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Sales Objectives 
· Attaining a position that will  benefit from the sales experience, interaction skills and industry contacts.
· To improve the bottom line of the company sales and the company revenues.
· To increase profitability and  product sales volume by developing a dynamic team.
· To create sales business strategies and develop existing customer sales, marketing tools and the launching of products
· To be a team-player with outstanding track record of assessing customers needs effectively.
Customer Profile 
a) Company’s name; Mandalay Bay Hotel, Las Vegas: Website; www.mandalaybay.com.
b) Business type; Hotel
c) Buyer’s name; Charley Pemberton, Telephone number; 020-925330, Email address; charley.pemberton@gmail.com.
d) People who influence buying decision or aid the selling of products and benefits are;
· The loyal customers who visit the hotel and request for Coca Cola Products often.
· People who influence selling the Coca Cola Products include the sales manager who is very supportive and encouraging.
· The best time to see the purchase manager in the Hotel is during the day before the evening time when most of the customers start to flock.
· The personality of Mr. Charley Pemberton who works in the hotel as a purchase manager is entrepreneurial, jovial and talkative. This gives an open ground to cross-sale Coca- Cola Company products and this earns me a lot of commission.
Sales Approaches Used
In the sale of Coca Cola’s Company products, it is important to come up with an innovative approach that will convince the customers to buy from me. In the sales of the Coca Cola Products it is important to understand what the customer needs. In this case, the customer wants to have a taste of the best. The customer wants to taste the feeling that is in the Coca Cola Products. There are a lot of products that are offered in the hotel, such as Hamburger, and cooked meals such as the sea foods and the customer will love to have the best drink to have together with the meal. This is the approach I use to sell to the customer. The products are the best compliments that can be used together with the meals because they are soft drinks and come in variety.
The strategies used in the sale approach are;
1. Solution selling 
This approach gives the hotel the right product that meets the customer needs. For example, the customer would love to have a meal e.g. Sea foods together with a Soda as a compliment. Water can also serve the purpose. The products can also be used as gifts for customers. For example when a customer buys a given amount of product or service in the hotel, he/she can be gifted a bottle of Soda as a sign of appreciation.
2. Customer personality selling 
It is important for me as a seller to look at the buyer personality. In this case, both the hotel and the customers of the hotel who come to enjoy the Coca Cola Products. The customer needs should be understood very well. For example, there are customer who have diabetic health situations. In this case, I will sell to Mr. Charley Pemberton the diabetic products so as to sell the same to the hotel customers.
3. The buddy Approach
In this case, the sales approach that I use to sell to my customers including Mr. Charley Pemberton is the use of a natural and friendly tone to approach them. I then show these hotels my interest in the prospect and connect on an emotional level. Because Mr. Charley Pemberton is jovial, this approach will be the best to sell to him. 
Competitive Analysis 
There are numerous other companies which over substitute products such as Pepsi Inc. this is the potentially able rival company to Coca Cola Products who is able to outdo the company in sales. However, considering the customer needs and wants, many customers prefer a variety of products offered by Coca-Cola Company thus it is a competitive advantage. Coca Cola holds a large market share worldwide and this makes it easier to sell to the target groups.
Customer Benefit Plan 
Need 1/F1/A1/B1
The Coca Cola products (Soft drinks) will give the customer a taste of the best. The customer will be able to quench his or her thirst. The customers will be able to satisfy the needs that will bring them into the hotel and they will yearn to come for more.
Need 1/F2/A2/B2
The customer will get quality for money. The products are very cheap compared with the rival products and they have the best quality that each and every customer would love to have.

Marketing Plan 
The marketing plan in this case will have to help Mr. Charley Pemberton in selling of the product in the hotel. It is therefore the duty of Coca Cola Company to ensure that the products such as the soft drinks are advertised with direction of use for example, refreshment and food compliments. This can be done through the social media as well as the media houses available within the reach of the ultimate customer of the Coca Cola Products. As a sales executive I will supply him with posters that will be placed at strategic points in the hotel such that the customer can order for the same.
Business Proposition 
My unique selling proposition will ensure that the products on sale are differentiated from the rest in the market. in this case, the products will be sold at a considerably low price as compared to the products of the rivals offering soft drinks and beverages. The products will be of high quality and the customer will be able to differentiate them from those of the competitors through the special branding and design of the products together with the blending.
Persuasion Techniques 
In order to persuade the customers to buy the products, I will repetitively build identity to my customers. This technique will include visiting my customers frequently in the hotel and others in which I sell to. I will also claim to know how the customers are feeling about the products. This can be done through direct calls to give their feedback. In order for the them to continue enjoying the products/services, I will advice Coca Cola Company on the needs they need to make on the product as per the customers views.
Negotiation Strategies 
In negotiations on the products I will talk to the hotel management to buy in bulk so as to get huge offers such as discounts. Negotiations will also enable good relationship between the buyer and the seller. Through negotiations the customer can be supplied with the products and given a chance to pay later. Negotiation strategies will give the buyer the chance to pay in installed and all these strategies will boost the relationship of the company and the buyers.
Anticipated Objections 
There is anticipated “fear of change” this is due to the changing demands of the customer. I anticipate trust between me and the customers which will make it easier for the for the sales job to be done. Boomerang Direct will also be a good technique that will ensure constant communication with the customer.
Closing Techniques Used 
The suggestion close is a good approach in this relationship. It will give me as a seller a good rapport and a positive review that is needed in the business. The urgency close will be a good technique to build a good rapport putting into consideration that the client(s) may need Coca Cola Company products urgently thus I will be swift to close the gap.
Sales presentation (Conversation between buyer and seller-single spaced)
Sales Executive: Good evening Sir. 
Client: Good evening  
Sales Executive: How can I be able to help you? 
Client: Can u Show me a portion of the soda pops you have brought us? 
Sales Executive: Please Come with me. 
Client: Yes for what reason not? 
Sales Executive: Do you have any shading inclination of the soda pops? 
Client: Yes, we have orange, yellow and perfectly clear 
Sales Executive: Let me have a lot of the orange soda pops, they are on high demand. 
Client: Yes, not bad however would you be able to include some piece of yellow shaded sodas and energy drinks? 
[bookmark: _GoBack]Sales Executive: Ok, I confide in what you say, let me have it. 
Client: Yes, this is marvelous. 
Sales Executive: Yes, definitely. 
Sales Executive: OK, the clients will have the best this time round. 
Client: So, what is the cost? 
Sales Executive: It is an aggregate of $1500/ - 
Client: Oh, the value is by all accounts very high. Is it settled? 
Sales Executive: Since you are our Loyal client some discount will be offered to you. 
Client: So what amount precisely would it be advisable for me to pay you? 
Sales Executive: Sir, Kindly say what are you willing to give? 
Client: Not more than 1380. 
Sales Executive: Oh! Sir that will be too less. 
Client: I have an idea, how much it really fetched? 
Sales Executive: Sir, you give at least $1420/ - 
Client :- OK, then I will give you $1420/ - (Persuasion technique)
Sales Executive: Alright sir. 
Client :- Can I pay using a credit card? 
Sales Executive: Yes, sir. 
Client: Thank you for coming sir. 
Sales Executive: Welcome.
Client: Yes, but next time you bring the next stock, kindly offer more discounts. 
Sales Executive: We will clearly attempt to satisfy you.
Client: OK, thank you.
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