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provided a9er the shipment.Publisher: China Textile Press Pub. Date:. This book presents a qualified salesman
must the ability to practice. including: emphasis on mind to practice; to maintain a good external image;
should train eloquence. until the perfect convince customers; to tap customers. good close contact with
customers; to know how negotiation skills; do Good preparation before selling; transaction know-how to
master; to know the hearts and minds; to be able to face rejection; to provide as much service. Language
popular book. case. and methods varied. those who want to do super-salesman of the reader. as long as the
step by step. consistently. in the near future. will succeed. Contents: Chapter I Section I of sales personnel
practice correct attitude of mind. the first step in successful marketing II enhanced self-confidence. enthusiasm
unremitting e?orts to the third quarter. fourth quarter distribution practice patience and energy. fighting for
the establishment of a firm to sell V Section VI goal of calm. resourceful VII touched with love of self-motivation
VIII IX customers have perseverance to break through barriers to Chapter II of the external image of the first
section to maintain good dressed for occasions Section deportment and generous. reflecting the third quarter
to sell their quality. attention to elegant first impression of the fourth quarter conversation. pay attention to
etiquette to adhere to the principles of Section V. VI. a man of integrity to enhance the personal charm magic
VII. VIII. in good faith to promote the use of the - - and trustworthiness Chapter III of the Road Section of
persuasion to sell the four steps to convince the six basic methods of Section III to convince the customer to buy
the...
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