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Section 1: The Fundamentals of Sales

e Understanding the process of sales.

» |deal traits and characteristics of individuals in sales that have guided them to
success.

e Explaining the sales competency model.

e Typical roles and responsibilities of a sales manager.

¢ |dentifying when functions are within sales management.

e Common mistakes made within sales and the consequences of poor sales

management.

Section 2: Planning and Strategy

* The importance of creating clear and concise plans throughout a project or process.
e What factors should be included when creating sales action plans - goals, objectives,
those involved and any relevant financial documents.

¢ Describing the concepts and principles of forecasting.

 Different techniques of forecasting can aid in getting an accurate result.

Section 3: Sales Process Management

e Comprehending the type of buyer will help adjust the approach correctly.

e Conducting interviews and recruiting sales team members.

* Providing necessary training and offering 1-1 coaching to aid in skill development.
» Delegating tasks accordingly among the sales team to suit individual strengths.

Section 4: Leadership and Motivation

* |Identifying employee’s strengths and weaknesses to assign them the ideal roles.



¢ Implementing a reward and incentive system to encourage performance.
¢ Acknowledging employees' contributions and offering praise and alternate rewards.
e Exploring different methods of motivation.

Section 5: Sales Performance Management

e Setting organisation and industry standards; working to maximise efficiency.

e The different types of standards within the clothing industry.

¢ Conducting analysis on all employees lacking.

e Monitoring and measuring employee performance utilising various methods - KPIs,
BARS.
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WHAT IS SUSTAINABLE HUMAN RESOURCES
MANAGEMENT?

?What Is Sustainable Human Resources Management with example

Delve into Sustainable Human Resources Management (SHRM), the strategic fusion of social,
environmental, and economic aspects into HR practices. Discover why it matters, steps to

implement it, and how Al complements SHRM, fostering lasting organisational growth and
.societal impact

YouTube Video

https://www.youtube.com/embed/i7RZ5tuklUA?si=ElzfOwheyQ22nnTo
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