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Abstracts 

 The cooperative education report entitled “Sales Executive practices at BINAYAK 

ENTERPRISES: Customer service and communication” aims to describe the working 

experience of different tasks carried out as a co-op student. A Sales Executive is a 

professional who sets annual sales goals for the company and works towards achieving them 

with the assistance of the Sales Manager & Sales Associates. The job is based on setting up a 

strategy to find new prospects and sales leads and converting them into paid users or 

customers. The company where I interned was BINAYAK ENTERPRISES, which is one of 

Nepal’s importers of sanitaryware. I was appointed as a sales executive and my objective of the 

study was to communicate with the client to promote the product and service and also 

convince them with the aim of purchasing the product and service by providing them 

necessary customer service. I interned for 16 weeks in the organization under the supervisor and 

my job was to deal with the client and give them customer service. I came to know that just 

dealing with clients is not enough, the working environment should also be good so that the 

employees can work effectively and efficiently.  

Keywords: sales executive, customer service, communication 
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Chapter 1 INTRODUCTION 

1. Company Profile

The company where I interned was BINAYAK ENTERPRISES, which is an importer of 

sanitaryware all over Nepal. The list of dealerships they own are bathroom accessories, power 

tools accessories and GI fitting accessories. The business was founded in 2017.  

1.1 Mission: 

To deliver highly secured goods where customers have solutions to one stop accessories for 

bathroom and power tools. 

1.2 Vision: 

Will give client esteemed arrangements the best costs, items and administrations to go with our 

store the principal decision for sanitary improvement. 

1.3 Strategies of the Company 

BINAYAK ENTERPRISES conventional technique for upper hand is lined up with the 

organization's escalated procedures for client support. Such arrangement advances 

hierarchical execution. The general strategy for maintaining a company's competitiveness is 

outlined in a generic strategy. Lately the pace of urbanization has quickly expanded. The 

principal reason would be the rising extension of the urban areas and more individuals 

claiming their own property. It provoked a tremendous interest for reasonable sterile frill in 

their home. The company focused on exploring itself in relation to the new urban dwellers 

because it was aware of the trend. Thus, the organization presented minimal expense sterile 

frill, power apparatuses and GI fitting as well as exceptional washroom extras for catching 

the consideration of the rookies to the city for their intriguing restrooms. These individuals 

comprehend the significance of the right determination of restroom frill, power devices and 

GI fittings for their homes. Understanding these recent fads, the brand sent off its exceptional 

items for the washroom extras, power devices and GI fitting cognizant public. 
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2. Organizational Structure

2.1 Diagram of the Organizational Structure 

Fig: 2.1 Diagram of the Organizational Structure 

2.2 Your Job Position 

My Job position in this organization was Sales Executive where my objective is to talk to the 

client about the product and service, provide customer service and settle the contracts with the 

aim of building customer relationships.  

3. Intention to join the Company

Cooperative Education, or Co-op, is a unique kind of education. As the keystone to experiential 

learning, a co-op gives you the opportunity to apply what you have learned in the classroom 

through meaningful work experiences. I joined this organization because it promises to be a 

place where the learning curve is great and the hard work is appreciated. The atmosphere at the 
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workplace where one can achieve much more than working at an unappreciative workplace. This 

was the main reason that this organization was on the priority list.  

4. Strategies Analysis of the Company

  4.1 Swot Analysis 

Fig 4.1: SWOT Analysis (Perforce, 2019) 

Strength 

• Importers all over Nepal

• Diverse Product Range

• High Product Quality

• Workplace Diversity

Opportunities 

• Growing Population

• Customer lifestyle

• Social Media

• Attractive Products

Weakness 

• Inventory Management

• Prices

• Not enough human resources

• Lack of current assets

Threats 

• Limited access to skilled labor

• Inflation

• Environmental Sustainability

• Globalization
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4.2 Porter’s five forces 

Fig 4.2: Porter’s Five Forces (One Step Ahead , 2024) 

1) Threat of new entrants:

The manner by which new market players represent a danger to existing business sector players 

is reflected in the danger presented by new participants. On the off chance that the business is 

beneficial and there are not many deterrents to passage, it will get more players and represent a 

danger to rookies. Will be high.  

• Transforming into a piece of the region requires a colossal financial and resource

hypothesis. When there is a lot of product differentiation and customers place a high

value on the unique experience, this force loses strength.

