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Assignment Brief

Qualification Pearson BTEC Level 5 Higher National Diploma in Business

Unit number and title Unit:39 Sales Management

Learning aim(s)

This unit introduces students to the discipline of sales management for 
the 21st century. Changing dynamics between buyers and sellers, 
driven by the fast-paced evolution of e-commerce and globalisation, 
has led organisations to review and adapt their sales management 
approach in response to a customer driven culture.
This unit gives a comprehensive overview of sales management and 
equips students with the tools and knowledge they need to succeed in 
today’s increasingly complex and fast-paced sales environment.

Assignment title Sales Management

Assessor

Issue date
(according to your timetable)

Submission date
(according to your timetable)

Scenario and 
Requirements

Scenario:
You are working as a sales manager for a large international 
organisation. (Choose an organisation of your choice/or preferably 
your own place of work). The yearly event of international sales 
meeting with all the sales representatives from around the world is 
coming up. It is a 3-day event which consists of numerous meetings. 
This year the worldwide sales director has asked you and your team to 
produce a written report that will be given out at the annual sales 
conference to all the delegates at the meeting. Your report needs to be 
clear, concise and accurate based on the following broad areas of 
Sales Management.

∑ Demonstrate an understanding of the principles of sales management.
∑ Evaluate the relative merits of how sales structures are organised, and 

recognise the importance of ’selling through others’.
∑ Analyse and apply principles of successful selling.
∑ Demonstrate an understanding of the finance of selling.

Requirements: 
Your report must answer all the task/guidance questions (task 1, 2, 3 & 4). 
For M's & D's grading, please see the grading criteria questions (page 7&8). 
P's, M's & D's are interconnected. You need to answer P's, M's & D's with a separate 
heading/title, so that the tutor can easily analyse for the criteria you have attempted. 
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In M's & D's, you have to mention properly, if you have answered part of M's & D's 
requirements in P's (if applicable) and add additional requirements for M's & D's in a 
separate section with a separate heading/title.

Task 1: Learning Outcome
Demonstrate an understanding of the principles of sales 
management.

Task 1 Guidance This should include the following:
∑ Definition of sales management.
∑ Explain Key principles of sales management, focusing on their 
interrelationship with the importance of sales planning, methods of 
selling and sales reporting.
Note: Different modes of selling are B2B & B2C.

Task 2: Learning Outcome
Evaluate the relative merits of how sales structures are 
organised, and recognise the importance of ’selling through 
others’.

Task 2 Guidance This should include the following:
∑ Define and explain different sales structures like Geographic 

sales structure; product based sales structure and customer-
based sales structure.

∑ Benefits of choosing the right structure.
∑ Evaluate & assess the benefits of above mentioned sales 

structures and how they are organised, by using examples from 
your chosen or work organisation as well as from other 
organisations.

This should include the following:
∑ Describe the concept of “selling through others”.
∑ Explain the importance and advantages of using this sales 

technique.
∑ Use relevant examples from your chosen organisation to 

enhance your answer.

Task 3: Learning Outcome Analyse and apply principles of successful selling.

Task 3 Guidance This should include the following:
∑ An introduction to your chosen organisation and their sales.
∑ Describe and explain the key principles and techniques of 

successful selling.
∑ Analyse how these key principles and techniques contribute to 

building and managing customer relationships. Use examples 
from your chosen organisation as well as from other 
organisations to enhance your analysis.

Note: Principles and techniques of successful selling are: (1)Turning 
customer information into knowledge; (2) classification of sales leads: 
hot, warm and cold; the cold vs warm approach, (3) successful 
pitching and positioning, (4) Negotiation techniques and tactics like 
closing sale, handling objections, when to say ‘No’ ethics of behaviour 
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& overpromising.

Task 4: Learning Outcome Demonstrate an understanding of the finance of selling.

