A PRODUCT OR SERVICE'S USP, OR UNIQUE
SELLING PROPOSITION, DIFFERENTIATES THE
OFFERING FROM ITS COMPETITION.

A QUOTA, ORSALES GOAL,ISTHEAMOUNTOF
REVENUE A SALESPERSON IS EXPECTED
TO GENERATE OVER A GIVEN PERIOD OF TIME,
AND MEASURING IT IS THE EASIEST WAY TO
DETERMINE COMMISSIONS.

SALES

FROM FINDING LEADS AND CLOSING TECHNIQUES
TO RETAINING CUSTOMERS AND GROWING YOUR
BUSINESS, AN ESSENTIAL PRIMER ON HOW TO SELL

WEBCAM, OR VIDEO, PRESENTATIONS ALLOW
YOU TO PITCH TO POTENTIAL CUSTOMERS
ANYWHERE IN THE WORLD.

_DCIAL MEDIA NETWORKS LIKE LINKEDIN
AND FACEBOOK ARE GOOD PLACES TO LOOK
FOR NEW BUSINESS CONNECTIONS.

\E /A4

TR

COLD CALLING REMAINS AN EFFECTIVE SALES
PROSPECTING PRACTICE EVEN IN THE DIGITAL
AGE, AS SALESPEOPLE REACH OUT OVER
THE PHONE AS WELL AS THROUGH EMAIL AND
SOCIAL MEDIA.

WENDY CONNICK
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