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ABSTRACT

In the competitive business era, individual competitiveness in sales force management has
become an important focus for companies to achieve success. Developing effective strategies
to implement individual competitiveness can have significant implications for a company's
performance and position in the market. This research aims to investigate the implications of
implementing individual competitiveness in sales force management and to identify effective
strategies for increasing individual competitiveness in the sales environment. The research
method used in this research is qualitative, by conducting an in-depth literature review to
understand the basic concepts, implications and strategies for implementing individual
competition in sales force management. The research results show that the application of
individual competitiveness in sales force management has a significant impact on individual
performance, company revenue growth, and position in the market. Implementation strategies
such as intensive training, proper motivation, and effective performance management can help
increase the individual competitiveness of sales employees and strengthen the company's
position in the competitive market.

Keywords: Individual competitiveness, sales force management, strategy, company
performance.

INTRODUCTION

Competitiveness is a multidimensional concept that refers to the ability of an individual,
organization, or economic entity to generate and maintain relative advantage in a competitive
environment. More specifically, competitiveness includes a series of factors that influence an
entity's ability to compete effectively in the market, including economic, social, technological
and environmental aspects (Wilis, 2022). This reflects the ability to produce quality products
or services, be efficient in utilizing resources, be innovative in product and process
development, and be responsive to market changes and consumer demands. In an individual
context, competitiveness includes a combination of various factors such as knowledge, skills,
creativity and motivation that enable a person to achieve optimal performance in various
contexts, both at work and in personal life. The ability to adapt to change, solve problems
quickly, and communicate effectively are also key elements in individual competitiveness
(Amalia, 2023).

There is an organizational level of competitiveness that includes the ability of a
company or institution to create added value for customers, maintain a solid market share, and
achieve excellence in cost, quality and service. This involves the use of appropriate strategies,
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efficient management of resources, product and process innovation, and building a strong
brand. In addition, in the macroeconomic scope, national or regional competitiveness refers to
the ability of a country or region to increase its competitiveness in the global market. It involves
various factors such as infrastructure, economic policies, level of education, technological
innovation, and availability of human resources. Increasing competition at this level can
encourage economic growth, create jobs and improve the welfare of society as a whole. Thus,
competitiveness is a complex and important concept in the context of the individual,
organizational and macroeconomic levels (Putri, 2023).

In an increasingly advanced era of globalization, companies around the world face
increasing pressure to remain competitive. One of the most valuable assets for a company is its
sales force. Salespeople are the spearhead in selling products or services, as well as maintaining
good relationships with customers (Fitriani et al., 2023). In this context, the application of
individual competitiveness becomes very important. Individual competitiveness is a person's
ability to compete effectively and efficiently in a competitive job market. In a rapidly changing
business world, companies are required to always innovate and adapt to market changes. One
aspect that greatly influences a company's success is how its sales force is able to adapt and
remain competitive amidst intense competition. Individual competition in sales force
management is the key to achieving competitive advantage (Gandini, 2024).

Sales force management is a comprehensive process of managing and coordinating
human resources responsible for selling a company's products or services to customers. It
involves planning, organizing, executing, and supervising the activities of the sales force to
achieve the sales goals set by the company (Rahmadi et al., 2023). Sales force management
requires a deep understanding of the company's markets and products, as well as skills in
developing effective sales strategies to achieve sales targets. At the individual level, sales force
management involves the selection, training, and development of sales employees to improve
their performance in selling a company's products or services. This includes ensuring that sales
personnel have sufficient knowledge about the product or service, skills in communicating and

negotiating with customers, as well as high motivation to achieve the set sales targets (Wardana,
2023).

Sales force management involves formulating sales strategies that align with company
goals, efficient allocation of resources, and regular performance measurements to evaluate the
achievement of sales targets. It also includes managing customer relationships, monitoring
markets and competitors, and developing integrated marketing strategies to support sales
efforts (Toyyibeh, 2023). Overall, sales force management is an integral part of marketing
management that focuses on managing human resources involved in sales activities. By
combining the right strategy, efficient management, and continuous individual development,
sales force management aims to improve the company's sales performance, expand market
share, and build long-term relationships with customers.

