
ASBM-SBC005-V1 

8 
 

 

 
 

 

 

 KEY SELLING SKILLS 

HOW TO DEVELOP SALES SKILLS 

ESSENTIAL SALES SKILLS FOR THE MODERN SALESPERSON 

IMPORTANCE OF GAINING SELLING SKILLS 



ASBM-SBC005-V1 

9 
 

1.1 KEY SELLING SKILLS 

 

Key selling skills are the “muscles” that give strength and flexibility 

to sales professionals. They are developed through experience, 

sales coaching, and training. They must be refined throughout a 

sales representative's career. 

 

To hit their targets, salespeople need to know a lot, from product 

and market expertise to messaging and value propositions. That 

means they need to develop the right sales skills to have 

meaningful conversations with every buyer. 

 

 
 

The most important point of today’s selling skills is understanding 

the buyer. It’s the foundation of effective selling. But it involves 

more than just understanding who the buyer is. Instead, it’s about 

identifying the experience that the buyer wants to have as they 

consider making a purchase in your market. Your buyer has a set 

of expectations about that experience and your job as a 

salesperson is to exceed those expectations.  
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1.1.1 Importance of key selling skills in sales 

 

Key Selling skills are critical for organizations that rely on hard 

core sales. Every salesperson must have maximum knowledge 

about the market, industry, and especially the customer and their 

current business situation.  

 

Given below is the importance of key selling skills:  

 

→ To build relationships with customers, persuade them to 

make purchases and generate representative at business is 

at the heart of selling.  

→ For marketing and promotions of goods and services. 

→ To boost sales by generating leads. 

→ To understand buyers and their purchase decisions. 

 

1.1.2 Types of key selling skills  

 

The best sales teams are most often led by someone who is more 

like a sales coach than a sales manager. This dedication to 

developing inside sales skills ultimately creates a sales team that 

not only hits its short-term goals, but in stills a culture of learning 

and self-improvement in order to achieve its long-term goals as 

well. There are plenty of crucial sales skills a sales representative 

need to have to be a successful and effective salesperson. 

 

Given below are types of key selling skills: 
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(a) Product knowledge 

 
A sales representative who does not perfectly understand 

the product they are selling is a completely ineffective 
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representative. Product training should be one of the very 

first things you teach new representatives they should be 

able to explain in detail how each product works, what 

business value it offers, and the reasons it appeals to your 

company’s ideal customers. 

 

(b) Prospecting skills 

 

 
Prospecting means searching for referrals through existing 

connections to new prospects that fit the target buyer or 

ideal customer profile. It’s also important for representatives 

to go back to Closed-Lost opportunities with which they 

already had previous conversations and try to revive them. 

Another strategic prospecting activity is to ask for referrals 

from existing customers, and even talk your investors for 

referrals to their portfolio companies. 

 

(c) Rapport building 
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Rapport building means they have to work harder to build a 

connection with busy and sometimes hostile strangers over 

the phone. Some sales representatives already have a 

natural ability to create an instant rapport with a prospect, 

and only have to finesse it. Other representatives can learn 

to research prospects in advance and find common ground 

to empathize with the person on the other end of the line. 

 

(d) Buyer – seller agreement 

 

 
 

In order to set mutual expectations and to make your 

prospects more comfortable, sales representatives should 

learn how to create a Buyer-Seller Agreement, (aka “Upfront 

Contracts” as Sandler Sales Training calls them), to set the 

tone for all calls and meetings. These are verbal agreements 

at the beginning of the sales process that outline 

expectations for both sides. 
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(e) Active listening 

 
 

People can usually tell if you are really listening to them, 

rather than just thinking about what you will say next and 

most people appreciate a good listener. Great listening skills 

can help representatives empathize with prospects to learn 

more about their business and gain points. With that 

knowledge, they can then sell more effectively and offer a 

better solution. 

 

(f) Communication 

 
On the phone, the tone of the voice, volume and pace of a 

sales representative’s speech are surprisingly important sales 

skills. In sales, how you say things to a prospect matters 

more than what you say. Representatives also need to speak 
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clearly, not too quietly, and not in a monotone. You need to 

let your emotion and personality shine through, so that the 

person on the phone knows you are a human and is 

interested in talking to you. 