Binayak Enterprises will confront an okay of new participants on the off chance that the current 

administrative structure forces explicit deterrents for new organizations keen on entering the 

market. In the current situation, new members will be required to adhere to stringent and time-

consuming administrative procedures, which may prevent some from entering the market 

● The gamble will be low in the event that buyers have a high mental expense of exchanging

brands and existing brands have laid out given client bases; On the off chance that conveyance 
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courses are limited, new contenders will be deterred. 

Binayak Enterprises will face high new challengers' risk if: 

● Existing rules support the part of new players.

● Clients' absence of brand reliability simplifies it for them to switch brands.

● It is high to start capital theory.

● Starting players experience no difficulty laying out a circulation organization. The

competition from the current market players is definitely not a disadvantage. 

How could Binayak Enterprises manage the danger presented by new contenders? 

• By working to improve client relationships with executives, Binayak Enterprises can

increase brand loyalty. Mental exchanging costs will ascend therefore.

• By establishing long-term contractual relationships with distributors, it can expand its

reach into the intended market.

• To build a solid foundation for differentiation, Binayak Enterprises can also make

investments in R&D, acquire valuable customer data, and introduce novel products and

services.

2) Threat of Substitutes Products or Services:

Due to the availability of substitute goods and services, Binayak Enterprises and other existing 

players face difficulties in the competitive environment. The substantial threat posed by 

substitutes demonstrates that customers can satisfy their requirements through alternatives from 

other sectors. The power of this danger for Binayak Enterprises not entirely set in stone by 

various variables. The danger of substitute labor and products rises when; 

• A less expensive elective item or administration is accessible from another industry

• Moving from one industry to a substitute item has low mental exchanging costs.

• Substitute thing offers something practically the same or even prevalent quality and

execution as introduced by Binayak Enterprises thing.
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 Regardless, this risk is significantly low for Binayak Enterprises when; 

• Because of high mental costs or higher monetary costs, using the alternative product has

a high exchange cost.

• Clients can't decide a comparable utility (with respect to quality and execution) from

substitute things as they get from the Binayak Enterprises thing.

How Binayak Enterprises can deal with the Risk of Substitute Things or organizations?? 

● Binayak Enterprises can diminish the Risk of Substitute Things or organizations by

evidently emphasizing how its offered thing/organization is better than the available

substitutes.

● By giving a superior encounter and high incentive for cash, it should persuade clients.

● It might build the expense of exchanging by stressing faithfulness. In conclusion, it can

improve quality, increase cash incentive, and establish a solid separation premise to

discourage customers from using the substitute product.

3) Rivalry among existing firms:

An elevated degree of contention exhibits that BINAYAK ENTERPRISES LEAD BETTER is 

helpless to huge tension from rival organizations, which might restrict each other's development 

potential. Contention between existing organizations because of firms' forceful evaluating and 

focusing on techniques, productivity is low in these enterprises.  

For BINAYAK ENTERPRISES LEAD BETTER, there will be little competition from existing 

businesses if: 

● There are not many players on the lookout. The business is extending quickly. There is an

unmistakable market pioneer. Items are profoundly separated, and each market player targets 

particular sub-portions. Purchasers face high monetary and mental exchanging costs.  

● The leave hindrances are low, and that infers firms can without a doubt leave the business

without causing tremendous setbacks. 
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Along these lines, there are a couple of things that make the opposition between existing 

organizations for BINAYAK ENTERPRISES more terrible. If, for example, market players are 

decisively assorted and focus on a similar market, the organization will confront serious rivalry 

from existing firms. The opposition will likewise be savage in the event that clients aren't faithful 

to the brands they as of now use, and low exchanging costs make it more straightforward to get 

clients from different brands. Forceful strategies are normally utilized by rivals who are of 

comparable size, offer indistinguishable items, and are encountering slow industry extension. 

These all factors make the Opposition among existing firms a huge indispensable concern for 

Binayak Enterprises. 

How can Binayak Enterprises handle the Contention among existing firms? 

To reinforce the reason for separation, BINAYAK ENTERPRISES ought to focus on the 

verifiable necessities and assumptions for its clients. By developing associations with clients 

over the long run, it should build the expense of exchanging. To find new client fragments, the 

organization ought to likewise make interests in innovative work exercises. Once in a while, 

collaborating with competitors can be valuable together. The business can likewise search for 

this choice. 

