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Advantages associated with customer business developments are that they change their perception of selling only, but they create value to their products to retain customers. The organization can improve customer relationship management tasks, involving planning and implementing strategies that will cater to customer needs effectively, thus increasing sales. Salespersons can identify the scope of the business either to be considered as market-centered or cost-centered business. Through this strategy, salespeople share information about the buyer markets, which will develop a suitable market for their goods. When the customer preference is well catered for, the business will realize more returns. Some of the company's negative effects may lead to confusion and loss of credibility if their salesperson is not effective and organized; this will result in fewer sales opportunities, decreasing the company's sales. When the customers get an overwhelming number of salespersons, this will lead to a suspicion that will reduce customer confidence that will reduce customer loyalty to the company.
CBD will be easy to identify their customer needs' preferences in the prospecting stage, thus becoming easy to develop market target. In the pre-approach step, CDB will be able to fragment its operations better to reach the customers than single selling. In the approach stage, CDB will have developed the products that the customers require from the analysis done on their customers' preferences; this will make it easy for them to make more sales as they pursue to satisfy the needs. CDB will be in a better position in the sales presentation stage that they will have developed that includes proper pricing strategy and brand identification. They can convince the customers easily because they are market-centered, focusing on meeting customer needs effectively. In CDB, handling of their objectives will be easy because this will be based on the taste and preferences from marketing analysis carried out from the potential customers. In the customer development business, its focus on the customer needs will make it easy to prioritize their objectives from the less important to the most important. When closing the sales, customer business development will be better than single selling in negotiating for the prices on the goods and payment options that will be granted to the potential customers. In the follow-up stage, the customer business development makes effective follow-up by checking the product's effectiveness and level of satisfaction guaranteed to the customer (Silva, et al 2020). 
[bookmark: _GoBack] Competitors have not acquired an adequate competitive edge against proctor and gamble selling due to the following factors. The P&G companies have gained a large market share; this has made them stable to compete in the domestic and global markets. They have market segments for their goods that enable them to reach customers, effectively satisfying their needs. They have intensified their brand name through advertisement, holding promotions to their customers, they use discounting strategy to gain more customers—the use of vehicles to build more awareness to their customers to their brands. The companies have focused on product quality and performance, and value addition to win the customer (Hussain, et al 2020).  
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