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	Introduction

	

	On an average, a person encounters about three salespersons in a day. Your phone will ring one sunny morning; a jovial salesperson is on the other end of the line selling you cruise vacation tickets. As you condition yourself for a good relaxing nap, somebody begins knocking on your door and when you open it, an insurance salesman is right at your face smiling his heart out. You try to sort out your mails before going to bed and you noticed that half of them are promotional newsletters. 

	

	You might be tired of salespeople yourself. In fact, you might have hated the mere sight of one. But do you know that it is one of the most rewarding jobs around? Well, not unless you can become the next President of the United States; but then, I could be wrong. 

	

	Salespeople are the very individuals who move the company. Their job is to market the products and make the company flourish in the process. If a salesperson is not able to do his job well, then the rest of the company will fall. The CEO, down to the rank-and-file employees, will soon be out of their jobs. 

	

	Do you see now how powerful salespeople can be? And because of this alone, they are quite indispensable in any organization. 

	

	For a salesperson, every sale merits a commission. And for their every good performance, income spiffs and special bonuses, who then would not want to be a salesperson and become rich and successful?

	

	Do you now want to be involved in sales? If you still don't feel up for it, take this. It is in selling where money really lies. You do not even have to invest too much, nor would you need any capital upfront. All you needed is the right skills and the correct attitude for the job. That is exactly what this book is going to give you. After you’ve gone through this book in whole, you will become a topnotch salesperson - a salesperson who can sell anything and everything under the sun, from a shiny new car to a multi-colored checkered coat and tie collection. 

	

	Whatever product you are selling won’t matter at all. Your merchandise, service, or goods will all be sold in a matter of minutes, hours, or days, depending upon its complexity and worth. And you will achieve your first million sooner than you have ever expected. 

	

	Almost no one is born to become a topnotch salesperson, although some may have “natural” talents in selling. They are all trained to become one. And there are no tough pre-requisites for that. All you need is the willingness and the desire to succeed. Once you have that, you will get a good focus on your goal. You will notice that everything simply falls into place. You will become a master when it comes to selling.

	

	Expect that selling is something that you can do well. Everybody can become successful in the field of sales. People go to the market each day. They shop for the food that they will eat and the things they will use. You see, almost every place is a marketplace. Selling is simply a part of our lives. Most of the time, you are in the buying end. But this time around, you are in the selling end. The bottom line is that we are usually involved in a selling deal. And because of that, you must have seen good salespeople at work, right? Try to observe how they can make people buy their stuffs or even ideas. They have a certain ability that makes them good at their job. 

	

	As you read this book, that outstanding salesperson can be you. The things written here will help you, if not transform you into becoming an excellent salesperson in just a very short period of time. This book is for everyone, no matter whether it is your first time to sell or you have any experience in selling before. And for those who had tried their hands at selling and didn't do well, it really doesn’t matter what your sales record is before. You could have been your company’s most terrible salesperson. But as what Gene Fowler, a famous writer and actor had said, “I am the world's worst salesperson; therefore, I must make it easy for people to buy.”

	

	As we start your preparation to become a topnotch salesperson, try to maintain a small note pad where you can list the answer to the questions, exercises, and the rest of the pointers contained in this book. Doing so will expedite the entire learning process and make you the topnotch seller that you really are.

	

	

	

	


Chapter One

	Understanding the Selling Market

	
	Before gearing up to sell, you have to understand one essential thing in selling – and that’s your potential market. Potential market is simply defined as the group of people who could be interested in the product or services that you are offering. These are the people who you will be selling your products to; and apparently, their roles are very important. 

	
	Whatever product you are advertising, there is only one thing to keep in mind: you have to know who your target market is. It is not a good suggestion to sell beauty creams and makeup in a car-racing magazine, would it? Well, not unless you want to utilize whatever media you can put your hands on. But still, doing that is an incredible idea.

	
	Who Are Your Target Market?

	
	For you to know exactly where to sell, you have to analyze your product first. And for you to do that, answer these 10 simple questions:


Who are the direct beneficiaries of the product or service you are selling?


Are there any indirect beneficiaries? If so, who are they?


Who can afford these products? What’s the income bracket of the persons who are willing to buy them?


Would these people prefer to buy them in cash or through other payment methods, like credit card or check? Do they have to sign a loan or an installment plan agreement prior to purchasing?


Where and how exactly are these products used? At home? In schools? At work?


Who are the people that are most likely to buy? Male or female? Married or single? Young or old?


Is the product a necessity or is it just a luxury?


Is the demand for the product seasonal or will it be the same all year round?


Are potential customers already aware of this product, or is it something new and innovative?


Do these people have to gather decision-making data or would they be capable to buy at the spur of the moment?

