
CAPE PENINSULA UNIVERSITY OF TECHNOLOGY – 

NATIONAL DIPLOMA RETAIL BUSINESS MANAGEMENT 

AND

NATIONAL DIPLOMA MARKETING 

(Important Information for the Student)

1.
INTRODUCTION


Direct experience of the personal sales function is so vital to any aspirant marketer that performance in this Duplex practical sales project contributes 40% to the final mark.  It is therefore imperative that students pass this project, as they could fail the entire semester should they fail the project.  

2.
PROJECT MISSION


To provide students in Personal Sales with practical experience through a self-funding project which      enriches their career, orientated learning experience in accordance with the institutions mission.



No matter how good an idea, product or concept is, unless it is sold properly it is doomed for failure.


(Selling is the highest paid and most crucial function in the world of business)

3. GOALS


The Personal Sales Project is aimed at:

1. Establishing a sales project to equip students with practical 


experience in personal sales. 


2.
Giving students the opportunity to apply theoretical knowledge practically.


3.
Promoting creative thoughts and entrepreneurship.

4. Exposing students to real direct sales situations including aspects such as sales targets, sales reports, earnings, promotions, sales meetings and sales administration.
5. Developing skills in self-discipline, planning, target setting and organising. 

4. INTRODUCTION
Mr Anton Van Wyk, a director of various companies, will explain PRODUCTS, PAYMENT METHODS as well as ADMINISTRATION to students.  He will also attend practical classes to assist students.

5 STRATEGIES

5.1. SALES METHODS – The independent contractor (hereafter called student) sells the given products in their own time with their own strategies e.g. by appointment or on a party plan demonstration basis.  Students should aim to sell a minimum of R550.00 a month.  

Lecturers will check student’s progress on a monthly basis.


5.2

PRODUCTS AND STOCK
A full colour brochure will be available on our website:  www.duplex.co.za

NB! As soon as you hand in orders and money you are allowed to draw a product to demonstrate to customers.  Once signed for, students are responsible for the care and safe keeping of all products.  If not sold the products must be returned within a week in the same condition it was received.  A 30 % deposit is required to draw a product which will be refunded if the product is returned


5.2.1
STOCK
Stock will be controlled.  It is your responsibility to ensure (and be able to prove) that the products drawn and returned are correct.  Always ensure that you keep a copy of the stock control slip (even after completion of the project).  A student information document (AVAILABLE ON OUR WEBSITE) accompanied by a copy of your I.D. and STUDENT CARD must be completed and handed in when drawing stock the first time.  Stock will only be handed over when the student card is presented and the student nr is on the stock control slip.  

NB!  Stock will not be handed to any student for another student.  A student can only draw his own stock.  Students accept full responsibility for stock once it is issued and it must be returned in the same condition as received or you will have to pay for the stock.  Stock will be available from Cape Town office only 


5.3

ADMINISTRATION: 



We shall supply you with guarantee forms - which must be completed in full.  The products will be delivered by yourself.  If we deliver the product on your behalf there will be mailing costs for your account.

Original (to us) Second copy (client) 3rd copy (for your ref)
5.4

PAYMENT METHODS


5.4.1.
CASH
The products can be delivered immediately, provided the money was booked in correctly and in full.  Please see the WHOLESALE PRICES and suggested retail price and delivery charges.

       5.4.2.
PAYMENT BY CREDIT CARD.
a) We accept Visa, Master and American Express cards.

b)
We are directly linked to the credit card divisions of the respective banks.  This enables us to issue authorisation numbers immediately upon request.

c)
There are two payment methods:

(i)
Straight - This method is used most commonly.  The full amount is debited on your next statement from the bank.

(ii) Budget - You choose the number of instalments 6 - 12 months. 

· NOTE: CREDIT CARD NR MUST BE SIXTEEN (16) DIGITS.

· THE CCV NUMBER IS THE LAST 3 NUMBERS ON THE BACK OF THE CREDIT CARD.  WITHOUT THESE 3 NUMBERS A TRANSACTION IS INVALID.  (DOES NOT APPLY TO THE AMERICAN EXPRESS CREDIT CARDS)

Practical explanations regarding this will be given in the practical classes.

NB! Keep a database with all your client’s details.  As soon as we introduce any new product you can immediately go back to all your old clients to build your business relationship further.

5.5. YOUR PROFIT: The difference between WHOLESALE and the suggested RETAIL PRICE.  Remember that if you do the delivery yourself delivery charges (R25-R50) are for your pocket.

 5.6.a Performance Merit Certificates will be issued on the achievement of R3000.00 or more in retail sales.

