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Qualities Of An Extraordinary Salesperson 
It has been said that salespeople are the infantry of business. Afterall, sales is not an easy job and whilst 
it could be rewarding, the work isn’t always enjoyable.  It is largely based on potential and there are no 
guaranteed deals. The ones who succeed have embraced that it's a tough job – to them each potential 
deal is a worthy challenge, and extraordinary salespeople accept nothing less than being at the top of 
their game. This month’s newsletter takes a look at the unique traits which set top performers apart from 
others. 

1. Product knowledge 
An exceptional salesperson always starts with knowledge. They are knowledgeable, down to every detail, 
about the vehicles they sell and about the brand they represent. Because of their knowledge, elite 
salespeople don’t have to sell themselves – they simply have to present the information the customer 
needs to understand.  
 
2. Passionate 
When a salesperson believes in what they are selling, it is more exciting for them to sell.  It gives them 
opportunities to show off a vehicle they are proud to be involved with.  If they are passionate about what 
they are selling, the easier it is to sell the product they represent. 
 
3. Hungry 
Great salespeople not only nurture the customers they already have, but they seek and hunger to 
develop new connections and to find new ways to explore avenues of business with existing customers. 
They are willing to cold-call. Their hunger doesn’t diminish in the face of rejection; instead, it challenges 
them to find new ways to get to the same end. Top performers thrive on the idea of potential, rather 
than on the rigid idea of achievement or not. 
 
4. Personable 
People skills are a must to stay at the top of the game is sales. This doesn’t mean all salespeople need to 
be superficial charmers, but they cannot be so introverted that customers misread their demeanour as 
rude or otherwise aloof.  Great salespeople listen to their customers.  Listening shows the customer that 
the salesperson cares.  It helps the customer know how much to share to establish trust and security 
between themselves and the salesperson.   
 
5. Hard working 
Extraordinary salespeople understand the sale doesn’t stop at the close of the deal. The sale continues as 
long as the customer is using the services of the dealership. Top salespeople are well-networked within 
their own dealership. They are supported by their sales teams, service personnel, and those in upper 
management. When their customer encounters problems the salesperson cannot resolve on their own, 
they have a team of support to help them work the issues to solution.   
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6. Self-motivated 
Extraordinary salespeople recognise the need for support and guidance; they are self-motivated and take 
responsibility for their customers. This sense of responsibility makes it easier for managers to trust them 
when making decisions. Exceptional salespeople are competitive by their nature. They strive to be the top 
grossing salesperson on their team. The rewards to this are plentiful when it comes to bonuses, 
commissions and rewards. 
 
7. Time awareness 
Great salespeople view time as their most important reputation-building commodity. Managing time well 
is demonstrative of their leadership style, sense of responsibility, trustworthiness, dependability, 
scheduling, and of their ability to follow through. Exceptional salespeople make sure they are always on 
time for customer meetings and for in-house meetings with their team.  Great salespeople keep an 
appointment book so that they don’t have to use the words “I forgot!”  
 
8. Work-life balance 
Because sales can be an all-consuming 24-hour-a- day career, the best salespeople make sure they have 
a healthy work-life balance. They make sure they get away and take the necessary time to enjoy their 
families and to recharge. Without down time, it is too easy to burnout and lose motivation. Exceptional 
salespeople do not put themselves in this position. They put their well-being above all else because it is 
their well-being that keeps them at the top of their game. 
 
Adapted from an article first published in Entrepreneur.com by Sherrie Campbell, Psychologist, Author and Speaker. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


