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Task 1 – Comparison of Two Job Advertisements
Comparison of Two Job Advertisements
For this portfolio, I selected two job advertisements that match my long-term career goal of moving from the transport industry into a sales environment. The first vacancy is for a Territory Sales Executive with DPD, while the second is for a Graduate Regional Sales Consultant with Celsius Graduate Recruitment. Both positions focus on developing customer relationships, increasing sales and supporting business growth, although they differ slightly in their expectations and responsibilities.
The DPD Territory Sales Executive role requires candidates to identify new business opportunities, manage existing customer accounts, and consistently achieve sales targets. The employer is looking for someone with excellent communication, negotiation, and relationship-building skills. In addition, candidates are expected to work independently, manage their time effectively, and maintain a strong customer focus. The role also requires confidence when presenting products and services to potential clients.
Similarly, the Graduate Regional Sales Consultant position focuses on building long-term relationships with customers while identifying opportunities to increase sales. Unlike the DPD position, this role is aimed at graduates or individuals who are beginning their careers in technical sales. The employer offers full training and values qualities such as curiosity, motivation, problem-solving ability, and willingness to learn rather than previous sales experience. The role also requires confidence in using CRM systems, planning customer visits, and delivering engineering-based solutions to clients.
Both organisations emphasise the importance of communication, customer relationship management and professionalism, which are recognised as essential employability skills in today's labour market (CIPD, 2024).
Although I have not worked directly in sales, I believe my previous employment has allowed me to develop many of the transferable skills required for both positions. During more than twenty years as a professional bus driver and ADR driver, I have communicated with customers from a wide range of backgrounds every day. I have learned how to remain calm under pressure, solve problems quickly, and provide excellent customer service while maintaining high professional standards. My current role at First Bus has further strengthened my communication, teamwork and organisational skills.
One skill that I would particularly like to develop further is consultative selling. While my current position involves building positive relationships with passengers and resolving customer concerns, a sales career requires the ability to understand customer needs, recommend appropriate solutions and confidently negotiate business opportunities. According to Kotler and Armstrong (2021), understanding customer needs and creating long-term relationships are fundamental principles of successful selling. I believe that my Business Skills for the Workplace course at the University of Wales Trinity Saint David, together with my practical work experience, is providing me with the knowledge and confidence needed to make this career transition successfully.
Overall, both job advertisements demonstrate that employers value communication, customer service, problem-solving, and relationship management. These are strengths that I have developed throughout my career, and they provide a strong foundation for achieving my goal of building a successful career in business-to-business sales.

Task 2 – SWOT Analysis and Evidence of Readiness
SWOT Analysis and Evidence of Readiness
Understanding my strengths and areas for development is an important step in preparing for a successful career change. After working in the transport industry for more than twenty years, I have decided to pursue a career in sales because I am looking for greater professional development opportunities. Although my previous roles have provided stability and valuable experience, I now want to apply my transferable skills in a new business environment. Completing the Business Skills for the Workplace course at the University of Wales Trinity Saint David has increased my confidence and prepared me for this transition.
Strengths
One of my greatest strengths is my extensive experience in customer service. Throughout my career, I have had regular contact with customers from a wide range of backgrounds. I have learned how to communicate effectively with people from different backgrounds while remaining polite, professional, and patient. Effective communication is recognised as one of the most important employability skills in modern organisations (CIPD, 2024). These experiences have helped me develop strong interpersonal and communication skills, which are essential in sales.
Another important strength is my ability to work under pressure. Public transport requires drivers to manage unexpected situations, deal with customer complaints, maintain safety standards and meet strict schedules. These responsibilities have taught me to remain calm, think logically and solve problems efficiently. I believe these skills will also be valuable when managing customer accounts and responding to client needs in a sales environment.
I am also highly reliable and responsible. During more than twenty years of employment, I have consistently demonstrated commitment, punctuality and professionalism. Holding qualifications such as an ADR Certificate, Driver CPC and First Aid Certificate reflects my willingness to meet professional standards and continuously improve my knowledge. Continuous professional development is considered essential for maintaining employability throughout a career (Armstrong, 2023).
Finally, I have developed excellent teamwork skills. Although driving is often seen as an individual role, I regularly work alongside controllers, engineers, supervisors and customer service teams to ensure efficient transport operations. Robbins and Judge (2023) argue that effective teamwork improves organisational performance and employee effectiveness. This experience has shown me the importance of cooperation and effective communication within an organisation.
Weaknesses
Although I possess many transferable skills, I recognise that I have limited direct experience in professional sales. I have not previously worked with sales targets, customer acquisition or business development. However, I view this as an opportunity rather than a limitation because I am motivated to learn and develop new skills.
Another area for improvement is my knowledge of Customer Relationship Management (CRM) software. While I am confident using technology in my current role, I have limited practical experience with sales management systems. I intend to improve this through employer training and continuous professional development.
I also recognise that changing careers after many years in one industry may initially be challenging. Moving from transport into sales will require me to adapt to different working practices and performance expectations. Nevertheless, I believe that my positive attitude and willingness to learn will help me overcome these challenges.
Opportunities
 The Business Skills for the Workplace course has provided me with a broader understanding of communication, business operations, teamwork and professional behaviour. This academic knowledge complements my practical work experience and increases my confidence when applying for sales positions.
Both job advertisements highlight communication, customer relationship management and the ability to develop positive relationships with clients as important requirements for the roles. These requirements are relevant to my previous experience in customer-facing positions and provide a useful basis for my planned transition into sales.
My extensive experience of working directly with customers also provides an excellent foundation for building successful client relationships. Kotler and Armstrong (2021) explain that successful organisations create value by understanding customer needs and developing long-term relationships. Throughout my career I have learned how to understand customer needs, manage difficult situations professionally and maintain positive relationships.
In addition, modern organisations increasingly invest in employee development through structured training programmes. This provides an excellent opportunity for me to gain industry-specific knowledge while applying the interpersonal skills I have already developed.
Threats
One possible threat is the high level of competition within graduate and entry-level sales positions. Many applicants may already have business degrees or previous sales experience. To remain competitive, I will continue developing my business knowledge and practical skills through further training and self-directed learning.
Economic uncertainty may also influence recruitment within the sales sector. Changes in market conditions can reduce employment opportunities or increase competition. However, organisations continue to value employees who can build strong customer relationships and contribute to business performance (CIPD, 2024).
Another challenge is adapting to performance-based environments where success is measured through sales targets and financial results. While this represents a significant change from my current role, I believe that my determination, resilience and strong work ethic will enable me to succeed.
Evidence of Readiness
My employment history demonstrates that I have developed many of the professional behaviours expected by employers. Over more than two decades, I have consistently worked in safety-critical environments where reliability, communication and responsibility were essential. This experience has strengthened my ability to work independently while maintaining high professional standards.
Studying Business Skills for the Workplace has further increased my readiness for employment in a commercial environment. The course has improved my understanding of communication, teamwork, employability and professional development. Reflection is recognised as an important part of professional learning because it helps individuals identify strengths and areas for improvement (Moon, 2004).
The combination of extensive professional experience, academic study and a strong desire to develop my career provides solid evidence that I am prepared to move into a sales position. Although changing careers will require continued learning, I am confident that my transferable skills, commitment and positive attitude will enable me to become a successful sales professional.

