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Specification of Competency Standards for the Automotive Industry 
Unit of Competency 

 

1. Title Perform selling of vehicle parts 

2. Code AUSDSA205A 

3. Range This unit of competency is applicable in workplaces relevant to the 

sales department of vehicle parts,  retail  outlets and showrooms, etc. 

Practitioners should be capable to understand thoroughly the products 

of various kinds of vehicle parts and employ promotion and selling 

techniques of general retailing products according to the 

organisation’s requirements to facilitate transactions.  

4. Level 2 

5. Credits 9(for reference only) 

6. Competency   Performance Requirements 

 6.1 Characteristics 

of vehicle parts 

and selling 

knowledge 

 Understand the promotion and selling 

techniques of general retailing products 

 Master information such as price, market 

demand and market share of different 

parts and accessories 

 Understand the characteristics of 

different parts and accessories, such as 

their range and market positioning, etc. 

 Understand the characteristics, 

applicability and operating method of 

different selling patterns  

 Understand the decision-making process 

of purchase 

 Understand the laws and regulations 

governing product selling 

 Possess the knowledge of general 

logistics operation, including the 

knowledge required for handling 

purchasing orders of parts 



 

 103

 

    General logistics such as the time 

required for sea transportation/air 

freight and customs clearance 

procedure, etc. 

 Laws and regulations governing the 

import of general parts, such as the 

storage of dangerous goods, etc. 

 6.2 Employ the 

selling 

techniques for  

completing  

transaction  

 Capable to employ marketing and selling 

techniques in general retailing products 

 Familiar with customers’ consuming 

behaviour 

 Focus on buyers’ behavioural 

characteristics to give appropriate 

suggestion to speed up their decision in 

buying vehicle parts 

 Handle and complete transactions, such as 

the arrangements of payment and product 

delivery, etc.  

 Tie in with the strategies and promotional 

activities of the sales department  

7. Assessment 

Criteria 

The integrated outcome requirements of this unit of competency are: 

(i) Capable to understand the characteristics of general vehicle 

parts;  and  

(ii) Capable to employ promotion and selling techniques of general 

vehicle parts to promote products to customers.  

8. Remarks  


