
New Sales Professional of the Year
ENTRY FORM
	Name of nominee:
     
Name of company:
     



Entry Criteria:
An individual award for a sales professional who started a sales role within the past 3 years.
Process & Requirements
The winner of New Sales Professional of the Year will need a skill set that establishes their 

ability to make sales in any environment or business. They will have technique that will demonstrate their ability to conduct high quality sales conversations.

· Prove the ability to communicate effectively and evidence sales achievements

· Conduct a Role Play with excellent questioning and listening skills. Articulate benefits, match needs and gain commitment (gaining commitment is not closing 
· the deal!)

· Describe and prove research capabilities, financial and commercial intelligence, negotiation skills and business awareness in an interview

· Self improvement – what actions are being taken to increase knowledge in sales and industry
The winner of this award will not only be able to provide evidence in financial terms of their credibility as a successful sales professionals, but also be able to prove in an interview and role play environment why they were able to succeed as a sales professional.
Please now complete this form as a word document and send to jkelly@ismm.co.uk.  Your form should not exceed 1000 words in total.

Please show in this section how you/the nominee meets the criteria above:
	Research:       


	Customer relationships:  


	Sales techniques:  


	Self improvement:  


	What makes you/the nominee exceptional:  



Contact details for nominee

	Name:       


	Job title:       


	Company name and address:      


	Telephone No:      
	Email:       


	Nominated by colleague, client or yourself:       



Contact details for person/company making the nomination

	Name:       


	Job title:       


	Company name and address:      


	Telephone No:      
	Email:       



(If you are nominating yourself this section is to be left blank)

Terms and Conditions

1. Hand-written entries will not be considered.

2. Any entries received after Monday 12th November 2012 will not be considered.

3. The ISMM reserves the right to publish details of companies entering and short-listed candidates as part of the pre- and post event publicity surrounding the event, and to make those details available to the sponsors.

4. The ISMM chair of judge’s decision is final concerning all awards.

5. No submissions will be returned and all entries become and remain the property of the ISMM.

6. Judging of short-list candidates will take place on 7th December 2012 at Beaumont House, Windsor.

Candidates unable to attend on this day will be removed from the short-list.

Next Steps

1. All shortlisted finalists will be told by 26th November 2012 of their success and will be invited to attend the judging day on 7th December 2012 at Beaumont House, Windsor.

2. Each finalist receives a free ticket to the awards ceremony which takes place on 28th February 2013 at Lancaster London.
Awarded by:
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