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Introduction
Some friends might be asking me this question: Why are you writing a book about sales? You were never a sales guy. True, but I did bring in a lot of projects and sealed a few big contracts during my time as the Head of Product and RnD. Doing sales was not in my job scope. I did not get any commissions from the sales I made. Not to boast about my own achievements or what not, this is just to show that everyone can do sales if they do it properly and with passion. I had started without much knowledge about sales. I had no idea how to do a sales pitch with the killer presentation deck. It wasn’t an easy path, but it was an interesting challenge that will bring the sweet, fulfilling feeling whenever you seal a deal with your customer.
 
I had known some of the very best salespersons that were working as a specialist or a senior banker before ending up doing sales, not because of desperation from losing their job. They were just trying out new things in life, breaking away from their mundane day jobs. Some did it as a side hustle out of curiosity and ended up being successful. 
 
Life is full of challenges. But we should aim for having fun and good challenges that can bring us to the next level. If you are in the sales segment, or wanted to try it out, I hope this book can give you some insights and information. Otherwise, just treat this book as a fun read.
 
Lastly, it is a great honour and pleasure to be able to share some experience with my readers. Thank you for getting this book and read about my experience and perhaps some ramblings along the way,
 
May God bless you all for the good things you are doing, especially sales!
 

First, You Need A Good Product 
That is just pure common sense.
 
Why, because if your product is a piece of junk that nobody wanted, not only you will have difficulty in selling them, you might destroy your own reputation as a salesman that you have put in so much investment and effort to set it up. You will be seen as a fraud. I have seen many salespersons using deceit and lies to convince buyers to buy their products. There were tons of fake photos, videos or even product descriptions on e-commerce sites. I remembered there was a time I was looking for a room close to my working place so I could dodge the horrible traffic jams every morning. The agent had uploaded incredible photos of the room. It was clean, with some interior decorations that you might find in some showrooms. The price was a bargain. Furthermore, it came fully furnished. Only an idiot would look past such a great deal. So I decided to contact the agent who had created this wonderful advertisement. The agent’s response was quick; so quick that it felt like I was chatting with an automated bot system. I asked if he could send me more photos, or even a video before I made the decision. I was staying in another city at that time, so travelling to the location to check in person was a bit difficult for me. After getting additional photos and video from the agent, I was 90% convinced to book the room. Coincidently, one of my friends happened to be travelling to that city for business. Just to make sure that I will be getting what was advertised, I asked my friend for a favour in return for a Happy Meal at McDonald’s. At this point, the remaining 10% of me was still a bit sceptical about the room deal, for it seemed too good to be true. For such a deal, it would be rented out in an instant. Not long after that, I received a call from my friend that put my hopes in sealing the deal up in flames in an instant. The room shown in the photos was actually the block opposite the apartment that I was aiming for. The actual room was a dump. When I called the agent to confirm this, he was still trying to convince me otherwise. This time, he was instilling that FOMO (Fear Of Missing Out) guilt in me. He even gave further discounts for the rental. Though I was running out of time to get a room before I start my new job, I turned the offer down. This was one of the best decisions I made that had saved me a lot of troubles. Weeks later, I came across news that the apartment that almost became my home had tons of problems, ranging from faulty elevator, intermittent blackouts, pests infestation and others. Since then, I had blocked that agent when he tried to send me other property advertisements. I even shared the information of this fraudster with my circle of friends: to avoid this agent at all costs.
 
Successful businesses and trades are built on trust. You can get a Public Relations firm or Digital Advertising firm to put up the most visually appealing event or advertisement to launch your product to maximise the brand exposure and awareness, but once consumers realise that your product is an overpriced crap, you will find bad reviews flooding all your marketing channels and those review sites. By then you will have to invest more into revamping your brand or just kill the product or even your business. Many brands with products suffering from many quality issues tried to rebrand themselves. Apart from the artwork and visuals on the brand, the product continued to suffer from quality issues. As time passed, consumers no longer trusted the brand. Some of the brands tried very hard to change the perception by improving their product but it will take many more years to win back the heart of the consumers as they will still remember the problems and inconveniences that the product had caused them. Just the other day, I went to try out a new car model that was just launched. The brand had suffered a bad reputation due quality issues, especially on the gearbox. The new car was impressive. It was no longer the piece of crap that most car buyers despise. The material used in the interior and the drivetrain combination improved by leaps and bounds. Still, sales remained poor for another few years until the car brand did a massive relaunch of the brand by inviting the public to test out the new cars to win back the consumers’ confidence. 
 
Without a good product, it is very difficult to convince others to buy it, especially if the price point is above the perceived brand reputation and quality, unless it is to cater for a niche market where only few are producing the product. You will have a harder time marketing your product, unless you are going for deception which is always a bad choice. Consumers will map back what you have told them against the experience they had with the product. If they are getting what they are promised, then they will start trusting the brand and you as the salesperson. Without the trust between the salesperson and the consumers, it will be an uphill struggle to get more buyers, and even harder to retain them. Consumers have a lot of options in the market. Products that are bad will eventually lose market share to similar products with better quality and perhaps cheaper. Just look a decade back when Chinese companies just started to produce imitations of iPhones. Now, Chinese brands like Xiaomi, OPPO, Vivo, Huawei and many more are dominating the smartphone market, taking away the once dominant Samsung and even killing off HTC in the Android market. Even Chinese car brands are getting the attention, especially those from Geely and BYD. We are now seeing these brands being featured on car review sites and on many channels on Youtube. Back in the days, these cars would never see the light in any of these sites, maybe only to show how bad the Chinese made cars were back then. Fast forward, Chinese brands are beginning to dominate the market as the product quality is getting better while still maintaining the affordability compared to other Japanese, European or US counterparts. 

Be a user of your own product before selling it
 
You will need to be convinced on your own product. Do you like what you have produced? Have you been using it consistently? What are the pros and cons? How can you improve on the product further?
 
You will need to understand your own product or the things that you are selling inside out. You will have to be the most critical about the product so you know what are the downside of your products. This will come in handy if you encounter customers enquiring or raising similar issues since you will be ready to answer them. Not knowing your own product will not provide confidence to your customer. Why should they be buying if you are not even using it? They will think that either your product is so bad that you do not want to even use it. I had a bad experience when I was looking to purchase my first property. The agent was completely clueless about the unit that she was selling. In fact I gave her more information about the unit myself. I was told by her that the developer had built a pedestrian bridge linking the apartment with the commercial area to bring convenience to the tenants. Knowing this was a lie as I did my research and even surveying the area before that, I asked her sarcastically, “Where? Can you bring me to see this as this will be the deciding factor if I were to buy the apartment”. She looked stunned and started mumbling, perhaps panicking since the pedestrian bridge never existed, not even in the future plan. After a while, she apologised for mixing this apartment with another property. She assured me that she was not trying to deceive me. She looked rather confused and unprepared for the tour. Still, having a sales person not knowing the product he or she is selling is a bummer as it will leave a bad impression and experience during the sales pitch. Buyers will most likely skip the purchase unless they have known the brand and have decided to buy regardless of the salespersons or stores, cough, Apple products. 
 
Furthermore, having a deep understanding of your product will allow you to plan out an effective sales and marketing strategy. You will have a clear picture on your targeted consumers. When I was helping out with the sales for the company, I studied the products being offered before any sales presentation. Is the product suitable for the clients or industry? What are the key features that potential customers might be interested in? I was never comfortable doing a sales pitch without first having all this research done. I have seen many failed pitches before this and would not want to be in one. You will have to be witty and quick in responding to customers’ requests or questions. Consumers and clients alike want to deal with product experts that they can rely on. When the
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