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Abstract 

 The purpose of this paper is to highlight the fact that the success of a company depends largely on the ability 

to attract consumers towards their specific brands through sellers. Thus within the sales process within the company 

should be studied, and seeing what works, and what doesn't, initiatives or operations that don't work should be adjusted. 

News theme is the fact that the market economy in times of danger and crisis can not act without the company 
profitable and stable so that once improve the business environment in Romania, the economic system must know a 
normal progress both quantitatively but especially in terms of quality. At the beginning of this scientific approach we 
have undertaken extensive work to inform the specificity sellers activities, sales activities within the company and 
through to documentation we provided the amount of information that allowed me to highlight the phenomena and 
processes addressed, into a concrete manner, always maintaining a logical concatenation of ideas exposed. 
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1.Introduction 

 

At present, operations, sales of the company consist not only of personal sales, but also a variety of other forms 

of contact with customers, among which we can mention telesales, joining the traditional form of sales through agents. 

The most significant difference between the sale and other elements of the marketing activity of the company is 

personal contact. The need to specify a personal contact within the company can be distinguished depending on a 

variety of factors such as customer type, frequency of purchase, product novelty etc. In some cases, the role of trust and 

communication may be accomplished by methods impersonal advertising firm. 

Currently, sales mean much more than to transact business, pursuing sales and achieving satisfied customers, 

and retention. Witnessing to a shift from a transactional to relational one. So sales management within a group must 

take into account the competitive forces that there is strong competition, especially due to the cost of diminished input, 

strong competition in the sector, based on price and in particular the fact that foreign market buyers have a great 

bargaining power. The success of the company's performance and competitiveness, depend to a large extent, on the 

quality of staff in particular sellers. 

It is certain that a company's survival is dependent on how the vendors within the it’s manage to retain existing 

customers and gain new customers. An efficient sales policy is based on conducting research on the market, the 

customers that motivates and are motivated by this market through sellers. With the help of favorable markets seller’s 

identification system or any part of it may be achieved by analysis of the formative elements of supply and demand. 

Vendors within the company to meet the buyer, one or more tasks such as prospecting, targeting, communicating, sale, 

service offering and allocating. Since the company has a sales process, it needs to be used, by any member of the sales 

team, step by step, with accuracy.  

 
2. Seller importance to the company and improving of its activity through its actions 
 

In an era in which technological development has increased impressively pouncing with which can be produced 

and distributed goods and services and eased the relations between organizations, the most valuable factor for the 

effective functioning of the company, in its relationships with customers is still a very important factor in human 

performance level. The seller is responsible for harnessing its potential commercial, featuring products, achieving sales, 

actions to promote and, in a more general way, the image of enterprise [10]. 

Most businesses complain about the reduction of sales and their constant tendency to move down, however, 

over time have been detected in their specialty departments expensive policies, have changed the organizational 

structures, have trained sales and technical staff have adapted their products to market requirements [10]. 

Sales operations within the company represent the bond between her and her customers, her direct contact with 

them. The company's sales operations represent an income-generating function of fundamental importance. 
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Currently, sales operations within a company consist not only of personal sales, but also from a variety of other 

forms of contacting clients, among which we can mention sales over the phone, joining the traditional shape for sale 

through agents. 

The formal process of personal selling within a firm you can see numerous different stages: 

- Law enforcement contact; 

-Awakening interest in the company's products; 

-formation of options; 

-The drawing-up of certain proposals; 

-completion of the transaction; 

-preserving business relationships. 

In terms of sales, any situation is in a certain way unique, and sellers looking to understand buyer-seller 

interaction, agreeing at the same time with the idea that it is impossible to have total control over these States. 

Sale management within the company must take into account the role that is expected to play-1 persons 

involved in commercial activities, and the specific tasks to be performed by them. Such tasks associated with sales 

within a firm are the reception of orders, product presentation, guidance to users, collect payments, supervision, 

training of other employees, surveillance supplies. 

The role of sales personnel at the firm is in the process of transformation and, in certain respects; the gains tend 

to become unique to your company. So within the firm, the fundamentals of selling activity are usually following: 

- solving certain problems of the client; 

-the preservation and growth of the network of business relationships; 

-penetration of new markets; 

- to provide existing and prospective clients to appropriate services, such as offering some price quotes, 

guidance and management of their customers ' complaints; 

- Representation of the company; 

-to guarantee the flow of information from the customer towards managers and vice versa. 

