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Assignment # 1

We’ve probably heard it said hundreds of times. "That person is a born salesman", but the theory that salespeople can assess a customer's personality type, and then adapt their selling techniques accordingly, has been widely promoted and there are a lot of studies, also no customer has a static personality; we all change continuously, It's hard enough to figure out anyone's personality type; it's extremely difficult to analyze and react to it moment-to-moment. I believe that only trained, experienced are likely to be able to know what should they do.
So the type of training that is most likely to produce dramatic improvement is based upon the latest understanding of how the human mind works. Actually I believe in researches and numbers there was a study for the top 1% of salespeople across 23 different countries some are self-made, learning what works best through intuition and experience. Many were trained, learned several selling systems, and eventually settled on the selling system that produces outstanding results. The ironic thing is that most of the top salespeople are doing the same things, and what they are doing is radically different from the other 99% of salespeople. My conclusion is that salespeople are clearly made.
