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Headline 1 in font Times New Roman 12 bold
Text font is Times New Roman 10. Citation is according APA6 style. Text font is Times New Roman 10. Citation is according APA6 style. Text font is Times New Roman 10. Citation is according APA6 style. Text font is Times New Roman 10. Citation is according APA6 style. Blind text follows: “Top sellers do differently from others? Tricks with which she makes them like this? What successful makes them sell so "easy"? What are their most important "tools"?” (Schneckenleitner, 2010, p. 88). Expertise, sales techniques or even motivating them to free themselves from restrictions and limitations and to outwit their customers? 
“No question: For top sales performance you have to master your craft, of course. Extensive product and market knowledge is a must.” (Bacher & Lee, 2018, p.177). 
Headline 2 in font Times New Roman 11  
Blind text follows: For top sales performance you have to master your craft, of course. Extensive product and market knowledge is a must. Your knowledge is just on the mental and psychological strength of the salesperson.
Headline 3 in font Times New Roman 10
[bookmark: _GoBack]Blind text follows: knowledge is a must. Your knowledge is just as important as communication, question, argumentation and closing techniques. But that as well 
as extensive field analyses have shown: Special achievements in sales depend 70 to 75 percent on the mental and psychological strength of the salesperson. The 3 enumeration possibilities are listed here:
1. Enumerations with numbers
2. Enumerations with numbers or
Enumerations with dashes

	Blind text follows: What are their most important "tools"? Expertise, sales techniques or even motivating them achievements in sales depend 70 to 75 percent on the mental and psychological strength of the salesperson.
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inner attitudes and convictions They perform from within. They believe the latest scientific research in themselves and their success. They are able to live a fulfilled 
[image: ]
Figure 1: Figure Example. Description in font Times New Roman 9. 
Blind text follows: For top sales performance you have to master your craft, of course. Extensive product and their success. They are able to live a fulfilled life in every situation because they realize their inner potentials. as well as extensive field analyses have shown: Special achievements in sales depend 70 to 75 percent on the mental and psychological strength of the salesperson.
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