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Training project in Mercedes Company

Introduction

The following project management plan will be a Training Project proposed for Mercedes Company with the aim of helping the employees to achieve more skills in order to generate more sales by strengthening the brand image. The Training project will briefly be described step by step as the managers can clearly see what it implies and what impact the project can bring for Mercedes company. 
As it is normal, Mercedes Benz company is having goals and targets to accomplish even during the Covid-19 Pandemic situation and for this reason, the employees should be trained and capable to handle the new situation. For this reason, this Training Project is aiming to help the company to achieve its main goals and maximize its profits during Pandemic. (Riemer, 2021)
The Training projects will be presented in the following report using more techniques that will highlight every detail of the project so, first of all there will be a description of the project that will contain clear information about the scope pf the project and its key points. After that, a stakeholder analysis will be done in order to address for the third parties the relevance of the project and how it will impact Mercedes Benz company in the context of the Covid-19 current and future situation. The Work Breakdown Structure will allow the management and stakeholders to see every step of the training project and also, will make it more manageable as there are certain restrictions due to Covid-19 Pandemic. In order to be credible, there will be shown the costs and resources that are needed to be used in order to implement the project. The Gantt Chart will be used to outline the schedule of the project and it will make it more understandable and organized for an effective achievement of the targets. The risk assessment will be presented in order to highlight the main risks and briefly analyse the potential threats within the Training Project due to Covid-19 Pandemic regulations. A briefly conclusion will also be introduced at the end as a reflection of the whole proposed Training Project.
Mercedes Benz is a German company that produces luxury vehicles, both commercial and luxury ones. The company is headquartered in Stuttgart since the production of their Mercedes badged first car in 1926. The company have gained very much success and by the year of 2018, it was the largest premium vehicle seller around the globe, selling 2,3 million vehicles. (Mercedes-Benz, 2021)
One of the main advantages of the German vehicle producer is the diversity and great functionality along with their great design. Mercedes-Benz is producing sedan, SUV, sport, cabrio and coupe cars in order to meet the requirements of any sector of consumers. More than that, Merced is also making sustainable cars such as electric and hybrid cars, the first hybrid car being produced in 1906. The company is not just concerned about sustainability and design but also, the structural safety zones any cars should have, were implemented by Mercedes-Benz company. (Felix, 2021)


Project Outline

The Training Project proposed should be an action taken by the Human Resource department of Mercedes Benz company in order to enhance the productivity and results of employees in the sales department that will contribute in achieving the business goals. 
The Sales training will develop new skills for Mercedes-Benz employees to easier find new selling opportunities as well as creating them and explore them accordingly. On the other hand, the process of closing successfully a selling operation will be learnt and implemented as the sales agents of Mercedes Benz company will be more engaged and aware about this step. (Training Industry, 2017)

The main topics that will be part of the Training project are:
· Understanding the Customer Needs
· Customer Relationship Management
· Communication with Customers
· Improving the interaction with customers
· Providing feedback from customers
· Tips and Tricks in sales (Covid-19 Pandemic Situation)

The major focus will be on the customers as they are playing the vital role in achieving the business success and it will also implement the required knowledge sales agents should have in order to adapt to the new situation of Covid-19 context. Tips and tricks to adopt in the current pandemic situation will also help boosting the services and results of the sales department employees of Mercedes Benz company. 
The Training Project will be conducted via internet or eLearning in order to reduce the costs and at the same time to be able to keep involved the employees in Mercedes Benz as it will be presented English and German language.
In matter of time, the duration of the Training project is 3 months as the employees may have enough time to better understand the provided selling techniques and be able to adopt them. Moreover, a sales trainer specialist will be able to keep in touch with the sales department employees of Mercedes Benz in order to answer their questions and offer them a more explicit content of the information on the eLearning platform. 