PROMOTIONS 

	MONTH
	TARGET To Qualify For a Draw
	LOTS OF Promotions for those names drawn.  (MUST be present at draw)

	End February
	Everybody above     R500.00
	Khulu Voucher for R200.00

	End March
	Everybody above R1 000,00
	Khulu Voucher for R300.00

	End April
	Everybody above R2 000,00
	Khulu Voucher for R300.00

	End May
	Everybody above R3 000,00
	Khulu Voucher for R300.00


Targets are calculated on suggested retail prices.  The names of all students that reach the above targets on due date will be accumulated in a draw.  (See chart to establish targets to qualify for a draw and prizes for those names drawn.  The student MUST be present at the draw to collect the prize)

We can change the rules at any time.
PS: The user-friendly variety of payment methods and different price brackets of high turnover products ensures that a 100% final mark can be reached effortlessly.

SALES WILL HOWEVER NOT GENERATE BY THEMSELVES.


5.7a.
 Office and stockroom (CAPE CAMPUS), 
Karools Cell: 072 1890307



Will be staffed during the following times:
E-mail: accounts@khulu-importers.co.za



Mondays 
(ROOM 2.80)
From 10H00 to 15H00



Tuesdays 
(ROOM 2.80)
From 10H00 to 15H00



Wednesdays
(ROOM 2.80)
From 10H00 to 15H00



Thursdays
(ROOM 2.80
From 12H00 to 19H00




Fridays

(ROOM 2.80)
From 10H00 to 14H30
5.8 
Mark allocation This project will contribute 40% to the total of the final mark 

5.9   Closing date: The lecturer will communicate the project closing date.  All products and money must be handed in before this date.  (If not handed in it can be considered as theft)  Further you will receive an incomplete mark.

TIPS 

1. Read your information file (supplied) thoroughly and attend your practical classes.

2. START THE PROJECT EARLY.
3. Be sure to get copies of receipts and stock slips and safe-keep them.

4. Strive to obtain your direct MARKETING CERTIFICATE to add to your C.V.

5. Set minimum monthly goals of R550.00 for you to achieve and create a strategy to enable you to reach these goals.

6. See that you qualify for all the promotions and that your name is in every draw.

7. Ensure that your administration is correct.

8. Sales experience gained will ensure your preferential appointment one day.

9. Store your products in a safe place.  NB!  (If lost, you will be held responsible for the costs).

R3000,00 = MARKETING CERTIFICATE!

