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Scope

Starts with scheduling itineraries of sales, visitation and ends with encoding of
reports.

Objective

e To strengthen relationship with customer by regular visitation to gain
new business opportunities and referrals.

Policies

1. Sales in-charge shall visit (16) sixteen customers per week, sales call for
prospect account and account visitation for existing customer.

References/ Source:

e CRM
e Sales Reports

Definition/s:

Sales Call- is the face to face meeting between sales in-charge and a
customer or prospect for the purpose of generating more sales
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Procedure

Start

v
Sales in- charge

1. Schedules meeting with
customer

2. Creates and encodes
weekly itineraries in CRM
Calendar

3. Visit and discuss the
following:

Accounts Receivable
Volume

Percentage of
Business

Competitor

New Business
Opportunity

Issues and concern/s

Y
Sales in- charge

4. Encodes sales report in the
CRM.

End
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