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Certified Business Development Executive

1. SALES BASICS

A sale 1s the act of selling a product or service in return for money or other compensation. It is an
act of completion of a commercial activity.

The seller or salesperson - the provider of the goods or services - completes a sale.

The nature and role of selling (also called salesmanship) 1s to make a sale. It hides the complex
process within it. It mvolves usage of principles, techniques and substantial personal skills for a
selling task.

1.1. What is Sales

Sales is the team whose job it is to “sell what’s in stock”. The company has_specific products or
services and—and 1it's up to Sales to sell those things. Sales develops relationships with customers
and/or channel partners. They knock down the doors, overco prices and
terms and often work internally to be sure their customer’s or

The perspective of Sales 1s from mside the company o ers and their horizon 1s
focused on this week, this month, and this quarter. If sales s e now, then there

department. Successful businesses \ d handoff process so that each

marketing-qualified lead receives a i timely follow-up from a sales team member.
Relationship building - The era of the ntinues to fade. Modern sales focus on
relationship building to help cre buyer and seller. Effective salespersons can

f the a persuasive—but not pushy—message to help

Closing - Most salespersons are ju y their ability to turn leads into customers. While some
may envision a face-to-face meeting and handshake as the close of a sale, many businesses also
I r over the phone. This can broaden the responsibilities of closing a sale to

more employe

Retention - Sales and marketing have responsibility for improving client retention. By checking in
with an existing client, a sales team member can help demonstrate an interest in long-term client
success, not just a one-time sale. The ongoing effort to build strong relationships can help improve
retention and lead to “upsells”—additional sales beyond the mitial purchase.

1.3. Sales Techniques

Limiting the opportunity. The 1dea of a “limited-time offer” 1s common 1in retail, but creating a
sense of scarcity 1s a tactic used i many industries. A limited opportunity may be limited by time
(e.g. an offer good for this month only) or availability (e.g. the last pickup on the lot).
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Focusing on pain points. An effective salesperson can frame the benefits of a product or service
regarding the needs of a client. This means understanding the day-to-day challenges a client faces
and focusing on how a product can solve those 1ssues. An emphasis on pain points can also help
build a relationship by showing a salesperson’s interest in a customer’s problem.

Making the assumptive close. The assumptive close 1s a sales technique that changes a request for a
“yes” into a “no.” For instance, rather than asking, “Do you want to try this service?”, a salesperson
may nstead ask, “When would you like us to schedule the installation?”

1.4. Sales Cycle

The sales process 1s usually divided into eight steps which are

v' Pre-Approach phase - This phase is for looking for customers and gettin for the sale.

v" Approaching the Customer phase - It includes greeting the customer fa¢e-to-face,or in the case
of electronic sales, through a live discussion thread or live ¢ M

v Determining needs phase - It consist of learning what the ‘cus r 1s looking fOI”l a good or
service 1n order to decide which products to show o present first
which occurs in the next step of the sale. o

v’ Presenting the product phase - It is about eacating t the product or the
service features and benefits.

v Handling questions and objections phase - It invo
buy, providing mnformation to remove the un
satisfying buying decision.

v' Closing the Sale phase - This *foc s
buy. #

v' Suggestion selling phase - This step
more products or services to sav

v' Reassuring and follow-up ph
purchase. f

1.5. Types of Orie

Product Onentation

learnin e customer 1s reluctant to
and helping the customer make a
on getting customer’s positive agreement to
1s for suggesting that the customer buy

enhance the enjoyment of the original purchase.
stomer feel that he or she has made a wise

Produc 1018 hilosophy in which a company 1s more preoccupied m what they
produce. This adopted 1 the hope that as the company mass produces, the cost of
production will decrease.

Sales Orientation

Sales oriented company 1s one that focuses on sales and the promotion of sales. Sales orientation 1s
actually a philosophy of a company in which they concentrate on selling and promoting whatever
good or service they produce. This philosophy is usually adopted in the hope that they can sell as
much product to the target market.

Market Orientation

Market Orientation 1s a philosophy where the customer 1s placed in the heart of the business. The
organization focuses on understanding the needs of the customer by using appropriate research
tools. All the activities are based around meeting the requirements of the customer.
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Certifications

> Accounting, Banking & Finance
- Certified GST Professional
- Certified AML-KYC Compliance Officer
- Certified Busmess Accountant
- Certified BASEL I Professional
- Certified GAAP Accounting Standards Professional
- Certified Treasury Marksts Professional

*»Big Data
- Certified Hadoop and Mapreduce Professional

* Clound Computing
- Certifiad Cloud Computing Professional

*Design
- Certified Intertor Diesipner

> Digital Media
- Certified Bocial Media Marketmg Professional
- Certified Inbound Marketing Professional
- Certified Digtal Marketimg Professional

*Foreign Trade
- Certified Export Import (Foreign Trade) Professional

> Health, Nutrition and Well Being
- Certified Fitness Instructor

> Hospitality
- Certified Restzurant Team Member (Hospitzlity)

>Human Resources
- Certified HR. Compensation Manager
- Certified HR. Staffmg Manager
- Cemtified Human Fesources Manager
- Certified Performance Appraizal Manaper

> Office Skills
- Certified Data Entry Operator
- Certified Office Admmistrator

>Project Management
- Cemified Master in Project Management
- Certified Scrim Specizlist

*Real Estate
- Certified Feal Estate Consultant

*Marketing
- Certified Marketmg Manager

> Quality
- Certified Six Sigma Green Belt Professional
- Certified Six Sipma Black Belt Professional
- Certified TOM Professional

*Logistics & Supply Chain Management
- Certified International Logistics Professional
- Certified Logtstics & SChI Professional
- Certified Supply Chain Manapement Professtonal

»Legal
- Certified IPR. & Lagal Manager
- Certified Labour Law Analyst
- Certified Business Law Analyst
- Certified Corporate Law Analyst

* Information Technology
- Certified Angular IS Professional
- Certified Basic Network Support Professional
- Certified Busimess Intelligence Professional
- Certified Core Java Developer
- Certified E-commerce Professional
- Certified IT Support Professional

- Certified PHP Professional
- (Cartiftad Salennm Profeszzional

> Mobile Application Development
- Certified Android Apps Developer
- Certified iPhone Apps Developer

* Security
- Certified Ethicsl Hacking and Security Professicnal
- Certified Network Security Professional

*Management
- Certified Corporate Govemance Professional
- Certified Cotporate Social Responsibility Professional
- Certified Leadership Skills Professional

* Life Skills
- Certified Busmess Communication Specizlist
- Certified Public Relations Officer

*Media
- Certified Advertising Manager
- Certified Advertisimg Sales Professional

* Sales, BPO
- Certified Sales Manaper
- Certified Telesales Exacutive

& many more job related certificatdons




