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iNeed for recruitment is recognized.

:,:;‘-‘:-

Project Part: Proposed M n_lx:lmg

RECRUITMENT AND SELECTION

Newspaper advertisement is published

A leading Pharmaceutical Cu]mly ol Bangladesh requires some bright and
energetic freshman for the post of MPO (Marketing Promotion Officer) to
promote its high quality products in different regions of the country. The
profession olfers attractive incentives and salary structure and numerous
intrinsic benefits. Extensive training, professional assistance along with
recognition for achievement and scope for career progression provides a hard
worker with the most ideal job ol its kind. Candidates must meet the
tollowing criteria:

PEducation: MSc./Bsc. preferably in biology/Chemistry

P Interpersonal Skills: Candidates possessing the following

interpersonal skills will be given preference

#Good command in English.
#Good presentation and persuasion Skill.
#Ability to work under pressure.
PGood Physical Appearance.
Fresh Graduates having met the above critena are encouraged to apply and
send an application package to GPO PO BOX NO.****,
The application package should include:
#+ A written application signed by the candidate.
# 1 recent passport size photo of the candidate.
# Resume (Describing Educational and Extra curricular Achievements)
# A one page autobiography in English describing ambition and future

career plan of the candidate.

Scrutinizing Applications: The [ollowing criteria can be considered while

scrutinizing applications:
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$Basic Fnglish Knowledge and Ability to write structurally correct Fnglish
senLences.

€ Organizational ability.

#Previous achievements and activities (Other than academic, such as first prize in
Debate, or Secretary of the local sports club ete.)

4 And of course, academic Results.

he Written Test or The Aptitude Test: Alter scrutinizing , the sclected
candidates are called for the Written Test. The Written Test should only focus on the
skill test of the candidate on the subject matter. The questionnaire can be developed by

professors ol the relevant lields.

Primary interview:
The selected candidates trom the Aptitude Test are called for the Primary Interview. The
following criteria can be tested during the primary interview:
& Physical Appearance
& Smartness
& Knowledge on the subject matters.
4 Family Background
& Job Necessity and Future Career Plan
& Ability to represent himsell in a sophisticated manner.
A 5-point scale can be applied lor cach of the criterion.
5 being the excellent, 4 good, 3 average, 2 below average, and 1 being poor.
Thus finally a cumulative total will be generated which can be compared with other

candidates.

'he Job Nature Introductory Test:

Those selected in the primary interview should be appointed for the Job Nature
Introductory Test. The Job nature introductory test should be introduced at this level
with maximum work load assisted by supervisors or seniors, The length of the test

should be 2 days. The following criteria can be tested during the test:
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$Physical Stamina Test: The candidate will have the full-length exposure to the real
life situation and will be required to move from one corner of the city to another.
P Demonstration Test: The candidate will be required to assist the supervisor by
partially demonstrating certain [eatures.
Ppatience Test: The candidate will be sent for a particular mock appointment and
will be kept waiting for hours before he will be called to give up.
After the test an assessment report will be received for each candidate from his

respective supervisor.

he Secondary Interview:
Those who will have positive assessment will be called for the secondary interview. It
may also happen that, few of the candidates will sell willingly leave after the Job nature
Introductory Test. So, those who will approach the secondary interview are candidates
who really think they can take this challenging profession and are ready to make
themselves trained accordingly.
The Secondary interview should focus on the following criteria:

& Presentation Skill.

& Level of fluency in spoken English.

& Descriptive ability.

# Interest to learn and develop selling skills.
E An Optional Brainstorming Session can be introduced to assess the participative
ability as well as 1dea Generation Ability of the Candidates. The candidates will be
divided into groups of 5. Each group will be given a topic similar to a mini case study and
will be required to discuss among themselves about the topic. Then each of the group
members has to write down his thoughts in the form of a probable solution to the
problem. A group of senior HR managers can supervise during the session and observe
the attitudes of the participants.

Applicants having high cumulative points should be appointed for the training program.

Medical Check-Up:
Those selected in the secondary interview should be attending a medical check-up of

physical fitness. The purpose of this check-up is to ensure that the candidate is in good

~
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calth condition and has no chronic sickness that may lead to sudden absences or force
health fition and h hron kness that may lead to sudden ab |

the candidate to quit.

