, Analyst and business
owner. This Successful Entrepreneur and Author have personally
trained hundreds of sales representatives, telemarketers and sales
managers in the art of selling and lead generation along with
marketing support. This book and the other books in the series
helps to identify ways you can achieve and over achieve your goals
to sales success! This series will help you build the capabilities
and provide the sales tools to really excel. So grab your backpack
and your pickaxe as we travel to the Eldorado of sales and mine for
sales Gold and Silver!

Today’s economy is one that has
posed a significant challenge in many business sectors including
the career of Sales. When faced with a challenging economy, some
important factors need to be weighed. First of all realize beyond a
shadow of any doubt, the economy will improve and rebound. This is
a complete fact my friends, it has happened before on a number of
occasions. Some believe the recession is over even now and is no
longer getting significantly worse. Instead the factors that make
an economy strong are growing and overcoming the weaknesses.

It appears that with many sectors
having been stabilized, this economy will soon reflect the fact
that companies that have downsized and streamlined are actually in
a strong position to show a profit and come out in a much better
position than ever before. We use history and key indicators as our
guide here. What this means is that companies who have put off
purchasing growth oriented products and services are way over due
and are just waiting to be harvested. The key is to increase your
activity when suspecting and looking for businesses. This is done
while pricing is evaluated to remain competitive. Look at this
downturn in the economy as a big storm that has or is about to be
blown over. The sun is already shining its head out from an
economical perspective and we are on our way to a new tomorrow.











Find out ways to stream line your
solution and be prepared to act upon it. Look at the current
economic environment as an opportunity. In many cases your
competition may be gone entirely. Also determine to come in with a
solution that can be cost justified on every level. If you as a
sales person can show the decision maker along with his or her key
influencers a solution that makes sense now and in the future, they
you will win the sale and the customer will win a great solution as
well. Find a way to make your solution look the best from a
presentation perspective and work harder to let the prospect know
you and your company are willing to go the extra miles to ensure
complete satisfaction.

Have you ever dreamed of being a
highly successful sales person? Look at a tough economy in a
positive way and use it to leverage success. Perhaps you have
certain financial goals, or maybe you’re already a sales person but
you want to supercharge your chance of sales success! The fact is
that you can do it! This can be achieved by following a formula,
and by developing the skills and habits that bring you back to that
formula again and again without thought. If you are looking for
wealth, follow these exercises and sell to wealth.

When a commercial airline pilot
trains, he or she does so with hours of practice and experience
following a pre-planned routine they can instantly be enacted based
on any circumstance that may occur. The training curriculum for the
airline pilot has been designed to anticipate potential scenarios
that might occur. This method of training is designed to create a
solution with a minimum of panic and with the result being a
successful solution. As a sales person you can do the same thing so
that when faced with any objection or change during the sales
process, whether it is during the presentation or at any other time
you will be ready. Wouldn’t you like to be able to respond in a
cool, calm and collected manner? Especially if it meant you just
closed more business. Business closed and executed in a smooth
efficient manner leads to more business, and that we call sales
momentum. This sales momentum from start to finish in the sales
process and from sale to sale to sale will lead to great success
and subsequent wealth.

It interesting to note that sales
is an old profession that has been used for thousands of years.
Ancient Egyptians, Greeks, Romans and Arabs used papyrus to make
posters and sales messages. Virtually every culture has developed a
sales process which includes gaining the interest of the prospect
and then helping the prospect become a customer. Based on
archaeological evidence, they found ways to better market their
product or service.

You can do the same as the ancients
in understanding your product or service and using your new found
skill to efficiently sell more. It is also very important that you
really try and help your prospect and subsequent customer the best
you can. This will come through as a sincere attempt to reach out
to your prospect and ultimately customer, making a lasting
impression.

Becoming a top sales producer with
the ability to earn wealth really depends upon you and your
commitment to learning the process and executing it. The first
thing you have to do as a sales person is to decide, “I am going to
do this!” You have to be determined to make it happen, and to stick
with it and with the process, following through every day until you
achieve sales success.

Once you understand the methods to
doing anything the next step is the commitment to stick to those
methods and to follow through on following them. Perhaps some
elements to the sales process are easy for you and come quite
naturally. Other elements to the sales process might not come so
easily. When you as a sales person are about to close a deal maybe
you are unsure how to push for it properly. Or maybe you are not
comfortable with doing paperwork or in organizing your leads or
with time management. All of these elements and more are integral
in making you a great sales person.

If you’re not comfortable doing
sales paperwork, you have to decide to learn how to do it well and
to force yourself to do it. Super successful sales people fight and
ultimately in time overcome their bad habits of procrastination. So
be determined to interview and speak with those in your office that
are charged with accepting and processing your sales paperwork, and
then be determined to follow through. Work with the system in your
office, and develop your own system to take good notes and to keep
good record of your customer order information. Being organized is
a major advantage for a sales person. It might be a good idea to
get yourself a good briefcase or portfolio with ample room for
notes and signed contracts and brochures along with anything else
you might need to do the job.

 



Visit: http://www.smashwords.com/books/view/4911
to purchase this book to continue reading. Show the author you
appreciate their work!
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