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Sales Management
Introduction
Sales is an important department for any organization. The importance of sales team for any company cannot be underestimated. Sales is a major driver of revenue and overall organizational growth. Sales not only aids in revenue generation but also has a great impact on overall business growth, long-term customer relationships, retention of existing customers and organizations brand reputation. The success of the sales department depends on the sales team. There are many different roles in sales with different role profiles. In this paper, I will analyze an interview I carried out involving three salespeople for three different companies. 
Salesperson 1: The first sales person works at call center for Ford Motor Company. His role profile involves receiving calls from prospective customers and answering their enquiries about the company’s vehicles. He is able to make sales via calls. According to the interviewee, many people get the company’s contact information from the contacts information available on its website. Most customers call to enquire on the price and availability of specific car models. Those that are financially prepared end up visiting the company’s outlets and make the purchases.
Salesperson 2:  The second salesperson that I interviewed is a field sales person at Liberty Mutual Group. Liberty Mutual Group is an insurance company that is American based. Just like many other insurance companies, the salesperson is employed to do sales in the field. She was paid in commissions from the sales that she makes monthly.  The role for her involves organizing meetings with prospective buyers, traversing the market convincing any prospective customer to purchase the insurance. Although she highlighted several challenges involved in her role, she said she loves the job because it offers her flexibility and has opened many other opportunities for her. She has also met important people in her life and therefore has enriched her social network. 
Salesperson 3:  The third sales person that I interviewed is a team leader for a sales team for Apple Inc. Apple Inc. is one of the greatest American based multinational technology companies specialized in consumer electronics, computer software and online services. With the global coverage for the company, a large number of staff for the company’s workforce. A number of these staff work in the sales department. Salesperson 3 for my interview is a team leader, leading a team of sales persons for the consumer electronics division. The role profile for him is to lead the sales team under him in achieving the company’s objectives. 
Job classification, selling approach and salespersons contribution to employer and society
1. First sales person job
Classification: I will classify the first salesperson as an inside sales representative. Inside sales representatives do their sales remotely. They do not engage face-to-face with customers. They use phone calls, video calls, emails, among other remotely available channels to do sales for their company (Handa, & Kukreja, 2021). The first salesperson does sales for Ford Motor Company through the company’s call center. He does not meet the customers face-to-face and is therefore an inside sales representative. 
Primary selling approach: The primary selling approach for this salesperson is product-oriented approach. In this approach, the sales person majors on the product alone. The approach revolves around the benefits and features of the product (Vasciuc, Săndulescu, & Crăciun, 2020).  The first interviewee is a sales representative at Ford Motor Company working in the company’s call center. When customers call, he explains the features of the models available. 
Contribution to the employer society- The sales representative has several contributions to the employer. He is majorly involved in the drive for sales revenue for the company and the company’s overall growth. He is also helps create a good relationship between the company and its customers. The interviewee also contributes in retention of existing and getting new ones. He also plays a major role in keeping the company’s brands reputation. To the society, the salesperson is a father, a husband and therefore has a family to take care of. He also participates in several social activities and is a member of several social groups through which he contributes to the society. 
2. Second Salesperson job
Classification: I will classify the second sales person as an outside sales representative. Outside sales representatives are sales people that sell products and services through face-to-face engagements with customers. These type of sales representatives are also known as field sales representatives. They are capable of meeting their prospective customers through TV shows, industry events, seminars, conferences, restaurants, prospective customer’s offices and even door to door sales strategies. 
Selling approach: The selling approach for the second salesperson is the needs-oriented approach. In this approach, the sales person identifies a customer needs through asking questions. The salesperson then offers their products and services as a solution to the identified customer needs (Vasciuc, Săndulescu, & Crăciun, 2020). This is a primary sales strategy in the insurance sales generally. The sales person interviewed confessed to using this approach. She engages the prospective customers and identifies the insurance policy that suits them. based on the customer needs, she sales the different types of insurance which include car insurance, home insurance, life insurance, disability insurance, health insurance, liability insurance, etc. 
Contribution to employer and to the society:  The salesperson contributes to the employer through growth in the company’s sales revenue and therefore in overall growth. She also increases the visibility of the company in the market, acts as the company’s ambassador and helps to recruit new customers as well as retain existing customers for the company. For the society, she is a mother and a wife with a family to take care of, and is a member of social groups through which she contributes to the society. She for instance a member of a charity group that gives to the needy. 
3. Third salesperson job
Classification- I will classify the third salesperson as a sales manager. This is because he is a head of a sales team who report to him. 
Selling approach: the sales strategy used by the third salesperson is the goals-oriented approach. The sales person is a sales manager and therefore is mandated with the role of driving the organizations sales goals. He continuously evaluates the progress towards achieving the sales goals. 
Contribution to employer and to the society- The sales manager contributes to the employer by driving the company’s sales strategies. This contributes to the overall organizational goal. The sales manager is also a customer relations manager for the company and has the mandate to keep good relationship between the customers and the organization. For the society, the sales manager is a family man with a family to take care of. He also through the company has been able to organize many corporate Social Responsibility (CSR) activities through which he contributes to the society. 


My favorite position
I will rank the sales manager position as the most favorite, followed by the outside sales representative and lastly will be the inside sales representative. The sales manager is my most favorite since it is a senior more challenging position, a major career goal for me. I also prefer the outside sales representative job to the inside sales representative position since it gives me an opportunity to meet people and engage face-to-face which is my hobby. 
Three insights in relation to being a sales manager
· Sales managers spend time on other activities such as training, coaching and offering support to sales staff.
· Sales managers organize CSR activities for sales department
· Sales managers need to be good in navigation of office politics and personalities
Three Insights in relation to dealing with sales managers as a consumer
· Sales managers can relate directly and listen to customers.
· The sales manager is a relations manager who seeks to keep a good relationship between customer and the organization
· The sales managers use feedback from customers to make recommendations for customer service improvements. 
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