Establishing Training Objectives

BROAD OBJECTIVE:

To develop a sales torce that is superior than that of the competitors in every respect
and are able to market the company’s products as per expectations.

SPECIFIC OBJECTIVES:

¥ To develop detailing and technical skills of the trainces.

W To develop communication and presentation skills of the trainces.

W To make the trainees aware of (a) Company Policy (b)Company product lines,

¥ To develop the trainees’ objection handling skills.

W To develop persuasion and probing skills.

¥ To enhance motivation and strong preference toward the selling profession.

¥ To establish a bond between trainees and the company so that they feel an emotional

attachment to the company as well as to the profession.

"he Training Program
&=

B e e e

wintroductory Classes: Consists of brief introductions with the trainces. The

tollowing items can be included:
+Welcome Speech by the members ol the Top Management.
+Stating the contributions of MPOs in the continuous progress of the Company.
+Briel Company History.
+Briet introduction to Company Subsidiaries, Divisions, and their products.
+Stating the aristocracy of the Salesmanship Profession.
#Brief introduction to the various Functional Departments and there activities by
the Respective Department Heads.
#Discussion on Training objectives, Rules and Regulations.

+Discussion on Sales Force rewards, incentives and extrinsic and intrinsic beneins
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wintroductory Classes: Consists of brief introductions with the trainees. The

following items can be included:
*Welcome Speech by the members of the Top Management.
+Stating the contributions of MPOs in the continuous progress of the Company.
+Briel Company History.
+Briel introduction to Company Subsidiaries, Divisions, and their products.
+Stating the aristocracy ol the Salesmanship Profession.
#Briel introduction to the various Functional Departments and there activities by
the Respective Department Heads.
*Discussion on Training objectives, Rules and Regulations.

+Discussion on Sales Force rewards, incentives and extrinsic and intrinsic benelits.
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windustry Analysis Classes:

Consists of the following items:
+ Pharmaceutical Market growth rate analysis.
+ Competitor Analysis.

# Present Market Situation and Company position Analysis.

wintroduction to Company Policies class:

Discussion about company Rules and Regulations, policies, organizational cultures etc.

+ Technical Skills Classes:

This is the vital part of the training program. As indicated in the study,

pharmaceuticals Company considers this to be the most important training content.
Since my study focuses on the communication skills and presentation skills of the
training program, in-depth analysis of the technical skills was not considered. But in
General, the Technical Skills Classes consists of the following items:
+Understanding Of Human Systems, such as: Digestive Systems, Nervous Systems etc.
# In-Depth Product Knowledge:

® Knowledge about Company product lines.

® knowledge about nature and scope.

® Knowledge about new products
Use of tools for the “Developing Technical Skills” Classes:
In order to make the lectures and demonstrations more interesting and lively, it is
essential to make use of such presentation tools as:
*Overhead projectors. +Multimedia screen. *Electronic Board. »Medical equipments

and assistant tools etc.
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Another most important aspect of the training program. The salesmanship presentation

wPresentation Skills classes:

can be divided into three parts. Given below are suggestions to improve proficiency in
each of the parts: ‘
»Suggestions to develop unique approaching styles:
® Determine objectives of approaching,
® Show Video tapes of Fxecutive Negotiations, sales approach to doctors.
® Arrange mock approaching practices where trainees will be first encouraged to
approach with their own styles. The event will be captured through Vigilance Video
Camera. Later the recorded tape will be played to show their mistakes.
+Suggestions to improve the detailing skills:
# Develop a model ol the detailing part. Divide the detailing part into segments.
Develop objectives and technigues for each segment. This will help to identity and
rework the specitic problematic area of detailing part ol the trainee.
¢ Similar to the method suggested for approaching style, video recordings of mock
detailing can be applied through vigilance cameras.
# Real Lile experience sharing by the AM(Area Manager) and the FS(Field
Supervisor).
#Weekly one class will be held on a mock detailing session. Each trainee will be
assigned a randomly chosen commodity product or pharmaceutical product on the
previous day. Then he will be asked to make preparation to present a detailing part
for that product for the next day. This will improve the trainees’ idea generation

capability.

