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Profile

About Us

Based in the East Midlands, JC training & Consultancy specialise in the delivery of
Apprenticeships across a range of sectors. We understand the importance of learning
and how Apprenticeships ensure the development and growth of knowledge, skills and
behaviours which is why we focus our pathways to meet sector specific aims and goals,
maximising your learning and development through robust teaching, learning and
assessment.
Our tutors and delivery team have vast sector knowledge and experience and deliver
teaching and learning tailored to your individual needs and learning styles whilst
maximising all learning opportunities on and off the job.



Business Administrator Level 3
Business Improvement Technician Level 3
Business Improvement Practitioner Level 4
Business Improvement Specialist Level 5
Business Improvement Leader Level 6
Quality Practitioner Level 4
Team Leader Level 3
Operations/Department Manager Level 5
Senior Leader Level 7
Senior People Professional Level 7

Payroll Administrator Level 3
Payroll Manager Level 5

Digital Marketer Level 3
Marketing Assistant Level 3
Marketing Executive Level 4
Marketing Manager Level 6
Sales Executive Level 4
PR & Communications Level 4
Procurement & Supply Level 3
Bid & Proposal Co-Ordinator Level 3
Customer Service Practitioner Level 2
Customer Service Specialist Level 3
Retailer Level 2
Retail team Leader level 3
Retail manager Level 4

Learning Mentor Level 3
Learning & Development Practitioner Level 4
Assessor/Coach Level 4
Employability Practitioner Level 4
Coaching Professional Level 5
Learning & Skills Teacher Level 5

As part of our Apprenticeship offer, we deliver following pathways

Business:

Finance:

Sales, Marketing & Procurement:

Education:

Profile
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OUR CORE VALUES 

1 Learner Aspirations

Integrity

2 Customer Delight 

Transparency

Learning that goes beyond boundaries to create lifelong impact, that ensures pathways are
achieved that meets our learners’ aspirations.

We Satisfy and Delight Our Customers, our customers are the lifeblood of our business and our
most important stakeholder. We strive to meet or exceed their expectations in every aspect of
our services. To honor our commitment and act with responsibility in all our relationships.
Quality in Method and Design enables us to tailor our approach to sector and industry
standards
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We are committed to right first time and on time in full principals across all aspects of the
business, ensuring that the quality of services meets with customer expectation and beyond.
We believe that nothing is more important than our reputation and behaving with the highest
levels of integrity is fundamental to who we are

Our business is run with clear and open communications with learners, client and employees
that forms transparent transactions and delivery of high-quality training. We are one team and
it’s when we share our skills, knowledge and experience, ensuring that diversity makes us
strong.

To excel through quality and to enjoy our work. To address sector developments ahead of the
curve, that enables us to provide timely training for our clients and learners. To learn from our
experiences, to encourage new ideas and try new possibilities

5 Passion



SALES EXECUTIVE LEVEL 4

Duration of apprenticeship:
Typically 18 months. 
Maximum funding: £6000

Professional recognition
Achievement of the standard meets the eligibility requirements for Sales Certification at Level
4 with the Institute of Sales Professionals (ISP).

A Sales Executive is a sales person working in either the Business to Business or Business to
Consumer markets with responsibility to sell a specific product line or service. They plan their
sales activities, lead the end-to-end sales interaction with the customer and manage their
sales internally within their organisation. They will be responsible for retaining and growing a
number of existing customer accounts, and generating new business by contacting
prospective customers, qualifying opportunities and bringing the sales process to a mutually
acceptable close. Typically, a Sales Executive will deal with a single point of contact for each
sale, and will present a pre-considered value proposition. The entire sales process may be
completed during a single customer ‘conversation’, or over a series of interactions. 
A Sales Executive understands their organisation’s product(s) or service(s) in detail, and is an
expert at analysing customer needs and creating solutions by selecting appropriate
product(s) or service(s), linking their features and benefits to the customer’s requirements. A
Sales Executive will develop customer relationships by establishing rapport and building
trust and confidence in their own and their organisation’s capabilities through demonstration
of detailed product knowledge, competitor knowledge and an understanding of the market in
which they operate, and by ensuring a positive customer experience.
Occupation profile
Sales Executives operate in organisations of all sizes across all sectors and markets, including
Technology, Media, Pharmaceutical, Recruitment, Fast Moving Consumer Goods, Utilities and
the Automotive Sector. Typical job roles and job titles include Sales Consultant, Sales
Specialist, Sales Advisor, Sales Representative, Business Development Executive, and Field
Sales Executive.
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KNOWLEDGE