4) Bargaining Power of Suppliers:

The Porter 5 force model's bargaining power of suppliers portrays the tension that providers 

apply on business associations by utilizing different systems, like diminishing the accessibility of 

items, diminishing their quality, or raising costs. Purchasers pay for serious areas of strength for 

providers power (business associations). Also, feeble provider haggling power can make the 

business more engaging because of its high benefit and development potential, while solid 

provider bartering power can bring down BINAYAK ENTERPRISES benefit and development 

potential. 

Managing power of suppliers will be high for Binayak Enterprises if: 

● Suppliers have stuffed into a specific region, and their center is higher than their buyers.
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● This power is areas of strength for particularly exchanging providers for purchasers is costly

(for instance, due to authoritative connections). 

● Providers' forward reconciliation debilitates BINAYAK ENTERPRISES position since they

likewise become rivals in that space when there are not many providers and there is a ton of 

interest for their offered item. 

● It naturally fortifies the providers' situation against the association in the event that Binayak

Undertakings needs cost responsiveness, satisfactory market information, and training. 

● The serious level of item separation presented by providers, the way that BINAYAK

ENTERPRISES just records for a little piece of the general deals of providers, and the shortfall 

of substitute items are extra factors that increment the haggling force of providers. 

Then again, Binayak Enterprises will have restricted dealing power with providers if: 

● There is no danger of forward mix by providers. Exchanging costs are low. The item needs

separation. 

● Substitute items are accessible

● BINAYAK ENTERPRISES is profoundly cost delicate and has adequate market information.

By diminishing its dependence on a couple of providers, BINAYAK ENTERPRISES can 

reinforce its situation against providers. It will turn out to be more cost delicate. BINAYAK 

ENTERPRISES can build the effectiveness of its production network while at the same time 

decreasing the haggling force of its provincial providers by laying out long haul authoritative 

associations with them. Finally, BINAYAK ENTERPRISES can track down elective creation 

techniques assuming there is adequate interest for the item and the organization has the essential 

abilities and information. Nonetheless, to decide its reasonability, an exhaustive money saving 

advantage investigation is required. The organization may likewise profit from item update and 

line broadening to reduce the market force of providers. 
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5) Bargaining power of Buyers:

Purchaser dealing power shows how much strain clients put on organizations to get excellent 

merchandise at reasonable costs and great client care. The limit of the BINAYAK 

ENTERPRISES to understand the organization's objectives is straightforwardly affected by this 

power. Strong bargaining power cuts down advantages and makes the business more serious. 

Notwithstanding, when purchaser power is low, the business turns out to be less serious and 

offers BINAYAK ENTERPRISES more open doors for development and productivity. The 

accompanying variables can increment purchaser dealing power: 

● Purchaser power will likewise be high in the event that there are very few, while various

venders (business associations) is too much.

● A more thought client base builds their dealing power against BINAYAK

ENTERPRISES.

● The purchasers' bartering power is additionally expanded when there are low monetary

and mental exchanging costs.

● Corporate clients' situation in the market is reinforced by their ability for in reverse

coordination. In reverse mix exhibits the purchasers' ability to create their own products

as opposed to depend on BINAYAK ENTERPRISES as a provider.

● The cost responsiveness, market information, and huge scope acquisition of standard

merchandise by customers additionally increment their bartering power.

Clients' failure to coordinate in reverse, low-cost awareness, absence of market information, high 

exchanging expenses, and buying tweaked items in little amounts are a portion of the elements 

that diminish purchasers' dealing power. Lower client focus implies that the client base is 

geologically scattered. 

How can BINAYAK ENTERPRISES handle the Bartering Force of Purchasers? 

By broadening and diversifying their customer base, BINAYAK ENTERPRISES is able to 
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control the bargaining power of buyers. Introduce new products, target new market segments, 

and implement product diversification strategies to accomplish this. Strategies for marketing and 

promotion can also be helpful in this regard. Loyalty can be increased by integrating innovation 

and providing an excellent customer experience, which can raise switching costs and, in the end, 

reduce their bargaining power. These tactics can help BINAYAK ENTERPRISES improve its 

market position and become more competitive. 

