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Then try Tracey Mallett's Quick Blast Method: Total Body Nature Blast and Total Body Fat Burner, Super-Fast, High Energy Workout DVDs designed to help you shed pounds without costing you a lot of time. DVDs are based on her book Sexy in 6: Sculpt Your Body with 6 Minute Quick-Blast Workout, and focus on cardio, strength, flexibility and sculpture, for head-to-foot toning. Sneak one of those smaller
body movements from Sexy in 6 in your spare time: Channel Your Inner Warrior Do: 8 Reps of a Lunge in Warrior One Tones: Glutes, quads, hamstrings and abs Step A: Start by stepping forward with your right foot in a long, both bent knees and front knee, according to your toes. Reach both arms forward at shoulder height, palms facing down. Step B: Step back on your left foot; swing and extend your
right foot off the floor behind you. At the same time, the upper body pitch forward, under the foot to form a T, with the arms reaching forward in line with the ears. Pop a Squat Do: 2 sets of 10 Folds© Pulse Tones: Glutes, quads, hamstrings and abs Step A: Stand with your feet shoulder width apart, and turn to your hips. Straighten both feet forward, highlighted toes, and bend your knees. Bend your elbows,
showing them outwards, and press your palms together in front of your chest. Hold this position as it pulsates up and down. Step B: Lift the right heel from the ground and pulse for a number of 10. Lower the right heel and repeat with the left heel. Stretch It Out Do: A 30-second quad stretch Stretch on the right side with your left leg bent and both your right leg and your arm extended. Hold on to your left leg
with your left hand and gently pull your foot towards your bottom until you feel a nice stretch in the front of your thigh. Draw the abdomen towards the spine and hold. Switch the sides and repeat with the opposite foot. To order DVDs, visit razorfitness.com ($14.99 each). What do you do to get rid of the pounds quickly? Tell us in the comments. This content is created and maintained by a third party and
imported to this page to help users provide their email addresses. You may be able to find more information about this and similar content at piano.io Whether you are interviewing for a job or are an established CEO, the ability to sell is critical to every career and beyond. Selling is a life skill, said Jason Patel, founder of Transizion, a college training company focused on closing the opportunity gap in
America. Not only does his work require making sales to a diverse range of clients, he also educates students and early career professionals on how use of sales techniques to advance their careers. Broadly speaking, everything you do requires a kind of sale: dating, pursuing a promotion, buying a house and getting a loan, among other things, Patel said. It's part of the human condition. For some people,
the sale seems to come naturally. But if you feel panicked and overwhelmed by the thought of throwing a stranger, there is good news: good: can learn the techniques that make you a good salesperson, and you can use them no matter where your career takes you.1 Speak the other person's language. Selling is all about communication, and a big part of communication is to talk in a way that the other
person can understand both and relate to. Whether you're selling a product to a customer or an idea to your manager, you don't want to make the other person feel confused, overwhelmed, or uninformed. Instead, your pitch phrase in a language clear and concise enough that the other person could easily repeat a few hours later. You have to speak their language, Patel said. If you can do this, he said, not
only does it increase your chances of making the sale, it also makes it easier for others to spread the word about the solution you just provided. This naturally increases the bottom line without having to spend on marketing. As owner of Eaton Realty Advisors and a licensed broker, Julie Eaton has closed hundreds of sales in two states. She found that speaking the other person's language is essential for
another reason: She positions you as someone you can trust and feel comfortable around. It makes you someone they like. People want to work with and do business with people they like, Said Eateron. If you have loyal customers... You have them because you're cute. 2. Show what's in it for them. In any situation where you have to convince another person, communicating what that person will come out
of the exchange is the key to selling. You should be able to answer their unspoken question: What is in it for me? Communicating what's in it for me (sometimes referred to by its acronym, WIIFM) is starting to be useful as early as the first job interview, said Rafe Gomez, author of What's in It for Me?, who focuses on using sales techniques in job interviews. Don't look to sell yourself or worry about the
