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1-TASK 1
Specification Sales Manager Job in Birmingham
1.1- Elix Sourcing Solutions Limited (Job A)
Birmingham, West Midlands
£50,000 - £75,000 per annum, Permanent, Full time
Apply for this job
Specification Sales Manager - Building Products£50,000 - £60,000 + Car Allowance (£8,400) + Commission (OTE £75K+) + Extended Benefits Monday - Friday, Hybrid (Remote/Office/Travel) Midlands Patch
Are you an experienced sales professional looking for a role with a quarterly bonus structure that can significantly increase your earnings?
Do you have experience developing relationships with specifiers, such as architects, engineers, or designers, to support the sale of building products or similar solutions?
This is an excellent opportunity for a driven salesperson who thrives on new business development. With quarterly commission and 25% bonuses, you'll have the potential to significantly boost your earnings while progressing within a market-leading UK business.
Due to continued investment and growth, we are recruiting a new Sales Manager to drive sales across the Northeast. This organization is a true powerhouse in the sector and continues to dominate the UK market.
1.2- Customer Sales Executive (Job B)
Posted 06/03/2026 by Trapeze Recruitment Services Ltd
Location: ME10, Sittingbourne, Kent
Salary/Rate: £28,000 - £32,000/annum
Apply Now
Company Profile
Working for a leading distributor of sign-making materials and equipment across the UK, you will be responsible for both reactive sales support—responding promptly to inbound enquiries—and proactive outreach to drive new opportunities and maximise sales from existing accounts. You will be expected to build strong relationships, understand customer needs, and consistently deliver an exceptional service

This is a full-time office-based position, and the hours of work are 08:00 to 17:00 Monday to Friday.
Key duties & responsibilities for Customer Sales Executive
Act as the first point of contact for customer enquiries via phone, email, and online channels
Proactively contact existing and lapsed customers to promote products, offers, and new lines
Identify upselling and cross-selling opportunities across the product range
Maintain accurate customer records and sales activity in CRM
Work closely with field sales reps to support account strategies and handovers
Meet or exceed sales and performance targets, including KPIs and revenue goals
Required qualifications, knowledge, experience & skills of Customer Sales Executive
Proven sales and business development experience or a very strong customer service background with the desire and resilience to move into sales
Strong communication skills, both written and verbal
A confident and persuasive approach to selling
Proactive attitude with the drive to go the extra mile for customers
Organised and able to prioritise in a fast-paced environment
A genuine team player with a problem-solving mindsetComparison Between Two Sales Jobs Using SWOT Analysis and Personal Development Plan







2- TASK 2
2.1-	Comparison Between Two Sales Jobs Using SWOT Analysis:
Sales jobs are important in every business because they help companies sell products and make profit. However, not all sales jobs are the same. This assignment compares two different sales roles: a sales Manager in a large company (Job A) and a Sales Executive in a small company (Job B). I must conduct self-assessment comparison uses SWOT analysis, which stands for Strengths, Weaknesses, Opportunities, and Threats. In addition, identify my evidence of my readiness for job which will establish what job is best for my long-term career.
Table: Comparison of Job A and Job B Using SWOT Analysis
	Factors
	Job A: Sales Manager (Large Company)
	Job B: Sales Executive (Small Company)

	Strengths
	Professional training and development opportunities
Leadership experience from managing teams
High salary with bonuses and benefits
Strong company reputation enhances career growth
	Friendly and supportive work environment
Flexible working style
Strong teamwork and relationships
Direct customer interaction improves communication skills

	Weaknesses
	High-pressure role with strict targets
Long working hours
Work-related stress
Limited flexibility due to company policies
	Lower salary and fewer benefits
Limited formal training
Fewer resources and tools
Requires self-learning and independence

	Opportunities
	Promotion to senior roles (e.g., Regional Manager, Director)
Networking with key clients
Experience in large-scale projects
Skill development in leadership and management
	Opportunity to learn multiple skills quickly
Early career responsibility
Growth opportunities if company expands
Skill development in customer service and sales

	Threats
	Strong competition for promotions
Risk of burnout due to workload
Economic changes affecting sales performance
Job pressure impacting work-life balance
	Lower job security
Limited promotion opportunities
Smaller market reaches
Financial instability risks in small companies




2.2- Table: Evidence of Readiness for a Sales Jobs

	Skill / Quality
	Description
	Relevance to Job A (Sales Manager)
	Relevance to Job B (Sales Executive)

	Communication Skills
	Ability to speak clearly, listen carefully, and understand customer needs.
	Supports leadership, teamwork, and managing a sales team effectively.
	Essential for direct customer interaction and delivering excellent service.

	Time Management & Organisation
	Ability to plan tasks, meet deadlines, and stay focused.
	Important for achieving targets and managing team performance under pressure.
	Helps manage multiple tasks independently in a fast-paced environment.