Stakeholder Analysis
Power

	Keep Satisfied

Governments 
Employees
	Key Players

Competitors
Customers
Daimler AG (Shareholder)
Suppliers

	Minimum Effort

Internal Audit Committee
Communities
	Keep Informed

Board of Management
Managers



Interest



Keep Informed: First of all, the managers and the board of management will be aware of every detail of the project in order to be able to give feedback or opinions about the changes due in the project as well as confirming if the Training project meet the criteria to be implemented. (Mind Tools, 2020)
Key Player: The major key players that should be satisfied after implementing the Training project are the Competitors. customers, the principal Shareholder Daimler AG and the suppliers. They should be the target after the project implementation as they are playing a vital role in Mercedes Benz company’s success. (Mind Tools, 2020)
Minimal Effort: It is important also to relate to the Communities and Internal Audit Committee as they are part of the company’s culture but they should not receive many information as it can be boring. (Mind Tools, 2020)
Keep Satisfied: The Governments of the countries Mercedes Benz company is active in should be satisfied about the conduct of the company and it includes, being fair on the market, paying taxes and respecting the required norms. Employees should also be satisfied and for this reason the ones who are not involved in the Training project as they are part of other departments should not be bothered with many information. (Mind Tools, 2020)

Work Breakdown Structure (WBS)Communication with Customers
Understanding the Customer Needs
Tips and Tricks in sales
Providing feedback from customers
Improving the interaction with customers
Customer Relationship Management

Sales Training Project

What needs to be improved?
Adapting to the COVID-19 Pandemic
Selling techniques
Key tools 
Targeting customers
Analyze trends

Using new selling techniques
Target new opportunities
Enhancing the interaction process
Creating a bond with customers
Approaching customers
Adapt to market trends




First of all, the Training project proposed will discuss the topic of understanding the customer’s needs. Being aware of the customer’s needs is vital for Mercedes Benz at it is the first step in achieving the success of the business as it allows the company to analyse the trends and adapt their products according the market trends. One of the profitable advantages used by Mercedes Benz is analysing the needs, the hobbies and incomes of their customers which is having a great impact on the company’s success. (Grow Business, 2015)
The importance of Customer Relationship Management will also be explained in the Training project in order to have a better understanding of how potential customers can be targeted, how the actual customers can be approached and also, it is an important tool that makes easier the communication between the sales, marketing, customer service and digital commerce departments. (Sales Force, 2019)
Communication with customers will be a topic in the Training Project that will have a great attention due to the fact that it represents the key of every stage in the selling process as it enhances a great relationship with the customer. (Identity, 2021)
Improving the interaction with clients will be included in the Training Project as a part that is vital while being a sales person along with some techniques that will help Mercedes Benz company’s employees to create a stronger bond by enhancing the interaction process with their employees. (Cloud Talk, 2019)
Providing effective feedback is the last topic discussed in the Training Project as it is the most effective way to find out what is needed to be improved by Mercedes Benz company in order to be on the right path to success. Furthermore, the feedback helps the company to identify opportunities of expansion. (Emmons, 2019)
Tips and Tricks in Covid-19 situation for the sales agents will be provided with the purpose of enhancing and adapting their selling style to the current situation and at the same time, to respect the regulations and laws implemented by the Governments. 



Costs

	Description
	Cost

	eLearning domain (.training)
	£210

	Training Materials
	£1,950

	Ted Fopner video about selling techniques
	£3,000

	Lee Taylor webinar
	£5,000

	Hiring a Sales Trainer
	£6,000

	New employee salaries: 5 employees
	£2,000/ person/ month (3months) 

	Total cost:
	£46,160



The average cost of implementing the Training Project in Mercedes Benz company is £46,160 due to the fact that it includes buying the eLearning domain with £210 which is the start of building the Training Project on the internet. (eLearning Space, 2021).
The written materials will cost around £1,950 and they will provide the needed information to achieve the theoretical knowledge for sales department employees. (Kellogg, 2021)
The video materials that will be provided in matter of how to treat customers and how to receive feedback will cost £2,000. (Sales Essentials, 2021)
For a more professional training project there will be integrated videos of Ted Fopner which is one of the most successful salesman in Mercedes Benz by selling cars at the North Pole and increasing the sales as it has become the top selling dealership in the world. It will boost confidence and make a better understanding of Ted Fopner’s techniques used in generating sales in the middle of nowhere. (Luchian, 2019)
Lee Taylor will also provide a webinar with selling techniques and approaches towards clients in order to boost the number of sales and it will also tell the story of the success of selling cars during Covid-19 Pandemic context. (AM Online, 2021)
A specialized sales trainer will provide explanations and also will answer the questions of sales department employees in order to help them to acquire the required knowledge and boost their results in sales. (Brooks, 2020)
Because of the fact that employees will need to allocate time for the training process, there will be hired 5 sales people with the salary of £2,000 in order to replace those who will be part of the Training Project. 



