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Selling is an instinct or acquired
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What does the word "seller" mean?

o doxn - Olaally (@9l ()ladun) 7bal dualall 8okl B8

Joc!



401 1 Fdol | rdol |

What does the word "seller” mean?

Slogs 51 oy pases w3l

i o - Olaally gl (§)latol bl dealadl Baledl (98>

polus = 5 o

."9:&;)[?.
p29les = L e

Juolgis = 5L o

Joc!



401 1 Fdol | rdol |

Ul e ddasidl ygmall o L

What is the stereotype of the seller?
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Look the customer in the eye
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If You Want To sell, You must know Why people buy!
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1. Selling is an adventure Every day getting more difficult and delicious
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The Pleasure is in the process of selling not afterwards. It is why the seller lives an
adventure of rejection and life lessons until closing the deal.

The pleasure is in the journey not the destination
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Last scenario: Work on the NEED
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2. Sell only to whoever wants
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Which is the best / worst client
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4. You help people not sell to them
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You will sell it when you believe in its importance and it

will help people to live better
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Lets agree that we will delete the word selling from our memories and

call it helping
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The Greatest Sellers are not asked for help, they initiate it.

They Search for the most beneficial products to sell.
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5. Make the Client feel you are the expert
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Make your client feels that you have been doing this all your life
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