Module - I : Sales Management: Objectives and Functions. Setting up a sales organization.
Selling process, Management of Sales force, Recruitment & Selection., Training, sales force
motivation. Compensating Sales Force, Sale forecasting, Territory Management. Evaluation of

MNG 304 A
SALES AND DISTRIBUTION MANAGEMENT
Credit: 4, Class Hours: 40

sales force .Sales Budget, Sales Quota.

Module - II: Distribution Management, Designing customer oriented marketing channel.

Managing channel member behavior, Channel Conflict, Co-operation & competition.

Module — IIT: Vertical marketing system. Horizontal Marketing system. Logistics management
— Objectives of logistics. Logistics planning. Inventory management decisions, Transportation

decisions, Supply chain Management.

Module - IV : Managing the international channels of Distribution- Differences in customer
expectation across countries, International orientation of companies. the mode of entry decisions,

Implications of entrv mode.

Module — V: The concerned faculty shall have the liberty to define the course contents under

this module and teach students accordingly:.
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