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An auto car salesperson always has a day full of surprises. Some days are busy, while some days are "dead" or lacking any business at all---some days she'll work fourteen-hours to make a sale to the last customer of the day. Highly stressful, never boring, and often unpredictable, the day of a salesperson can result in lucrative pay for the month or find her unable to pay her bills.
Meetings and Training
1. Many dealers have morning meetings---some once a week. Depending on the day, the sales person may have to arrive early or come in on her day off to attend. Managers discuss what is expected from the sales staff, dealer goals and any concerns. Some dealers have monthly training professionals come in from the manufacturer's corporation. In this event, a salesperson will spend hours in training. 
Follow-up
2. During "down time," or when the salesperson has nothing to do, "follow-up's," or the act of contacting all sold and unsold customers, is expected. Some salespeople write letters, while some dealerships have the letters printed for salespeople to sign in the morning for the day's mail. Salespeople go through customer's information daily to either try to make a sale or insure customer satisfaction for those who already purchased. Following up often involve phone negotiations or locating a vehicle that the customer desires. Salespeople constantly monitor emails. 
Dealer Customers
3. Salespeople come to work to take customers and make money. A salesperson stops whatever she's doing if she's able to grab an "up," or a customer who has come on the dealer's lot. She greets the customer, brings him inside for an interview to determine what vehicle to show him, pulls up the vehicle, goes over the car in detail and goes on a test-drive. After test-driving the vehicle, she has to bring the customer inside to go over numbers or at least to speak to a manager before leaving. If she is unable to do this, she will most likely be reprimanded---this depends on the dealership. 
Taking Phone Calls
4. As there are "lot-ups," there are also "phone-ups" from people with new or used car inquiries which sales people try to take. She will try to schedule an appointment to show the vehicle of interest. If a customer calls for the salesperson specifically while she is busy, she tries to take it any way to earn business. 
Arranging Deliveries
5. Vehicle deliveries, also known as the final step in a car purchase process when the customer signs all paperwork and leaves in her new car, are scheduled at customer convenience. On days where deliveries are scheduled, she makes sure that the vehicle is ready by the time of customer arrival. She may have to bring the car to the service department, car wash or detailer, put gas in it and set up the insurance through the customer's insurance provider. She locates the extra keys, makes sure all aftermarket or ordered items are with the vehicle and that the car is in the delivery area by the time the customer arrives. 
Other
6. Salespeople are often pulled in many different directions at once. If a salesperson sells a car shortly before another delivery, she has to multitask all she has to do for both customers. Sales managers often ask favors from sales people, such as going to the store or driving to a customer's house to pick up paperwork. There are times when extra keys will not be available and she will have to have a new set created through both the parts and service department. She may find that a customer's insurance policy has problems and she can't complete her task, or find out that a customer has cancelled her delivery even after all work is complete. Often, the managers like to have the lot moved or organized---sales people must stop what they're doing to help the managers. 
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Insurance salesmen sell various types of insurance to individuals and businesses. Insurance agents may provide coverage for life, property, health, auto and business insurance. Many insurance salesmen also provide annuities and mutual funds to their customers.
Educational Requirements
1. Insurance salesmen must be high school graduates and most companies prefer to hire college graduates with majors in business or economics. All states require licensure and additional licensing is required to sell securities or annuities. Insurance agents must pass state examinations for licensing and continuing education is necessary to retain licensure in most states and many insurance companies offer seminars and classes to help their agents stay abreast of changes in laws and other state and federal government policies affecting insurance. 
Job Duties
2. An nsurance salesman sells insurance policies, securities and annuities. He helps clients with claims, prepares reports, and seeks new clients. Many offer financial advice to clients seeking to purchase securities or annuities for retirement incomes or investment options. 
Advancement
3. Insurance salesmen often become sales managers, independent brokers, or start their own businesses. 
Employment Outlook
4. According to the Bureau of Labor Statistics, employment of insurance salesmen is expected to grow by 12 percent from 2008 to 2018. Health insurance and long-term-care insurance is expected to increase due to an aging populace. New businesses require insurance and many older businesses will expand coverage. 
Potential Income
5. According to payscale.com, the annual salary of an insurance salesmen, including bonuses, profit sharing and commissions, ranged from $27,968 to $48,247 as of July 2010. 
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Sales representatives deal primarily with businesses and government organizations. They represent manufacturers, wholesalers or technical companies in either inside sales--over the telephone--or outside sales, traveling to meet clients in person. According to the U.S. Department of Labor, employment of sales representatives will grow by 7 percent during the decade ending in 2018. Applicants who possess college degrees, technical expertise and excellent interpersonal skills will enjoy the best job prospects.
Difficulty: Moderate
Instructions
1. 1
Acquire product knowledge. Sales reps must have a thorough understanding of all aspects of their company's products and services. Newly hired reps can attend in-service sessions to get up to speed and gain information about competitors as well. They can also attend trade shows, conferences and conventions that showcase new products and technologies. If they lack the necessary expertise, they can team up with technical experts who will assist them at sales presentations.
2. 2
Contact customers. Sales reps will make their initial calls during regular working hours. If they're inside reps, they'll take orders, close the sale and resolve any problems over the phone. Outside reps will briefly discuss client needs over the phone and set up an appointment. They'll spend much of their time visiting current and prospective customers.
3. 3
Present the product. Whether in person or over the telephone, sales reps must be able to describe the product, explain its benefits and answer any questions. In most cases, they'll be using a PowerPoint presentation. They may also be required to demonstrate complementary products, install equipment and train company employees in its uses.
4. 4
Maintain accurate records. Since most of the sales calls and visits take place during regular office hours, planning and paperwork must be completed during evenings and on weekends. Sales reps may be asked to keep daily or weekly logs and update lists of clients and prospects. They must also keep track of all expenses, e.g., hotels, meals and transportation.
5. 5
Develop a database. Sales reps can expand their client base by referrals, cold calling, direct mail, email or networking. They can also assist in the implementation of company marketing plans. Goal-oriented and persuasive reps who can work well both independently and as part of a team will succeed in this occupation. 
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