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If you find yourself getting fed up and frustrated with other GITAM University book
solutions now mehta solutions brings top solutions for GITAM University SALES
AND DISTRIBUTION MANAGEMENT contains previous year solved papers plus
faculty important questions and answers specialy for GITAM University .questions and
answers are specialy design specially for GITAM University students.



Please note: All products sold on mbabooksindia.com are brand new and 100%
genuine

e Case studies solved
¢ New addition fully solved

¢ |ast 5yearssolved paperswith current year plus guess

PH: 07011511310, 09899296811 FOR ANY problem

FULLY SOLVED BOOK LASY 5 YEARSPAPERS SOLVED PLUS GUESS

SALESAND DISTRIBUTION MANAGEMENT

UNIT-I: Introduction to Sales Management - Evolution of Sales Management,
importance of Sales Management, types of Selling, difference between Selling and
Marketing, Modern Day Sales Activities, Selling Skills, Selling Strategies, Selling
Process.

UNIT-II: Sales Planning and Budgeting: Sales planning process, sales forecasting
methods, sales budgeting process, methods used for deciding sales budget, types of
guotas and quota setting procedure, reasons for establishing or revising sales territories,
routing and scheduling sales persons, market cost analysis.

UNIT-1I1: Sales Force Management: Recruitment and selection of the sales force,
training the sales force, sales force motivation, sales force compensation, sales force
control and evaluation.



UNIT-1V: Introduction to Distribution Management -Definition, need for Distribution
Channels, designing the Marketing Channels, Motivating and Evaluating Channel
Members, Capturing the Customer requirements

UNIT-V: Managing Distribution Channels - Managing Channel Information

Systems,reasons for Channel Conflicts, Managing Conflict, Managing, Ethical issues in
Sales and Distribution Management
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