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SUMMARY OF MASTER’S DISSERTATION
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Proposal of Process and Tools for an Inexperienced Salesperson
to Connect Next Business Negotiations at the First Visit
Abstract

In recent years, customer activities in the B2B (Business to Business) domain are undergoing
major changes. Until now, trust between businesses or between people in charge has been regarded
as important, but the environment surrounding business in recent years has changed dramatically,
problems of buyers have diversified and advanced. For this reason, the supplier of products and
services not only maintains a long-term good relationship with customers, but also the ability to
propose solutions to solve customer issues together becomes essential, and the skills of sales
representatives has become even more important. However, in an actual business negotiation site,
in many cases, it is difficult to listen to the customer's current situation, it is difficult to hear or to
obtain fragmentary information, and it is difficult to identify the true needs of customers by
themselves. In addition, because we do not understand the current situation of customers, we
cannot explain the functions of our products in relation to customer's practices, focusing on product
introductions. As a result, there is a problem that mutual understanding with the customer cannot
be made and the next business talk will not continue. In order to solve such a situation, the purpose
of this research is to propose processes and tools.

First, from the actual negotiations and the analysis of the past minutes, we clarified the problem
that the negotiations will not proceed and classified it into two. "Understanding the needs of
customers structurally" and "Associating functions and products of their products". By solving
these two problems, we thought that sales representatives could connect business talks at the first
visit. In addition, we created a list of assistance questions so that users can properly use processes
and tools.

Validation of the constructed process and tool was evaluated for its understanding, usability, and
effectiveness by three methods. 1) Questionnaire after the workshop 2) Interview with experts
(seller only) 3) Interviewed by experts (seller / buyer). From the result of 1), the process and tools
tended to be effective. Furthermore, we found that processes and tools are effective not only for
inexperienced salespeople but also for veterans. The results of 2) and 3) also confirmed the
effectiveness of the process and the tool in the same way. As an improvement point, I learned that
it is necessary for an inexperienced salesperson to explain a more specific usage method. It also
proved necessary to explain how to interpret the output after using the process and tools. Based on
the above results, we can confirm that the proposed process and tool are effectiveness in
negotiations at the first visit.
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