SEMESTER IV
Marketing Management

SALES MANAGEMENT

Subject Code : 14AMBA MM407 IA Marks 150
No. of Lecture Hours / Week 104 Exam Hours 3: 0
Total Number of Lecture Hours : 56 Exam Markd.00
Practical Component : 01 Hour / Week

Objectives:

1. To provide an understanding of the concepts, teglas and approaches required for
effective decision making in the areas of Sales &gament.

2. To emphasize on the practicing manager's problemisidemmas.

3. To develop skills critical for generating, evalmgtiand selecting sales strategies.

Module 1: (8 hours)
Introduction to sales management Meaning, Evaluation, Importance, Personal Selling
Emerging Trends in Sales Management, elementady stfi sales organizations, qualities
and responsibilities of sales manager. Types eSsalganizations.

Module 2: (6 hours)
Selling skills & Selling strategies:Selling and business Styles, selling skills, gitures,
selling process, sales presentation, Handling must@bjections, Follow-u action.

Module 3: (6 hours)
Management of Sales Territory & Sales QuotaSales territory, meaning, size, designing,
sales quota, procedure for sales quota. Types leé gpuiota, Methods of setting quota.
Recruitment and selection of sales force, Traimhgales force.

Module 4: (8 hours)
Sales force motivation and compensationNature of motivation, Importance, Process and
factors in the motivation, Compensation-Meaning,pdy of compensation plans and
evaluation of sales force by performance and apararocess.

Module 5: (6 hours)
Sales management jobStandard sales management process-internatidealrsanagement

- international market selection-market survey apph or strategy - case study in Indian
context.

Module 6: (8 hours)
Sales Manager and Sales PersoRole of sales manager and sales people; functibsales
manager, functions of sales person, types and ciieaistics of sales manager and sales
people-Time management for sales manager andsaiesn.

Module 7: (8 hours)
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Selling on the internet: Selling agents for internet trading-net sellingyvextising in net
trading, payment system in internet trading-smarticcredit card, debit card- payment by
card: advantages and disadvantages; How to makeeatt selling safe-Digital signature,
biometric method and legal or regulatory environm@&mowth of internet trading in India.

Case Studies in Sales Management (6hours)

Practical component:

1.

Interview a salesperson and write a brief repooualvhat they like and dislike about
their jobs, their salary, travelling allowanceslesaquotas, why chose sales career,
and what does it take to succeed in this profession

Ask your friends if they would buy certain goodkeligroceries, vegetables, socks,
mobile, pens etc from the roadside vendor as againgegular shop. Group the
products into low risk and high risk ones. Ddas buying behaviour also depend on
the personality of the individual doing the buyin@? the one doing the selling?
Students can make a presentation on any produitteoservices of student choice,
covering selling strategies and one day work expotowards merchandising in any
big retail outlets of respective places where tistitute if operating. Rural colleges
can send the students to the city nearby to obser® merchandising planning in
retail outlets and to make a small report.

Roles and functions of sales manager and saleslepenp different in every
organization Sales people view the roles of salesagers in their own way and vice
versa. You are the sales manager of a company nyake an analysis of what you
feel should be roles of a sales manager and apsates for maximizing sales of the
organization.

Your company is active in internet trading. A @ntissue in internet trading is : how
to make internet selling safe. Different methodsenbeen suggested for safety or
security of internet trading. You have to analg#éerent methods and recommend a
method for your company.
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