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The Role
[bookmark: _30j0zll]	In today's modern world, most companies are having difficulties in finding the best talent for sales and marketing. I believe I am able and willing to join the world of sales and marketing with the entry-level job for a graduate and that is "sales and marketing executive".  	
Job description:
•	Sales development and growth
•	Credit management
•	Relationship and smooth communication
•	Order generation
•	Marketing campaigns and promotional offers execution
The job description of a Sales and marketing executive is very complex than it seems. An SME is responsible to develop the business and expand the customer base by engaging and targeting new potential customers and ensuring a repurchase order from the existing customers. The job of an SME also includes ensuring credit recovery from the customers (wholesalers and retailers) within due time. SMEs are also responsible for executing marketing campaigns and implementing trade marketing offers and promotions in a very professional manner. This job also includes team management and working with the dealers, distributors, retailers, and the Sales officers as a team. This job also includes the responsibility to ensure strong communication between the management team and the market stakeholders. 



Person specification:
•	Business Graduate or Diploma in Sales and Marketing
•	1 year of experience
•	Driving skills 
•	Valid driving license
•	Soft skills such as MS office, communication, and teamwork
•	Bargaining, negotiation, and convincing skills. 
The person eligible to apply for this job must be a graduate in business administration or have a diploma in sales and marketing with a minimum of 1 year of experience as a sales and marketing officer. Experience is only mandatory in the case of a diploma. He must be able to drive and have a valid license. He must be proficient in the local language and be able to speak 2 or 3 languages. He must possess soft skills such as Computer literacy, problem-solving, decision making, teamwork, negotiation skills, and convincing skills.

Challenges and proposed solutions (Question 1)
	The Job of a sales and marketing executive is often very challenging and it can exhaust the person doing this job. Several challenges are common for SMEs around the globe regardless of the industry or nature of the company and product.



Challenges:
•	No time with customers
•	Long-distance travel
•	Credit management and recovery
•	Miss commitments
•	Lack of skills
The first challenge is that the clients or the customers are often busy in their routine work at their retail or wholesale shops and they become reluctant to provide sufficient time for a meeting or sales call. The second challenge is that the SME has to travel long distances and this can negatively affect productivity. The third challenge is Credit management and recovery which is often difficult from generating orders and expanding the sales of the product. The fourth challenge is the challenge of missed commitments or poor delivery of commitments in the market. The fifth challenge is the lack of professional and required skills to complete the job with efficiency and effectiveness in SMEs.
Solutions to overcome the challenges:
•	Pre-appointments
•	Smart routing
•	Terms and conditions signed and agreed
•	Tracking and monitoring
•	Training and coaching

The first challenge can be overcome by SMEs by taking the pre-appointments from the customers to meet in their convenient time slot. The second challenge can be overcome by smart routing and setting a routing plan for each day of the week to cover maximum routes and customers on the way. The fourth challenge will be tackled with the help of continuous monitoring keeping the track of market and company to avoid any missed communication leading to a missed commitment and tracking it on the time to solve it immediately. The fifth challenge of lack of skills can be easily solved with the help of coaching and on-the-job training to equip the SME for market hardships.

Example for working in a Team (Question 4)
	During my graduate program, once I had a chance to participate in a group project of making a presentation on the topic assigned by our instructor. We decided to split the work slide by slide and I got the first 3 slides to make. We were 4 team members in our team from which 2 were boys and 2 were girls. I was not the team leader but I was the helping hand of the team leader and I was responsible for all of the coordination. During the preparation of slides, we faced the challenge of miss commitment by one of our team members as she first accepted the last 3 slides, and then she became lazy to write the conclusion she excused herself by saying she cannot write it because she doesn't know what others are writing. Our team leader started shouting at her and other team members got scared and the whole work was disturbed. I interfered and asked each team member to tell her what will be the findings, what everyone is writing, and how she can add them to a conclusion. This helped the whole team and the presentation was a success. I learned from the whole scenario that teamwork is always dependent on better communication and making people come on the same page and work for mutual goals. Secondly, I learned that to be a successful leader, coercion is not the right choice but it is important to lead by example and make each member satisfied.
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