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TASK

For this unit you will need to demonstrate your understanding of sales in the workplace.
You also need to demonstrate your understanding of the sales process and the role of the sales team in achieving sales objectives.

You will be required to develop and deliver a presentation demonstrating your understanding of the sales process and the impact of the sales team in helping organisations achieve their objectives.  You will be required to outline the key stages in the sales process, explaining how sales links to marketing and the difference between push and pull sales strategies.

You will need to show how these strategies enable the sales team to meet their targets, the significance of achieving sales objectives, how sales targets relate to organisational goals and the positive impact this has on organisation  achieving their objectives. You should provide actual examples of sales targets either from your own experience or from researched material.

NOTE:
You may want to relate your answers to an organisation that you work in. If you are not currently working within an organisation, then you may complete this task in relation to an organisation with which you are familiar. This could include experience working in a voluntary capacity.
[bookmark: _GoBack]You should plan to spend approximately 7 hours preparing for and presenting the outcomes of this assignment for assessment. Your presentation should aim to be between 15 to 20 minutes long and no longer than 25 minutes.

Check your assignment carefully prior to submission using the assessment criteria.


	Please use the sub-headings shown below when structuring your Assignment
	Assessment Criteria 

	
 Understand the sales process

	
Outline the key stages in the sales process
(8 marks)

Explain how sales links to marketing within the workplace
(20 marks)

Describe the difference between push and pull sales strategies
(16marks)


	Understand the place of the sales team in achieving the organisations’ objectives 

	Describe different approaches that can be used to achieve sales objectives
(16  marks)

Explain how the sales targets relate to organisational goals
(20 marks)

Explain the significance of the achievement of sales targets in achieving organisational goals.
(20 marks)
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