+Presentation Type:
The trainer should also decide what type of presentation should be adopted, whether
# Memorized(or Canned) Presentation/ # Planned(or Formula) Presentation/ # The
Need Satisfaction Presentation or @ The Problem Solving (or Survey Proposal)

Presentation----depending on the need or purpose.
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w»0bjection Handling Classes:

Suggestions to improve the objection handling ability:

# The “Five General Guidelines™ - stated in the literature review part, should be trained
and maintained.

+Trainees should also be able to apply each of the six objection handling methods stated
in the literature review part. The methods are # Boomerang Method
¢Counterbalance Method ® Denial Method # Indirect Denial Method # Pailure-to
Hear-Method ¢ Question Method

+#Mock sessions and video recordings to review and revise drawbacks.

# Motivational Classes.

The objectives of this class are to:
@ Nurture an inner motivation among trainces toward the prolession .
@ Develop a bond or an emotional attachment among trainees and the company.
Suggestions to achieve the objectives:
B’ Provide the trainees with company magazines and annual in-house articles that
contain pictures , news about employee achievements, rewards, ceremonies, social
programs arranged by employees etc.
B’ Arrange speech sessions that would be conducted by senor MPOs who have been
awarded as “Man ol the year” or one of the “Top ten MPOs of the year” ete. These
people would talk about their achievements, their feelings toward the company,
special events from memory, ete.
B’ Fach day, award the highest scorer on the previous day’s exam with some gifts like
Pen, Special Lunch Box, Transport allowance lor the next three days cte.
B Arrange for recognition program for the top scorer at the end of the final exam,

where he will be awarded a certificate and a special gift from the Managing Director.
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These classes will be partially conducted by Faculty of Business Communication from

»Grooming and mannerism classes

Prominent Universities, and partially taken by executives who take part in the selection
and recruitment of top level executives.
Suggested Tools for developing Grooming, Mannerism, and Professionalism:

“@ Video Demonstrations.

@ Practice sessions

“@ Recognition as the “Decent Man of the week” for trainee who shows good level of

professionalism and mannerism.

wDeveloping Positive Attitude Classes:

Contents ol this class:
@ Brict Discussion on the Psychological Aspects of Human Being's Motivations,
Desires, Actions, Emotions, Frustrations ctc.
“@ Maslow's need hierarchy.
M Universal Examples of victory and achievements resulting from positive attitude
and determination.

@ Practical experience of Lrainers’ and Senior MPOs’,
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As mentioned earlier Training Managers at SPL are continuously in the search for new

+Communication Skills Classes

ways Lo improve the training procedures so that they can develop the most efficient
Salespeople in the industry. There is hardly any aspect that they have not taken into
consideration while designing the training program. Moreover, Periodical revision ol the
existing program is always done to ensure up-to-date skill base of the trainees. As soon
as they have sensed the need to incorporate additional features in the “Developing
Communication Skill” Part of the training program, they have begun to make thorough
investigation on this field.
Given below are guidelines that | have formulated based on the research result |
observations, and the literature Review:
The Communication Class can be divided into two parts:
@ The Theoretical Part and @ The Practical Part.
In the Theoretical Part, trainees will be taught the mechanism of oral
communication and theories relating to Standard Oral Communication. The
[ollowing steps can be implemented:
@ Step 1 Understanding the physiological aspects of oral communication.( Example:
Literature review, page )

@ Step 2 Discussing the Psychological Aspects of oral Communication, common

barriers, suggestions to overcome such barriers.(I'xample: Literature Review, Page

@ Step 3 Nonverbal Communication such as appearances, timing and distances,

Gestures ete.(Hxample: Literature review, page )

@ Step 4 (a) Understanding the AIDA message structure

(b) Understanding the mechanism of the Five Spokes of oral communication.
(Example: Literature review, page )

Improvement of the Practical Part is the ultimate goal of this study, which, if achieved
would sharpen the competitive edge of the field forces of Square Pharmaceuticals [td.
Keeping this in mind, 1 have tried my best to incorporate a) the research findings
b)important findings from literature ¢)SPLs’ training managers opinions and d)my own

observation from the field, while developing the following guideline :
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A video tape will be shown to the trainees where a newsreader reads the daily news

@ Step 1. Improving the pronunciation skill:

ol a particular date for 10 minutes. The audio recording of the contents will be
provided to each trainee to practice at home. They will be told to follow the
newsreaders’ tone and pronunciation style as precisely as they can while practicing it
at home. The next day, they will have to present it in front of the class. They will be

graded solely on their pronunciation skill fro this presentation.

