MIDLANDS TRUCK AND VAN LIMITED
JOB OPPORTUNITY

	VACANCY SUBMITTED BY: Sue Perigo

	Contact Name:
	Eddie Humphries

	Telephone:
	0121 326 4200

	Fax:
	0121 326 4329

	Email:
	eddie.humphries@midlandstruckvan.com

	VACANCY DETAILS:

	Job Title:
	Field Based Retail Van Sales Executive (Having no showroom responsibility)

	Department:
	Van Sales

	Key Purpose of the Job:


	Identifying new business and looking after existing light commercial customers within a territory area and without responsibility for our branch based showrooms.

Achieving set sales targets

Using, establishing and fostering contacts with departments/units which support Sales. 

Holding sales presentations and providing customers with information and advice on Mercedes-Benz light commercial new and used vehicles, equipment, accessories, conditions and other issues. 

Concluding sales contracts and making any required amendments.

Managing orders on hand and supervising order processing. 

Carrying out follow-up contacts to customer and prospects; processing and managing a customer file.

Maintain and control customer database.

Continuous involvement with set Personal Development Plans alongside MBUK’s requirements/targets.

	Accountabilities:


	· Responsible for identifying new business and building lasting relationships with prospects within a post coded sales territory 

· Ensure that the small and medium enterprise sales prospect system is operated and that all prospects and clients are contacted and followed up and that a regular cycle of contact is maintained, and that all relevant information is added to the company database.

· Ensure that no business is agreed which involves any form of buyback commitment without prior approval and that all transactions are in line with company policies and procedures.

· Monitor the progress of all sold orders to ensure that deadlines are met in respect of vehicle acquisition and preparation, that all necessary documentation has been prepared

· Ensure that the demonstrator fleet is effectively used to maximise sales, recommending changes to mix in line with market conditions and that any incentives are taken advantage of

· Ensure that credit references are undertaken on all new customers obtaining finance approval for any variances to normal procedures and that customers are on the approved list and that credit terms have approval 

· To ensure that within their area of operation all company and trade associations policies, procedures and minimum standards are met and that all statutory requirements including trading standards, fire, health and safety are adhered to

· Calling on, welcoming and providing support personally, by telephone and in writing to interested parties and customers

· Informing and advising prospective customers on Mercedes-Benz light commercial vehicles, equipment, prices, conditions, technical data and other issues

· Explaining differences between Mercedes-Benz light commercial vehicles and competitors' vehicles; highlighting usefulness/advantages

· Evaluating used light commercial vehicles and arranging for technical appraisals to be carried out

· Introducing customers to other customer support departments and continuously maintaining contact with these departments

· Preparing and carrying out follow-up contacts and compiling contact reports

· Organising and carrying out test-drives and evaluating results

· Compiling and sending out offers

· Well-targeted and continuous planning of acquisition of new customers

· Establishing contact personally, in writing and by telephone as well as in person

· Establishing a file of new customers and providing support to new customers

· Holding relevant material (brochures, catalogues, etc.) and ensuring availability of vehicles

· Involvement in sales events/ride and drive type events/exhibitions

· Carrying out market and target group analyses and compiling statistics

· Fostering contacts to key individuals, associations and groups in the region

· Carrying out customer and demand/need-oriented sales talks
· Offering and selling accessories

· Explaining financing and leasing opportunities and insurances and concluding/arranging relevant contracts

· Concluding sales, negotiating terms (trade-ins, type and method of payment, method of vehicle transfer, etc.), if necessary obtaining agreements and drawing up the sales contract

· Offering and selling service packages

· Negotiating conditions, taking own scope of responsibility and the company's interests into consideration

· Recording the customer's order preparing cost calculation and passing them on to the respective department

· Checking confirmation of order and, if necessary, passing it on to the customer

· Recording, dealing with and passing on customer's desired amendments 
(changes to vehicle type and fittings)

· Agreeing on processing and registration procedures with customer

· Supervising conclusion of financing, leasing contracts, insurances and service contracts

· Reaching agreements with internal partners (Ordering, Sales Management) and external contacts (financing and leasing partners, etc.)