Learning how to promote a product and provide services to customers in order to maximize 

profit as a sales executive with a set of job responsibilities was the goal of cooperative education 

and studies. 
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Chapter 2 CO-OP STUDY ACTIVITIES 

I was appointed as a sales executive in this firm where my role was to communicate with the 

client and convert it to sales with the aim of building customer relationship and effective 

communication. I need to maintain relationships with current clients and build and maintain 

relationships with new clients. 

1. Job responsibilities:

• Assembles business by distinguishing and selling possibilities; keeping up with

associations with clients.

• Finds business opportunities by researching and evaluating sales options, identifying

prospects and assessing their position in the industry.

• Sells items by laying out contact and creating associations with possibilities; suggesting

arrangements.

• Keeps up with associations with clients by offering help, data, and direction;

investigating and suggesting new open doors.

• Distinguishes item enhancements or new items by staying current on industry patterns,

market exercises, and contenders.

• Upholds high standards of service by establishing and enforcing them.

 Assignments that go beyond the typical job description: 

• Guide clients with godown visit of the merchandise.

• Discussing the motivation behind purchasing the great and changing it over completely to

deals.

• Giving depiction about the items that are accessible in office or godown.

2. Coordination with co-workers

Present day associations depend on the specialization of capabilities and exercises that are

designated to different members. If each person is allowed to effectively complete his or 

her own role without taking into account the associated function performed by another 
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member, the organization will be in chaos. It is basic to have careful dexterity to guarantee 

solidarity of activity across all gatherings. In terms of coordination, disagreements 

between staff and line executives are another source of difficulty for the chief executive. 

Subsequently, not exclusively should the CEO coordinate capabilities and exercises, yet 

additionally work force doing different capabilities. For instance, it is important that the 

buying, planning, creation, and outreach groups all work together to help the association's 

smooth activity. In the event that the project lead secures a gigantic request to be executed 

inside a predetermined timeframe without reference to the creation director or the 

purchaser, it might turn out that the products can't be delivered in that frame of mind 

inside the predefined time. Or on the other hand, regardless of whether they can be 

delivered, the reasonable natural substance may not be accessible. Accordingly, the 

between connection between the buying division and creation division as well as the 

outreach group requests the foundation of coordination.  

1. Continuous shifts

2. Unfortunate initiative and

3. Innate intricacy of huge scope association leads to issues of coordination and controls.

Broadened and concentrated tasks, which follow the idea of division of work and result in 

high specialization, require additional coordination. Coordination is likewise a 

consequence of departmentation. The human nature of competition, rivalry, and jealousy 

in large commercial organizations necessitates special coordination. An enormous number 

of individuals work for a huge partnership.  

To reconcile disparities in efforts, approaches, or interests and to harmonize individual 

goals and activities in order to achieve common objectives, coordination is required. 

Efficiency, command unity, teamwork, subordinates, individual interests of the enterprise's 

general interests, excellent relations, and employee morale are all enhanced by 

coordination.  
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Coordination evades duplication of work or endeavors, relational struggles, discussions, 

mistaken assumptions, deferral, wastages and disarrays. It ensures that predetermined 

goals are achieved by harmonizing, unifying, and blending all activities. Despite the fact 

that for the progress of any association coordination should exist between various 

divisions, gatherings and exercises. 

I additionally need to organize with different deals leader so I can illuminate that I have gotten 

the request for the specific restroom extras and furthermore the quantity of pieces so they will 

then, at that point, advise that the number regarding pieces is diminished and break the 

arrangement as per that so we can conveyance all the item which we have taken the request 

without the deficiency of the products. I likewise need to illuminate the work and drivers 

about the request taken as they can stack the item and convey the item perfectly located and 

ideal opportunity and after conveyance is made affirm from them in the event that the 

conveyance was done appropriately or not. Additionally, I must inform the supervisor to 

identify which product must be imported in what quantities. 

3. Your job process diagram

3.1 Sales Process 

Fig: 3.1 Flowchart of Sales Process (Lynch, n.d.) 
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In the sales process the customer first submits its need and the required product to us and we 

enter in the order.  After that we create the contracts for the new customer and for the old 

customer the old contracts work. In contracts we keep our standard terms where agents have 

two decisions. Accepted or rejected. If they accept the decision, we pick the order and ship 

the order and the order will be delivered to the customer. If our organization accepts the 

terms and conditions, we change the terms and conditions and create the contracts. If 

contracts are signed the order will be shipped to the customer and if the terms and condition 

is not accepted, we deny the order and the order will not be shipped. 