	Willingness to Learn
	Open to developing new skills through training, practice, and feedback.
	Important for building leadership and advanced sales skills.
	Helps adapt to different responsibilities and improve performance quickly.

	Positive Attitude & Motivation
	Being confident, reliable, and hardworking with a strong desire to succeed.
	Helps motivate teams and achieve company goals.
	Supports building strong relationships with customers and colleagues.



My previous managers from Sky Retails stores have given me feedback regarding my self-development and self confidence in direct sales market. I have proven track record of the best sales personal of 2021 to 2022. This feedback helped me in applying above mentioned jobs, and this confidence will make me take this opportunity to prove myself in new sales positions in new advertised jobs.



Task 3- Goals and PDP
Goals and Personal Development Plan (PDP) in Sales Jobs:
3.1- Stort Term Goals:
	Goal Type
	Goal
	Actions to Achieve Goal
	Time Frame
	Expected Outcome

	Short-Term Goal
	Start career as a Sales Executive
	Apply for entry-level sales roles, attend interviews, improve CV and interview skills
	3–6 months
	Gain first sales job and practical experience

	Short-Term Goal
	Improve communication skills
	Practice speaking and listening, attend workshops, use online learning resources
	3 months
	Better customer interaction and confidence

	Stort-Term Goal

	Develop product knowledge
	Study product details, research market trends, learn from colleagues
	Ongoing
	Ability to explain products clearly and increase sales

	
3.2- Medium 
Terms Goal :

	
	
	
	

	Medium-Term Goal
	Meet and exceed sales targets
	Practice selling techniques, track performance, learn from feedback
	6–12 months
	Improved sales performance and recognition

	Medium-Term Goal
	Build customer relationships
	Communicate regularly with clients, provide excellent service
	6–12 months
	Customer loyalty and repeat business

	
3.4- Long Term Goals
	
	
	
	

	Long-Term Goal
	Become a Sales Manager
	Gain experience, develop leadership skills, take on responsibilities
	2–5 years
	Promotion to management position

	Long-Term Goal
	Develop leadership skills
	Lead small projects, attend leadership training, seek feedback
	1–3 years
	Ability to manage teams effectively

	
3.5- Personal Development Goals
	
	
	
	

	Personal Development
	Improve time management
	Use planners, set priorities, organise daily tasks
	Ongoing
	Increased productivity and reduced stress

	Personal Development
	Enhance sales & negotiation skills
	Learn techniques, practice with colleagues, observe experienced salespeople
	Ongoing
	Higher conversion rates and better performance









4 - Personal Development Plan and Future Plan
A personal development plan is important to improve skills and achieve career goals in sales. Based on the comparison of the two jobs, I have created a plan to develop my abilities.
First, I want to improve my communication skills. Communication is very important when dealing with customers and working in a team. I will practice speaking clearly and confidently and listen carefully to others. I will also attend workshops or use online resources to improve these skills.
Second, I will develop my sales and negotiation skills. These skills are necessary to meet targets and build strong relationships with customers. I will learn different techniques, such as how to persuade customers and handle objections. I can improve by practicing with colleagues and learning from experienced salespeople.
Time management is another important skill. I will create a daily schedule and set priorities to complete tasks on time. This will help me stay organised and reduce stress. I will also use tools like planners or mobile apps to manage my time better.
I also plan to improve my product knowledge and understanding of the market. Knowing the product well helps in explaining it to customers and increasing sales. I will read about new trends and keep myself updated.
In addition, I want to build my confidence and leadership skills. This is important if I want to become a sales Manager in the future. I will take opportunities to lead small tasks and ask for feedback from my manager to improve.








5- Future planning for sales Career:
	Time Frame
	Career Plan
	Actions
	Expected Outcome

	Short-Term (0–1 Year)
	Start as a Sales Executive
	Apply for jobs, improve CV, attend interviews, learn basic sales skills
	Gain entry-level experience and understand sales processes

	Short-Term (0–1 Year)
	Build core sales skills
	Improve communication, product knowledge, and customer service skills
	Increased confidence and better job performance

	Medium-Term (1–3 Years)
	Achieve sales targets consistently
	Practice selling techniques, track performance, learn from feedback
	Strong performance record and recognition

	Medium-Term (1–3 Years)
	Develop professional relationships
	Build networks with customers and colleagues
	Strong client base and teamwork skills

	Long-Term (3–5 Years)
	Become a Sales Manager
	Gain experience, take leadership roles, attend management training
	Promotion to a management position

	Long-Term (5+ Years)
	Advance to senior roles
	Continue professional development and expand industry knowledge
	Career growth into roles such as Regional Manager or Director

	Continuous Development
	Improve skills and knowledge
	Attend training, follow market trends, learn new sales strategies
	Long-term career success and adaptability