Task 4 Guidance This should include the following:
∑ Explain key sales strategies.
∑ Explain the importance of developing sales strategies that 

brings highest profitability and incorporate account 
management within sales structures.

∑ Explain how sales & sales strategies are important for your 
chosen organisation as conclusion.

Sources of information to 
support you with this 
Assignment

Recommended Resources:
∑ HAIR, J., ANDERSON, R., MEHTA, R. and BABIN, B. (2008) 

Sales Management: Building Customer Relationships and 
Partnerships. 1st Ed. Cengage Learning.

∑ JOBBER, D. and LANCASTER, G. (2015) Selling and Sales 
Management. Harlow: Pearson

∑ TANNER, J., HONEYCUTT, E. and ERFFMEYER, R. (2013) Sales 
Management. Harlow: Pearson.

∑ WEINBERG, M. (2015) Sales Management. Simplified: The 
Straight Truth About Getting Exceptional Results from Your 
Sales. New York: Amacom.

What you must hand in for 
assignment

Task 1: Report (answers to all the required questions)
Task 2: Report (answers to all the required questions)
Task 3: Report (answers to all the required questions)
Task 4: Report (answers to all the required questions)

Grade Descriptors Pass Grade
A pass grade is achieved by meeting all the requirements defined in 
the assessment criteria for pass P1, P2, P3, P4, P5.
Merit Grade 
A merit grade is achieved by meeting all the requirements defined in 
the assessment criteria for merit M1, M2, M3, M4 as well as meeting 
all the requirements of pass grade.
Distinction Grade
A distinction grade is achieved by meeting all the requirements 
defined in the assessment criteria for distinction D1, D2 as well as 
meeting all the requirements of pass grade and merit grade.

Assignment Submission Guidelines:

Front Front page with full name, course name & subject name.

Index Index page with topics and page numbers.

Summary
This is a short overview of the main points in your assignment. This would be 
100-200 words.

Answers
Answers to all the required questions. This is where you should demonstrate how 
your knowledge of relevant theory relates to current practice in a range of 
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businesses.

Conclusion
The final section of your assignment should summarise your main arguments and 
explain how they have led you to a judgement.

References

You should list all of the source material that you have used alphabetically by the 
surnames of authors. This should follow the Harvard referencing convention 
unless your instructor/tutor requires the use of a different system. You should 
take care to check that the citations in your main body of arguments match this 
list.

Assignment 
length

No restriction on the word limit (suggested 5000-10000 words).

Times scale / 
Research 
Planning

Please follow the timetable on moodle. Instructor/assessor/tutor is to subject 
them to random periodical checks in the view of their submission deadline.

Formatting Double-spaced or single-spaced, semi-block or full-block lay-out.
12 Arial/Times New Roman (Italicize or boldface wherever necessary).

Methodology

The student needs to demonstrate an awareness of the methodological tools in 
the form of documented process that contains procedures, definitions and 
explanations of techniques used to collect, store, analyze and present 
information. It may be that qualitative methods, including the analysis of 
interviews, are appropriate. Alternatively the student’s approach may involve 
forecasting or statistical, financial or econometric modelling. In other cases the 
student may be combining methodologies as his/her research is basically the 
analysis of the principles of methods, rules, and postulates employed by a 
discipline. Basically, the student needs to specify the approach he/she feels will 
be most appropriate.

Tables/Charts

Make sure all tables and charts are referenced in the text. Give each table and 
chart a title and number consecutive with the order it is mentioned in the text. 
Notes for tables and charts are independent of Notes in the rest of the paper and 
should be ordered using lowercase letters, beginning with the letter a (including 
the Source note, which should be listed first). The sequence runs from left to 
right, top to bottom. The order of the notes as they appear below the tables or 
charts are (1) Source, (2) general notes to the table or chart, if any and (3) letter 
notes.

Style Sheet Harvard Reference/APA/Chicago Manual of Style/MLA Handbook.

