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	          Prospect, Non-Prospect Customer, Shipping Profile, Sales Call Rules 
Owner/ Department: IBU-KWT, Sales



CRITERIA ON QUALIFYING PROSPECT TO NON-PROSPECT 

(But not limited to):
1. Type of business

2. Business needs

3. Business size

4. Business location

5. Competitor information
6. Shipment frequency

7. Shipment location

A. QUESTIONS RELATING TO CUSTOMER SHIPPING PROFILE
(But not limited to):
1. Product type

2. Shipment type (e.g., documents, parcel etc.)

3. Volume of shipments

a. Domestic

b. International

4. Shipment destinations

5. Shipment origin

6. Percentage of shipment per location based on our delivery zones

7. Type of packaging
8. Frequency of shipments

9. Existing provider
10. Preferred mode of service. (e.g., air, land etc)

11.  Pick up & delivery schedules

12. Other special shipping preferences by customer, if any

B. SALES CALLS / VISITS RULES:

1. As per the rule, each sales executive has to visit at least 8 customers a day combining new, existing and prospective clients

2. Should visit their top 10 customers at least twice a month
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