Course Contents

Course Name: Sales and Distribution Management
Course Code-MS 508

Course Objective: The objective of this course is to provide an extensive knowledge about sales
function as well as the intricacies of the distribution mechanics of goods and services to the

students.

Block | SALES MANAGEMENT
Unit | Introduction to Sales Management
Meaning, definition, Characteristics, Importance, Objectives, Sales Organization
Unit 11 Personal Selling
Unit 111 Goals and Process of Sales Management

Process, Demand and Sales Potential
Unit IV Sales Forecasting

Sales Budget and Selling Strategies
Unit V Sales Territories and Sales Quota
Unit VI Sales Force Management

Structure and Size of Sales Force
Block Il SALES ORGANIZATION
Unit VII Sales Organization
Unit VIII Sales Organization and Its Types - Sales Organization Structures and
Outsourced Sales
Unit IX Recruitment and Selection & Training of Sales Force
Unit X Motivating the Sales Force and Compensation
Unit XI Sales Meetings

Planning and staging sales meetings National regional meetings

Unit XI1 Sales Contests, Evaluation and Analysis
Unit X111 Sales control and cost analysis
Unit X1V Marketing Intermediaries

Block 111 DISTRIBUTION

Unit XV Distribution Channel



Unit XV1 Kinds of Channels

Unit XVI1I Selection of Channels & Distributors

Unit XVII1 Wholesalers: Classifications, Distributors/Dealers/Stockiest — Trends
Unit X1X Channels Conflicts and Resolution

Unit XX Management of Marketing Channel

BLOCK IV MANAGEMENT OF CHANNELS

Unit XXI Warehousing

Unit XXI1 Channel Profitability Analysis

Unit XXI11 Rural Distribution

Unit XXIV Retailing

Unit XXV Inventory Management in Sales and Distribution
Unit XXVI Market Logistics
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