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The 9 UPSA Selling Ability Areas

Professional Selling Abilities

1 1
1 1
: 8. Selling Interaction 9. Opportunity |
: Management Management :
1 1
| 1. Initiating Activities Deal 1. Opportunity Planning '
! 2. Communicating Adtivities Knowledge | 7. Territory Management !
I 3. Implementing Adtivities 3. Opportunity Development !
: 4. Assimilation Activities 4. Opportunity Closing :
I I
1 1
T 1= e T T T T yy=y= 3

1 1 1
[} 1 1
\ 5. Personal \ 6. Priority 7. Technology |
: Management | Management Management :
1 | 1
: 1. Self Mastery ! 1. Adivity Identification 1. Identification :
: 2. Self Talk ! 2. Adivity Sequencing 2. Effectiveness '
! 3. Personal Planning : 3. Schedule Development 3. Usage !
I 4. Personal Health | 4. Schedule Control 4. Leverage ]
1 1
: Self Knowledge | Schedule Knowledge :
_______ e el e e e e e e e e e e e | ===l === === e == = = === = = = = == === ===
i
1
1. Business Knowl- 2. Product Knowledge \ 3. Relationship 4, Expectation
edge Management Management | Management Management
1
1. Economics 1. Value Proposition ! 1. Communications Planning 1. Customer Service
2. Business Transactions 2. Messaging 1 2. Information Distribution 2. Resource Allocation
3. Negofiations 3. Positioning : 3. Rapport Building 3. Resource Management
4. Measurements 4. Competitive Landscape ! 4. Influencing Others 4. Customer Metrics
1
1

Value Knowledge Buyer Knowledge
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Company Vision & Overall Strategy

1

Goals & Objectives Tied to Compensation

Everyday Activities l

| 1
1 1
: 8. Selling Interaction 9. Opportunity !
: Management Management :
1 1
| 1. Initiating Activities Deal 1. Opportunity Planning :
! 2. Communicating Activities Knowledge | . Territory Management !
I 3. Implementing Activities 3. Opportunity Development 1
: 4. Assimilation Activities 4. Opportunity Closing :
: I
1 1
soccoloccccccoooos Gocccccccccoccossococococccooodosas 3

1 | 1
1 1 1
: 5. Personal : 6. Priority 7. Technology :
: Management | Management Management :
1 | 1
: 1. Self Mastery ! 1. Adtivity Identification 1. Identification :
| 2. Self Talk I 2. Adtivity Sequencing 2. Effectiveness :
! 3. Personal Planning \ 3. Schedule Development 3. Usage !
I 4. Personal Health \ 4. Schedule Control 4. Leverage 1
1 1
: Self Knowledge | Schedule Knowledge :
_______ ot ) ) - o o - -] - - - - - ) = ol - - - - - - A T P
]
1
1. Business Knowl- 2. Product Knowledge : 3. Relationship 4. Expectation
edge Management Management : Management Management
1
1. Economics 1. Value Proposition ! 1. Communications Planning 1. Customer Service
2. Business Transactions 2. Messaging i 2. Information Distribution 2. Resource Allocation
3. Negotiations 3. Positioning . 3. Rapport Building 3. Resource Management
4. Measurements 4. Competitive Landscape \ 4. Influencing Others 4. Customer Metrics
1
1
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