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ABSTRACT

The study on the effect of sales training on stdese activity in Napier Healthcare Company wasr@d out
during the period of January 2018 to March 2018eThain objectives of this study were to analyzeeffect of sales
training on sales force activity in the chosen camp Descriptive research design with positivisreeggch philosophy
was adopted. Inductive approach and survey as @search strategy were used in this study. Itslat giudy work
carried out with a sample of 10 employees. Simptelom sampling technique was adopted in probaigilsampling
techniques. The study was carried out in the iidento understand the effectiveness of sales tgiaind the sales force
activity, training need, different types of theitiag programme, effect of sales training on emeyperformance and

increasing the training programmes were the vamatalken for analysis
KEYWORDS: Sales, Sales Training, Sales Force Activity & EifecTraining Needs

INTRODUCTION

There are many changes that occurred in .the Baldsand affect the function of selling in the pdecades and
present. This happened due to the increasing amadimhformation gained by customers. It also haygpledue to higher
needs and demands of customers related to cusgengce and expectation. These changes need bsisingasnizations
to innovate and improve their skills and experianice many ways such as sales training (Manral, &04.5). The current

paper is discussing the Effects of Sales Trainim&ales Force Activity through many research method

RESEARCH OBJECTIVE

The objective of the research is to analyze thectsfof sales training on sales force performamncecastomer

orientation.
LITERATURE REVIEW

According to Jobber et al., (2004) personal selliag become very important in today's competitieeketplace.
It can help to raise sales and improve the orgéiniza performance and profits. It can also enhaheeperformance of
salespersons. Salespersons have a great role ovimg the sales' activity of the company so thegd effective and
condense training in order to help them to impletmaany sales strategies and techniques such adintguiéffective
relationships with customers, solving their probdeamd adding value to the sales process within. tustomer oriented

selling is very necessary to enhance the salespeperformance and develop the sales activity éision, 1998).
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Lee (2010) confirmed that training is the main elepment component and any company that needs ssicce
should invest in training its salespersons as it icaprove their performance and their customerntaigon activities.
The salespersons should receive training from ctmpany where they work in order to improve therfprmance and
skills with customers and products. Roman et @02} added that these types of training can beldd/ibased on the
purpose of training employees such as product itrginsales skills training and sales methodologining. Sales

managers also need training for supporting salggeemd managing their performance.

Seidman (2012), discussed sales training methodsdier to let salesmen realize the problems ofornsts and
find effective and fast solutions for them. Trampican also improve their relationship skills thatlude two main parallel
processes which are the personal relationship psoaed the sales transaction process. This invoheas/ stages such as
the pre-interaction stage, interaction stage, amel post interaction stage. Interaction is meantinprove the
communicative skills of salespersons and sales gasan order to find out new communicative waythwustomers that

enable them to understand the needs of customénsnaat them.

Sunardi et al., (2012) stressed the need for trgiemployees in order to improve their sales befravand this
can be done via main sales training methodologiasdan be under two main categories which arseliestudy category
that includes pre-workshop assignment, readingspgiogrammed instructions in addition to the catggufr workshops
that includes lectures, case studies, discussamshe-job training, role play, and real-life exigeces. They suggested
that business organizations have to combine thecategories of training in order to help employaprd sales managers.
George (2008), also referred to the need to traipleyees on different selling techniques and piliegasales training

programs that may vary depending on the way thestandardized.

Mikula (2004), asserted that when the organizatiaim salespeople, a deep analysis for the orgamizahould
be made before starting training as it helps toeustdnd the needs of training in the organizatiwh raise the chances of
the success of sales training which in turn of ecbka the organization's performance and profités &halysis can also
find out the differences trainees and the charisties of different jobs they each should perfand then to decide the

best method for training them.
Research Philosophy, Approach, and Strategy

The research philosophy is the development of ésearch background, nature and knowledge andisasthe
framework that includes within different theorigsactices, and perceptions used for conducting@areh. It can also be
the procedure that involves different steps theassher uses to relate the research question abjistives. The research
philosophy can be pragmatism, positivism, postipasin, realism, phenomenology or interpretive. Thwerent paper
depends on the positivism research philosophy tsecaacording to Crossan (2002), positivism is aaeh method that
depends on the quantifiable observation that caah e statistical analysis, it is said to suppodwkledge that results from
human experiences. It has an atomistic, ontologi@k of the world as comprising discrete, obselwaddements and

events that interact in an observable, determineldregular manner(Mkansi and Acheampong, 2012).