3.2 Feedback Process 

Fig: 3.2 Flowchart of Feedback Process (Slide Team , n.d.) 

At first, I contacted the customer who had purchased the product from us and obtained the 

feedback from the customer. If the feedback is positive, I record the feedback and if the feedback 

is negative, I consult with the manager about the negative feedback and why the feedback is 

negative and try to solve their problem as soon as possible. 

4. Contribution as co-operative student in the company

A Sales Executive ensures that all of the company's profit-turning requirements are met. 

They are in charge of departments that provide goods and services, such as retail stores, in 

order to assist businesses, make money through sales. Because it's about having everything 
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set up right, not necessarily dealing directly with customers, their responsibilities focus more 

on management than purchasing and selling. 

● Energy and ideas: Co-op provide you with a year-round supply of energized

student employees eager to contribute fresh ideas to your company.

● Flexibility: Students can help you start new initiatives, finish old projects, or give respite

during peak seasons.

● Community relations: Co-op employers are encouraged to exchange and invent new

ideas. The purpose of the role is to carry out sales and marketing activities selling the

products including answering client enquiries, sales administration, and assisting with

sales support activities such as product demonstration; carrying out site visits,

ascertaining and meeting the needs of customers through problem/issue solving, advising

on product upgrades.

Key responsibility Outcome Performance measures 

Contact new and existing customers 

to discuss their needs, resolve issues 

and access hoe their needs can be met 

by our products and services 

All customers/ sites are 

visited regularly and 

need analysis   

prepared for each 

call schedule and customer 

feedback. 

Preparation and processing of 

quotes, letters and other documents, 

using word processing. 

Documentation is prepared 

in a timely fashion is 

accurate and free of error 

Review of documentation 

and feedback from sales 

staff and supervisor. 

Prepare and follow up sales 

contracts for orders obtained and 

submit orders for processing 

Sales contracts are prepared 

on time, are accurate and 

free of error.  Follow ups 

are completed on a timely 

fashion 

Sales documentation and 

feedback from sales supervisor 

Table 1: Table of Contribution as co-operative student in the company 
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Job Done Completely Problem Process Result 

Giving depiction about 

the items that are 

accessible in office or 

godown. 

In remembering all 

the items that are 

available in the 

office or godown 

Made a list and 

reviewed product 

catalogues 

Could remember the 

necessary items and give a 

walkthrough with 

description about the items 

as of its availability in the 

godown or office.  

Table 2: Table of Job done completely, problem, process and result 

Chapter 3 LEARNING PROCESS 

1. Problems / Issues faced by the company

● One of the central challenges looked by the organization is that their things are

however not completely prepared to coordinate the quality level standard set in the

showcase as per the fetched they charge.

● There was moreover ceaseless issue associated with control cut, and web issue once in

a while which was impacting our ordinary development, when there was a request for

the item in the advertise, the company now and then had to hold up for the

merchandise to arrive from the manufacturing plant in India, which made it difficult to

get them to clients.

● The course of activity in the work environment made interior the work environment

was not outstandingly authentic and there were steady changes made subsequently

causing challenges for the agents.

2. How to solve the problems

● From the criticism, I came to get that the cost of the items was somewhat higher

applicable to different brands playing in the market like Maruti Equipment, Girish

Equipment and a lot more so what we did is we offered additional types of assistance
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like free conveyance administration and furthermore accompanied various proposals for 

the retailers.  

● The organization had just inverters as a reinforcement for power assuming that there

was a power cut so we were unable to work the PC while power cut so we gave the

criticism to the proprietor that a generator is exceptionally essential in the firm these

days as it was influencing our day-to-day action.

● The firm can redesign the web which they have introduced and furthermore add

expansion switches in the workplace so the Wi-Fi sign can arrive at the entire office.

● While conversing with the common laborer, I came to realize that different

organizations are giving additional offices and motivating forces to them and the regular

laborers are moving towards them. Thus, the organization ought to rouse the regular

laborer by giving various motivations to them.

3. Recommendations to the Company

● They ought to zero in on bringing in the stock from different countries and without a

doubt and should to moreover bargain with another method to enter the perfect

showcase to make the nearness in the showcase of Nepal.

● Should to chip absent at tending to their insides issues quickly for occurrence by taking

care of issues associated with progressive control cuts or web issues.