Sales managers within a company are promoted from sales staffers stations of the organization. Although this is 

understandable and, in most cases, even desirable, may appear here some issues as a result of the difference between 

the role and tasks of the sales managers and sales workers. 

Currently the company began to manifest several trends that seem to affect the role of sales personnel. Among 

these, mention: 

-emergence of salespeople better trained and specialized that put more emphasis on quality; 

-sales teams demonstrate more professionalism, maintaining relationships with customers and business 

partnerships with them; 

- a more constant use of computers, e-mail, the Internet and marketing via databases; 

- a lower number of customers, but Becker; 

- More extensive periods of sale; 

- Standards for acquisition and control processes; 

-numerous contracts and negotiations; 

- a degree of competition continues to climb, especially internationally. 

In some cases, the initial shock produced by promotion to a position of supervisor/manager is so great that some 

do not-and never fully come back from it, regardless of how high they get in the company hierarchy. This is caused by 

the inability to distinguish between commercial and tasks management. 

The firm's managers insist to keep for her favorite contacts and customers, thus undermining the position of 

their subordinates and thus going against the principles of a healthy management. All management activities within the 

company involve planning, organization, personnel, procurement and control routing. Sales Manager Role within the 

company and the tasks which it must comply relate, rather, managing work, not the work itself. 

Vendors within the company that are promoted as managers sometimes confuses with the management tasks 

related to the commercial activity itself and continue to sell (to run), instead i coordinate vendors subordinated (lead). 

Managers also understand the needs and characteristics of each client served. They are able to assess 

environmental factors, strategies of commercial competition, and to react appropriately. So managers are up to date 

with the strategies and procedures of the Organization, as they apply to sales organization, and to implement the rules 

and the rules applicable to sellers (sales agents) that they were responsible for. 

The concern of managers is to cause people to fulfill the tasks assigned to it as well. They need to know how to 

encourage sellers to auto manage as much as possible, both as people and territory working. It is their responsibility to 

determine what personalities have to do, what knowledge, what skills they possess and what motivates each. 
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3. Sales force and the strategic, tactical and operations 
 

Strategic and sales force of the company's 
Strategic decisions that determine existing and future economic activity company based on the following:  

- markets currently underserved in the future;  

- The types of products that can meet customers in these markets;  

- Fields of activity of the company is not willing to deal. 

Sales function within the company has a significant contribution to the strategic level. The result of sales 

functions within the company should be the defining role that should one play personal selling compared to other 

elements of the marketing mix (advertising, sales promotion, advertising) and the rest of the tasks they have to execute 

staff sales. Failure to resolve these strategic issues in the company to block the initiative. Phase strategic decisions is 

vital to long term success for the company. 

Tactic and sales force within the company 
Decisions tactical sales management within the company after decisions are taken by marketing or strategic 

ones. This means that, at this stage in the company, carry out market studies and analysis of exploration market 

segmentation and deciding on policies for product differentiation and promotional planning. In other words, tactical 

decisions to be taken within the company when the market potential is already known and estimated sales and have 

established the identity and location of potential customers. Also, given the sequential nature of this process is already 

known at this time what proportion of personal selling and other marketing variables, as well as the role that should one 

play every seller of the company.  

Tasks company managers are divided into three areas:  

- structuring sales staff by number and organizational structure;  

- Development of sales staff on policies and programs for recruitment, selection and training;  

- Motivating staff through supervision, coordination, compensation, evaluation and control 

The level of operational and sales force within the company 
Managers concern at this stage is to induce people to fulfill their assigned duties as well. They need to know 

how to encourage sellers to maintaining itself as much as possible, both they, as individuals and working territory. It is 

their responsibility to determine what personalities have to do, you know, what skills people have and what motivates 

each.  

Managers also understand the needs and characteristics of each client served. They are able to evaluate 

environmental factors, business strategies of competition, and react accordingly. So managers in the company are 

aware of the organization's policies and procedures as they apply to the sales organization, and implement rules and 

regulations that apply sellers (travel agents) that have subordinated them.  