@ Step 2. Improving the confidence level during communication:

This step is designed for those who actually possesses good ability to communicate
effectively, but cannot do so due to the stage fright or nervousness in {ront ol superior
people like managers or doctors. For this session a group ol managers and doctors
will make sudden visits to the training room to have a discussion session with the
trainees. Unlike the other discussion sessions, hear trainees will have to initiate a
discussion Lopic and guestion to the manager or doctor. The visiting group will
remain silent il no question is asked or no salutation is given, and they will randomly
approach to each of the trainee. Trainees will be graded on their ability to initiate
discussion bravely, and their attitude during the discussion.

The alternative method to this approach can be to send trainees to dilferent
department heads and managers where the same procedure will be followed. Once
they make themselves comfortable to approach and ask questions to senior
executives and managers, they will be able to break their communication inertia.

@ Step 3. Improving the Idea Generation Ability during communication:

This step is designed to increase the promptness of trainees who suddenly faces a
mental block during his presentation. This is more [requent when the message is
delivered in a language other than his native language.

For this session, trainees will be given a topic without prior announcement. They
will have a 10 minutes time to prepare themselves for the presentation on the given
topic. They will be graded on their ability to present argument or facts on the topic
without making any long break in proceedings. They will also require to maintain eye

contacts with the audience.
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@ Step 4. Mastering the AIDA & Five spokes mechanisms to develop the sales

message:

Now the trainees have learned the communication basics and eradicated the
communication barriers, they are ready to deliver the sales message.

During this session, trainees will be required to make sales messages constructed on
the AIDA principles and/or The Five Spokes Principles. They will be graded on how
skillfully they have managed to incorporate cach of the principles into the sales
message. If the events can be recorded on vigilance video cameras, their faults can be
detected and modified. The added advantage of using Vigilance Camera for this
session is that, the mistakes can be detected precisely, that is, it can be detected from
the videos that who has made mistakes in which area, and what kind of mistake has
he made. When the trainee will be shown his mistake and told how he can overcome
the fault, he will have a lasting effect of this kind of learning,

R R e o R T B ST P S, &

+382% (¥} Final Comprehensive Exam on Training Contents
The final exam should be comprehensive and include questions from each ol the training
contents areas. Candidate has to qualily in this exam and if he fails, he will be rejected

from the selection.

8825 | Final Interview on Training Contents

Those selected in the linal examination will have to lace the final interview. The

following items can be included in the final interview session:

B Questions regarding company policy and product knowledge.

® Candidates will have to make a sales presentation instantly on a chosen product. The
presentation should be brief but the detailing part should be emphasized.

B Questions involving his feelings and experiences regarding the training program and
SPL.

B Questions involving his preferences regarding geographic locations and reasons for

preferences.

s188 ¥ Appointment and Posting
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SEESE Job Confirmation After 6 Months
This is the current policy of SPL, whereby the job is guaranteed after 6 months of
practical exposure in his designated sales territory. The confirmation depends on the
MPOs ability of fulfilling the target, his accountability to the SMPOs and his overall

performance during the period.

3822211 Refreshers’ Courses & Fvaluations round the year

These are also parts of the existing procedures followed by SPL, whereby MPOs have
plenty ol scopes to revise the training course contents and learn about new topics
whenever needed. There are monthly sales meetings, quiz tests, short courses on
updated topics, through which MPOs get their chances to refresh their knowledge and

skills base and management get the chance to evaluate their field forces time to time.
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RECOMMENDATIONS

In order to implement necessary modilications in the T& D procedures as well as
improve the overall performance level of the sales foree, the Department of HR Training
& Development of Square Pharmaceuticals Ltd. should undertake certain judicious
measures. By bringing about the necessary changes, SPL can ensure a better perlormance
level of the MPOs, that will set them apart form the others.