● The organization ought to endeavor to bring pointless costs rising from fabric taking

care of or stock whereas also extending their stock keeping in the conveyance center to

confine the contenders' forceful messages.

● They should to zero in more on building and keeping up zones of quality for with long

pull affiliations with their suppliers or shippers to remain absent from issues like lacks.

4. Things learned during the Co-Op Studies

The co-op studies have shown me to be more understandable and acknowledge that being a 

decent audience, great communicator and a speedy thinker is so significant. It has assisted me 

with getting a more profound and adequate measure of instructive experience alongside work 

experience connected with this present reality situation, and know the genuine worth of 
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associations in the work and profession. Be that as it may, in particular, it gave me loads of 

thoughts regarding new things and why it is important to figure out how to have an alternate 

point of view to see things distinctively in the different workplaces and in this manner act 

likewise. Through this course, I understand how significant dealing with feeling in the midst of 

vulnerability and stress is for representatives or laborers during the ongoing circumstance, what 

the expense of work pressure is and the way in which we can lessen it so we can establish a right 

work space. In like manner, these center examinations have given us a few keen thoughts on how 

individuals can be roused, construct trust, foster ability while building dynamic as well as 

flourishing business in any industry. I additionally figured out how to distinguish the right item 

for the client in the wake of paying attention to the issue. 

5. Knowledge applied from coursework to the real-world situation

This course has given us a few thoughts that will have a huge effect while in reality 

circumstances. Information, for example, how we can make an effect among swarms and be 

unique in relation to others is the main in the present life. For what reason is it important to be 

imaginative, pull out/worth to significantly more modest things while you are working or 

anyplace, being sure and understand how we might stick out. In like manner, there was a 

meeting where we came to realize about how work pressure during horrible times can be hurtful 

for the organization's development and make deterrent to accomplish the set objective and how 

we can oversee it. This is the continuous issues that these days practically every one of the 

organizations in the worldwide world acknowledgment and once more. With everything taken 

into account, this center review has imparted to us some provocative data which has been turning 

into the prerequisite in the organizations all over the planet to stay useful and supportable during 

this period's emergency.  

Additionally, discussing my work, the information from this coursework has likewise been very 

helpful during my functioning period in the organization. All that I had concentrated on in the 

past which were generally hypothetical became suitable to use in those genuine and functional 

circumstances that I needed to experience over this time of a couple of months. With the 

assistance of a couple of subjects that I took from my course specifically coordinated 
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showcasing, key administration, brand the board, deals the executives, publicizing and deals 

advancement, administration promoting and a lot more aided me a ton while I was relegated to 

achieve an errand given by the organization. The abilities I gained from the coursework assisted 

me with knowing and comprehend the things at work all the more effectively and quicker since I 

was at that point acquainted with a portion of the terms and had definitely known how to take 

care of or respond to the issue in various circumstances that used to jump out during my 

functioning cycle. I had the option to think of certain thoughts, give my contributions to the 

conversation and make the applicable preparation as per the necessity. I had the option to 

comprehend how we should introduce ourselves on the lookout, how we can add to the 

organization, adjust to the work culture there, and have faith in yourself to develop and gain 

from the work environment while having the option to oversee yourself, your work and the 

pressure that accompanies staying at work past 40 hours.  

Through the things from the coursework, I utilized it during my undertaking, while at the same 

time taking care of any issues, or while finishing any business related to the outreach group. 

When I dealt with a little issue while the arrangement was made and we were shy of the 

merchandise. I dealt with the products from one more vendor in Biratnagar and I finished the 

arrangement which was made. 
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Chapter 4 CONCLUSION 

1. Summary of highlights of your co-op studies at this company

I was appointed as a sales executive in this company (Binayak Enterprises) which is an importer 

of sanitaryware all over Nepal such as bathroom accessories, power tools accessories and GI 

fitting accessories of various brands Like Alura, Himal, Brizo (Italia), & Cosmos in Kathmandu 

where my objective was to crack the deal with the aim of focusing on customer service and 

communication. I was likewise told to take the criticism from the client about our item and 

assuming the criticism was positive, we want to keep in our register and assuming we 

accompanied the negative criticism, we/I want to converse with the boss and attempt to offer 

additional support so the client doesn't have negative considerations inside them. I additionally 

need to set up the archive for the record of the products furnished to the clients alongside the bill 

duplicate which was told by the manager. The center investigations have shown me to be more 