 

(g) Time management 

 

 
The key to being highly productive is using good time 

management skills. You need to train each representative to 

sort through leads to find the most promising ones, and not 

waste too much time on a deal that isn’t going anywhere. 

You can use analytics to identify the industry, business size, 

and other characteristics of ideal leads, and share the 

information with your team. It’s vital to make the most of the 

hours in the day to bring in more deals per representative. 

 

(h) Demo skills 
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Sales representatives need to not only understand the 

product but must be able to show off its capabilities to a 

prospect effectively through a demo. Demos are challenging 

in that representatives need to first discover what benefits 

will be most important to solving a prospect’s pain and 

highlight the business value of those features during the 

demo.  

 

Throwing too many features at the prospect is a bad tactic 

and can overwhelm and confuse them. This is another skill 

that you should practice with your representatives, so they 

can practice their demo presentation, and clearly be able to 

show off the product. 

 

(i) Handling objections 

 
Even the best representatives cannot prevent every objection, 

so it is important to help your team representatives for 

objection handling when they do hear one. Representatives 

have to be on their toes so that the sales process does not 

end abruptly and they lose the opportunity at the deal. 

Representatives need to learn to sincerely understand the 

prospect’s problem, ask for more information, and offer 
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clarity to help the prospect overcome their objections. You 

should do extensive role play and training to help your team 

representatives for this. 

(j) Closing sales 

 
 

Managers have to train representatives to push prospects, 

ask for the order and get it signed fast. A lot of prospects 

will try to push the closing date back a few weeks or a few 

months, and your representative may be trying to reach a 

monthly or quarterly goal for the team. In this case, 

representatives have to establish a timeline, and push the 

prospect to sign using a compelling event. 

 

(k) Post – sale relationship management 
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Many of us forget to thank customers and to continue building and 

maintaining the relationship after the sale. Firstly, it’s important to 

be appreciative for the business regardless of whether the 

customer will buy from you again. This is just common sense and 

common courtesy. And those sales representatives who are 

genuinely appreciative are the ones who typically grow 

professionally and become masters of their craft. 

Furthermore, you do not want your customers churning later and 

going to a competitor. Additionally, your customers can and will 

refer you to other customers. Finally, even ten years later you 

can still go back to the individual to whom you sold years ago and 

they may still become a customer even when both of you are in a 

new and different company. 

 

1.2 HOW TO DEVELOP SALES SKILLS 

 

Selling skills are critical for organizations that rely on hardcore sales. 

The ability to build relationships with customers, persuade them to 

make purchases and generate representative at business is at the 

heart of selling. 

 

The following are the ways to improve and develop sales skills. 

They are: - 

→ Attend sales training. 

→ Role play. 

→ Practice public speaking. 

→ Find a mentor.  

→ Be a lifelong learner. 

→ Improve prospecting skills. 

→ Review your sales calls. 
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→ Listen to feedback. 

→ Stay connected to customer. 

→ Objection handling. 

→ Learn about various closing techniques. 

→ Track the progress. 

→ Improve listening skills. 

 

1.2 ESSENTIAL SALES SKILLS FOR MODERN SALESPERSON 

 

The most important of today's sales skills is to simply understand 

the buyer. It's the foundation of effective selling. But it involves 

more than just understanding who the buyer is. Below are the 

essential sales skills for modern salesperson:  

 
 

(a) Expertise 

It all starts with knowing what you’re talking about. Prospects 

today are sometimes better informed than salespeople 
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themselves. Sales conversations start much later in the 

information gathering process than they used to; by the time 

customers first talk to a salesperson, they are already 

overwhelmed with information. Instead of a hawker, they 

need an intelligent advisor who helps them filter the clutter 

of information they are faced with. 

 

(b) Curiosity 

You need to know the market and your prospects’ points as 

well as you know your own product. You’ll only ever be truly 

good at it if you have a genuine interest in developing this 

knowledge. Modern sales skills demand spending more time 

researching prospects and learning about the market than 

other traditional sales techniques. This can inform every 

interaction you have with a prospect from first contact and 

nurturing to your sales pitch and closing the deal. 

 

(c) Emotional Intelligence 

It is “the age of social” that does not just refer to social 

networks, but also to a social skill set. If the salesperson of 

the past was a talker, the modern one is a listener, who is 

sensitive to customers’ needs and preferences. Good 

modern salespeople spend a good deal of time researching 

prospects on social networks, to learn about their professional 

role and issues as well as their personal interests. 