Following are recommendations that SPL should take into consideration:

@ To Enrich the HR T & D department by increasing manpower:

The HR T&D Department of SPL has the major responsibility of training the sales lorces
of SPL in such a way that they can successfully market the company’s products and
ensure the dominance in the market. But the huge tasks and responsibilities are shared
only by a lew managers who have to work very hard to coordinate among the tasks. They
are very efficient at doing their work. But il additional skilled manpower would have
been provided these efficient managers would have been able to give much better output,
@ To Procure modern Vigilance Camera and other peripheral devices
@ To Arrange lor Guest Lecturers to conduet part of the communication skills classes.
@ Arrange lor SMPO/FS/AMs participation in the training program.
@ To Include Presentation Skill, Academic Fxcellence, Job Necessity, and Smartness

in recruitment criteria list.
@ 1o Adopt the Job-Nature-Introductory test prior to the secondary interview.
@ To take assistance from the proposed model in order to redesign the existing 1&D

procedures.

K
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CONCLUSION

[ & D is a continuous process. Fven the most successiul salespeople sometimes have to
pause to take a look backward to identify changes, shortcomings and get rid of those. HR
managers at SPL are aware of this process and hence they have designed their field lorces
accordingly. SPL is also in a continuous search for improvement. They always try to
figure out what competitors are doing and whether they are lacking behind, if so why,
and how it can be improved. This is the key to organizational success— knowing the
internal environment, keeping track of the external environment, comparing, and taking
necessary steps needed to improve shortcomings if there are any. Provided SPL always
maintains its search lor improvement in this process, it will remain as the market leader
in the Pharmaceutical industry of Bangladesh.
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Questionnaire

Selection

¥ What are the selection criteria that you consider to be important while
recruiting  your sales force for training ?
(—=Please check as many as applicable
-——=Please specify if you have any other opinions or comments in the ‘Others/Comments’ portion)
®  Academic excellence
™ Physical Appearance(Complexion, Physique etc.)
®  Mental abilities(Verbal intelligence)
®  Personality( ego strength, sociability, aggressiveness)

W Prior Job experience

Smartness

ic

Presentation skill

# DPositive Attitude

Others/Comments:

“Which of the above do you consider to be the most important criteria ?
Please give your reasons.




¢ Can you briefly describe the selection procedure or the steps that an
applicant has to go through to become a Sales Representative of your
company?
(A diagram or a flow chart would be very helpful)




Training

G What should be the primary objectives of an Ideal T'raining Program ?

“ Areas that should be covered in such a Program should include ?
(=——Please check as many as applicable
-—==Please specify if you have any other opinions or comments in the ‘Others/Comments’ portion)

#= Developing Technical Skills

® Vocabulary related to the firm’s product lines
™ Knowledge of the company and its policies
®= Presentation style

® Ability to handle objections

™ Interpersonal skills(Sociability etc.)

® Programs designed to increase motivation and dedication toward job

# (Groomine and Manner

Others/Comments:

O According to your opinion which of the above contributes most in
developing an effective sales force?



¢ What is the length of a T'raining Program in your organization?
O How many participants are there in each session?
A\ How many Training Programs are offered a year?

“ How do you train the participants to develop their salesmanship skills?

“Which aspect do you emphasize more to develop the selling skills of the
trainees?
™ ‘[ ‘heoretical

™ D eactical

Gy hat kinds of methodologies are implied to develop excellence on the
chosen aspect? (Such as Mock interviews, Video demonstration etc.)



Motivation :

L L EP% you provide allowances to the trainees?
U What incentives do you provide/offer to your sales force to better motivate

them?

2\ How your sales force react to these incentives?

Gy they are highly motivated what are the reasons for their motivation?

W Are there any negative measures for salespeople who are unable to fulfill
their goals?

O What are the common reasons you think, for sales people to leave their job?

“Do you think sales training content can have an impact on the turnover rate
thus enhance motivation and strong preference toward job?

® [fyes
What are your suggestions to correlate between training and Employee
retention?

® ifno

What should be the alternative approach to lower the turnover rate ?

Thank you very much for your kind cooperation
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