endless number of tactics that can get you, it would be to stand fair, shake hands correctly, memorize the answers to the questions you think you'll be asked, he said. Focus on detailing the solutions and benefits you have delivered to previous employers that your potential employer wants [or] needs, and that you can make possible if [you are employed]. The ability to articulate clearly WIIFMs you have
achieved will remain relevant throughout your entire career, Gomez adds, because then you are always prepared to prove your own worth. By keeping careful, data-based records of WIIPMs that [you] deliver... [you are] in an excellent position to track and secure advancement in the company or to seek a new position in a different organization. 3. Focus on benefits and solutions. Part of the WIIFM
understanding is you know not what the product is, but what it does. Sell benefits, not features, Patel said. Your customers really don't care about the new bells and whistles on your product, and for good reason. They care about how it benefits them. Will you make their lives easier? Try to save time, reduce anxiety, save money or increase their happiness. This remains the case whether you sell goods to
customers or your own skills as an employee. What is needed is ... selling solutions that you can deliver, Gomez said. This takes the pressure off... by removing concerns about ego, cockiness and braggadocio from the process, and instead focusing on and explaining the real benefits of data-driven and relieving pain points. Whether you're talking to a hiring manager or a customer, showing them that you
can offer a solution to a pain point in their lives or your company will instantly make the pitch more compelling than a list of facts or features. The ability to sell solutions and benefits, rather than features, becomes even more important if you are a manager, executive director or business owner: you need to share this information with your team so that they can communicate it to customers. Before this
happens, you must sell to the employees themselves on the value of your company to gain their energy and enthusiasm. With employees, you need to be clear about your buy-in, Patel said. Employee employees lead to higher productivity, better feedback and better solutions for your customers... This leads to happier employees, managers and level C. 4 professionals. Don't push too hard. Whether you're
sitting in an interview or explaining a new product to a customer, maintaining your own sense of calm is essential. If you lose your composure and start pushing too hard, you may alienate the other person. It smells of desperation, and customers can read that, Patel said. Hard sell is something used just for close. Do not seek to close if the client is not ready. Maintaining calm and confidence without being
aggressive is a hard balance to strike, especially if you are nervous or feel uncomfortable selling. But achieving that, Eaton said, comes down to mentality. I've met tons of salespeople in my life, and I can put them in two categories: the salesperson who wants to make a sale and the salesperson who has to make a sale, Said Eaton. You have to have the mentality about being the person who wants to make
a sale. If you have problems maintaining this mindset, focus on another person rather than you or your need to make a sale. If you're trying to make a real connection with them, you're more likely to stay calm and avoid pushing before they're ready. They are human beings with experiences, emotions and hardships, Patel reminds the students he works with. Be empathetic. 5. Test, tweak, and try again.
Even for people who are comfortable for sale, not every pitch will land. Not every idea will be accepted by management. any customer will buy. Understanding and accepting that is a key part of learning to sell, as long as you are willing to try again. Always iteter and change, Patel said. Watch what customers are responding to and saying. Test different pitches with customers, so you can find the best one
that communicates how you will solve their problems. The desire to continue to try new tactics is often what separates successful and unsuccessful salespeople. Most sales are made on the fifth contact with your customer; most sellers give up after the second, Eaton said. Keep going. 6. Believe in what you're selling. If you feel that selling doesn't come naturally to you, you're not alone. I've never met a
natural salesman, Eaton said. I've met people who love what they do, so it may seem that selling is natural to them. You need to think of your solution or product as something that can improve the customer's life and add value to it, Patel added. That way, you feel authentic. A real belief in what you are selling allows you to approach the pitch with confidence. Whether you're writing a sales copy for a
website or sitting in a boardroom, you need confidence to be compelling. You have a passion for what you sell, Said Eaton. If you don't believe in the service or product you're selling, no one else will.
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