well-spoken and acknowledge that it is so critical to be a decent audience, great communicator 

and a fast scholar. It has assisted me with getting a more profound and adequate measure of 

instructive experience alongside work experience connected with this present reality situation, 

and know the genuine worth of associations in the work and profession. Be that as it may, in 

particular, it gave me loads of thoughts regarding new things and why it is important to figure 

out how to have an alternate point of view to see things distinctively in the different workplaces 

and in this manner act likewise. Through this course, I understand how significant dealing with 

feeling in the midst of vulnerability and stress is for representatives or laborers during the 

ongoing circumstance, what the expense of work pressure is and the way in which we can 

diminish it so we can establish a right work space. In like manner, these center examinations 

have given us a few keen thoughts on how individuals can be roused, construct trust, foster 

ability while building dynamic as well as flourishing business in any industry. I likewise figured 

out how to distinguish the right item for the client in the wake of paying attention to their 

concern. Additionally, discussing my work, the information from this coursework has likewise 

been very helpful during my functioning period in the organization. All that I had concentrated 

on in the past which were for the most part hypothetical became suitable to use in those genuine 

and reasonable circumstances that I needed to experience over this time of a couple of months. I 

had the option to think of certain thoughts, give my contributions to the conversation and make 



27 

the applicable preparation as per the necessity. I had the option to comprehend how we should 

introduce ourselves on the lookout, how we can add to the organization, adjust to the work 

culture there, and trust in ourselves to develop and gain from the working environment while 

having the option to oversee yourself, your work and the pressure that accompanies staying at 

work past 40 hours. 

2. Your evaluation of the work experience

“In this self-assessment, I will evaluate my performance during the internship at BINAYAK 

TRADERS. This is my most memorable time in this association, and I'm glad to report that my 

presentation has further developed essentially throughout the time span. To start with, I might 

want to remark on how I have developed as a deal’s chief. This year "I added to the outreach 

group's uncommon achievement this year by arranging and working in another mission that used 

an untraditional online entertainment stage. The arrangement had its dangers at the outset, 

however because of my skill and the endeavors of the group, it turned into the most productive 

venture we finished for the current year. Subsequent to moving to another office this spring, I 

attempted to stay coordinated in the new climate. I was overpowered and my work style was 

turbulent for quite some time before I at last tracked down arrangements that fit my work style. 

Later on, I will utilize the examples I gained from this experience to assist me with adjusting to 

changes in the work environment all the more handily and to limit negative aftereffects." "I value 

the individual consideration my manager attempted to allow me this year. I realize it was hard 

for them to carve out opportunities in their timetable to meet with me, however their 

recommendation and consolation was unbelievably significant to me as another worker. My 

exhibition this last quarter was fundamentally impacted by their readiness to give criticism on 

my suggestions and objectives." 

3. Limitation

• Need for approval

Need for endorsement turns into a shortcoming when a sales rep thinks often more about being 

enjoyed than they care about shutting business. Thinking about analysis or terrible perspectives 

literally is never something worth being thankful for, however it's particularly hazardous in 
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deals, where reps routinely manage dismissal. 

• Lack of time management

Absence of using time effectively as they couldn't answer to the messages and messages 

on time when the clients were online which prompted a defer in breaking the arrangement. 

4. Recommendation to the company

a. Allow for Employee Autonomy

By giving representatives independence to take care of their business, you are telling them 

that you trust and worth them. At the point when your representatives enter the work 

environment, it's to finish a work. Along these lines, let them make it happen. You don't 

have to obsessively fuss over individuals. A new report found that the more elevated 

levels of independence a specialist encountered, the higher their feeling of occupation 

fulfillment and prosperity. The more you permit them to be independent, the more useful 

they become. In the event that a worker is routinely expected to get authorization to get 

done with responsibilities or conclude occupations, they will not figure out how to pursue 

significant choices all alone. Giving worker's independence sometimes prompts missteps 

or choices you could never have approved, yet it isn't the apocalypse. We can all gain 

from our mix-ups, however in the event that we're never permitted to make them, we can't 

develop as people. However long work is being finished, cutoff times are met, and the 

organization's benefits are expanding, there's no requirement for continually investigating 

the shoulder of your representatives. 

