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JO000000 0o00odototad Linda: Welcome, Steve.
| am in charge of Sales in the Notebook Division. My name is Linda.
Linda: OO OStevel DO D OO0OOODOOOOODOOO

[J Lindald Steve: A pleasure to meet you, Linda. Steve: [ [0 O O [
OLindaD OO0 0000000 O0O0OO0OOOOO0OOOOO
Linda: Vivian has told me that you’ ve done excellent work in your
current company. Why have you decided to leave your present job?
Linda: O O VivenD OO OO0 00000 ooooooognd
DO000000o00n0 Steve: Well, 1 do like my current work and
| get along well with my colleagues. But I think it” s time for me to
make a change. You see, I like work that is challenging, and I think |
am ready for more challengingwork. Steve: 0 O O O 0O 0O 0O O O
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00000 Linda: Could you tell me what types of people you
liketoworkwith?Linda: 1 D OO0 0000000000000
[J 00 O Steve: To tell you the truth, | can cooperate with a wide
range of people. I' m naturally an easygoing person, and | especially
enjoy working with people who are responsible, friendly and helpful.
Steve: 00D OD0OO0O0O0OO0OOOOOOOO0OOOOOOO
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O0000 00000000000 Linda: Next, I' dlike to
know about your sales experience. Linda: U O O O 0O 0O O 0O O O
OO0000000 Steve: I’ ve been in sales for seven years now,
with two different companies. The first one was a small audio
components manufacturer. | had been working there for three years,
and during that period our sales increased by an average rate of 50%
per year. At that time | was responsible for sales in the Northwest
Region. After three years, | felt | was ready for a bigger challenge, so |
switched to my present employer, a systems integration company. |
am currently in charge of sales in the Northeast Region. Steve: [ [
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D000 000000000 Linda: Sounds good. Everyone is
talking about teams these days. Can you describe your role as a
member ofasalesteam?Linda: D 0 00000 O0dooo® O



07" D00000000odoooOoodod Steve: |see
myself chiefly as an inspirer. Sales can be quite competitive and some
people in this field adopt a dog-eat-dog mentality[] However, as a
leader, | charge myself with making all units within a company
function as one single entity. To cite an example, in my last job, each
representative handled a different region. Instead of allowing
successful initiatives to be hoarded by certain representatives, |
developed a system for sharing those successful sales initiatives. Soon
the entire sales team started talking of their successes, not just to brag,
butalsotoshare.Steve: 1 OO0 OO0 O0O0O0OO0OOOO
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00000 Linda: If you are a leader in our company and in
charge of a project, you will need to be able to work with a variety of
people in the project team. Let’ s say that due to difference of
opinions, the team is split into two camps at a meeting and the
debate starts to get out of control. At this point, as a leader, what
would you do to encourage constructive cooperation from both
parties? If the two parties continue to disagree, what will you do then?
Linda DD 00000000 ododooooooooao
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OJ000000000000000000 Steve: First, T will
listen to the point of views and reasons from both sides carefully and
make my own judgment. If I side with one camp, | will offer facts and
data to explain to the other side my thougt process. If my opinion
differs from both sides, I will also give facts and data to support my
third-party opinion. If an agreement still cannot be reached, | will
hold onto my opinion but also encourage more reserved colleagues
to voice their opinions while continuing to provide more data to
support a solution. In short, my principle is that everything should be
based on data and facts. And every colleague has the right to express
his or her opinion. I will always try my best to reach a common
ground that all members of the debate are comfortable standing on.
If we cannot find this common ground, then I will ultimately make
the final decision, asaleader. Steve: J O 0D O OO0 OO0 00O
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JO0000000000000 Linda: What do you think are
the crucial steps of effectivesales? Linda: D D O 0 O 0 O OO0 O



OO00O0000O0O Steve: | believe that analyzing clients, gaining
client confidence, exploring client needs, demonstrating value to the
client, getting clients to commit, and providing services to the client
are the six key steps of becoming an effective sales person. Steve: [
Jododoboooooodobooouooouoooooa
JO00d00bodo00odoodoboOoondag Linda:
How do you gain the customers’ confidence? Linda: 0 I OO [ [
DO0O00000o000n Steve: First, I will work to fully
understand our potential customers, including their strengths,
advantages and disadvantages. Meanwhile, knowing something
about the project owner on the client side is also very important.
Second, I will focus on increasing the depth of my knowledge of the
project manager. Through this we can create a more rapport
atmosphere. We should also know our competitors, inside and out.
Steve. 00O OD0OO0O0OO0OODOOOO0OOO0OOOOOOO
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[J O Linda: What serious setbacks have you experienced in sales?
How did you overcome these setbacks? Linda: U O O 0O U 0O O O
OJ000000000000O00000 Steve: At the
beginning of my career, customers often hung up and told me not to
call again. At the time | felt very upset about it and almost gave up on
multiple occasions. But after a period of time | grew to understand
the customers’ angle. Little by little, I established the right attitude
and at last gained a host of loyal customers through my persistence.
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Linda: We establish a fairly high target sales quota and you must
achieve this volume in a short amount of time. How can you ensure
that we reach our salesgoals? Linda: U O 0 OO0 0 o0 doQdd
J0o0dooooooodoooooooooooooa
OO 0O 00O Steve: I will draft a day-to-day schedule in advance and
stick to the plan. Having a plan is the guarantor of success. Steve: [
JO000o00o0oo0oodooooooooooooon
OJ0000000000000 0000000 Linda: Well,
Steve, I’ ve certainly enjoyed meeting you. Our HR department will
contactyou later. Linda: 0 O Stevel D OO0 OO0 OO0 O0OOO
JO00O000000000 Steve: Thank you very much. I 1l be
looking forward to hearing from you. Good-bye. Steve: 00 1 [0 [ [J
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