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Programme Name_ﬂ Master of Commerce (M. Com.) ]
[ Semester First '
Paper No 1.33
Course Name Sales & Logistic Management (Paper-1) ]
Course Type Elective Course
Effective from JUNE 2016
Objective To develop basic understanding of the concept and theories o f
sales management and logistic management.
Unit . | Topic Content Hrs. | Marks| Credit
No. | No. W+ %
1 A Sales Management- Introduction, Nature, Scope, 08 13 0.5
Objectives, Functions of Sales Management.
Personal Selling: Meaning, Characteristics and benefits.
B Sales Planning: Meaning, Significance, Types of sales- | 07 |12 0.5
planning. Sales planning process, Sales Quotas,
Sales Forecasting, Sales Territories and Sales Budget.
2 |A Sales Organization: Meaning, Factors affecting to Sales | 08 13 0.5
: organization, Various departments of sales organization,
Functions of Sales Manager, Types of Sales
organizations.
B Sales Force Management: Qualities require for 07 |12 0.5
salesman, selection method of sales personnel,
Training methods for sales force, Advantages &
Disadvantages of Training Method.
3 A Salesman’s Compensation: Meaning, characteristics of | 08 13 0.5
ideal remuneration, Methods  of remuneration,
Distinctions between pay method and commission
method, factors affecting to salesman’s remuneration.
B Evaluation of sales forces performance: Meaning, 07 |12 0.5
significance, process of performance evaluation.
Sales meetings: types, sales conference & conventions
=
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Logistic Intermediaries: Types of Intermediaries,
characteristics, Benefits of Intermediaries, Decision of
Intermediaries  in distribution, work assign 1O
Intermediaries.

Supply Chain Management (SCM): Principles,
difference between logistic management and SCM,
Generic SCM strategies. _
Logistic Channels: Meaning, Nature, functions, 07
objectives, Types of Distribution Channels, Factors
affecting to the choice of distribution channels, Channel
Management decisions.

Managing Channel behavior: Channel relationship,
channel control, channel power, channel positioning.

References:
1. RanaT.l.: « Advertising and Sales management’, Sudhir Prakashan, Ahmedabad

Sales and distribution management- S. L.Gupta

2.
3. Sales Management- Vas Das Gupta.
4. Marketing management _Phillip Kotler.
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Retail Management: Definition, concept, features,
significance of Retail Management, Building &
sustaining relationship in retailing.

08

13

0.5

Managing Retail Business: Retail business
organization, financial and operation of retail
division, career in retailing, Ethical performance
and relationship in retailing , study of ‘Mall’ &
‘Big Bazaar’ as a retail outlet.

07

12

0.5

References:

1.Advertising Management- by Rajeev. Batra.

2. Sales and distribution management- by S.L.Gupta
3. Advertising and Retailing — Philip kotler.

4. Advertising- Frank Jatking.




