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Salesmanship for
Women
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ﬁhllﬂll{ from an experience of years in handling the sales
problems of women n the field. A complele
analysls of the Rindamental prineiples
Involved n a e,
Advice concerning the selection of e right srticle,
preparation necessary to become successful, and
a discussion of sales principles &5 woman.
kind shouald apply them.

i i
F ADELAIDE BENEDICT-ROCHE,

i Publlsked by the Authar
“ ADELAIDE BENEDICT-ROCHE
Cochranton, Pa.

FRICE, ONE DOLLAR POSTPAID,

1913




Coryright 108 by
Adslalle Penedict-Roohe.




A tribute to the unflageing
energy of the thousands of
American saleswomen tn the
field who are making good.

393574







CONTENTS.

CHAPTER I
Women Espedially Qualified to Succeed as Repre-
sentalives: (. oo laa e It
CHAPTER II.
Personal Appearance ......ovinianneicaviaiinas 2g -
CHAFPTER 1IIL.

Selecting the Right Article or Goods to Represent. 34 -
CHAFTER IY.

Belief in Your Goods. .. ivveveiin i innnnnnns 40 v
CHAPTER V.

Importance of Committing Selling-Talle. ......... 43 ~

CHATPTER YT,

Building the Sale .......oovveoueenn... e st

First Impressions. ..ovvrviieiniarrercesenannas 75

CHAPTER VIIL.
The Special Representative—Sometimes Called

“iGeneral Agent” Lol i i e e L3
CHAPTER IX.

How to Overcome Objections............cc00v0 00
CHAFIER X.

What to Do When a License Is Required,,.,.... g6
CHAFTER XI.

ConeINsIon: oiceeues Sl S e i s v e 101

Iﬂﬁpimﬁﬂﬂ R RN I--Iii-ii-++b-|-i-lllll-ll-!-l-llllIGE