The paradigm shift in sales force management demands an approach that is more
focused on the individual, not just on overall company strategy. Along with technological
developments and globalization, the role of salespeople has undergone significant changes.
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They are no longer only tasked with selling products or services, but also must be able to
understand customer needs, provide the right solutions, and maintain long-term relationships
with customers. In this context, the application of individual competitiveness becomes very
relevant. Individual competitiveness includes various factors, such as knowledge, skills,
attitudes, and motivation, that help individuals to achieve optimal performance in their jobs
(Kadek Bagiana et al., 2023). By having high competition, sales personnel can more easily
adapt to changes, face challenges, and achieve sales targets set by the company.

The application of individual competitiveness in sales force management has various
significant implications for company success. First, by having an individually competitive sales
force, a company can increase its competitiveness in the market. Salespeople who are able to
provide optimal performance will be better able to sell the company's products or services, win
competition with competitors, and expand market share. Apart from that, individual
competitiveness also has a positive impact on customer loyalty. Competitive salespeople tend
to be more effective at understanding customer needs and providing appropriate solutions. This
will increase customer satisfaction and build strong long-term relationships with them.

On the other hand, not implementing individual competition in sales force management
can have a negative impact on the company. Salespeople who are not competitive tend to be
less effective in achieving sales targets, increase company operational costs, and can even
damage the company's image in the eyes of customers. To increase individual competitiveness
in sales force management, companies need to implement various appropriate strategies. First,
companies must carry out careful selection and recruitment to ensure that they get sales
personnel who have the potential and qualifications that match market demands (Syahrudin &
Kurniawan, 2018).

PCompanies need to provide continuous training and development to their sales force.
Training can include developing sales skills, understanding the product or service, and effective
communication techniques. Apart from that, companies also need to provide appropriate
motivation and incentives to improve the performance of their sales force. Apart from that,
companies also need to create a work environment that supports individual growth and
development. This can be done by providing support and guidance to the sales force, as well
as creating a collaborative and progressive work culture. By implementing these strategies, it
is hoped that companies can increase individual competitiveness in sales force management,
so that they can achieve competitive advantage and win the market in this increasingly
competitive era.

RESEARCH METHODS

The research method used in this research is qualitative with a case study approach. A
qualitative approach was chosen because it allows researchers to gain an in-depth
understanding of complex phenomena such as the application of individual competitiveness in
sales force management. The case study was chosen as the research design because it allows
the researcher to investigate in detail the interactions between the factors that influence the
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implementation of individual competitiveness, as well as the related implications and strategies
(Sugiyono, 2017).

This method involves collecting data through direct observation in a work context, as
well as analysis of related documents such as sales reports, company policies, and individual
performance evaluations. Data analysis is carried out inductively, where the findings from the
case study will be categorized and developed into general findings that are relevant to the
application of individual competition in sales force management. By using a qualitative
approach and case studies, this research is expected to provide in-depth insight and a
comprehensive understanding of the implications and strategies for implementing individual
competition in the context of sales force management.

The analysis techniques used in research regarding the application of individual
competition in sales force management include several approaches which include (Sugiyono,
2018):

1. Qualitative Analysis

This technique involves the collection, interpretation and interpretation of non-
numerical data, observation and analysis of documents. This qualitative data will be
analyzed in depth to identify patterns, themes and relationships between variables
related to the application of individual competition in sales force management.
Qualitative analysis will help in understanding the context, dynamics and complexity
of the phenomena involved.

2. SWOT Analysis (Strengths, Weaknesses, Opportunities, Threats)

This technique is used to analyze strengths, weaknesses, opportunities and
threats related to the application of individual competition in sales force management.
SWOT analysis will help identify internal and external factors that influence a
company's ability to implement individual competitiveness, as well as formulate
appropriate strategies to improve sales force performance.

3. Comparative Analysis (Comparative Analysis)

This technique is used to compare best practices, strategies, and approaches in
the application of individual competitiveness in sales force management between
several4ndustryn or4ndustry. Comparative analysis will help in identifying common
patterns, trends and existing differences, as well as extracting valuable learning to apply
in the research context.