Organisational knowledge
Understand your organisation’s vision, values and capabilities, the principle goals of its overall
strategy, and the specific objectives of its marketing and sales strategies. Know how to analyse
your organisation’s sales and marketing strategies and objectives and translate them into plans
and actions for your role.

Product, service and sector knowledge
Identify the features and advantages of the product(s) and/or services(s) you sell, understand
how these meet customer needs, and examine how they compare to competitor’s solutions.
Understand the nature of your sector and the likely forthcoming changes to it. Understand the
legal, regulatory and ethical frameworks relating to your sector and role.

Market knowledge
Understand how your market is segmented and how to target specific segments through
effective product or service positioning.

Customer knowledge
Know how to analyse the macro and micro environment of individual customers. Understand the
challenges and purchasing motivations of your customers and the internal and external factors
that impact their purchasing decisions. Understand expectations of what constitutes a high-
quality customer experience.

Commercial and financial acumen
Understand the principles of finance for sales, such as profit and loss, return on investment and
budgeting. Appreciate the impacts of different types of costs on the businsess and the drivers of
profitable performance. Understand the impact of any discount or variation in terms that you
may offer.

Digital knowledge
Understands how to exploit digital technologies to aid the sales cycle.



 SKILLS 

Sales planning and preparation
Set effective targets using sales forecasts. Prioritise customers and activities to grow account
value and maximise return-on-investment in line with your organisation’s strategy. Formulate
or refine customer plans and objectives. Create efficient territory plans where appropriate.

Customer engagement
Effectively communicate and interpret customer information exchanged through written,
verbal and non-verbal communication. Develop a customer engagement style that effectively
opens sales conversations, builds rapport, enhances customer relationships, and adapts to
different customer’s social preferences.

Customer needs analysis
Be highly skilled at effective questioning and active listening techniques to understand the
customer’s needs, guide the sales conversation appropriately, create mutual understanding,
and build trust and affinity with customers.

Propose and present solutions
Develop sales proposals and deliver them using a presentation style and technique
appropriate for your customer. Present relevant products and/or services, explain features
and their advantages, and clearly articulate the value and benefit of the solution for the
specific customer. Use and adapt a range of techniques to draw-out and overcome common
sales objections.

Negotiate
Research the customer’s likely desired outcomes and negotiating stance. Develop responses
to likely objections. Identify your own organisation’s needs, such as minimum price and
acceptable terms. Negotiate or trade variables effectively.

Closing sales
Be attuned to verbal and non-verbal buying-signals andmove to close at an appropriate point
in sales conversations. Develop ethical techniques to close sales and confirm customers’
purchase agreement.



 SKILLS 

Gathering intelligence
Collect, analyse and interpret market intelligence and share it appropriately and effectively
within your organisation.

Time management
Use and adapt appropriate tools and techniques to prioritise and manage your time
effectively.

Collaboration and team-work
Contribute effectively within a team environment. Work collaboratively with both internal
and external stakeholders. Manage communications with the cross-functional team in
relation to the effective delivery of your sales, such as finance and service delivery. Support
continual business improvement by sharing best practice with sales team colleagues and
assist the marketing team to develop new marketing collateral.

Customer experience management
Deliver a positive customer experience. Manage customer enquiries and issues effectively.
Take proactive action to prevent and minimise customer concerns and complaints. Handle all
customer interactions professionally to the customer’s satisfaction.