The research approach is the plan or the procedisess and applied for research and it decidestéps $rom
different assumptions for many methods of dataectibn, analysis, and interpretation. This plarolags some decisions

that specify the decisions to be taken in writing tesearch(Teherani et al, 2015).
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The inductive approach which is also referred tthasnductive reasoning is a research approadtbdwns with
theories and observations that are presented imethearch to its process end and resulting fromotiservations. It

involves searching for the pattern from the obsmmaand explanation development (Thomas, 2006).

The research strategy is the general plan of tkeareh that the researcher uses in order to remsomable
answers for the research questions. The currergrgapusing the survey research strategy becawsédhefits of this

strategy cost, extensive, Flexible and depend&addke, 2011).
Ethical Implications in this Research

Research ethics ensures the protection of righdsrdormation related to the research. During eatidun of this
research, some ethical implications are set intasid@rations such as informed consent from theiggzaihts in the
research questionnaire, voluntary participatioensured, participants are ensured to participatbdnresearch with no

harm, confidentiality of information is also ensdii@nd the research only assesses relevant comgonent

RESEARCH METHODOLOGY

Research Design

The research design depends on some methods atetipres for data collection and on some analysasores
used for measuring the different variables thatspexified within the research paper and relevatité research problem.
The current study type is the descriptive analgsidt is basically semi-experimental. Data coltttmethods depend on
the journals relevant to the topic, books and ieearticles that are trustworthy. Analysis plapeieds on a questionnaire

presented for people working in Napier Healthcare.
Sampling

Sampling depends on collecting answers of the guesire from 10 employees in Napier Healthcarecilis a
healthcare company in Oman. Participants were giéeing and consents were taken from them befendirgy the
guestionnaire. Samples were randomly chosen fréfiereint types of employees in the company. Simalelom sampling

techniques were used mainly.
Data Collection Methods

Data was collected from different resources; mapriynary data was gained from the questionnairas ere
delivered to employees of Napier Healthcare Compasyquestionnaires were delivered to them after dwnsent.
Secondary data was got from books, journals theatelevant to the topic and online sites as wedtaDwas too much and
then it was analyzed in order to choose the mdsvaat data to be used in the research, most recehevidence-based

data were chosen.
Tools Used for Analysis: Percentage Analysis

For analysis, tools are chosen carefully; percentagalysis is used and applied in order to know rted
percentages of answers to the questionnaire. Alysia is applied in order to know real answerstesl to the sales

training of salespersons and sales managers anddnale sales training is important to sales dgtidevelopment.
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Structure for Questionnaire

Five questions were set in the questionnaire irotal be delivered for participants. There are fpuestions for

guantitative analysis and they are close-endedtaeré is one question which is open-ended for taiale analysis.
Data Analysis and Interpretation

Data was collected using a questionnaire of fivestjons that were delivered to ten employee$fiénNapier

Healthcare company and answers were analyzedla$ol

Sales Training Raises Company Profit

10%
W Strongry agres

magres
disazres

 wrongy dsmpes

Figure 1: Sales Training Raises Napier Healthcare @npany Profits

The above Figure shows clearly that 60% of empleyeere strongly agreed that sales training raisssied
Healthcare Company’s profits, 30% of employeesedj@d 10% of them disagree with. This means tlaie rthan half
employees strongly see that sales training raleesampany's profit. This also means that thereotrers who think that
this is true as the 30% think so, the 10% who disaglon't think so which means that there shoulthbee efforts in the
organization to raise employees' awareness regarttie needs and benefits of sales training for avipg the

organizational performance and raise profits.