	TOP  SALES PEOPLE 1999
	TURNOVER
	
	TOP  SALES PEOPLE 2000
	TURNOVER

	1
 I. KRITZINGER
	R9088.87
	
	1    Nico Russouw
	R7817.91

	2. 
N. BUSS

	R7438.47
	
	2.   Vasiliki Hartzimanolis

	R6469.88

	3.
 J. DU PLESSIS

	R7392.98
	
	3.    Roshaan Harris
	R5484.66

	TOP  SALES PEOPLE 2001
	TURNOVER
	
	TOP  SALES PEOPLE 2002
	TURNOVER

	1.       Le Roux Delport
	R13 154.70
	
	1.  CHARLES DE KOCK
	R9 668.18

	2.       Gavin Mandel
	R  7 154.70
	
	2.  ADRIANA FOURIE
	R6 566.18

	3.       Jacques Uys
	R  5 465.35
	
	3.  MANDY DE OLIM
	R6 347.72

	TOP  SALES PEOPLE 2003
	TURNOVER
	
	TOP  SALES PEOPLE 2004
	TURNOVER

	1.  NKUKULO NGALEKA
	R9 537.91
	
	1. CONRAD DAVID
	R32584.70

	2.  SIMANTHEA FORTUNE
	R8 548.36
	
	2. KIM ELOFF
	R10981.75

	3.  RIYAAZ HARNEKAR
	R7 844.58
	
	3. ANDRé HARDENBERG
	R8123.80

	4.  STACEY-ANNE ROSCOE
	R7 173.80
	
	4. CHANTAL CANNING
	R7588.90

	5.  MEGAN BRUCKNER
	R6 299.33
	
	5. SIKHANYISO MAGAZI
	R7084.40

	· TOP  2005
	TURNOVER
	
	· TOP  2006
	TURNOVER

	1. Jowen Michaels
	R14854.20
	
	1. Rebecca Jansen
	R13926.95

	2.  KATHLEEN LOONEY
	R11 683.65
	
	2. MARTIN HELM
	R9708.95

	3.  MZIMSHE MAHLASELA
	R8 214.95
	
	3. KHOLISWA GEWU
	R9388.45

	4.  LUNGELWA RAMZA
	R7 185.11
	
	4. CHRISTELLE Stofberg
	R6678.55

	5.  SHANNETTE DEBRUIN
	R6706.75
	
	5. MICHEAL WIUM
	R6094.65

	· TOP  2007
	TURNOVER
	
	· TOP 2008
	TURNOVER

	1. Madikizela Debra
	R48274.80
	
	1.  GW  Jacobs
	R38307.85

	2.  Reissner Patrick
	R9150.20
	
	2.    AC Ndamase
	R9076.75

	3.  Mia Muqadasa
	R8095.45
	
	3.    W Tshayintaka
	R7423.75

	4.  Newman Odeal
	R5852.05
	
	4.    DJ  Sithetho
	R6889.95

	5.  Wiener Lance
	R5669.05
	
	5.    GA Pepler
	R5445.75

	6.  Potwana Bongo
	R5514.75
	
	6.    P Booi
	R4948.25

	· TOP  2009
	TURNOVER
	
	· TOP 2009
	TURNOVER

	1. ABRAHAMS N
	R69567.68
	
	1. ABRAHAMS N
	R69567.68

	2.  SLOMONS JE
	R12739.50
	
	7. AWAKOSSA POUNAH GA
	R6694.47

	3.  CHRISTIANS CL
	R10024.00
	
	8.     PORQUET NS
	R594799

	4.  VAN STADEN R
	R8630.87
	
	9.     SHIKONDE HN
	R5858.94

	5.  BADI L
	R7727.84
	
	10.   HUMAN AB
	R5771.73

	6.  JAFFER T
	R7527.30
	
	11.   MAKAYA POUNAH JS
	R5590.35

	
	
	
	
	


IMPORTANT

No marks will be allocated if there are outstanding products or money!

· BURSARY RECEIVERS (TOP Students)

· 2002 CHARLES DE KOCK

· 2003 NKUKULO NGALEKA

· 2004 CONRAD DAVID

· 2005 JOWEN MICHAELS

· 2006 REBECCA JANSEN –       R3000.00

·          MARTIN HELM       –      R2000.00

·          KHOLISWA GEWU –      R1000.00

· 2007 Madikizela Debra

R3000.00

·          Reissner Patrick

R2000.00

·          Mia Muqadasa

R1000.00

•  2008  GW Jacobs


R3000.00 


•
    AC Ndamase

R2000.00





•
   W Tshayintaka

R1000.00

•  2009 N ABRAHAMS           R3000.00 


•
   JE SOLOMONS
R2000.00





•
   CL CHRISTIANS
R1000.00

· YOUR EFFORTS WILL MAKE A DIFFERENCE

TOWARDS YOUR FUTURE!

COMMUNICATION CHART

Project Manager:

Anton van Wyk

Ph:
021 - 887 3620/1

E-mail: info@khulu-importers.co.za 
Cell:
082 377 7709

(Any enquiries about the overall running of the project.)



Fax:
021 - 887 6680

Stock Control and any day-to-day questions:



Karools Swartbooi 


Cell:
072 189 0307



E-mail: accounts@khulu-importers.co.za
Ph:
021 - 887 3620/1

Administration Manager:
Clara 



Ph:
021 - 8870040

(Any enquiries)

Directors: Anton van Wyk or Maarten Henning

Ph:
021 - 887 3620/1

BENEFITS OF THIS DUPLEX PROJECT!

1.
What is the goal of the project?
The Duplex practical sales project is aimed at giving students the opportunity to apply their theoretical knowledge in practice.  Marketing students are given a golden opportunity to be exposed to the sales environment.  Applicable aspects such as sales reports, client approaches, products demonstrations etc. will be covered.

2.
How will this project contribute to my future?
Marketing as a career requires a vast selection of skills and characteristics from a potential marketer.  These characteristics can be learned with ease in the practical environment.  A basic marketing personality will be cultivated during this project.  Direct marketing certificates will be issued to qualifying students, which will make a huge difference when your CV appears before a personnel manager.  Letters of reference can be obtained from us to accompany your CV.

3.
What practical experience will I obtain?
Practical aspects such as prospecting, client identification, pre-approach, communication and handling of objections will be covered.  You will learn to conduct successful demonstrations.  You will be taught to study sales and stock reports and sales administration.  Any marketer will be exposed to these aspects in his career.

4.
Why is this project important?
Marketing experience is the most important requirement for an appointment to a company.  Companies, especially in marketing, overlook academic qualifications in search of practical experience.  Performance other than academic is very important.  