Task 3 – Employment Goals and Personal Development Plan
Employment Goals and Personal Development Plan
Completing this portfolio has helped me reflect on my career aspirations and identify the steps required to achieve my professional goals. After spending more than twenty years working in the transport industry, I have decided that this is the right time to pursue a new career in sales. Although I have enjoyed working with people and providing excellent customer service, I would like to move into a role that offers greater opportunities for professional development, career progression and personal achievement.
My short-term goal is to secure an entry-level sales position, such as Territory Sales Executive or Graduate Regional Sales Consultant, within the next twelve months. I believe that my extensive customer service experience, combined with the knowledge I am gaining from my Business Skills for the Workplace course, provides a strong foundation for this transition. During my first year in sales, I intend to improve my understanding of consultative selling, negotiation techniques and Customer Relationship Management (CRM) systems. Continuous learning is recognised as an essential element of long-term career success (Armstrong, 2023). I also plan to participate in employer training programmes and seek regular feedback from experienced colleagues to support my professional development.
My long-term goal is to progress into a Business Development Manager or Regional Sales Manager position. I would like to build long-term relationships with customers, contribute to business growth and eventually take on greater responsibility within an organisation. Kotler and Armstrong (2021) suggest that building customer relationships is fundamental to sustainable business success. Continuous professional development will remain an important part of my career, and I intend to complete additional sales and leadership training to strengthen my knowledge and skills.
Reflecting on my career journey has increased my confidence that I possess many transferable skills that employers value, including communication, teamwork, reliability and problem-solving. While changing careers presents challenges, I am motivated to continue learning and developing. I believe that my experience, determination and commitment to self-improvement will enable me to build a successful and rewarding career in sales.
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ﬁ dpdgroup

Territory Sales Executive

Basildon, UK
Full-time

Job Title: Area Sales Executive
Function: Sales

Vacancy Type: Permanent - Full Time

Company Description

+ Contract Type: Permanent / 37.5 Hours Per Week
+ Salary: £37,500 plus Car and Bonus

+ Base Location: To cover CO and SS postodes

+ Days of Work: Monday to Friday

DPD UK is a member of Geopost who are a market leader in parcel delivery and e-commerce solutions,
providing a broad range of delivery and innovative services for customers worldwide. DPD UK has a
turnover of over £2 billion and our aim is to be the most sustainable delivery company in the UK. At DPD UK
we also aim to deliver the best service, use the best technology and recruit and retain the best people in the

industry.

DPD is a Valuable 500 company and a Disability Confident Employer.

