THE FIRE WITHIN

What motivates the best salespeople ? There are other ways to make a lot of money. Why do they choose a calling in which rejection is a daily fact of life even for the best ? Profiles we've done on several thousand top producers point to seven motives that drive them:

The best salespeople seek recognition as proof of their ability and importance. They enjoy power and authority, and are strongly aware of image and reputation.

Successful sellers like people, enjoy being with them and delight in influencing them. But they seldom care whether others like them, a trait which enables them to use emotion without falling prey to it.

They want to be seen as experts on what is right, best or appropriate. They regard themselves as well-intentioned people, willing to help and advise others.

Contrary to the stereotype that top salespeople are impulsive and somewhat undisciplined, most like routine and hate having it interrupted. They prefer positive actions to positive thoughts because, as several have told me, positive thoughts occur naturally after they've gone through their positive routines.

Material comforts - a nice house, expensive clothing, a fancy car - are only the beginning. Money starts as a prime motivator, but the top salespeople earn so much that, as Ben Feldman says, "Money loses its ability to inspire you." The superstars constantly create new challenges, go after the "impossible sales," to maintain their enthusiasm.

Top producers are normally calm, relaxed people who thrive on challenge. They have more physical energy than most of us and welcome outside stimulation as a way to channel their energy in satisfying ways.

The best salespeople have such a strong need to believe in the product that they will switch jobs if the company's reputation falls or have serious doubts about a new product line. But they are not rigidly moralistic; experience has taught them to accept the imperfections, in people and products, of the real world.
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true or false ?

Name :
Form :
Date :

IF THE STATEMENT IS WRONG, GIVE THE RIGHT ONE. ALWAYS NOTE THE LINE.

1. This document comes from a newspaper.
(  ( / (  ( / Line :

2. Salespeople chose their careers because they like to be welcomed.
(  ( / (  ( / Line :

3. Only the best salepeople are never rejected.
(  ( / (  ( / Line :

4. Salespeople have seven reasons to drive a car.
(  ( / (  ( / Line :

5. Salespeople like power.
(  ( / (  ( / Line :

6. They are extremely self-conscious
(  ( / (  ( / Line :

7. Salespeople like influencing people.
(  ( / (  ( / Line :

8. Salespeople want the others to like them.
(  ( / (  ( / Line :

9. They are emotional people.
(  ( / (  ( / Line :

10. Salespeople know that sometimes they act wrongly.
(  ( / (  ( / Line :

11. Salespeople like to change their habits.
(  ( / (  ( / Line :

12. They prefer to think rather than to act.
(  ( / (  ( / Line :

13. Salespeople think that expensive clothes, car and house are the ultimate thing.
(  ( / (  ( / Line :

14. Money is their one and only inspiration and motivation.
(  ( / (  ( / Line :

15. Salespeople like to be confronted with hard situations.
(  ( / (  ( / Line :

16. Salespeople are more energetic than the average person.
(  ( / (  ( / Line :

17. Salespeople don't really care about the product they sell or the company they work for.
(  ( / (  ( / Line :

18. Salespeople tend to remain faithful to the same company.
(  ( / (  ( / Line :

19. Salespeople would like to change the world.
(  ( / (  ( / Line :

20. In the bottom cartoon, the salesman develops a powerful argument.
(  ( / (  ( / Line :

FIND SYNONYMS

Name :




Form :

Date :



Find synonyms for the following words in the document. Note the line
1. line
means


2. line
earn


3. line
career


4. line
everyday


5. line
push


6. line
look for


7. line
like


8. line
rarely


9. line
feature


10. line
victim


11. line
viewed


12. line
unlike


13. line
having habits


14. line
happen


15. line
first


16. line
keep up


17. line
develop


18. line
external


19. line
control


20. line
top


INDEFINITE COMPOUNDS


-body/one
-thing
-where
-how

some-
somebody

(quelqu'un)
somebody else

(quelqu'un d'autre)
something

(quelque chose)

something else

(autre chose)
somewhere

(quelque part)

somewhere else

(ailleurs)
somehow

(d'une façon ou d'une autre)



any-
anybody

(n'importe qui)

anybody else

(n'importe qui d'autre)
anything

(n'importe quoi)

anything else

(n'importe quoi d'autre)
anywhere

(n'importe où)

anywhere else

(n'importe où ailleurs)
anyhow

(n'importe comment)

no-
nobody

(personne)

nobody else

(personne d'autre)
nothing

(rien)

nothing else

(rien d'autre)
nowhere

(nulle part)

nowhere else

(nulle part ailleurs)
nohow

(en aucune façon)



every-
everybody

(tout le monde)

everybody else

(tous les autres)
everything

(tout)

everything else

(tout le reste)
everywhere

(partout)

everywhere else

(partout ailleurs)


NB:

1. All these compounds are to be used with the singular.
ex : Everybody else is pleased : Tous les autres sont contents.

2. PEOPLE is the plural of PERSON
                               one person <> two people
3. else (adverb) = autre, autrement
ex : Take my advice, or else you will fail = Suivez mon conseil, sinon vous allez échouer.
4. Any- compounds are necessarily used in negative or interrogative sentences to replace some- compounds.
ex : I heard something <> I didn't hear anything

5. In affirmative sentences any means n'importe (qui, quoi, quel, où …).
6. no = not any
ex : I saw nobody = I didn't see anybody
ex : I understood nothing = I didn’t understand anything.

.
Now translate the following sentences :

Name :




Form :

Date :



Mind the double negations !

1. J'ai l'impression que le patron est partout et nulle part à la fois.

2. C'est un secret ! Ne le dites à personne d'autre.

3. Vous ne trouverez ce produit nulle part ailleurs.

4. Tous les autres sont partis, sauf trois ou quatre commerciaux.

5. J'aimerais que quelqu'un m'aide. Non ! Pas vous ! Quelqu'un d'autre !

6. D'une façon ou d'une autre, je réussirai.

7. N'importe qui d'autre serait d'accord avec moi !

8. Dites-moi quelque chose, même n'importe quoi !

9. Tout change. Rien n'est jamais pareil.

10. Je l'ai cherché partout ailleurs mais je n'ai rien trouvé.

11. Désolé ! Je n'ai rien d'autre à proposer.

12. N'importe comment, il va échouer.

13. N'importe quoi peut arriver à n'importe qui à n'importe quel moment.

14. Tout le monde devrait faire quelque chose mais personne ne fait jamais rien.

15. Personne n'est parfait (comme dans le film : "Certains l'aiment chaud")

16. S'il n'est pas ici, il doit être ailleurs.

17. Je n'ai vu personne nulle part.

18. De toutes façons, quelqu'un me dira la vérité.

19. Si personne ne fait jamais rien, tout ira de plus en plus mal.

20. Tu plaisantes ! N'importe qui peut le faire.
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