Consideration of resources 
	Time
	Materials
	Cost

	Employees: 2 hours per week
Trainer: 40 hours per week

	Informative materials
 Books 
Journals
Webinars
Videos
eLearning domain
	£46,160



Time will be the most valued resource needed while implementing the Training Project withing Mercedes Benz company. The employees should allocate 2 hours every week which means that there will be hired 5 new sales people for a 3 month fixed contract in order to replace those who will need to allocate two hours per week in the training project. The sales training specialist will have a full-time job for 3 months also with a fixed time contract and it will allocate 40 hours per week in order to be able to assess the Training Project and also to help the sales agents to implement the learnt techniques. In matter of written and video resources will be included, books, journals, eLearning platform, webinars, videos. 
Gantt Chart

	Task name
	Start date
	End date
	Assigned
	Progress
	WEEK 1
	WEEK 2
	WEEK 3
	WEEK 4
	WEEK 5
	WEEK 6
	WEEK 7
	WEEK 8
	WEEK 9
	WEEK 10
	WEEK 11
	WEEK 12

	Sales Training Project
	17/01/2022
	15/04/2022
	
	0%
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Understanding the Customer Needs
	17/01/2022
	24/03/2022
	Professional Trainer

	0%
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Customer Relationship Management
	24/01/2022
	15/04/2022
	Lee Taylor
&
Professional Trainer
	0%
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Communication with Customers
	07/02/2022
	21/03/2022
	Ted Fopner 
&
Professional Trainer
	0%
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Improving the interaction with customers
	09/07/2020
	15/04/2022
	Lee Taylor
&
Professional Trainer
	0%
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Providing feedback from customers
	31/01/2022 
	18/02/2022 
	 Ted Fopner 
&
Professional Trainer
	0%
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Tips and Tricks in sales (Covid-19 Pandemic Situation)
	31/01/2022 
	15/04/2022 
	 Ted Fopner 
&
Professional Trainer
	0%
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	
	
	
	
	
	



(Table Template Source: Template Lab, 2019)
The Gantt Chart above is showing how the Training Project will be scheduled in order to maximize the efficiency f the training programs and also, to help employees better organize their time in matter of being able to participate at the training sessions. 
Risk Assessment

	Hazards
	Who can be injured?
	How to control the risk?
	Further action to control risks
	Who is responsible about taking action?
	When the action should be implemented?
	Done

	Fire
	Employees
Visitors 
Customers
	Fire risk assessment
	Make sure that all the rules in the fire assessment risk are followed accordingly
	Manager
	From now on
	
✓

	Electric
	Employees
Visitors 
Customers
	1. Training employees not to bring from home electric equipment
2. Report any issue encountered at plugs or other electric tools
	1. Be aware of the electrical installation safety due date 
2. Periodically check the electric systems
	Administrator 
	From now on
	




✓

	Equipment
	Employees
	Assure that the equipment is correctly functional 
Train employees to use the equipment 
	Supervisors should monitor if the employees use correctly the equipment
Employees should report to managers and supervisors if they encounter issues while using the equipment  
	All the employees, managers and supervisors
	From now on
	✓

	Stress
	Employees
	Have a work-life balance 
No bullying policy
	Create group meeting where employees can express their issues if there are any without being ashamed.
	Everyone in Mercedes Benz company
	From now on
	✓

	Slips 
	Employees
Visitors 
Customers
	High-quality housekeeping 
No cables on the floor
Clean offices
	Better arrange the carpets
Put marks while the floor is wet
	Employees, managers and supervisors
	From now on
	✓