QUESTION? (Interviewer) What did you do in your three years at Cape Peninsula besides studying?  
Practical Experience?

5. Financial benefit?

Promotions and 3 Bursaries. - PLUS 15% Wholesale  Profit on all sales!!! AND Performance Merit Certificates for qualifying students. 

6. KHULU BURSARY FUND: 

R3000.00 TO TOP STUDENT!

R2000.00 TO THE 2ND STUDENT

R1000.00 TO THE 3RD STUDENT

(Will be credited towards tuition fees)

Total sales of R10000 qualifies you!!!

7.
    FINAL MARKS are calculated as follows, considering the above:
· Assessment First Semester Scale - counts 
40% of semester’s mark
	5%
	R150

	10%
	R300

	15%
	R450

	20%
	R600

	25%
	R750

	30%
	R900

	35%
	R1050

	40%
	R1200

	45%
	R1350

	50%
	R1500

	55%
	R1650

	60%
	R1800

	65%
	R1950

	70%
	R2100

	75%
	R2250

	80%
	R2400

	85%
	R2550

	90%
	R2700

	95%
	R2850

	100%
	R3000


3 BURSARIES OF R3000.00, R2000.00 AND R1000.00!!

(qualifying sales of R10000)

(Students made profits 

of more than R200 000.00 participating in the Practical Project 2009)

· Good luck with the Duplex project!

HANDLING CHARGES

IF WE DELIVER THE PRODUCT ON YOUR BEHALF

PLEASE ADD HANDLING CHARGES
· R S A - SALES

POST & HANDLING CHARGES

R      0.00
-
R  100.00…………………………………R  30.00

R  101.00
-
R  200.00…………………………………R  40.00

R  201.00
-
R  300.00…………………………………R  65.00

R  301.00
-
R  500.00…………………………………R  80.00

R  501.00
-  
R1000.00…………………………………R  90.00

R1001.00
-
R1500.00…………………………………R110.00

R1501.00
-
R3000.00…………………………………R150.00

R3001.00
-
R4500.00…………………………………R220.00

R4501.00
-
and more………………………………… R300.00
NB!!!  No C.O.D. orders for neighbouring countries.
· BOTSWANA, NAMIBIA  EN SWAZILAND

     SALES


POST & HANDLING CHARGES

P/N$/E       0.00
-
    P/N$/E  100.00.................................... P/N$/E  35.00

P/N$/E  101.00 
-    P/N$/E  200.00.....................................P/N$/E  60.00

P/N$/E  201.00 
-    P/N$/E  300.00.....................................P/N$/E  75.00

P/N$/E  301.00


-    P/N$/E  500.00.....................................P/N$/E  85.00
P/N$/E  501.00 

-    P/N$/E1000.00.....................................P/N$/E110.00

P/N$/E1001.00 

-    P/N$/E1500.00.....................................P/N$/E120.00

P/N$/E1501.00  

-    P/N$/E3000.00……………………… P/N$/E160.00

P/N$/E3001.00  

-    P/N$/E4500.00……………………… P/N$/E230.00

P/N$/E4501.00
-

-    More………………………………… P/N$/E320.00


· LESOTHO

     SALES


POST & HANDLING CHARGES

M      0.00
-
M  100.00……………………………... M  55.00

M  101.00
-
M  200.00……………………………... M  75.00

M  201.00
-
M  300.00……………………………... M  90.00

M  301.00
-
M  500.00……………………………... M100.00

M  501.00
-
M1000.00……………………………... M135.00

M1001.00
-
M1500.00……………………………... M190.00

M1501.00
-
M3000.00……………………………... M230.00

M3001.00
-
M4500.00……………………………... M300.00

CONVECTION OVEN
Portable, compact, low cost, cooks faster, see through, extends.
Bake

Cook

Defrost

Dry 
Fry


Grill

 Reheat
    Roast
    Steam


Convection oven saves up to 80% on electricity.

 
Baking rises 40% more and you can watch your baking without having to open the oven.

 
The lid can be used on any other pot.

 
Uses no oil or water, thus fat-free and healthy.

 
Food stays succulent and juicy on inside and brown and crisp on outside.

· Extend oven by using the extender ring.

Meat and vegetables can be cooked at the same time in the 

·           convection oven.

· Cooks with hot air (dry roasting) thus cooks very evenly.

· Hot air circulation creates an automatic turbo wash action.  This 
action makes it easy to clean the convection oven.

· Hot air will not produce smoke or burn your food.

· Cooks evenly.

 
Oven very easy to operate.

· Men are known to be very good cooks – that is why they do so well selling the convection oven.

