ELECTIVE-MARKETING
SALES AND DISTRIBUTION MANAGEMENT

COURSE CODE- MKT3 Max. Marks (Ext. Exam): 80
Min. Pass Marks : 32

OBJECTIVES:

The purpose of this paper is to acquaint the student with the concepts which are helpful in
developing a sound sales and distribution policy and in organising and managing sales force
and marketing channels.

COURSE CONTENTS: :

Unit -1 Nature and Scope of Sales Management; Setting and Formulating Personal Selling
Objectives; Recruiting and Selecting Sales Personnel.

Unit - 11 Developing and Conducting Sales Training Programmes; Designing and
Administering Compensation Plans; Motivating Sales Personnel.

Unit — 111 Sales Meetings and Sales Contests; Designing Territories and Allocating Sales Efforts;

Objectives and Quotas for Sales Personnel; Developing and Managing Sales
Evaluation Programme; Sales Cost and Cost Analysis.

Unit- 1V An Overview of Marketing Channels, their Structure, Functions and Relationships;
Channel Intermediaries — Wholesaling and Retailling; Logistics of Distribution;
Channel Planning, Organisational Patterns in Marketing Channels; Managing
Marketing Channels.

Unit-V Information System and Channel Management; Assessing Performance of Marketing
Channels; International Markating Channels.

SCHEME OF EXAMINATION:

Total Marks : (Internal 20, External 80) = 100 marks
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