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1.    Explain the importance of developing a relationship strategy
Creating and maintaining relationships is a paramount element in personal selling as it brings closer the customers to the company through the agent. It illustrates that the company not only understands their needs but is ready to walk them through solutions. It thus builds trust and in the process guaranteeing sales. Market saturation is not hypothetical and this is the level where the company can still thrive by selling to an established clientele. There come the benefits of referrals where the current customers, having built trust and riding on satisfaction from the relationship, refer their peers and mates to the company, which is a plus to revenue streams.
2.    Describe the factors that influence the ethical conduct of sales personnel
The commitment of any sales person to their work, in achieving personal growth as well as growing company sales dictate their behavior I the field. If one is committed, they will be cognizant of the benefits that come with such adherence to ethics and the opposite holds true. In like manner, the company rules in regards to ethical consideration serve as a guide. If the company has elaborate rules on behavior, ethical considerations would be held in high regard. In cases of accountability for one`s actions, there may be experienced very minimal cases of misconduct so would be in cases of integrity.
3.    Explain how to build long-term partnerships with customer service
Sales agent would find it imperative to develop and maintain effective communication by use of informative, persuasive and reminder strategies to keep their clients closer to their service. Achieving the benefits attributable to an efficient communication would largely gravitate on the attitude the agent has towards their customers and the exceptional value and importance they place on them in regards to the continuity of existence of the company. But the satisfaction of needs is as primary as the attitude is and therefore the agents have to work to track the needs and offer products to cure the problems and in a competitively satisfactory fashion.
4.    List and describe the major customer service methods that strengthen the partnership
a.    Communication:  Communicating the intent and position of the company is still a fulcrum in this regard. 
b.    Connection: The company can get in the midst of its clientele by tracking and catching up with their activities on platforms where they spend time; for instance social media and similar grounds. 
c.    Appreciation: It can be very rewarding if the company first rewarded its customers for holding it from inception to its current status by incorporating various strategies such as discounts, voucher, and coupon programs.
d.    After-sales service: Doing this does not only act as a reminder that the company is still there to attend to the needs of the customers but also a demonstration that it is ready to do it with passion and compassion.
5.    Explain how to deal effectively with complaints
Listening and taking notes is the preliminary step in ensuring that all details are captured.  Subsequently, the agent needs to thank the customer for expressing their respective concerns and displeasure. It would be imperative for the agent to offer apologies for the deviation in customer expectations and owning the mistake as though it was their own. Explaining the intent and the steps that would be taken for corrections would be itself a correction to the customer. Thereafter, the complaints should be forwarded to the concerned department for corrections with the result communicated back to the customer.
6.    Explain how to add value with expansion selling
Developing a customer-centered approach is the gateway to value-added selling. Being a direct consultant with the customer would serve the company well. In this case, the agents will take concerns from and communicate results to the customer. The products on sale as well as the methods of selling would largely borrow from innovation concepts and drive.  It would be equally important to communicate to the customers as to why the company should be preference relative to communication, and getting the results to this requires research into the needs of the customers for precise solutions. 
7.    List and describe time management strategies
a.    Procrastinations elimination: Working on tasks as they crop up helps avoid last-minute rushes that sometimes means doing less work.
b.    Scheduling: Scheduling helps one to arrange tasks as per their urgency, complexities, and importance for proper handling within the time available.
c.    Prior preparations: Preparing oneself increases chances of tackling tasks with success and within the allocation, thus avoiding unnecessary delays.
d.    Delegations; Some tasks, especially simpler ones and which the law allows for such an action, can be given o junior staff to handle as one focuses on more sophisticated and demanding stuff.
e.    Staying clear of distractions: The move allows efficient utilization of the time allocated.
[bookmark: _GoBack]8.    Discuss stress management practices
a.    Taking breaks: Stress has its cause and handling is possible if one stayed off the same.
b.    Exercise: Having regular exercises not only ensures the attainment of part (a) above but also increases mental ability to handle the stress.
c.    Smiling: It may be hard to put on a smile especially in extremely stressful situations but managing to wear one walks the person in question to management and recovery.
d.    Seeking support: Some situations are better shared to ease the burden and as a way of widening the net for the search for solutions.
e.    Meditations: Keeping the mind still and focused on breathing strengthens blood flow to the brain which is an essential step towards stress management.