RESULTS AND DISCUSSION

A number of previous studies have been conducted to explore the application of
individual competitiveness in sales force management and its implications and strategies. One
study by (Alnakhli et al., 2020) revealed that individual competitiveness has a significant
impact on sales force performance, highlighting the importance of intrinsic motivation,
interpersonal skills, and the ability to adapt to market changes. This research suggests that
companies that are able to strengthen the individual competitiveness of their sales force will
experience a significant increase in achieving sales targets and customer satisfaction.
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Another study by (Cartwright et al., 2021) examined the implications of implementing
individual competition in sales force management on a company's competitive advantage. They
found that companies that focused on developing the skills and knowledge of their sales force,
and provided appropriate incentives to increase motivation, were able to create significant
differentiation in a competitive market. The implications of this research indicate that effective
sales force management plays a key role in improving a company's competitive position. Meta-
analysis research by (Mahlaméki et al., 2020) investigated various strategies used by
companies to increase individual competitiveness in sales force management. They found that
a combination of intensive training, building an inclusive work culture, and appropriate
rewards can provide the most optimal results in improving sales force performance and
strengthening the company's competitive advantage.

Overall these studies highlight the importance of implementing individual
competitiveness in sales force management and its strategic implications for company success.
These findings provide a strong basis for companies to develop effective strategies to improve
sales force performance and strengthen their competitive position in the market.

Discussion of the results of research on the application of individual competitiveness
in sales force management highlights the important findings resulting from the study, the
implications that the research results have, and the strategies that can be taken in response to
these findings. In the context of this research, the research results show that the application of
individual competitiveness in sales force management has a significant impact on sales force
performance and the company's competitive advantage (Abdulwase et al., 2021). Research
findings indicate that factors such as knowledge, skills, motivation, and adaptation to market
changes play an important role in determining the individual competitiveness of salespeople.
Salespeople who have high competitiveness tend to be better able to achieve sales targets,
expand market share, and build strong relationships with customers. The implication of these
findings is that companies need to pay greater attention to developing and strengthening the
individual competitiveness of their sales force through various strategies such as intensive
training, appropriate motivation, and building a supportive work culture.

Research findings also show that the application of individual competitiveness in sales
force management has a significant impact on the company's competitive advantage.
Companies that are able to manage and optimize the individual competitiveness of their sales
force will have stronger differentiation in the market, enabling them to overcome fierce
competition and win customer loyalty. Strategies proposed in response to these findings include
building an integrated marketing strategy, efficient resource allocation, and proactive customer
relationship management. Overall, the research results highlight the importance of
implementing individual competitiveness in sales force management and its strategic
implications for company success. These findings provide a strong basis for companies to
develop effective strategies to improve sales force performance and strengthen their
competitive position in the market.
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1. Impact of Implementing Individual Competitiveness in Sales Force Management

The application of individual competitiveness to sales force management has become a
major focus for many companies operating in today's increasingly competitive business
environment. Individual competitiveness refers to an individual's ability to compete effectively
in a competitive job market, and in the context of sales force management, this is the key to
achieving optimal performance and winning the competition in the market. In this discussion,
we will analyze in depth the impact of implementing individual competitiveness in sales force
management, which includes increased individual performance, company revenue growth, and
a stronger position in the market (Aravopoulou, 2020).

1. Improved Individual Performance
One of the main impacts of implementing individual competitiveness in sales
force management is increasing individual performance. When salespeople have a high
level of competitiveness, they tend to be more motivated to achieve success in their
work. They have a strong internal drive to achieve sales targets set by the company, as
well as to continue to improve their performance over time. Individual competitiveness
also encourages salespeople to continuously learn and develop themselves, whether in
terms of product knowledge, sales skills, or effective marketing strategies. This results
in a more competent and knowledgeable sales force, which ultimately results in better
overall performance. The application of individual competitiveness also creates a
dynamic work environment where salespeople push each other to be the best. When
one individual achieves success, this can motivate other individuals to pursue the same
or even better achievements. Thus, the application of individual competitiveness not
only results in increased individual performance, but also creates a work culture that
promotes growth and achievement.
2. Company Revenue Growth
In addition to improving individual performance, the application of individual
competitiveness in sales force management also has a significant impact on overall
company revenue. Salespeople who have a high level of competitiveness tend to be
more successful in closing sales deals and achieving sales targets set by the company.
They are able to understand customers' needs and desires better, and present the
company's products or services in the most attractive and persuasive way. As a result,
the company will see a significant increase in sales and revenue. Competitive
salespeople also tend to have lower customer churn rates, because they are able to build
stronger, more sustainable relationships with customers. This means that the company
not only generates revenue from new sales, but can also retain revenue from existing
customers in the long term. Thus, the application of individual competitiveness in sales
force management directly contributes to the company's revenue growth.
3. Stronger Position in the Market
Apart from increasing individual performance and company revenue, the
application of individual competitiveness in sales force management also helps
companies to strengthen their position in the market. Competitive salespeople tend to
have a good reputation with customers and competitors. They are considered experts in
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their industry, and customers tend to look to them for advice or solutions regarding a
company's products or services.

