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Module Description

This course examines the elements of an
elfective sales force as a key component
of the organization’s total marketing
effort. This course is designed for
students  interested  in & carcer  in
professional selling and sales
management. The course 15 concerned
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with how to manage o sales foree with P |

the objective of maximizing overall sales

performance in - ferms of  hoth
cftectivencss and cfficiency.
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There are two primary purposes for the Sales sl 35031 5 Ead e i i
Management course: L L PTI98y e TP g S Ay P
I-To  gain a decp understanding of | &b 4 Lo B2B 4l Juei 60 Gl

; “Ir--.l.3 |'IE_ "} . .-]. j-—l-'j .::.'_laﬁ_LI
S dmedl el ey 3ol A it
sty (Alldl) Dl me gl Ciga

professional B2B sales including its planning
and staffing, structure, and evaleation,
2-To understand how o manage and motivale

a professional B2ZB sales force from the ( #9L5) el
perspectives of a sales manager (authority)
and a marketing manager (influence)
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Student Learning Outcomes:
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Upaon satisfactory completion of this course, the student will be able to

1. Demonstrate an in-depth understanding of the |
terms, ools and techniques wsed in sales
management foday,

2. Understand the basic functions of sales force
management as well as theories and concepts
about appropriately managing the sales function
to attain firm marketing objectives.

3. Recopnize the role of key technologies in
sales processes and practices.

4, Demonstrate  problem  solving and  critical
thinking skills via the application of theories and

concepts studied to practical business siluations.
5. Demonstrate  an understanding  of  the
mmportance of ethical behavior in relationship
s2lling and sales management.

6. Build the ability to work in tcam-based
situations.

T, Communicate clearly, in  an  organized
fashion, the concepts of Sales in bath oral and
wrillen work.

§. Emplov numeracy and guantitative skills in
i"-::urc-:ns.ting and budgeting.
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Text book and other reguirements;
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Analysis and Decision
Making
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