On 6 Sept’17, Penfabric’s MD Mr. HS Teh has a conducted motivational talk to Sales’s staff on the “Essence of An Excellent Sales Person”.
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Be Confident

Looks Smart

Smiling face

Winner Association





FIRST IMPRESSION
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What are the Ingredients??
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=

=

=

82

96
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Let each letter of the alphabetic has a value equals to it sequence of the alphabetical order:

The 1st & most important Ingredient - ATTITUDE  


Positive attitudes create a chain reaction of positive thoughts.

A positive thought is the seed of a positive result

The most significant change in a person’s life is a change of attitude. Right attitudes produce right actions.

The difference between a successful person and others is not a lack of knowledge, but rather a lack of will.

The positive thinker sees the invisible, feels the intangible, and achieves the impossible.
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Have an intimate knowledge of our products 











Know YOUR COMPANY well   on all fronts.

Know YOUR CITY & COUNTRY intimately. 

Nothing is static.

Learn to expand our knowledge with time and changes

b. Steve Jobs : 

Stay foolish & 

Stay hungry

c. Do not let our EGO take over our thoughtful  process

2. Knowledge is Power!!
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Specification, Performance, Outstanding features, Selling points, Competition, technical features, Usage etc…







Read up especially our customers’ favourite topics. 
Sports, Politics, Latest TV programs, Movies, Songs, Music, Personalities, etc.









 


7





PENFABRIC 

3. Up to date information and General knowledge
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Look them into their eyes

Firm hand shake

Speak in same rate & tone

Listen attentively

Show interest

Talk their language

Careful in words/Lingos

Pay attention



Take care of your customers well. 

 Each customer is unique.


a) Likes. b) Dislikes c) Preferences d) concerns

d) Diet: Vegetarian, Halal, Black tea, no coffee...
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4.Build rapport with your customer/supplier..
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5. Avoid Politics & Religion by all means especially in foreign  countries or with acquaintances. 


6. Work out your Sales Plans in detail.



7. Each customer with different sales Strategies. 
    Each person is unique.
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8. New Merchandise development. New Innovative ideas..

Think out of the box 

















9. Sales Presentation tools:

    YouTube, Apparatus, 

    Charts, Demonstrations, Songs…
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      Be professional & precise. 
       No follow up. No Business. 

       Have a strong finishing. Follow through.

 

	follow up… Follow Up……..FOLLOW UP….

	UNTIL YOU CLOSE THE SALES!!!
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10. Short Sweet and to the point email as a recap of the  meeting for follow up.
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You reap what you sow – this is the law of karma

You will feel despair, disappointment or disorientation if the result is not as expected. 

Examine own actions rather than 

      blaming others.

4.  Re-examination of the cause & 

     effect.

5.  Work out the solutions one by one until successful.





11. You reap what you sow 
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Procrastination kills – Delays are painful 

    By tomorrow, it will be gone with the wind..

Do it Now with courage & passion

These are two important ingredients to bring the task to fruition.

Without courage – one will give up easily without trying hard enough.

Without passion, anything we do is just like passing time, nothing is serious or meaningful

With both, we will proceed with a task with  strong determination until successful

12. Do it Now
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13. Stay Focus

Know your responsibility and job scope well.

List them out and focus on your job.

If everyone focus well on their job and take responsibility of what they do, RESULT will be assured of!
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14. Believe in yourself 
      – You are not a Small Potato

The African proverb says :

“If you think you are too small to make a difference,

you haven’t spent a night with a mosquito”.
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If you do not do it right the first time,

Do you have time to re-do it ?



Before we embark on a job, planning exhaustively

Examine our plan thoroughly 

Execute our plan precisely.



Put ourselves in another person’s position to judge our own work.

How a piece of perfect work should look like?

15. P10 – Each Time Right
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Be committed to each of our job!!
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16. Commitments
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17. 

Determination is the Thing.

Impossible is Nothing.

Result is Everything.

Reliability is our Name.

Additional  5%  vigour is the Mean.

PENFABRIC 

5%
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18. 

Find out reasons of our failures!!
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CHANGE





13 Mind your language: 

    Do not bare ourselves. 

      Put on beautiful clothes, make up and a smile. 
    a) No Singeing. ( moss skin)

    b) Normal Chintz. ( sunshine)

    c) No resin.  ( pure & natural )

    d) Skip Finishing. ( back to the future )

    Don’t be an Unimaginative Sales Person. 



14. Ebe, Ebe for Dinner. 
   Repetitive Sales Pitch to get the attention of  

    customer to reconsider a particular item. 

    Persistence pays. 
    Customer respects your persistence & sincerity. 
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WINNERS

QUITERS
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F E A R

F E A R
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Finally -Learn from success story

Jack Ma’s 10 Rules for Success
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Which one are you?

Henry Ford
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Thank You

Q  & A
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