Job Description
We are currently recruiting for an ambitious and motivated Area Sales Executive to join our high performing
and busy Sales Team. The purpose of this position is to achieve the company's revenue target for new
business in line with the company's strategy for customer size, type and service mix.

Key responsibilties of this role include:

- Establishing and converting new prospects to using the companies services

+ Managing performance of new customers to ensure they trade to agreed profile and to the companies
New Business KPI's

« Handing over all new accounts to the relevant Account Managers

+ Identifying, building and pursuing new business opportunities by building a good prospect funnel to work
from

« To champion the *partnering process” with any new prospect

+ To achieve all product targets and embrace all new products as and when launched by the company

« Tostrive for Elite & 100+ qualification at all times

About You

Your career history will clearly be able to evidence success within a sales or similar environment and a

tanarinie attilida and driva th sierad in a fact nanad calac anvirnmant
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Your outstanding communication, persuading and influencing skills will be fully utilised in this role as will
your ability to focus on your customers to fully understand their needs and gain their commitment.

We'll also expect you to have;

« High levels of integrity and empathy

« Ability to manage own time effectively to meet targets and deadlines

+ Be able to adapt own style to suit the needs of internal and external customers

+ Effective problem resolution and objection handling skills

+ Have the ability to work under pressure and demonstrate a positive, enthusiastic and resilient approach

« Agreat team player who demonstrates the core DPD DNA values of Passion, Respect, Honesty,
Flexibility, Hard Work and Accountability.

« Afull clean driving licence is essential as is a flexible approach to travel and occasional overnight stays.

Additional Information
About our Benefits

We recognise that our people are at the heart of our business, without them we wouldn't be able to deliver
our award-winning service to millions of customers across the country each day. It's important to us that we
demonstrate our recognition of you in providing you with more than just a salary and job stability. To name
butafew...

« Holiday trading

+ Enhanced maternity and patemity package

« Free life assurance of 4 x salary on joining the pension scheme

+ Health Kiosks visiting every location

« Vitality at Work

+ Free On Site Parking

« Discounted shopping from 100's of retailers including up to 5% off supermarket shopping

« Milestone Days off to celebrate with your family and friends

+ For employees who regularly use a screen as part of their job we offer free eye tests and support with
the cost of glasses

Joining DPD can lead to not just a stable job but also a career. DPD prides itself on recognising and
developing talent alongside a desire to promote from within. As a continually growing and evolving
organisation, we are proud to offer a great number of development and promotion opportunities.

If you identify with our aims and values and can help us deliver our customers' promises, then this is the job
for you! Apply today

@® By clicking the link above or any third-party link within this posting, you are leaving this site and going to a third-party
website where the third-party website's terms and privacy policy apply

Privacy Notice

Cookies Settings
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Graduate Regional Sales Consultant - Maidstone (ME14)
« Celsius Graduate Recruitment
« Maidstone (ME14)
« Permanent
« Published: 1 month ago

« From £30,000 to £45,000 per annum £30K Base + £5k - £15k OTE +
Expense

celsius’

Graduate Regional Sales Consultant Celsius
Graduate Regional Sales Consultant - South East & South
£30,000 Base Salary + £5,000-£15,000 OTE

Fully expensed company car with fuel card + comprehensive corporate
benefits package!

Are you looking to build a career in B2B sales with a global manufacturing
leader?

Our client is offering a rare opportunity for a driven, ambitious individual to
break into technical B2B sales within a high-growth, high-performance
environment.

If you’re competitive, curious, and motivated by progression and earning
potential — this is your chance to step into a role where your effort directly
drives your success.
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About the Company

Our client is a global leader in advanced engineering solutions, operating in
over 80 countries worldwide.

They support and partner with leading global organisations across
automotive, logistics, and industrial sectors, including household names such
as BMW, Amazon, Tesla and Siemens.

‘With a strong reputation for innovation and continuous investment in
technology, the business has experienced consistent growth and is recognised
as a market leader within its specialist field.

The Role

As a Graduate Regional Sales Consultant, you’ll take ownership of your
territory, working directly with customers to understand their challenges and
deliver tailored engineering solutions.

You'll be building relationships, winning new business, and developing into a
high-performing sales professional.

No prior sales experience is required — full training is provided.

The territory includes Reading, Southampton, Portsmouth, Guildford, Redhill,
Brighton, Tonbridge, Maidstone, Canterbury, Dartford and South London.

Responsibilities

-Supporting and developing existing customer relationships
‘Identifying and generating new business opportunities
“Working on customer projects from enquiry through to solution
‘Planning and managing your schedule using CRM systems
“Providing engineering-led solutions to customer requirements
Conducting both face-to-face and virtual customer meetings
‘What We’re Looking For

-A graduate or someone with an interest in engineering, manufacturing or
technical solutions

-Strong communication and relationship-building skills
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-A curious, proactive and problem-solving mindset
-Comfortable using digital tools, dashboards and CRM systems
-Ability to self-manage workload and travel across the territory

‘Motivated to develop a career in consultative B2B sales




