BULLETIN 2019-13
December 13, 2018
	U.S. Department of Labor

Employment and Training
  Administration

Office of Apprenticeship (OA)
Washington, D.C. 20210
	Distribution:

A-541 Headquarters
A-544 All Field Tech

A-547 SD+RD+SAA+; Lab.Com
	Subject:  New Apprenticeable Occupation:  Technical Sales Representative 
Code: 200.1 

	Symbols:  DPQSP/KL
	
	Action:  Immediate

	PURPOSE:  To inform the staff of OA, State Apprenticeship Agencies (SAA), Registered Apprenticeship program sponsors and other Registered Apprenticeship partners of the new apprenticeable occupation of Technical Sales Representative:

                                           Technical Sales Representative 
                                           O*NET-SOC Code:  41-4011.00                                      
                                           RAPIDS Code:  2075
                                           Training Term:  2,000 hours

                                           Type of Training:  Time-based                       
BACKGROUND:  The occupation Technical Sales Representative was submitted by Mr. Torsten Schimanski, Director of Open Enrollment Training, on behalf of the New Jersey Manufacturing Extension Program, Inc., for an apprenticeability determination.  The OA Administrator approved the Technical Sales Representative on October 1, 2018. 
The Technical Sales Representative:

· Develops new business by initiating direct contact and securing meetings with decision makers and business leaders;

· Develops and implements action plans for penetrating both prospective and existing industrial accounts; and 

· Works collaboratively with an experienced inside support team. 
ACTION:  The OA staff should familiarize themselves with this bulletin and the attached Work Process Schedule and Related Instruction Outline, as a source for developing apprenticeship standards and/or providing technical assistance.  The new occupation will be added to the list of apprenticeable occupations.
If you have any questions, please contact Ken Lemberg, Apprenticeship and Training Representative, at (202) 693-3836. 
NOTE: This bulletin is being sent via electronic mail.  

Attachments
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WORK PROCESS SCHEDULE

TECHNICAL SALES REPRESENTATIVE

O*NET-SOC CODE: 41-4011.00    RAPIDS CODE: 2075

Sales Representatives, Wholesale and Manufacturing, Technical and Scientific Products

		Description

		Approximate Hours



		Accounting & Finance


1. Nature and role of accounting and finance


2. Need of financial information and how to read it


3. Organization and structure of the business

		100



		Purchasing & Procurement

1. Supplier management and review


2. Supplier selection


3. Contract terms and conditions


4. Stakeholder engagement

		100



		Production


1. Production process

2. Introduction machine park


3. Basic introduction to technology


4. Work in production in all production steps


5. Raw material knowledge


6. Variations in production


7. Quality control steps


8. Basics of lean manufacturing


9. Plant and production safety


10. Blueprint

		200



		Marketing


1. Company mission and history

2. Company Unique Selling Proposition (USP) and Value Statement


3. Lead development


4. Customer relationship management


5. Company marketing mix and outreach


6. Marketing material overview and production


7. Events and exhibitions


8. Best practices and marketing success stories

		300



		Sales


1. Cycle of the Sale 

2. Elevator pitch


3. Sales expectation and Key Performance Indicators (KPI’s)

4. Lead development


5. Client list


6. Prospecting and client outreach programs


7. Sales and marketing material 


8. Sales pitch and presentations


9. Customer Service

10. Territory management


11. Branding activities



		1000



		Distribution

1. Supply chain management

2. Network design and transportation

3. Demand forecasting

4. Inventory control in single- & multi-echelon systems

5. Incentives in the supply chain

6. Vehicle routing

		                                                100



		Warehousing

1. Receiving & Inspection


2. Material Handling


3. Slotting 


4. Storage and Inventory Control


5. Picking & Packing


6. Load Consolidation & Shipping 


7. Shipment Documentation 


8. Warehouse Management System (WMS)

		                                                100



		Research and Development (R & D)

1. Improve manufacturing process

2. Improve manufacturing tools


3. Product development, improvement & innovation


4. Improve competitiveness

		                                                100





TOTAL HOURS                                             



      2000
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RELATED INSTRUCTION OUTLINE

TECHNICAL SALES REPRESENTATIVE

O*NET-SOC CODE: 41-4011.00   RAPIDS CODE:  2075

I. Prospecting and Territory Management


II. Opening the Sales Call


III. Listening and Questioning


IV. Presenting Solutions 


V. Overcoming Objections and Closing


VI. Developing Clients for Life


Classroom Training Program


		Title

		Content

		Media

		Hrs



		Prospecting & Territory Management



		· Define territory management 


· Describe techniques for prospecting and qualifying customers


· Identify how to develop a pipeline of profitable customers


· Determine how to plan for sales opportunities 


· Identify techniques for making contact with prospects


· Identify strategies you will implement for prospecting and territory management


· Utilizing LinkedIn


· Effective email correspondence


Program participants will utilize prospecting skills to identify and contact existing and new clients with sales potential to become a new or bigger customer. The evaluation of these clients leads to a needs analysis that will support the preparation of the customer visit or initial call.  




		

		24



		Opening the Sales Call




		· Make Introductions


· Write and confirm agenda


· Overview of your company


· Overview of your company’s product


Utilizing the data from the needs analysis, program participants train how to develop customer focus sales pitches. Approaching customers at the right time and with the right words is key to success in sales. Participants learn how to be a valuable partner to future clients, position themselves with confidence to get the appointment or deal they are looking for. 

