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Within a business, this means that 

everybody needs to be an 

ambassador for our organisation.  

 

There needs to be recognition that 

everyone is in one of two roles:  

1) actively involved in selling, or  

2) supporting someone who is.  

Without sales, there’s no business. 
 

Selling is a human domain 

Selling isn’t the domain of 

salespeople, it is a human domain. 

For those of us who have talents 

and capabilities we want to take  

to market we need to harness the 

competencies of human-centred, 
ethical selling practices. Without 

this essential set of life skills, we 

cannot realise our own potential.  

 

Selling is the vehicle that allows 

opportunity to flourish and people 

to prosper and almost anyone can 

learn how to master the skills of 

ethical selling. Knowing how to 

sell is empowering, it gives people 

choice, opportunity, jobs. 

 

A business with a robust, ethical, 

human-centred sales operation  

is prosperous and creates more 

jobs, and that in turn creates 

prosperous communities. 

 

Remember, everybody lives by 

selling something. 
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