Chatper 15
Management of Self:  The Key to Greater Sales Productivity

Review Questions

1. Describe how a salesperson is much like the individual who owns and operates a business.

2. Management of self has been described as a four-dimensional process.  Describe each dimension.

3. What are the two major ways a salesperson can increase sales volume?

4. How can a salesperson use a time log to improve time management?

5. List four techniques the salesperson should use to make better use of valuable selling time.

6. Effective territory management involves two major steps.  What are they?

7. What is a sales call plan?  Explain how it is used.

8. Describe the most common records kept by salespeople.

9. What is the definition of stress?  What are some indicators of stress?

10. Which of the four moderators do you think is most important for persons employed in the sales field?  Explain.