The need of sales training for sales managers

B Strangly agree

0% nagee
disaree
W strangty dissgres

Figure 2: The Need of Sales Training for Sales Mamgers in Napier Healthcare Company

According to the above Figure, 40% of employeesevatrongly agreed that sales managers need saieidr
and 10% of them were strongly disagree. Answersighat employees and managers are not aware enbagmanagers
should receive sales training, as well as emplqgyded_ess than half of the participants strongjsea that sales managers
should receive sales training and this means teaietis low awareness of the benefits of trainmgianagers. According
to Kunkle (2017), sales managers who are well échican in turn train salespeople on the differalgsstechniques and

systems in order to improve the organizationaliadd/idual performance and employees' relationstith customers.
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Applying different types of sales training

W% |

W Strongly agres
agres
diszgras

W strangly disagree

Figure 3: The Importance of Applying Different Types of Sales Training in Napier Healthcare Company

Answers to this question ranged between 60% styomgllee, 20% agree and only 20% disagree as shottre i
above Figure. This gives an idea that employeesnaanthgers think with a big percentage of 80% thist important to
have differed types of training. It means that they really in need of diversified training typesd they have to deliver
different types of training. The 20% who disagreaymot be able to understand the need for havifigreint types of

training and may need more effort in raining awasstto be trained in sales.

Sales training opportunitiesimprove employee's
performance

‘- W Strangly agree

Hagres
disagree

By depes

Figure 4: Sales Training Opportunities Improve Empbyee’s Performance in Napier Healthcare Company

Based on the above Figure, 70% of the employeesditr agree that the organization should give thmtter
sales training opportunities in order to improveittperformance. That 10% who don't agree refdhéolow awareness

among employees that should be developed.
The Reasons for the Importance of Sales Trairond/fany Business Organizations

The final question provided many answers as somplames and managers think that globalization & th
reasons behind making sales training importanterstisuggested that it is competition and otherd ggit training can
raise the company's profits. Training can also swprcommunication skills. Training should also ilweolearning how to
communicate effectively with all kinds of charastefraining on training can teach a proven salegpethat has proven
to be successful. This gives a salesperson a rgatbriaeep it on track. You should learn how to Idokdifferent signals

that indicate a ready-to-buy option.
Reliability and Validity

According to Golafshani, N. (2003), using religgiland validity are common in quantitative reséaand
currently, it's reconsidered within the quantitetianalysis paradigm. The validity of this researels three months and it
was not enough to accomplish all the facts of #search. Any successful research must be givehdd fime in order for
the research to be reasonable and add more valhe t®@ader’'s knowledge. In my opinion, the reséilimy research is
different from other researches, because the msqartilosophy, approach, and strategy used in reweangible and
reasonable. Finally, the sample of employees sseftr the questionnaire was enough to give be#sults, but more

guestions should be added and data should be adatymore details
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CONCLUSIONS

In conclusion, the research philosophy is the dmweknt of the research background and the resedihits

ensures the protection of rights and informatidates to the research. Choosing the appropriatareks approaches and

analysis will help to obtain better results anddjis for any research. Also, it is important téereto the need for sales

training for business organizations in order to riowe the sales activity in them. It is able to maledespeople more

communicative with customers, realize their needsraeet them. It can also improve the performarficalespeople and

make them more effective in delivering the servideslso conclude that companies should raise tereness of their

employees and managers towards the need for saieinig) in order to make them aware of its benefits
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APPENDIX

Questionnaire

Strongly

Statement Strongly Agree | Agree | Disagree )
9y Ag 9 9 Disagree

1.

company profits?

Do you think sales training raises the

2.

Are sales managers in need for sales training?

3.

training?

Is it important to apply different types of sales

4,

performance?

Do you think training is able to improve your

5. State the reasons for the importance of sad@sirig in your organization.
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