Additional 
Details

For specific questions on formatting, use the APA/Chicago Manual of Style/MLA 
Handbook as a guide for notes, citations, references, and table presentation.

Submission Checklist ¸ Assignment (answers to all the required questions) 
¸ Plagiarism Report (submit plagscan plagiarism report)
¸ Student Declaration & Result Form (submit filled student 

declaration & result form)
¸ Assignment Brief (submit filled assignment brief with filled issue date 

and submission date

Summary of the key terms used to define the requirements:

Term Definition

Analyse

Present the outcome of methodical and detailed examination either:
∑ breaking down a theme, topic or situation in order to interpret and study 

the interrelationships between the parts and/or
∑ of information or data to interpret and study key trends and 
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interrelationships.
Analysis can be through activity, practice, written or verbal presentation.

Apply
Put into operation or use.
Use relevant skills/knowledge/understanding appropriate to context.

Arrange Organise or make plans.

Assess
Offer a reasoned judgement of the standard/quality of a situation or a skill 
informed by relevant facts.

Calculate Generate a numerical answer with workings shown.

Compare

Identify the main factors relating to two or more items/situations or aspects of a 
subject that is extended to explain the similarities, differences, advantages and 
disadvantages. 
This is used to show depth of knowledge through selection of characteristics.

Compose Create or make up or form.

Communicate
Convey ideas or information to others.
Create/construct skills to make or do something, for example a display or set of 
accounts.

Create/Construct Skills to make or do something, for example, a display or set of accounts.

Critically analyse Separate information into components and identify characteristics with depth to 
the justification.

Critically evaluate Make a judgement taking into account different factors and using available 
knowledge/experience/evidence where the judgement is supported in depth.

Define State the nature, scope or meaning.

Describe Give an account, including all the relevant characteristics, qualities and events.

Discuss
Consider different aspects of a theme or topic, how they interrelate, and the 
extent to which they are important.

Demonstrate Show knowledge and understanding.

Design
Plan and present ideas to show the 
layout/function/workings/object/system/process.

Develop Grow or progress a plan, ideas, skills and understanding.

Differentiate Recognise or determine what makes something different.

Discuss Give an account that addresses a range of ideas and arguments.

Evaluate

Work draws on varied information, themes or concepts to consider aspects, such 
as:

∑ strengths or weaknesses
∑ advantages or disadvantages
∑ alternative actions
∑ relevance or significance.

Students’ inquiries should lead to a supported judgement showing relationship to 
its context. This will often be in a conclusion. Evidence will often be written but 
could be through presentation or activity.

Explain To give an account of the purposes or reasons.

Explore Skills and/or knowledge involving practical research or testing.

Identify
Indicate the main features or purpose of something by recognising it and/or being 
able to discern and understand facts or qualities.

Illustrate Make clear by using examples or provide diagrams.

Indicate Point out, show.

Interpret State the meaning, purpose or qualities of something through the use of images, 
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words or other expression.

Investigate
Conduct an inquiry or study into something to discover and examine facts and 
information.

Justify
Learners give reasons or evidence to:

∑ support an opinion
∑ prove something is right or reasonable.

Outline Set out the main points/characteristics.

Plan Consider, set out and communicate what is to be done.

Produce To bring into existence.

Reconstruct To assemble again/reorganise/form an impression.

Report Adhere to protocols, codes and conventions where findings or judgements are set 
down in an objective way.

Review

Make a formal assessment of work produced.
The assessment allows learners to:
appraise existing information or prior events
reconsider information with the intention of making changes, if necessary.

Show how Demonstrate the application of certain methods/theories/concepts.

Stage and manage
Organisation and management skills, for example, running an event or a business 
pitch.

State Express.

Suggest
Give possible alternatives, produce an idea, put forward, for example, an idea or 
plan, for consideration.

Undertake/carry 
out Use a range of skills to perform a task, research or activity.
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Grading Criteria
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