Conclusion

In conclusion, the Training Project is a promising one as it is aiming to boost the results in matter of sales for Mercedes Benz company and help employees in the sales department easier adapt to the current and future Covid-19 Pandemic situation. In matter of resources, the numbers are an approximation regarding the resources find on several specialized websites. The purpose of the Training Project is realistic and can be achieved in 3 months and it aims to increase the sales with at least 10 to 15% in the next trimester. 
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Mercedes-Benz is a German automobile manufacturer that produces both commercial and luxury automobiles. Since the construction of their first Mercedes-badged automobile in 1926, the firm has been based in Stuttgart. The versatility and remarkable usefulness of the German car manufacturer, as well as their amazing design, are two of their primary assets. Merced also produces environmentally friendly vehicles like as electric and hybrid vehicles, with the first hybrid vehicle being built in 1906. Mercedes-Benz is concerned not just with sustainability and design, but also with the structural safety zones that all automobiles should have.
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The main focus will be on clients, since they are critical to company success, and it will also incorporate the necessary information that sales agents should have in order to adapt to the new Covid-19 environment. Tips and tactics to utilize in the present pandemic circumstance will also assist Mercedes-Benz sales department staff in improving their services and outcomes. The Training Project will be delivered over the internet or eLearning in order to cut expenses while still keeping Mercedes-Benz employees engaged, as it will be given in both English and German. In terms of time, the Training project will last three months so that the staff will have enough time to better learn and use the supplied selling strategies.
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 Keep Informed: First and foremost, the managers and board of management will be informed of every element of the project so that they may provide feedback or comments on any adjustments that are required, as well as certify that the Training project meets the requirements to be executed.
Key Player: The Competitors are the most important essential players who must be satisfied when the Training project is completed. Customers, the primary shareholder Daimler AG, and suppliers are all involved. They should be the primary focus when the project is completed, as they are critical to Mercedes-success. 
Minimal Effort: Relationships with the Communities and Internal Audit Committee are also crucial since they are part of the company's culture, but they should not be bombarded with information because it may be tedious.
Keep Satisfied: The governments of the nations where Mercedes Benz operates should be happy with the company's behavior, which includes being fair on the market, paying taxes, and adhering to the appropriate standards. Employees should be happy as well, which is why those who are not participating in the Training project because they work in other departments should not be bombarded with too much information.
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 First and foremost, the suggested Training project will address the theme of comprehending the wants of customers. Being aware of the wants of customers is critical for Mercedes-Benz since it is the first step in attaining commercial success because it helps the firm to analyze market trends and change its goods accordingly.
The importance of Customer Relationship Management will also be discussed in the Training project in order to gain a better understanding of how potential customers can be targeted, how actual customers can be approached, and how it is a useful tool for facilitating communication between sales, marketing, customer service, and digital commerce departments.
Communication with customers will be a topic in the Training Project that will receive a lot of attention since it is the key to every step of the selling process because it improves the customer connection.
Improving client connection will be incorporated in the Training Project as a critical component of being a salesperson, as well as certain tactics that will assist Mercedes-Benz personnel in forging better bonds with their coworkers by improving the interaction process.
The last item mentioned in the Training Project is providing useful feedback, which is the most effective approach to discover what has to be done by Mercedes Benz in order to be on the correct track to success. Furthermore, the input assists the organization in identifying expansion potential.
Tips and Tricks for Sales Agents in the Covid-19 Circumstance will be presented with the goal of improving and adjusting their selling style to the current situation while also respecting the restrictions and laws enacted by the governments.
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The average cost of executing the Training Project at the Mercedes-Benz firm is £46,160, which includes the £210 cost of purchasing the eLearning domain, which is the first step in putting the Training Project online. The written materials will cost roughly £1,950 and will give the necessary information for sales department staff to gain theoretical understanding.
The audiovisual materials that will be offered in the areas of customer service and feedback will cost £2,000 each.
For a more professional training project, there will be recordings of Ted Fopner, who is one of Mercedes-most Benz's successful salesmen, selling vehicles at the North Pole and raising sales to the point where it is now the world's top selling dealership.
Lee Taylor will also provide a webinar on selling strategies and approaches to customers in order to increase sales, as well as share the experience of selling vehicles successfully during the Covid-19 Pandemic.
A professional sales trainer will explain things and answer questions from sales department staff in order to assist them gain the information they need to improve their sales outcomes.
Because workers will need to set aside time for the training process, 5 salespeople will be employed at a salary of £2,000 to replace those who will be involved in the Training Project.


[image: ]

While implementing the Training Project within Mercedes Benz, time will be the most valuable resource. Employees will be required to devote two hours per week to the training project, which implies that five new salespeople will be employed for a three-month fixed contract to replace those who will be required to devote two hours per week to the training project. The sales training specialist will work full-time for three months on a fixed-term contract, with 40 hours per week allocated.
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The Gantt Chart above depicts how the Training Project will be organized to enhance the efficiency of the training programs and to assist employees in better organizing their time in order to attend training sessions.
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