RUNNING HEAD: CM241M1 								      1
4



[bookmark: _GoBack]





How to Sell in Business
Purdue University Global
Jordan Walker
February 18, 2020











How to Sell in Business
DATE: November 17, 2019
To: Sales company 
From: Todd Stevenson
Subject: Pentagon Inc. business proposal 
Summary
Pentagon Inc. can create a tutorial to teach business people how to sell and thus is looking for Company work with. The interested company will have to license content for only a $12.99 with pentagon Inc. for using its content. The license will be valid in the next five years
Qualifications
My name is Jordan Walker, and I am a seasoned Sales Executive with over ten years of experience. I've worked in multiple industries selling debt consolidation packages, funding for film and AR/VR projects, software and mobile applications, and marketing solutions. I started my career in entry-level positions, but I'm now the CEO of a software company that offers a mobile app for users to connect and control their social experiences with any hospitality business on our network. I'll show you how I've sold millions of dollars of products and ideas to people while still holding the most ethical standards. 
Description
The Problem
Most business people don’t know how to sell and end up being followers instead of leaders, not getting their ideas adopted, the job that they wanted, or the products to customers. The tutorial will resolve this problem by enlightening how businesses can choose selling approaches, increase their brand visibility, improve brand awareness and create trust and loyalty with clients hence making the company sell.
Summary
There are a few items people need to know before they can be successful at selling anything. The tutorial will enlighten how businesses can be successful in selling by specializing in selling specific items, knowing the audience, and being a person rather than a salesperson. The tutorial will then elaborate deeply on helping the prospects meet their needs, adapt their buying process, and build long-term relationships with clients. Notably, to sell better than your competitor, the tutorial will offer some insights on how the businesses can build up their Rolodex to store business contact information and make selling easy. The tutorial will be designed with several laid out methods to better your personality and effectively help businesses be successful in sales. Further pentagon Inc. will dive into the six steps to be taken in accomplishing a sell: Prepare, Diagnose, Qualify, Educate, Solve, and Close. These six steps work in any sale, job interviews, product pitches, idea adoption and so on 
Benefits 
As the tutorial end, users will feel and gain confidence and be knowledgeable, with ideas to sell such plans and products to anyone. The tutorial will be designed to help the business people change the buying habits of their clients and increase the sale volume.
Conclusion
The tutorial is mostly targeting sales businesses looking to get ahead in life, increasing the sales volume. Pentagon Inc. wishes to offer a low price of $12.99 for the full rights to this content. Soon it will be branded to focus on delivering tutorials applicable in different sales businesses. The content will enable business owners to be persuasive and get useful ideas effectively. The tutorial will guarantees sound insights on how selling can be made easy and making the lives of those using it better. Further, it will enable the business people to monitor their clients' purchasing trends and know whether such clients have an interest in the product offered by taking in the feedback by customers to better their products.