 

(d) Confidence 

Salespeople have always had to be confident but there is a 

big difference between confidence fuelled by ego and 

confidence backed by facts and research. Today’s informed 
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buyers do not want to be sold to; if they sense empty 

rhetoric, they’ll put up their defences. Solid facts and 

personal relevance will earn their respect. 

 

(e) Teamwork 

The best way to learn the prospects are by talking to the 

people who know other salespeople. Where “the lone 

wolves” of the past had their own secret pitch, the most 

successful salespeople today are great collaborators; they 

share best practices and give advice to each other and they 

understand that offering their own unique insight will get 

them something equally valuable in return. 

 

1.4 IMPORTANCE OF GAINING SELLING SKILLS 

 

Selling skills is the base that gives strength and flexibility to sales 

professionals. They are developed through experience, sales 

coaching, and training. They must be refined throughout a sales 

representative's career. 
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(a) Persuasion 

 

 
 

Persuasion is something meant to get you to do or believe 

something. Selling is generally one of the most persuasive 

forms of promotion a company has. Persuading prospects to 

make purchases is a common objective of sales.  

 

This is accomplished by salespeople who genuinely take 

interest in prospects, listen to their needs and make honest 

product or service recommendations that best match. Sellers 

can look prospects in the eye, use verbal and nonverbal 

communication, and thoroughly explain the benefits of given 

solutions. 

 

(b) Interaction 
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What really distinguishes selling from advertising and other 

traditional promotional efforts is its interactive component. 

Salespeople not only present to prospects, but they ask 

questions, listen to responses and also read the nonverbal 

signs of buyers in face-to-face situations. This allows sellers 

to draw out concerns that would impact a sale. This doesn't 

happen when people watch or listen to commercials. By 

hearing what is in the way of a sale, a salesperson can more 

effectively combat those issues and convey a value 

proposition. 

 

(c) Feedback 

 

 
 

Closely aligned with the interaction of selling, good 

salespeople and organizations also use the opportunity to gain 

feedback on their products, company and service. This 

allows for ongoing development and improvement of the 

solutions offered to new prospects and existing customers. 

Though criticisms are often hard to hear, companies that 

succeed over a long period of time listen to customers and 

address product flaws or service issues. 
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(d) Customer loyalty 

While advertising is often used to attract customer attention 

and convey product benefits, selling also plays a role in 

maintaining on-going customer relationships. Salespeople 

follow up with buyers to ensure a good experience.  
 

They follow through commitments made during the selling 

process. They also make suggestions for any additional 

purchases. All of these things allow the salesperson to keep 

contact with customers and manage ongoing communication 

about customer needs. 

 

 
 

Sales play a key role in the building loyalty and trust between 

customer and business. During sales interactions, encouraging 

the customer to recommend a friend or give positive feedback 

can have an impact on the growth of the business through 

increased brand awareness and sales. 
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Review Questions 

 

1. State whether True of False 

Selling skills are the “muscles” that give strength and flexibility to 

sales professionals.  

(a) True 

(b) False 

 

2. The most important of today’s selling skills simply understands 

the   

                                   . 

(a) Buyer 

(b) Seller 

(c) Retailer 

(d) None of these 

 

3. Identify importance of selling skills 

(a) For marketing and promotions of goods and services 

(b) To boost sales by generating leads 

(c) To understand buyers and their purchase decisions 

(d) All of above 

 

4. Prospecting means -------------. 

(a) This means searching for referrals through existing connections 

to new prospects that fit the target buyer or ideal customer 

profile  

(b) To build a connection with busy and sometimes hostile 

strangers over the phone 

(c) On the phone, the tone of voice, volume and pace of a sales 

representative’s speech are surprisingly important sales skills 
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(d)  None of above 

5.  Communication in sales means ------------    .      . 

(a) Searching for referrals through existing connections to new 

prospects that fit the target buyer or ideal customer profile  

(b) To build a connection with busy and sometimes hostile 

strangers over the phone 

(c) On the phone, the tone of voice, volume and pace of a sales 

representative’s speech are surprisingly important sales skills 

(d) None of above 
 

 

 

 

 

 

 

 

 

 

 

 