In our company we can see that the implementation of policies related to sales require different skills for each 

of the three levels. In order to lead a team of sales managers of the company, must understand very good to work with 

people, they must know how to focus on product knowledge, the company and the customer must demonstrate 

commercial ability and He knows how to select and train vendors.  

Tactical decisions within the company require a high capacity for organization, ability to define better 

specification of tasks and job descriptions, a proper understanding of the training needs and skill in creating forms of 

remuneration, incentive materials and control sellers. The strategic level within the company requires a much higher 

level of conceptual thinking, outstanding organizational skills and the ability to adopt a global perspective on the entire 

organization. Sales managers within the company must be able to act at all levels of decision making 

 

4. Environmental report sales department and business customers 
 
Inclusion of the company's sales activity may facilitate solving problems associated with the existing interface 

between sales and marketing. If the firm is not so, you may see a number of difficulties, this issue which may have 

unsettled the result that sales staff within the company to know what is expected of him. 

▬ Professional sales staff within the company and the environment 

Sales managers put in place trade strategies designed to ensure the attainment of sales, marketing and global 

business. Their achievement or is subject to deviations from several factors. Unfortunately, some of these factors are 

not under the control of sales managers within the company, but, nevertheless, their influence should be identified, and 

their predicted effects. 

Factors are considered and are divided into four categories: 

Competitors-in today's economy, for any lion come available for company there are a few others that make 

competition. Most of the vendors from the company complain that no grievance reviews are those which give rise to 

difficulties, but the competition too intense, the hardest thing for them is to create and maintain a competitive 

advantage. 
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Technology-is one of the reasons why the focus is on marketing orientation represents the inability of the 

company's sales-oriented methods to ensure a long-term competitive advantage.  

Economy-trade represents an important stimulus to the economy. The company's customers have desires and 

needs, stimulated by the work that creates investments, jobs and other acquisitions.  

High culture, social, legislative, political-influence of these factors on the company varies depending on the 

business itself. The company's sales strategies must be within the legislative and political constraints and to take into 

account behavioral patterns, interests and beliefs prevailing in the market in question, understanding the importance of 

environmental changes is vital to survival. 

▬ Professional sales staff within the company and customers 

The relationship or interface between the staff in charge of sales at the firm and the client represents the most 

important aspect of all those mentioned. For business, sometimes the customer is a consumer or end user, in other 

situations, however, are considered clients even distribution channel members. All these together form the Group of 

persons that the firm must satisfy. The seller’s business relationship with their customers is to meet and to provide 

assistance. So the ability to harmonize the company's policies and strategy with the wishes and needs of customers is 

the most important determinant of trade efficiency. 

Sales management within the company raises several issues: 

- Sales within the company's management put more emphasis on tactical operations and implementation than on 

strategic planning and principles, elements considered to be prerogatives of marketing.  

- Many of the principles of distribution sales, organization and motivation of staff is based on the principles of 

"how to ...", which are, for the most part, difficult to assess or comprehend. 

-the company's operations is conducted is constantly changing. 

Problems mentioned indicate that several ways to examine its sales and management function within the 

company. One way would be to consider the position and role of sales as part of a promotional mix belonging to the 

company. It is necessary to approach to the management of each element to increase the maximum level of competition 

and the effect on their individual and collective commercial activity to be seen as a process of identifying type of 

clients-their satisfaction. 

 

5. Seller exemplify professional traits of organization 
 

Best sellers are born good, qualities and have acquired the necessary times have formed themselves based on 

their own experience [1]. Sales Manager within the company is responsible for discovering such people. 

Many of the sales management problems could be eliminated or at least mitigated, if one could find the type of 

vendor most capable of success.  

Sellers are represented by the skills of a combination of factors that can be used to achieve a task. So that the 

sellers are classified into three categories skills-communication skills, and for harmonization of persuasion. 

Any situation that appears within the company where a sale is unique from a certain point of view. Different 

roles, tasks and situations variants that can intervene e.g. individuals involved to demonstrate some degree of 

adaptability toward list of trade on principles and have decided to follow it. No less important is the fact that the issues 

raised by the evaluation of personality and psychological traits are complex. 

Seller seeks new trade opportunities or maintains existing relationships, performing sales transaction or 

relationship. It is known that personality is the sum of all mental and behavioral characteristics that define the 

individual as being unique. Sales managers looking for the relationship that might exist between personal 

characteristics and personality traits, on the one hand, and measure commercial success on the other side. 