By having a superior sales force, companies can also win a larger market share and
increase their competitiveness against competitors. They have the ability to overcome obstacles
in the sales process, identify new opportunities, and adapt to market changes more quickly than
competitors. Thus, the application of individual competitiveness in sales force management
helps companies to strengthen their position as market leaders and achieve sustainable
competitive advantage (Itani et al., 2020).

In conclusion, the application of individual competitiveness in sales force management
has a significant impact on individual performance, company revenue, and position in the
market. By improving individual performance, companies can achieve set sales targets more
consistently and earn greater revenues. In addition, by having a competitive sales force, the
company can strengthen its position in the market and win the competition with competitors.
Therefore, implementing individual competitiveness in sales force management is an important
strategy for companies to achieve long-term success.

2. Supporting Factors in the Implementation of Individual Competitiveness

The application of individual competitiveness in the context of sales force management
requires strong support from various factors. These factors play an important role in
establishing an environment that supports employee growth and development, facilitates the
formation of necessary competencies, and encourages high motivation to achieve excellence
in performance. In this discussion, we will analyze in depth the supporting factors in
implementing individual competitiveness, including quality training, an inclusive work culture,
and recognition of employee achievements (Guenzi & Nijssen, 2020).

One of the main factors that supports the application of individual competitiveness in
sales force management is quality training. Effective training plays a key role in increasing
employees' knowledge, skills and understanding of the products or services they sell. By having
a deep understanding of a product or service, employees will be more confident in interacting
with customers, explaining product features and benefits, and offering solutions that suit
customer needs. Additionally, quality training also helps employees to develop the sales skills
necessary to succeed in their jobs. This includes skills in communicating with customers,
negotiating, identifying customer needs, and closing sales deals. By having strong skills in this
matter, employees can be more effective in influencing customer purchasing decisions and
achieving sales targets set by the company.

The second factor that supports the implementation of individual competitiveness is an
inclusive work culture. An inclusive work culture creates an environment where every
individual feels valued, supported and respected. This creates space for employees to grow and
express themselves freely, without fear of ridicule or neglect. In the context of sales force
management, an inclusive work culture allows employees to work together in teams effectively,
share knowledge and experience, and support each other in achieving sales goals. Apart from
that, an inclusive work culture also encourages cooperation and collaboration between
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employees and management (Lestari et al., 2020). This creates an environment where
employees feel heard and valued by management, and where management strives to facilitate
employee growth and development. By having an inclusive work culture, companies can build
a strong, solid and unified sales team, which will ultimately improve performance and achieve
sales goals.

The third factor that supports the implementation of individual competitiveness is
recognition of employee achievements. Recognition of employee achievements includes giving
appreciation and appreciation to employees who achieve sales targets or make significant
contributions to the company's success. This can be done through various means, such as
monthly employee awards, performance bonuses, or job promotions. Recognition of employee
achievements has a positive impact on employee motivation and loyalty. When employees feel
appreciated and recognized for their efforts and achievements, they tend to be more motivated
to continue to perform well and make maximum contributions to the company. Apart from that,
recognition of employee achievements also creates a positive work culture where employees
feel supported and cared for by management. This can increase employee retention and create
a stable and productive work environment.

In conclusion, supporting factors such as quality training, inclusive work culture, and
recognition of employee achievements play an important role in implementing individual
competitiveness in sales force management. Quality training helps employees to develop the
knowledge and skills necessary to succeed in their jobs, while an inclusive work culture creates
a work environment that supports individual growth and development. Recognition of
employee achievements also has a positive impact on employee motivation and performance.
By paying attention to these supporting factors, companies can create a work environment that
supports growth and excellence in employee performance.

