
Part I: Requirement of a sales job and handling an interview.

This section gives you a detailed outline of how to apply for a sales job, how to do a 
job role analysis to suit your needs, the requirement of the job and ways to deliver 
effectively during an interview. It also presents two simulated examples of a good 
and a poor interview to distinguish the right from the wrong.

Part II: Building a sales call

This section is just based on sales simulations. It starts with the basic sales process 
of selling insurance to an individual customer. The VCD then moves on to 
corporate selling where a trained sales professional visits various departments of a 
company to gather information before offering his technical product. The final 
section concludes with a technical presentation to a panel of members in the 
company. 

Here is the VCD logo, which you shall see at the end of many sessions in the book. 
Whenever you see the logo, all you need to do is play the VCD and collect 
enhanced information regarding the session that you are reading. 

We hope that the effort we have put in shall definitely help you face the world. The 

book has been marginally priced so that it reaches to more number of young 

enthusiasts like you. You would be amazed to know that the VCD that comes along 

with the book is completely free.
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