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ABOUT THE BOOK

FROM THE PUBLISHER

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

 

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

 

 

 Case studies solved 
 New addition fully solved

 last 5 years solved papers with current year plus guess

 

 PH: 07011511310 , 09899296811 FOR ANY problem

 

FULLY SOLVED BOOK LASY 5 YEARS PAPERS SOLVED PLUS GUESS

SALES & DISTRIBUTION MANAGEMENT

Unit-1 Introduction to Sales Management- Understanding Basics of Selling- Meaning,



Importance and Scope, Selling, Salesmanship, Selling Process, Selling Skills

Unit-2 Sales Organisation and Territory Management- Importance of Sales Organisation,
Types of Sales Organisation, Rates, Responsibilities of Sales Manager, Sales Forecasting
and Budgeting, Territory Management, Sales Quotas, Sales Displays and Sales Promotion

Unit-3 Sales Force Management- Meaning, Importance of Sales Force, Recruitment,
Selection of Sales Force, Training, Compensation, motivation, Performance Education
and Controlling of Sales Force

 Unit-4 Distribution Management- Introduction to Indian Distribution System, Factors in
Designing Strategic Distribution System, Logistics, Managing Physical Distribution
System

Unit-5 Management of Channels of Distribution - Meaning and Importance of Channel
Members, Designing Channel Strategies, Management of Whole selling, Management of
Retailing, Horizontal and vertical Marketing System
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