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Course title: Sales Management
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Module Description
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This course examines the elemenis of an
effective sales foree as a key component
ol the organization's tetal marketing

effort. This course is designed for
students interested in a career in
professional selling  and sales

management. The course is concerned
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with how to manage a sales Toree with Ageglt (¢ gall
the ebjective of maximizing overall sales
performance in terms  of  hoth
elfectiveness and efficiency. |
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There are twa primary purposes for the Sales
Management course:

I-To  gain &  deep understanding of
professional B2B ssles including its planning
and staffing, structure, and evaluation.

2-To understand how 1o manage and motivate
a professional B2B sales force from the
perspectives of a sales manager (authority)
and a marketing manager {influcnce)
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Upan satisfactory completion of this course, the student will be able to
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3. Demonstrate an understanding of the
importance  of ethical behavior  in
relationship  selling and  sales
management.

6, Build the ability to work in team-
based situations.

7. Communicate  clearly, in  an
organized fashion, the coneepts of Sales
in both oral and written work,

8. Emploey numeracy and gquantitative
skills in forecasting and budgeting.
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2015 Routledge Thomas N. Ingram, Sales Management:
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Ramon A. Avila, Making

Charles H. Schwepker
Jr., Michael B,
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