1. What are the “pain-points” that your customers are facing
a) why are customers not buying from us

- high MOQ, long lead time, product do not have good claim, lacking of product and technical knowledge on sales person, expensive, our product do not suit their requirement, no credit term, take long time to solve problem
b) why are the repeat sales low

- market situation, only use for certain product, have limited knowledge about the product’s application
c) why did they stop buying from us
- found substitution where there is immediate stock, lower price, low MOQ, product not moving, customer stop order, no follow up, increased price 
d) why our customers choose to buy from us

- relationship, special & good product, competitive price, ex-stock items
e) why they continued to buy from us 


- adopted formula, good quality product 
            
2. What do you lack of in order to do your task effectively?

a) Laptop – easier for sales people to do presentation and this would help to convince customer, replying e-mail while outstation and provide efficient service to customer.

b) Sales Skills – How to negotiate with customer, How to acquire more information from customer, lack of technical knowledge, How to create good PR and rapport with customers.

c) Product information from certain principle – caregen, Ikeda, Interpolymer


d) Market new launches or references

