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MODUL 2
Salesperson Profesional Dalam

Penerapan Strategic Selling Skills
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Salesperson Professional?
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Salesperson Profesional Menurut Pembeli
(TACK BUYER’S SURVEY) 

Keterampilan 
bertanya dan 

mendengarkan

1

Pemahaman 
Bisnis Klien

2

Pemahaman 
Pasar Klien

3

Pengetahuan 
Produk

4

Tata cara 
Salesperson

5
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Siklus Penjualan

Pre Sales
During 
Sales

Post Sales

• Prospecting
• Research

• Investigate
• Sales Presentation 

/Demo
• Objection handling
• Negotiation
• Closing
• Cross Selling Up 

Selling

• Delivery
• Payment Collection
• After Sales Service 

education
• Sales Report

Pesaing – monitoring dinamika pasar
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Gaya Penjualan

Rendah

Tinggi

Fo
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Administrator Advocate

Ambassador
Sales

Consultant

TinggiFokus pada Komitmen



1 - 8
Developing Your People >> Advancing Your Business

TACK-TMI International |Over 60 countries| 35 languages |1 global training solution

R

P

O
-

K

P

A

B

A

C

Planning / prioritisation

Research

Objectives

Plan your time and territory
Prioritise your accounts

Research customer background, 
their industry and competition

Identify in advance clear call 
objectives

Purpose - reason for call

Y

Attention - focus buyer’s attention

You Investigate - in-depth questioning

- personalise the offerBenefits & YOU Appeal™

Answer Objections - defend the value

Commit - close on your objectives

Keep developing - grow the account


