Thanh Coéng cua LLBH:

+ Quan tam toi khach hang-> Lgi ich
mang lai cho KH

+ Quan tam téi san pham: Gia tri vugt
troi mang lai cho KH




¢ CoOng ty sé& do1 mit trong viéc dua ra quyét
dinh thiét k€ LLBH nhu thé nao?

¢ Cong ty thuc hién viéc tuyén mo, chon lua,

huin luén, gidm sat, dong vién va ddnh gid

LLBH nhv thé nao?

Lam th€ nao d€ LLBH c6 th€ céi thién dugc
ciac k¥ ning ban hang, thuong lugng va chuyé
tdi dudc cdc moi quan hé tiép thi?




Concept for Sales force

= ¢ Deliverer: cong viéc chinh 1a giao hang

% ¢ Order taker: NguGi chuyén tdp hgp cac don hang
.t bén trong lan bén ngoai
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7| = ¢ Missionary: Nhiém vu chi y€u 1a xay dung nhan
27 7@ hi€u hodc gido duc khach hang ti€m nang va
hi€n ta1

¢ Technician: NV k¥ thuit cao ¢6 nhiém vu tu vin
cho KH

¢ Demana creator: NguGi st dung nhitng phuong
phdp sdng tao d€ ban nhitng Sp v6 hinh( DV
quang cdo, gido duc, bdo hi€m) hoic hitu hinh

¢ Solution vendor: Nguti chuyén gidi quyét cdc
van d€ phat sinh cho khdach hang




Designing the sales force

= ¢ D€ thuc hién cdng viéc nay cong ty phai thuc

hi€n cac nd1 dung sau:
+ Xac dinh muc ti€u:
+ Chién lugc bdn hang:
+ Cau tric LLBH
+ Kich ¢ LLBH
+ Chinh sach luong




Objective for sales force
¢ + Xdac dinh muc tiéu:
+ LLBH pﬁn x4dc dinh 16 rang vé thdi gian cho KH
hi€n tai va ti€ém nang,
+ LLBH ciing x4c dinh thdi gian can thié€t cho Sp
mdi1 va hi€n tai
Oong viéc cua NVBH:

- Prospecting: x4c dinh rd KH tiém niing, KH muc tiéu

- Targeting: Quyét dinh cdch phin bd thdi gian cho KH tiém ning va
hi€n tai

- Communicating: Truyén dat cdc thong tin vé Sp, chuong trinh va
cac dich vu ctia cong ty

- Selling: Pinh huéng, tring bay, trd 15i cdc cAu hoi va két thic cic
viéc ban hang.

- Dich vu: Cung c4p cic dich vu khdc nhau t6i KH: Tu van, trg gip,
xap x&p vé tai chinh, van dé giao hang...

- Information gathering: Hu6ng dén viéc nghién cttu thi trudng va
thuc hi€én cong viéc mdt cach thong minh.

- Allocating: Quyét dinh viéc phan bd cdc ngudn luc va sdn phAm ton
kho, Sp khan hi€m




Strategy for sales force
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¢ Chién ludc vé LLBH: Ti€p xiic vdi KH diing
thdi gian va ding cAch(Nim bit nhu cau tim ly cia
e ting doi tugng KH dé tir d6 c6 chi€n lude phi hgp)
7= ¢ COng ty ciing phai quy€t dinh st dung : LLBH truc
52 2 ti€p( toan thdi gian hay ban TG, LLBH bén trong hay
bén ngoai) hay LLBH hdp dong: Pai dién NSX, Pai ly
BH, ngudi moi giéi hay NVBH nhian hoa hong theo DS

Mot NVBH ciing can ¢6 nhitng k¥ ning:
- Phan tich du liéu KH
- Po Iudng thi trudng tiém ning
- Tap trung thong tin thi trudng mot cah bai ban
- phét trién cdc k& hoach va chién lugc marketing




Sales force structure

3 ¢ Chién ludc cia LLBH phu thudc vao cau
trac LLBH
+ Phan chia theo ving lanh tho:
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