
82% “In Sales soft 
skills are more important 
than hard skills”

80% “What is distinctive 
today is a commodity 
tomorrow”

88% “Sales is more 
about building and nurturing 
relationships, than displaying 
product knowledge”

63% ”Economic 
fluctuations impact my sales 
targets”

HOW SALES 
PROFESSIONALS 
PERCEIVE THE 
BUSINESS 
ENVIRONMENT 
IN SWEDEN
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SALES: 
AN OUTLOOK

In order to further strengthen our local 
expertise, we surveyed different Sales 
professionals about their jobs, demands 
and trends. Below are the results:
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LOOKING FOR A JOB GENDER
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Own Region
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WILLINGNESS TO RELOCATE

SALES APPROACHES

WHAT TYPE OF SALES PROFESSIONAL ARE YOU? 
CLICK HERE AND READ MORE ABOUT THE DIFFERENT SALES STYLES

WILLING TO DO AN INTERIM 
ASSIGNMENT 

35%
40%
25%

YES

NO

AS LONG AS THE PROJECT 
IS CHALLENGING

<35KSEK      35-50KSEK       50-70KSEK

 70-100KSEK       > 100KSEK

http://www.michaelpage.se/innehall.html?subsectionid=11461
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