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Abstract

Abstract

With the advent of the era of knowledge economy, the competition between
Chinese enterprises from the initial product development to capital management
competition, and gradually developed into intellectual capital competition, the value
of human resources has become an important symbol of measure enterprise overall
competitiveness. In mid and late 20th century, the research achievements of Harvard
University professor David C. McClelland -"competency model”, triggered a
revolution in the field of human resources. Many enterprises reconstructed a new
human resources management system. It provides a new angle of view and an
effective tool for the enterprise human resources management practice.

LD (China) Company Ltd. is the Asian R & D, manufacturing, sales and
service base of LD Material Handling. With the expansion of the market, and the
needs of company development strategy, how to develop the sales’ ability and talent
development have become one of the most important issues. As LD sales people
scattered all over the country, sales training have many challenges, as well as most
of the domestic enterprise. How can we improve the comprehensive ability of sales
more effectively, and develop high performance sales staff?

This article will combine the enterprise existing training system, analyze the
existing training program, and reference of domestic and foreign advanced theory
and practice cases, through the analysis of the competency model to construct the
LD company sales team training system. This article summarized the research,
method and structure of competency model theory, and combined with LD
company's strategic goal and the training status. With sales staff as the research
object, through behavioral event interview (EBI) method and questionnaire
investigation to analysis the competency of sales staff, and then build up the sales
competency model. Based on the competency model, and finally build up the LD
sales training system. Hope to provide a reference for relevant enterprises in the

aspect of training system reform.

Keywords: Sales Team; Competency Model; Training System
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