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Sales skills and very important and can mean
many different things depending on what you are
selling, says Kaplan. However, an entrepreneur
doesn't necessarily need to have these skills,
they should be able to attract people with these
skills. The important skill for an entrepreneur is to
know what you are good at and what you are not
good at, he notes.

Transcript
Sales skills can mean a lot of different things in a lot of circumstances. When you need to sell security equipment at airports
is very different than when you need to sell Tupperware door to door. Some of them are athletic skills, some of them are social
skills. The answer is, of course, it's very important. Do you have to have those skills? Let me come back to one of the points
that I failed to make but tried to make. You don't need those skills if you're starting a company. What you need is the ability to
attract somebody who does have those skills. And the critical fit skill for you is knowing what you're good at and what you're not
good at. You're starting a restaurant, are you going to work in the kitchen? Is your skill cooking and you're going to hire the
maitre d'? Or are you the maitre d' and you're going to hire a chef? That's the important thing to look at. Sales, sure, it's very
important.
It's different in every case. But what you need in starting a company is to recognize what kind of sales skills, who can you
get that can do that. And remember, probably, that's not the kind of person you'd particularly want to socialize with, or you don't
like. So that's my advice and it's very true.
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