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ABSTRACT

The objective of this independent study was to analyze the success factors in the
selling process of sales representatives for hospital laboratory product. The sample group
consisted of 12 sales person .The gathering technique of information in this study was
dept-interview.

The result demonstrated that there are main factors, which lead to become a success
sale person. Firstly, it is important to know and understand the selling process. Secondly, the
individual ability of the sale representatives which includes how fast and accurate to find
customer needs, good ﬁersonality, good human relation skills, honesty, good persuasive skills,
determination, sclf responsibility, showing attention to small details and good self adjusting to

each situations. Finally, incentives from company are effective to motivate sale representatives.