· Supervising all processes up to delivery

· Agreeing with customers when the vehicle is to be put at their disposal (date, delivery, registration, etc.)

· Handing over vehicle and introducing customer to the vehicle

· Planning and carrying out regular contact with customers

· Regularly recording customer satisfaction and initiating relevant measures


	Core Skills & Experience required:


	A professional Mercedes-Benz Van Salesperson is a competent specialist in the area of van sales, convincing, a reliable customer advisor and committed to the task of providing a service to customers and the company.

The Mercedes-Benz Van Salesperson has completed sales training, ideally in the commercial vehicle industry, and has some work experience.

The Mercedes-Benz Van Salesperson has a positive effect on other people. He/she is articulate, argues logically and clearly, shows he holds customers in high esteem, is reliable, honest and trustworthy. He uses these characteristics, along with his knowledge of the organisation and products, sales psychology, requirements analysis and his basic commercial and legal knowledge, to advise customers in accordance with their needs, to generate enthusiasm for the product and reliably conclude contracts.

As a dedicated service provider, the Mercedes-Benz Van Salesperson orients himself to the brand's motto of "Fairness and Commitment", is flexible, open, willing to learn, show initiative and work in an organised, structured and goal-oriented manner. He thinks and acts like an entrepreneur and takes pleasure in his job.

Requirements:
A.  Specialist Skills

A.1

Sales

Mercedes-Benz brand, product presentation, knowledge of market and business area, basic commercial and legal knowledge, used vehicle management, sales talk, after-sales

B.  Social Skills

B.1

Co-operation and Teamwork

Endeavours to find common ground/involve others, ability to deal with conflict/accept criticism, actively seeks to find a balance of interests/ability to reach a consensus, tolerance and acceptance, attitude to teamwork

B.2

Communication Skills

Appearance/manner/charisma, ability to make contacts and build relationships, language skills/body language, structuring and leading discussions, regard for/acceptance of others/dealing with closeness and distance/active listener, ability to argue own case and generate enthusiasm

B.

Cognitive Skills

Problem-solving, intellectual capacity, creativity, ability to learn, general knowledge

B.4

Intercultural Skills

Attitude/regard for customers from other cultures

B.5

Independence of Mind

Own opinions, ability to make decisions

B.6

Emotional Stability

Genuine behaviour, reliability/trustworthiness, convincing manner, empathy, ability to deal with pressure
B.7

Work Ethic, Career Motivation, Willingness to Learn, Willingness to Work

Value placed on job, concrete career goals, attitude to service, attitude to company, willingness to pass on information/to learn, commitment/willingness to work/initiative, reliability

C.  Methodological and IT Skills

C.1

Method of Work

Goal-orientation/pursuit of own goals/determination, organisational ability/ability to organise self/working systematically, independence and autonomy.

Self disciplined and able to work without supervision to demanding targets, remaining within pre-determined parameters.

C.2

Other Methods

Ability to analyse demand and requirements, ability to give advice, certainty of concluding a sales contract/negotiating strength, new customers, preparation and post-sale assessment of customer contacts

C.3

System Skills

Processes and people in the company, contacts, contacts to relevant customer services units/external service providers

C.4

IT Skills

General PC skills/Microsoft Office, sales staff programs, communication/scheduling programs, Internet, e-business

D.  Leadership Skills

D.1

Strategic Skills

Anticipating developments, overview of interrelations, balanced decision-making process, thinking globally

D.2

Entrepreneurial Skills

Added value, customer-oriented behaviour

D.3

Ability to bring about Change

Initiative to bring about positive change, opportunity

D.4

Dealing with Knowledge

Acquiring and passing on knowledge, reducing organisational barriers/developing productive relationships, openness



	Location:
	Birmingham Branch

	Vacancy Type:
	Permanent

	CLOSING DATE:
	Open


