
Selling ourselves
Are you a salesperson?

It doesn't matter if you are selling a product professionally or not, unless you have shut
yourself up in a closet somewhere and never have anything to do with out people, you're
selling yourself.

Professional salespeople know that no matter what the product they are selling, they need
to sell themselves first. A prospective customer won't buy an item from a salesperson he
or she doesn't buy into. The more expensive the purchase, the more the salesperson needs
to gain the customer's trust. "Sell yourself first" is the maxim.

But even outside of the business world, we must sell ourselves. We sell ourselves to a
potential friend. We sell ourselves to our spouse...every day, particularly when we've
done something wrong. We sell ourselves to our employer, to our children, even to our
dog. We do it unconsciously, and pass it off as "personal communication," but it's
personal selling. The quality of our relationships depends on the amount of work that we
do on those relationships, and that boils down to selling.

So, how do we become better salespeople?

First off, do a quick cost-benefit analysis.

Are you a good product? There are people who want to buy on price alone, but most
people like to look at the quality of the product and do a quick cost analysis in their mind.
How is your quality control? Are you letting bad parts come through? Do you need to do
some Total Quality Analysis?

Are you worth what the other person is willing to pay? Do you require the person to
make allowances to accept you the way you are? Are you often saying to yourself: "Well,
that's just who I am, and they just need to accept me for that." If we place this on a
business arrangement, and look at ourselves as a product, are we a good value?

Are you presenting yourself in the best possible way for what you have to offer? We all
have troubles in our lives and our makeup, but we can still take pains to fix up what we
have, and deliver it in the best possible manner. I can't do anything about my receding
hairline, but I can lose weight. I can fix up my personal presentation for the best possible
sales opportunity.

How do you measure up to the competition? You may not think that you have
competition, and a loving spouse will accept you the way you are...but it doesn't hurt to
compare yourself to your competition. One of the most important thing that a
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professional salesperson will do is to make such a competitive analysis. We need to do
the same for our personal product.

How do you measure up to what you are capable of? Selling all boils down to value,
whether real or simply perceived. If we shortchange ourselves by cutting back on the
value we are delivering, when we are capable of delivering much more, then we
shortchange our opportunities at selling ourselves.

Do you need to come up with a new model? Do you need to take your current model into
research and development, through training, education, or maybe a new challenge or
two? It seems strange to think of ourselves in this manner, but we all change, voluntarily
or involuntarily. Isn't it more important to choose the way we change? Isn't it smarter
business to decide what features we want our new "model" of ourselves to offer?

Professional salesperson or not, we all sell ourselves. Our rewards in life are largely
dependent on how well we sell the product that is "us."
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