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Communication skills are the most
Important thing to develop to become
a more strategic Seller.

It is important to review what selling can refer to. It’s not just about the traditional sales role, with the account manager
or director going to call on the category manager or business unit lead at the retailer. It can also be the category analyst
or vendor advisor making a call to the category manager, or someone else in the retail organization responsible for
different components of the category review process.

Selling also takes place internally within retailers and suppliers, across departments and teams, like the retail category
manager selling an idea to their business unit lead or manager. Or a supplier’s category analyst or category management
director selling in an idea or concept to a marketing director or sales director within their organization.

One of the requirements to become a more strategic Seller is empathizing with your Buyer, and considering things from
their perspective. If your Buyer is a retailer, consider their overall strategies, respect their rules and principles, and try to

align your idea to their overall strategy.

The diagram breaks out the
considerations when
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Idea is easy to understand and well articulated
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your sales presentation,
including:

The idea needs to consider your
Buyer’s motives and how their
business works.

The idea needs to offer practical help
in the areas that are important to the
Buyer or they will not be interested.

The Buyer must see the benefit to
them and their organization. It is
natural for the Buyer to ask “What’s
in it for me personally... or for my
business?”

The Buyer must understand your
suggestion. You must be sure that the
idea is not lost in translation. in other
words, does the Buyer really
understand what you are
recommending?
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Want to learn more? Consider this online training:

.1 Strategic Selling, CMA-Certified Coursework

3] Selling Skills 2: Strategic Selling and Collaborative Business Planning,
Skill Development Curriculum

Looking for more information about how to lead your team, advance in your role, or upgrade your skills?

Read our CatMan Newsletter Read our CatMan Thought Leadership Blog Shop our CatMan Training
news.cmkg.org blog.cmkg.org shoptraining.cmkg.org

Join us on LinkedIn

CatMan Learning Forum AL OS] LS

Watch our CatMan YouTube Channel

All Videos Company Page @CatManKnowledge
Like us on Facebook Join our Free CatMan Membership Browse our SHOPPER microsite
english | spanish cmkg.org/members CMKG.ORG/SHOPPER
Suite 210, 1829 Ranchlands Blvd NW
CM KG Calgary, Alberta, Canada T3G 2A7
Train Ahead. info@cmkg.org
+1 587-387-2124 office
+1 855-548-2376 toll-free CMKG.ORG
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https://shoptraining.cmkg.org/collections/all-courses/products/strategic-selling
https://shoptraining.cmkg.org/collections/skill-development-training-programs/products/strategic-selling-and-collaborative-business-planning-skills
https://shoptraining.cmkg.org/collections/skill-development-training-programs/products/strategic-selling-and-collaborative-business-planning-skills
http://news.cmkg.org/
http://blog.cmkg.org/
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https://www.youtube.com/user/CategoryMgmt/playlists
https://www.linkedin.com/groups/1045617
https://www.linkedin.com/groups/1045617
https://www.linkedin.com/company/category-management-knowledge-group/
https://twitter.com/CatManKnowledge
https://www.facebook.com/hiCmkg/
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