This search is because the firm commitment and cost of preparing new sellers is high and the decline in sales 

due to incompetent agents costing and it very much. 

Ideal for business would be for a person to give evidence and empathy, and selfish motivation. Super-vendors 

have large amounts of both. Anyone capable of empathy, but not having sufficient motivation, will have too little of 

that predator instinct that helps vendors usually within the company to enter into successful business. 

The company identified some attributes that sellers held by them:-energy and personal initiative; 

-organizational and planning capacity (complete flexibility); 

- a satisfactory level of school readiness and culture; 

-capacity to adapt to a variety of personalities and behaviors; 

-concern for personal and professional development; 

-desire and need for professional recognition. 

Vendors must demonstrate enthusiasm toward activity, compared with the product we sell, compared with 

company and toward itself.  At the same time it is known that it is difficult to define and to measure one's enthusiasm. 

The emphasis at present by the company on customer satisfaction and long-term relationships with it suggests that there 

could be a link between enthusiasm and involvement in making the seller. Usually within the company, it was found 
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that sellers, who work overtime, demonstrate perseverance, determination and enthusiasm have a greater chance, 

become successful sellers. 

Vendors more confidence in themselves have a greater chance to enjoy what I do and have more success [9]. 

The company's ability and willingness to respond to other non-financial incentives, such as positioning, and 

appreciation of self and sense of group, and they seem to play a role in guaranteeing the success of your sales. 

Knowledge of products, customers, competition, markets and territories was and is an important thing. Sales 

managers consider good product knowledge as the defining feature of most rated of a seller of success. 

For vendors training, their level of training and the fundamental skills-all contribute to what constitutes the 

ability of persuasion, as commercial process efficiency and make itself, made up of the following stages: 

-finding potential clients; 

- Re-establishing contact; 

-defining the needs/problems leads; 

-stimulate the desire to buy products the offer or; 

-conclusion of the transaction; 

-continuing with other transactions and customer cultivation. 

In conclusion we can say that sales managers can have inevitably problems if their best sellers come to seek 

work elsewhere, either in sales or if the sales staff subordinate is dissatisfied with the fact that the social status of the 

profession is too low.  

 

6. Conclusions  
 

The sales represent a function that crosses the boundaries of all sectors of activity. Vendors within the company 

form the last link between the firm and its customers. Sales staff within the company must interact with other company 

departments, with other firms, to cope with the effects caused by external influences and the marketing strategies of the 

firm. Control of sales personnel from the company requires a careful management of both existing interfaces inside the 

firm, as well as those with various outside companies. 

In sales force organization of numerous criteria can be used, the most current being geographically, products, 

clients and the functions performed. Sales representative of the company emphasizes all the benefits they can enjoy 

using the product peculiarities client as evidence in support of his demonstration. One of the mistakes that are made in 

the company's sales activity is that it insists on the particularities of the product instead to emphasize the advantages 

offered to the client. Sales staff within the company knows how to use work time. In this sense being used a tool called 

the plan's annual visits. It comprises, for each month in part, actual and potential clients to be contacted, as well as the 

activities to be carried out, participation in trade fairs, attending meetings and carrying out of marketing research. 

Vendors form the last link between the firm and its customers. 

For each seller though every encounter is unique and, in certain respects, different from all others, the ability of 

the seller to make a presentation in each case so as to meet the needs of the buyer respectively mean the difference 

between success and failure for a commercial company. It is important that sellers and business experience, because it 

allows to evaluate what worked in the past or, in most cases, did not work at this company's potential client users. 

The article is the result of an intellectual interest and stimulations. The reason this selection themes of desire for 

documentation regarding this topic, because it is the area in which I want to activate now,, being employed with 

experience of sales department within a company, all the information was in my best interest. Analysis in sales role to 

serve the progress of economic, social and environmental employees of companies, it is placed at the service of 

economic efficiency and growth, social welfare and civilization. At the beginning of this scientific approach we 

conducted a wide-ranging activity information on the specific activities of sellers, sales activities within the company, 

and the documentation I provided the amount of information that allowed me to remove the phenomena and processes 

addressed in a concrete manner, while maintaining at all times, a logical linking of ideas exposed. Theoretical 

documentation of me stood an accurate representation on the six theories issued management advice and sales. 
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