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Program: Certiﬁcafe = Year: ‘First/’Year' : Sés§ion: 2021-22

Course Code

V1-COM-SALT

Course Title SALESMANSHIP

Course Type Vocational

Pre-requisite (if - Open for All

any)

Course Learning After studying this Course the Student will be able to

outcomes (CLO) 1 Basic Selling Techniques: Demonstrate effective selling
skills.

2 Contract and Sales Negotiations: Apply negotiation
techniques to selling situations. |

3 Customer Profiling: Identify and profile the various selling
styles.

4 Sales Proposal Writing: Apply the principles of proposal
writing.

5 Customer Service Skills: Identify successful techniques for
working with customers in business situations.

6 Provides students with the knowledge and skills necessary to
enable them to perform adequately in any single functional
area of sales management.

7 Helps developing effective selling skills as required in the
today's competitive industry

Expected Job Role/ | Sales development representative (SDR), inside and outside

career opportunities

functions of representative, Sales Manager. Customer success
manager (CSM), Medical representative, Sales agents,
Manufacturer representative.

Credit Value -




Total No. of Lectures + Practical (in hours pér week): L-1 Hr / P-1Hr
Total No. of Lectures/ Practical: L-30hrs/P-30hrs

s

es/

I An Overview of Salesmanship 10

Meaning, scope and objectives, Modern Concept of Salesmanship Sales
organization-Importance, types and basic issues, Skills and Qualities
required in salesmanship., Various steps in selling process, Sales
budget, Theories of selling. Personal selling,

@ | Functions of Sales Management 10

Sales Personnel Planning (Quantitative and qualitative aspects of sales
personnel planning process), Recruitment ( Sources of sales recruits and
process of recruiting sales representatives), Selection (Significance of
sound selection and procedure), Training (Significance, areas, methods
of sales training and its evaluation, Placement of sales force),
Compensating sales personnel (Requirements of a sound compensation
plan, methods and policies regarding reimbursement of sales expenses),
Methods for appraising sales personnel’s performance.

I Sales Territories and Quotas 10

Meaning, objectives, types and factors determining the size of a sales
territory and setting sales quotas, Reasons for establishing, revising and
assigning sales territories to sales personnel, Administering the quota

e Exercises, Case Studies

e Role-playing exercises

o Preparation of sales presentation plan by each student on the basis
of selected products to be sold. =

e  Ascertaining through interview of outdoor Salesman (living or
working nearby) the important steps which they follow in sales
presentation and preparation of report thereon.

e  Activities for developing sales budget, quotas and territories.

o  Types of sales quotas used by Indian managers.

e Difference between Advertising, Personal selling and Sales
promotion

Project/ Field trip - Specific information gathering/ skills from experts/ participation

community activities

30




- .
Text Books, Reference Books, Other resources

Suggested Readings:

1. Salesmenship - Dutta and Gupta C.- Himalya publishers Nagpur
2. Personal Selling and Sales-Management-R .krishnamurty-Himalya publishers Nagpur

. Salesmanship and Sales Management- Kishore Chand Raut & Promod K Sahu- Vikas
Publishing House New Delhi.

4. Advertising and Sales Management -CN Sontakki - Kalyani Publication New Delhi.
5. Marketing Management-Kotler -Pearsons
6. Marketing Management —Rajan saxena -
Suggestive digital platforms web links
1.http://cbseacademic.nic.in » Salesmanship

2. https://www.msuniv.ac.in/Download/Pdf/41e368949fa74f2
3: https://www.slideshare.net/IftikharChangazi/salesmanship-complete-notes

Suggested equivalent online courses:
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