3. Implementation Strategy to Increase Individual Competitiveness

Increasing individual competitiveness in sales force management requires an effective
and holistic implementation strategy. These strategies cover a variety of approaches, from
developing employee skills and knowledge to creating a work environment that supports
individual growth. In this discussion, we will explore in depth various implementation
strategies that can be used to increase individual competitiveness in the context of sales force
management, including intensive training, appropriate motivation, and effective performance
management (Rodriguez & Boyer, 2020).

1. Intensive Training

One of the main strategies to increase individual competitiveness in sales force
management is through intensive training. High-quality training helps employees to
develop the skills, knowledge, and understanding necessary to succeed in their jobs.
This includes training on the company's products or services, effective sales techniques,
communication skills, negotiation, and time management. Intensive training can be
delivered through a variety of methods, including live training sessions, online courses,
or self-paced training.
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Intensive training also includes ongoing and continuous learning. This allows
employees to continually develop their skills and knowledge over time, so they remain
relevant and high-performing in a rapidly changing business environment. Ongoing
training also allows companies to identify and fill gaps in employees' skills, so they can
work effectively in their roles.

2. The Right Motivation

Apart from intensive training, proper motivation is also a key strategy in
increasing individual competitiveness. Proper motivation plays an important role in
encouraging employees to achieve targets and improve their performance. This includes
providing appropriate incentives, such as performance bonuses, monthly employee
awards, or job promotions. These incentives provide additional encouragement to
employees to continue to try harder and achieve better results. In addition to material
incentives, proper motivation also includes recognition of employee achievements.
Recognition of employee achievements can take the form of praise, formal awards, or
promotions. This allows employees to feel appreciated and recognized for their efforts
and achievements, so they are more motivated to continue performing well. Proper
motivation also involves providing constructive and supportive feedback to employees,
as well as creating a positive work environment where they feel supported and valued
by management.

3. Effective Performance Management

Another important strategy for increasing individual competitiveness is
effective performance management. Performance management involves setting clear,
measurable goals for each employee, as well as providing regular feedback on their
performance. Clear goals help employees to be focused and oriented towards desired
results, while regular feedback helps them to understand where they stand in achieving
those goals.

Effective performance management also includes identifying and developing
employee talents. This can be done through performance evaluation sessions, where
employees and management jointly review performance and look for opportunities for
further development. Performance management also includes providing support and
guidance to employees who face challenges or difficulties in their work. By providing
the right support, management can help employees overcome obstacles and reach their
full potential.

In conclusion implementation strategies such as intensive training, proper motivation
and effective performance management play a key role in increasing individual
competitiveness in sales force management (Sharma et al., 2020). Quality training helps
employees to develop their skills and knowledge, while the right motivation provides additional
encouragement to achieve targets and improve performance. Effective performance
management allows management to set clear goals, provide regular feedback, and support
employee talent development. By paying attention to this implementation strategy, companies
can create a work environment that supports growth and excellence in employee performance.
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CLOSING

In conclusion, the application of individual competitiveness in sales force management
has broad implications and strategies that can help optimize sales force performance. In an
increasingly competitive business environment, it is important for companies to understand
how crucial it is to strengthen the individual competitiveness of their sales employees. The
implications of implementing this individual competitiveness include improved individual
performance, growth in company revenue, and a stronger position in the market. Through the
right implementation strategies, such as intensive training, proper motivation, and effective
performance management, companies can create a work environment that supports growth and
excellence in employee performance. Quality training helps develop employees' skills and
knowledge, while the right motivation provides additional encouragement to achieve targets
and improve performance. Effective performance management allows companies to set clear
goals, provide regular feedback, and support employee talent development.

Thus, the application of individual competitiveness in sales force management is not
only an important strategy, but also a necessity to achieve long-term success for the company.
By paying attention to the implications and implementing the right strategies, companies can
improve the performance of their sales force, optimize revenue, and strengthen their
competitive position in an increasingly challenging marketplace. Therefore, it is important for
companies to continue to invest resources and efforts in developing the individual
competitiveness of their sales employees, as one of the keys to success in facing business
challenges in this ever-changing era.
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