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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	1.
To build a strong business it is important for any kind of company to hire the right people to increase the sales. It is essential hiring successful people to have a successful business. To build a sales team in order to grow your business, you need to have a plan and create the opportunity for growth. You need to hire specialist but also people with product knowledge. Also it is vital to determinate if you need a Sales manager or leader to guide a successful sales team.
The Sales Cycle will help to organize your activities.

2.

The sales cycle is the process that any business uses to sell a product/ service to a customer.
The easiest sales are with the old customers. However to grow the company, you need to attract different customers from different types of businesses.
It is common for salespeople be involved in networking activities to help establishing relationships within a network or community.
Many salespeople are successful making many cold calls and make their sales over the phone.
A great salesperson will convert the opportunity in sales, after creating a relationship in trust and credibility with the client.
The next step of the sales cycle is managing the relationship and focus on offering solutions and meeting your customer needs and convert the opportunity in sale.
Another important element for a professional sales person is working on Unique Selling Point. It means what makes the company and product/service unique.
The last phase is focused on set up long term relationship with the client.
Another important aspect in this phase is whether there are additional opportunities to work with the same organization in the future.
The final phase of the sales cycle is to evaluate your sale. 
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