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Nature and Scope of Sales Management

2. Personal Selling and Salesmanship ?: ig
3. Selling Function 0.3
4. Relationship Strategy 43.46
S. Developing Product Solutions 47-51
6. Product Positioning 57.54
7. Consumer Behaviour 55-64
8. Prospecting 65-70
9. Approaching the Customer T1-78
10. Sales Presentation 79-85
11. Sales Demonstration 86-90
12. Negotiating Buyer Concerns 91-95
13. Closing the Sale 96-104
14. Servicing the Sale 105-108
15. Self-management 109-114
16 SalesPlanning 115-117
17e Personal Selling Objectives 118-134
18. Sales-related Marketing Policies 135-167
19¢ Personal Selling Strategy 168-178
70. The Job of a Sales Manager 179-184
21 Sales Organisation 185-192
72 Personnel Management in the Selling Field 193-199
23¢ Recruiting Sales Personnel 200-204
74 Selecting Sales Personnel 205-229
25,9 Sales Training - 230-238
~ 26.» Execution and Evaluation of Sales Training Programmes 239.244
:7 . mvation and Moral of Salespersons 245-258
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28» Compensating Salespersons

29.« Management of Sales Expenses ;.;: .
30.  Sales Meeting and Sales Contests 25‘0‘2%
31. Controlling Salespeople — Evaluation and Supervision 300”2%
32  Sales Budget .
33 Sales Quotas —
34.+ Sales Territories -
35. Sales Control and Cost Analysis j o
;?. Contours of Distribution Management 33: ;;;
38 m:as and Formats —
348-364
| :: Physical Distribution Management (PDM) 367-37]
. Tlqumuon and Traffic Management
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