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[bookmark: _9pzjodva1ot8]Task 1: Mind map
A mind map is a tool used to visually organise information. A mind map typically includes a central topic, with various branching topics radiating out from the centre. The branches can be organised in any manner. However, they are often arranged hierarchically, with the most relevant topics at the centre and less relevant topics branching out from the sides [1].
Mind maps can be used for any type of information, but are particularly useful for brainstorming, organising thoughts, and taking notes. They can also be used to create presentations, project plans, and other visual aids. Mind maps are flexible tools that can be used in many ways. There is no “right” way to create a mind map, and it can be customised to fit the needs of the user [1], [2].
The most critical part of creating a mind map is to start with a central topic. From there, other ideas and details can be added to the map as needed. Using colours and images to organise further, and highlight information is typically helpful. Mind maps can be created by hand or with specialised software. There are many mind-mapping software programs available, and each has its features and capabilities [2], [3].
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Figure 1: B2B Sales Process
[bookmark: _vrifoq5s8sfu]Task 2: Ideation
The case, I chose to discuss, is about B2B Sales Processes. When it comes to business-to-business (B2B) sales, there is no one-size-fits-all process. However, certain steps are typically followed in most B2B sales processes [5].
The first step is usually to identify potential customers. This can be done through market research or by using data from previous customers. Once potential customers have been identified, the next step is to contact them and attempt to generate interest in the product or service being sold [4], [5].
If interest is generated, the next step is to provide more information about the product or service. This can be done through presentations, product demonstrations, or other means. Once the potential customer has been given sufficient information, the next step is to try to close the sale [6].
This is typically done by negotiating a price or terms of sale. If a sale is not possible, the process may end here or the salesperson may try to generate interest in a future purchase [5], [6].
The steps in a B2B sales process can vary depending on the industry, the products, or services being sold, and the salesperson's approach. However, the above steps are generally followed in most B2B sales processes [4], [6].
[bookmark: _yw88mw6z624v]Task 3: Project Planning
Sales representatives working in a business-to-business (B2B) environment are typically tasked with several objectives. The specific objectives will vary depending on the company, products, and services being sold. However, there are a few objectives that are common to most B2B sales processes [6], [7].
The first objective is usually to establish relationships with potential customers. This involves building trust and demonstrating that the sales representative is knowledgeable about the products and services being sold. The second objective is to identify the needs of the potential customer and determine how the products and services being sold can meet those needs [7].
The third objective is to generate interest in the products and services being sold. This can be done through a variety of means, such as providing potential customers with information about the benefits of products and services. Furthermore, products and services can be used to solve specific problems [8].
The fourth objective is to close the sale, which typically involves negotiating a price and terms of service that are acceptable to both the customer and the company. Once the sale is closed, the fifth objective is to provide customer service and support, which may include answering questions, providing replacement parts or products, or troubleshooting problems [7], [8].
The objectives of a B2B sales process can vary depending on the products and services being sold, the size and type of customer, and the specific industry. However, the five objectives outlined above are common to most B2B sales processes [6].
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Figure 2: A3 Digital Poster
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Figure 3: Project Management
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