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prolem

e

Customer wants
personal
treatment - that
his needs are
heard and
recognized *

oo

of a Salesperson

customers’ point of view

-

Helper

n

p

Professional

A

Human
Relation
Expert

\

Customer wants
\ reliable,
competent
service

/

Y

Believer

4

Goal-oriente
Achiever

A

N

d
e

/ Customer wants

Customer wants convincing, confident
service from a person who feels happy at
work and does his best
(self-awareness/organization-awareness)
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productive and
quick service



of a Salesperson
N e Y

Professional
-Competent, specialist
sKnow-how
-Problem solving skills
@ow—how creates reliability

~ Helper
-Desire to meet the needs of
the customer and solve
his/her problem
-Sincerity
sCustomer’s benefit in mind

A

Believer
-In self
-Iln company
-In product

f Human Relation N a Goal-oriented A
Expert Achiever
~Observes -Result focused

-Listening skills ~Result orientation
~Observing skills -Long run company interests
-Empathy, understanding -Effective time-manager
-Communicative competenc/e \\ -Desire to implement
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