	
	These 10 straightforward questions would effectively take you right in front of the people where a big chunk of revenues will be coming from. After listing all the definite answers to the questions, you should have a clear idea where your potential markets are. You should then be able to have a good idea as to what method of attack you should use for your every target market.

	
	Segregating Your Market

	
	Still referring to the answers you have for the questions above, you may notice that you have a rather diverse group of buyers. It is possible that your product caters for a big group of people, young and old, male or female. Segregating your market is very essential so that you will be able to cater for their individual needs. According to several researches, doing that will take you closer to your prospective buyers and eventually, to sales and profit. 

	
	To successfully segregate your market, here are the things that you have to remember:


Determine the distinctive needs of each group of people.

	For sure, male executives buying your product will have at least one different reason from single mothers who will be buying it. Although you are selling the same goods to these two sets of different people, the presence of their individual needs and benefit still remains. This is something that you have to capitalize on as you plan your sales pitch.


Conduct a research.

	You won’t effectively know your target market if you are just guessing what their needs and wants might be. You have to know them for sure and should not settle for the but’s, if’s, and maybe’s. Send out a survey. Consult with the experts. Read a lot about these people and be properly informed. Know how your competitors do it. Alternatively, if your budget allows it, hire a company to do all of these for you. Then test your market. The main idea here is for you to be reasonably assured that you are following the right strategy.


Say only the “proper” things.  

	You have to speak the particular group’s language. If you intend to sell to the young or the teenagers, you have to talk like one of them and not like strict parents asking them to do this and do that. Speak as if you are a teenager yourself. Know what their heart’s desires are. And give those to them exactly. You should talk like a member of their group, and not an outsider wanting to be a part of it. Your target market will most likely detect a hoax when they smell one. And the effects of that are rather unappealing. 

	
	Focusing on Your Market

	
	Now that you know all your possible markets, you have to cater to each of their special needs. This is commonly referred to as niche marketing. A niche market is simply a specific portion of a bigger market. It is nothing but a narrowed group of probable customers that is often overlooked by a mainstream provider. 

	
	To make things clearer, let’s use a definite example. If your business is all about home insurance, divide that into several niches like mansion house insurance, bungalow insurance, and condominium unit insurance. That way, you will be able to focus more on your segregated market. By following the niche concept, you are sure to bundle the mansion house insurance package with all the necessary provisions and even freebies that a mansion owner will be glad to own, and which he might not get from any other general insurance companies. Going into niches would enable you to put up the quality of your products. And more people will certainly go to you too, thinking that you are the specialized expert they really need. 

	
	Always remember that every niche market has its own needs and requirements. That is going to be your focus. In order for you to successfully meet all their specific needs, the first thing that you have to do is to carefully select a profitable niche. Choosing the right niche starts it all. When choosing, consider its profitability. Keep in mind that a niche’s group of potential customers is relatively small, so focus on a highly lucrative group of people. 

	
	Analyze your market. Who are you competitors? Are they offering niches as well? If they are not, then you are lucky. All you have to do is to choose one specific area and focus on that. If unfortunately, they are offering niches as well, try to determine the area that is not yet serviced. Be creative. If your business is about home decors, a good niche is an exotic collection of decorative items from different countries all over the world, like Egypt or the Bahamas, for example. Your main goal is to be the best provider for that certain group. Maintain an inventory of the best products given at the best price. 

	
	So you will be properly guided when serving your respective niche, talk to real persons with real needs belonging to your chosen category. Look for an ideal customer. Ask him pertinent information as to what he expects to get about your line of products. Include in your query the things that he thinks he should not be getting as well as his suggestions as to how to make the whole thing better. 

	
	Going back to the home décor example, your ideal customer will be a well-traveled middle to upper class homeowner. This person will have an idea as to what things you will be asking about and the things that you should know. He must have seen, and maybe even touched, exotic culture. He will be a reliable source of market information.

	
	Then couple what you have found out from him with real market research. This has to be done to verify the information you have gathered. Is your ideal customer’s taste the same with the rest of the community? Are his ideas feasible? Along with answering these questions, you should also be able to determine the right strategy on penetrating the market. Include the production costs as well as your close competitor’s product line. You can do the market research yourself. 

	
	First, try to talk to more potential customers. Still using the home décor example, you can also read current home décor magazines to get market leads as to where your possible suppliers and buyers are. Search the Internet for the sites that are more or less similar with your idea. Doing so, you will be able to adjust your market and products accordingly. 

	
	Finally, go deeper to the personal preferences of your potential customers. Know what qualities they look for and feel more about your line of product. For home decors, a good feature will be the history embodied in a particular item. Sell pieces that are reflective of a nation’s tradition and culture. More people will surely come to you. When that happens you need not go to your market anymore
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