		

		24



		Listening and Questioning

		· Identify types of questions to uncover customers’ needs


· Identify typical needs and challenges that customers have


· Describe challenges we have with listening


· Demonstrate how to use active listening techniques


· Identify and implement strategies for listening and questioning clients about their business needs


During a meeting with customers, sales representatives have the opportunity to build rapport and ask all the right questions that help to identify the problem a client needs a solution for. The right mix between active listening and positioning of a potential solution will lead to a sale. 


Program participants learn how to collect the information needed, lead and steer the conversation, build rapport and communicate professionally.

		

		24



		Presenting Solutions

		· Effectively present solutions using the Presentation Model


· Describe the features and benefits of a product or service


· Presentation Skills


· Public speaking

Presenting and representing a company, a brand, a product and ultimately a solution clients want to buy is crucial for the success of Technical Sale Representatives. Utilizing white paper techniques, white board, flip charts, brochures or demonstrations needs knowledge and skills to convince flawlessly. 

		

		32



		Overcoming Objections and Closing

		· Identify typical customer objections


· Deal with and overcome objections using the Objection-Handling Model


· Describe the steps for closing 


· Demonstrate how to close the sale


Objections are part of every sales conversation and tied to the art of negotiation. In this segment participants learn how to separate between objection and pretense, turn an objection into an opportunity, work with the objections to reshape the offer and close the sale.

		

		16



		Developing Clients for Life

		· Explain the process of product implementation and plan how to develop clients for life 


· Describe how to develop strong, mutually beneficial client relationships 

· Discuss effective techniques for building customer relationships


· Identify strategies for capitalizing on customer relationships 

· Summarizing the Cycle of the Sale


Utilizing rapport building skills to create long lasting relationships generates sustainable income for Technical Sales Representatives. With follow-up strategies as well as cross-selling and up-selling techniques, participants learn how to build meaningful customer relationships, valuable to their performance and the company they work for.


This category focuses on customer service and empathy.

		

		32



		

		Total Hours

		

		152





Program Execution

Program attendees work 4 days a week (On-the-Job Learning) and participate in the outlined classroom training once per week, on the 5th day of the week.

The classroom training described is an outline of the total hours offered during the program, exceeding the required minimum of 144 hours plus additional online training opportunities. 

Training Methodology


The training schedule is not supposed to be static - especially apprentices in a sales occupation need a high level of dynamics and change. 


Facilitators will ensure the training hours required per topic and integrate them during the classroom training day over the time of 12 months.

For example (for illustrative purposes):


At the beginning of the program, the emphasis of the training will be on basic sales and prospecting skills to develop a customer base and secure first success. During the second half of the apprenticeship year, the facilitator has the opportunity to mix new skills with previously learned knowledge.


		Day 1

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning

		3 hours


3 hours


2 hours






		Day 2

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

		2 hours


2 hours


2 hours


2 hours



		Day 3

		Opening the Sales Call
Listening and Questioning


Presenting Solutions

		4 hours


2 hours


2 hours



		Day 4

		Opening the Sales Call

Presenting Solutions


Developing Clients for Life

		2 hours

2 hours


4 hours



		Day 5

		Prospecting and Territory Management

Presenting Solution

		4 hours

4 hours



		Day 6

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections

		1 hour


1 hour


1 hour


2 hours


3 hours



		Day 7

		Opening the Sales Call


Presenting Solutions


Overcoming Objections

		5 hours


1 hour


2 hours



		Day 8

		Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		1 hour


2 hours


1 hour


2 hours


2 hours



		Day 9

		Presenting Solutions

Overcoming Objections


Developing Clients for Life

		1 hour


3 hours


4 hours



		

		Halfway Point

		



		Day 10

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		1 hour


3 hours


4 hours



		Day  11

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		2 hours

2 hours


2 hours


2 hours



		Day 12

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		1 hour


2 hours


2 hours


3 hours



		Day 13

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		4 hours


4 hours



		Day 14

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		8 hours



		Day 15

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		4 hours


4 hours



		Day 16

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		6 hours


2 hours



		Day 17

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		2 hours


3 hours


3 hours



		Day 18

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		3 hours


1 hour


4 hours



		Day 19

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

		2 hours

2 hours


2 hours


2 hours



		Day 20

		Prospecting and Territory Management
Opening the Sales Call
Listening and Questioning


Presenting Solutions

Overcoming Objections


Developing Clients for Life

GRADUATION Ceremony

		3 hours



		

		

		



		Total

		

		152 hours





eLearning Training Program (mandatory part of program)

Manufacturing 101 Boot Camp – Manufacturing Fundamentals (Approx. 25 hours)

· Basic Measurement 


· Basics of Manufacturing Costs 


· Basics of Tolerance 


· Blueprint Reading 


· Essentials of Communication 


· Intro to Abrasives 


· Intro to Welding 


· Math Fundamentals 


· Math Fractions & Decimals 


· Quality Overview 


· Troubleshooting 


· Units of Measurements 


· Intro to Pneumatic Components 


· Intro to Robotics 


· Intro to CNC Machines 


· Intro to Mechanical Properties 


· Intro to Metals 


· Intro to Physical Properties 


· Intro to Additive Manufacturing 


· Intro to Assembly 


· Intro to Fluid Systems 


· Intro to Hydraulic Components 


· Intro to Mechanical Systems 


· Intro to OSHA 


7




