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Goscor Power Products (Pty) Ltd

VACANCY – SALES CONSULTANT - DURBAN

Purpose of Position

Conduct sales in area by presenting the products and services to the customer in such a way that is conducive to a successful sale. Acting in a professional manner to enhance the image of the company. 

Successful candidate must have-:

· Valid drivers’ license and own vehicle

· 3-5 years sales experience and experience in construction equipment – an added advantage i.e. pumps, generators etc. 

· Professional Presentation skills

Personal Abilities required

Identify and solve problems in a critical and creative way when presenting products and services to the customer so that it is conducive to a successful sale. Working effectively with others as a member of the sales team. Organise and manage oneself and one’s personal activities responsibly and effectively. Collect, analyze, organize and critically evaluate information relevant to conducting sales.

Key Performance Areas-:

1. Meeting Sales Budgets

a. Ultimate responsibility to meet sales budgets. Achieving sales volumes (product mix and profitability) in territory. Not only selling high profit margin products but all products in territory.

2. Sales

a. Identify Sales Opportunities – new and existing

i. Cold Calling

ii. Client Types identified

iii. Client Needs are accurately identified

iv. Client Scope and level of disposal income is identified in line with the requirements of the specific product.

v. Sales opportunity presentation methodologies are identified in line with needs, availability and payment structure.

vi. Identify and assess new factors affecting sales trends, market conditions and potential selling opportunities.

b. Present and demonstrate the company’s products and services to prospective customer

i. Information relating to the product/service is presented in such a manner as to generate and maintain customer interest

ii. All product-related information is accurately provided in a manner conducive to achieve sales.

iii. Features and benefits are explained to the customer in a manner suitable to the type of product and customer

c. Handle and deal with customer objections and concerns.

i. Concerns and objections are clarified by tactful questioning of the client in line with accepted procedures

ii. Proposal’s meet customers’ objections and concerns as applicable to customer

iii. Unresolved objections and concerns are referred to the relevant person in line with organizational procedures.

d. Closing deals and create customer commitment

i. Assisting sales consultant with closing deals and creating customer commitment.

ii. Customer buying signals are identified and acted upon in line with organizational requirements. Buying signals to be discussed in weekly sales meeting as part of learning to identify and handle different buying signals.

3. Obtain and evaluate marketing information and trends to enhance customer services.

a. Relevant marketing information and trends are sought from variety of sources.

b. Evaluate and analyze the information to identify strengths and weaknesses for improved service delivery

c. Investigate and establish customer needs and interests

d. Liaising with customers

e. Maintaining detailed knowledge of the company’s products and services

f. Keeping abreast of what competitors are doing.

g. Identifying new business opportunities and development of marketing strategies.

4. Sales Performance

a. Budgets and targets to be achieved as given by direct Manager.

b. Monthly reports to be submitted to management showing actual sales to budgeted sales. 

c. Proposed actions to improve sales performance reporting to area sales manager on a  monthly.

d. Agreed methods to improve sales are communicated to the sales manager, simply ensuring full understanding by all concerned.

e. Sales meetings to be held weekly to discuss, monitor and manage

i. Prospect lists

ii. Call Reports (to be submitted on a weekly basis)

iii. Potential New Customers

iv. Targets/Budgets

All applications (complete CV) must be submitted to Ntombi Nkgothwe by no later than close of business on the 05 January 2012.

Email:  nnkgothwe@goscor.co.za Ref 012    

Kindest Regards

Ntombi

[image: image2.jpg]DSULLAR M %@ﬁ&}‘)

meiwa YOUR NEXT MOWER®

Reg. No. 1970/000790 / 07 | VAT No. 4870102805 | Directors: ME Faber, PAR Faber, N Moodley, AG Siddle, AN Wilson





