
ESSAY ON SALESMANSHIP

Short Essay on Salesmanship. Article shared by. Basically, salesmanship is the knack of selling a product or service. It
is the art of convincing the customer to.

Since he does not need the sale in an inner personal sense, he then may not persuade the customer to buy. A
parallel might be drawn in this connection between the old antiaircraft weapons and the new heat-attracted
missiles. Business ethics are guidelines or behaviors that businesses and individuals use daily to deal with
world situations they might find themselves in. Out of a sales force of 18 men, there was only one rating A,
and his sales actually had improved after the training program. The more they sell, the more money they make.
A good salesman helps him by explaining the comparative advantages of different things. When they are
working with a man with potential, these training programs can and do bring out this potential and develop an
excellent salesman. Ability to feel. Selecting men with empathy and ego drive should contribute in some
degree to helping industry meet one of its most pressing problems: reducing the high cost of turnover and
selecting genuinely better salesmen. We also have a look in different ethical theories to see why they are
incompatible. Some, however, may be, and their lack of experience in no way reduces the possibility that they
have the inner dynamics of which fine top producers are made. The companies were hindered in the
preselection process by flaws in the prevailing forms of aptitude testing. In our research we attempted to
bypass traits and to go directly to the central dynamisms that we believed were basic to sales ability: empathy
and ego drive. Failure to date has stemmed from such errors as the belief that interest equals aptitude; the
fakability of aptitude tests; the crippling emphasis on conformity rather than creativity; and the subdivision of
a man into piecemeal traits, rather than understanding him as a whole person. The building of goodwill
depends upon the salesman. The dynamic interaction that is personality, as viewed by most modern-day
psychologists, is buried in a series of fractionalized, mathematically separable traits. Experience is more or
less easily gained, but real sales ability is not at all so easily gained. Edâ€”A salesman with fine empathy but
too little drive may be a splendid person but will be unable to close his deals effectively. The authors devoted
seven years of research to studying the problem of the ineffectiveness of large numbers of salespeople. We
were then told that his test had been included as a joke. A lazy and shabbily dressed person cannot impress
others. Courses on this all important side of business should be introduced in our colleges and universities.
This new source of information and the relative ease to access that information made sales teams have to adapt
or fall behind. This will result in the growth of business in our country. Robert N. He does not mind it in the
least, if the customer goes away without buying anything from him after giving him the trouble of showing a
dozen things and thus wasting his time. Why did the executives that Mayer and Greenberg studied continue to
hire salespeople who did not have the ability to perform well? Indeed, they are separate in that someone can
have a great deal of empathy and any level of ego driveâ€”extremely strong to extremely weak. He is not
simply bound by a prepared sales track, but he functions in terms of the real interaction between himself and
the customer. Race, gender, age and religion all play a role in business ethics. And so the very men with the
quality we were seekingâ€”strong ego driveâ€”were actually screened out. What is not so easily seen,
however, are the basic sales dynamics we have been discussing, which permit an individual to sell
successfully, almost regardless of what he is selling. Those men who scored high on that test were given our
test. We discovered a situation of this type recently in working with a client: A company in the Southwest
embarked on an intensive recruiting effort for salesmen. A good one, through his art of salesmanship,
promotes it. McMurry has observed: A very high proportion of those engaged in selling cannot sellâ€¦. But on
the managerial side, he had the ability to handle details, relatively rare for a salesperson; he was able to
delegate authority and make decisions fairly rapidly and well. The role of training is clear.