Digital skills
Effectively use digital tools to conduct research and target customers in line with the overall
sales strategy. Able to deliver presentations and meetings using digital communication.
Complete accurate records and process sales in accordance with your organisation’s policies,
procedures and digital CRM systems.



BEHAVIOURS

Ethics and integrity
Present yourself as an ambassador for your employer’s brand, and act in accordance with
your organisation’s values and code of conduct at all times. Maintain integrity in all business
relationships. Challenge unethical behaviour.

Proactivity
Proactively develop new and existing customer relationships. Plan and lead sales
conversations and make recommendations to support the customers’ requirements.
Proactively monitor the customer experience.

Self-discipline
Demonstrate the ability to control your actions, reactions and emotions.
Remain calm under pressure and be aware of your personal impact on others.

Resilience and self-motivation
Demonstrate the ability to maintain optimism and professionalism in the face of rejection,
quickly recover from setbacks, adapt well to change, and keep going in the face of adversity.
Remain highly motivated to achieve both personal and professional goals.

Continuous professional development
Respond positively to coaching, guidance or instruction; demonstrate awareness and
ownership of your continual professional development, and actively seek out development
opportunities outside of formal learning situations.
 

 



DELIVERY METHOD
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Experience/educational attainment required to undertake the course?

How the apprenticeship is studied towards

What support we can expect from you?

There are no formal entry requirements however as part of the apprenticeship, the apprentice
would need to achieve Functional Skills Level 2 in Maths and English unless  prior attainment of
this is provided but the tutor would fully support as part of the learning journey.
 

As part of the teaching and learning journey, we use a blended approach to support and facilitate
the learning cycle whilst maximising the learning opportunities. 
To do this, we complete teaching and learning on a face to face basis (prior agreement of dates
and times with yourself as the employer), remote and online so that the apprentice can take
advantage of receiving face to face teaching whilst using the remote and online to supplement
the areas taught 
We use an e-portfolio where all teaching and learning resources will be provided and the
designated line manager will have access to the portfolio through their very own log in where
they are able to support the apprentice, provide feedback and complete witness testimonies etc.
This encourages a full triangulated approach between us as the provider, the employer and
apprentice
We ensure that apprentices have the opportunity to have enrichment to their learning through
away days (planned & agreed with employer) along with our very own apprentice platform
designed to experience others views within the same apprenticeship pathway operating as a
forum to share ideas, opinions nand experiences whilst gaining peer support

We ensure that the triangulated approach is enacted and that regular reviews are completed on a
monthly basis to measure your progression, learning, achievements and distance travelled and
communicate this with you on a monthly basis where you can discuss these areas and any
concerns or adaptations you require. 
We ensure that your feedback is captured and you are them able to add your review feedback to
the portfolio directly, again showing an employer journey throughout, keeping you involved and
engaged to support you. 
All we require in order to perform this is the designated manager to allocate monthly meeting
times per month at a suitable date and time to them to complete this process.
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We tailor our approach to all employers and apprentices needs which is why
we are able to complete onboarding and preferred start dates anytime of the
academic year and is based upon your request.

We complete stage gates for our onboarding, induction and official start date
of the Apprenticeship which consists of:

Stage 1:
Employer Analysis 
- Completion of Organisational Training Needs for the organisation

Stage 2:
Onboarding
 Onboarding where our Apprenticeship Engagement Officer will meet with the
employer/manager and apprentice to complete all onboarding actions which
include:
- The entirety of the Apprenticeship overview including expectations 
- Delivery Methods
- Introduction & Overview of the tutor 
- Resources
- Online Portfolios 

Stage 3:
Start of Apprenticeship Journey
- Planned official start date where the apprentice will meet with the tutor to
complete their first teaching and learning 

ONBOARDING



"WE BELIEVE IN
MAKING A REAL
DIFFERENCE TO
PEOPLES LIVES

"That's why we only provide
the best for our clients. "

Jennifer  Crook
Managing Director of JC Training & Consultancy



07540285652

jenny.crook@jctrainingandconsultancy.co.uk 

www.jctrainingandconsultancy.com

CONTACT US
For Further Information
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