At-ti-tude, n

At-ti-tude, n.One of Webster's dictionaries describes the word attitude as:a mental position; the feeling one has for oneself.Your attitudes are
mindsets—or points of view based on what you believe to be true about life, other people and yourself.The $elling Edge®, Inc. has taught thousands
of selling professionals how to consistently close sales. Some of these people have incredibly high natural sales ability but sell very little and others,
with seemingly few innate skills, are able to achieve high levels of closings. What is the reason for this paradox? Very simply, a sales representative or
service industry professional's attitude toward selling.In our research, we have found that many selling professionals do not truly value the role of
selling. They dislike being described as a "salesperson” because they see selling as a manipulative process that somehow conflicts with their personal
values. When these attitudes are combined with fear of rejection and failure, it is no wonder they would prefer not to undergo the discipline and hard
work it takes to succeed in sales.Your attitudes can positively or negatively influence your ability to consistently perform effective prospecting activities
or vital selling techniques. Weak or negative attitudes toward the selling process will block your ability to succeed in vital sales methods. On the other
side of the coin, a strong, positive, "can-do" attitude about selling can help you to sell more—even if you do not possess great natural selling skills.My
Sales Success Strategies series of articles outline techniques you can use to keep your attitude positive, your sales performance high and your selling
goals focused. Check out the archive at: http://www.thesellingedge.com/newsletterl.htm
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