1. customer - focused selling 
Customer focused selling is making sure that you talk/adapt to every customer for who they are 
This will include (asking how their days gone and having a daily conversation also making sure you introduce yourself) building up a relationship with the person you are talking to. It mainly about making a good first impression that will stick in the customer's mind tough out the sale.


· Reverse networking 
The way this is used is by one client having a need for a certain product and another client having that required product so you introduce them to each other. now because you introduced both clients together if they ever need a product you can supply they will use you for future business as you gave good recommendations in the past


· How to build a relationship
The way i would start building a relationship is making sure the first thing the customer knows is my name to make the conversation more personal, i'd then start to find out how i can help them or what i can do for them and make sure i listen to all requirements that are needed for them, from this point i'd be asking things like “have you had a good day” etc just making a general conversation whilst i look for what they are looking for, also trust is key for building a relationship so making sure you dress smart for the work you are doing 


· Whats a usp
A usp is where a product has a key feature and making sure that you mention it through out the point of sale, so things that make the product stand out from the others in the market and make it the reason they should buy that one product.

· How would you dress
So for all business occasions i have to dress smart if it's for meeting make sure its (shoes, shirt,and a tie and blazer) making sure i'm comfortable in the things i am wearing and making sure my body posture is good to help me look more confident in myself

· The sales cycle  
-The start of the sales cycle is initiate so making sure you greet the customer and making sure you're finding out how you can help that person as soon as you meet them and a strong good first impression 
-The next bit is built where whilst you can wait for things to load you are building that relationship with them making them give you less reasons not to trust you 
-After is manage so this is where you can go through packages and plan with the customer and making them agree and getting their permission to take what you are selling them 
-Then optimize this is where potentially you could include more things to help the customer and offer other thing giving them recommendations so in the future they come to see you so you ett there business 
Then back to initiate making sure when people come back for repeat business they have the exact same experience so they cycle flows making more sales of that one person 

· What is spirit and how it helps set goals
So spirit is making sure that your setting  targets/goals to motivate you to do well in the tasks that need doing this also gives you incentives to reward yourself at every checkpoint 
It helps by breaking down a task with stages that you can reward yourself after they have been reached, it also helps with breaking down what you're trying to do and how you can make it personal towards yourself and it also lets you look back and review your self at different times to see how your goal is getting on and making deadlines so you get it done within a timeframe 