b. Make Use of Employee Feedback

Your workers are a significant asset. They know your organization as well as you do. Your 

workers are finishing the everyday tasks of your business, and they realize what could be 

refined. Pay attention to their ideas and view their criticism in a serious way. Make an internet-

based gateway that permits individuals to present their thoughts for development. They ought to 

be permitted to do these the two secretly or with their name appended. Then, at that point, 

recognize ideas at worker gatherings or during meetings to generate new ideas. In the event that 
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somebody thinks of a truly smart thought, make sure to carry out it and perceive how it ends up 

actually working. This not just prompts incredible upgrades inside your organization yet in 

addition tells your colleagues that their thoughts are significant and esteemed. 

c. Assist Your Team Members in Reaching Goals

Defining objectives is an effective method for considering you responsible. Not every person is 

adroit at putting forth objectives, nonetheless. Ensure that you are empowering your colleagues 

to set reasonable, reachable objectives yet in addition to be explicit with those objectives. What 

you don't need are dubious objectives like "I need to increment deals." All things being equal, 

take a stab at something like "I need to increment deals by 25% in the following three months." 

You need to guarantee that workers are setting sensible courses of events for meeting their 

objectives. In the event that they don't give themselves sufficient opportunity, it could cause 

expanded pressure, bringing about diminished efficiency. Then again, offering an excess of time 

to arrive at an objective won't make the energy expected to build efficiency and achievement. In 

the event that colleagues arrive at their objectives early or even better surpass their objectives, 

you could celebrate by accomplishing something particularly amazing for them. Whenever 

objectives have been reached, now is the ideal time to set new ones and start from the very 

beginning once more. 

d. Encourage Relationships among Coworkers

At the point when you lay out brotherhood inside the workplace, you'll have less representatives 

missing work, and the climate will be wonderful for everybody. On the off chance that you have 

specific representatives that simply don't work well together, it's anything but something terrible 

to permit them to work in various divisions or region of the workplace. You need to make 

coming into work agreeable, and assuming individuals are working with their companions, they 

will rest easier thinking about appearing every day. Indeed, even the chief or manager ought to 

have a decent connection with their representatives. You don't believe that they should hear dead 

quiet the moment they stroll into the room. Urge them to consult with workers about their own 

lives, pose those inquiries about their family, and make quips or consolidate humor here and 

there. These are extraordinary ways of assisting individuals with feeling open to conversing with 
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their chief. 

e. Be Flexible

Many business environments are open 7 days per week and hold hours that stretch out past an 

ordinary 40-hour long week of work. This implies that representatives are expected to show up 

on Saturday or Sunday, late evenings, or even occasions. This can make it trying for them to fit 

so as to unwind and loosen up. Be adaptable in your assumptions. While representatives need to 

work and partake it could be said of achievement in the work environment, they likewise have 

lives beyond work. Ensure you are recognizing this and permitting them have opportunity and 

energy off when they truly need it. However long you have drawn in representatives that are 

buckling down, you need to stay adaptable while endeavoring to follow through with 

responsibilities. You really might permit representatives to telecommute assuming that the 

circumstance considered it. On the off chance that an individual realizes what is generally 

anticipated of them, they will put forth a valiant effort to make it happen. 

f. Celebrate the Good

Time and again we become involved with pessimistic contemplations and feelings. Long haul, 

this can adversely influence a workplace. To assist with restoring this issue, adopt an alternate 

strategy. Have a go at commending the great side of things that could somehow be interpreted as 

terrible. For instance, when a worker takes some work with another organization, rather than 

having a down outlook on losing them, commending their prosperity and new position. Have a 

congrats party, not a disappearing party. Alternate ways of transforming what is happening into 

something great are pointing out a worker that committed an error and saying thanks to them for 

showing everybody how to avoid something. At the point when a cutoff time gets missed, you 

could commend the pieces of the venture that were finished on time. Attempt to keep fixed on 

the positive. 

g. Create a Reward and Accountability Program

A few businesses are hesitant to recognize those workers that are truly expanding the primary 
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concern, yet they shouldn't be. Making a prize program inside your organization will urge 

representatives to take a stab at greatness. Give sending a shot an extraordinary email 

recognizing when a representative or division arrives at a particular objective. Assuming 

somebody is doing astoundingly well, have everybody at work say thanks to them for their 

endeavors. This probably won't seem like a lot, however telling individuals that they are 

esteemed and valued by the entire group, in addition to the chief, goes far. 
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