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The Sal es Manager's Concepts

Integrating sales nmanagenent with other marketing
and Managenent functions

The Pl anning Process, Market Research and the
Sal es Manager's | nput

Bui l ding the Tactical Operational Plan: Sales
MHO and M S

Organi zing the Sales Forces and the Sal es Function
Sel f - Managenent & Span of Managenment Contro

Sal es Managenent Communi cati ons

Recruiting Sales Reps and Staff

Sel ecting the Best Candi dates

Sal es Trai ni ng Met hodol ogi es

Conpensating & Mtivating Sal es Force

On- The-Job Coaching and Eval uati on

Quotas and Performance Appraisals

Profitable Qpportunities in Sal es Managenent

Psychol ogy of Effective Sal es Force Leadership

This course is designed to give a conprehensive coverage of
the tasks of a sales manager as an organi zer, adm nistrator
and deci si on maker.

STUDENT GOALS:

1

To devel op an understandi ng of the know edge, skills
and techni ques used in sales nanagenent.

To recognize the key role that sales managenent plays
in the organization.

To understand that good sal es managenent is a conbination
of art and science.
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TEXT:

Managi ng The Sal es Function - Thomas F. Stroh -
McG aw HTT Book Conpany, New York, New York

METHOD:

The Case Study Method - a sinulation of real business problem
sol vi ng.

Lectures - a devel opnent of theoretical nmnanagenent nodel s.

Di scussion - an opportunity to reflect on individual
personalities and to devel op a nmanagenent style.

STUDENT EVALUATI ON:

TESTS - Cctober 5, 1981 15%
Novenber 9, 19 81 25%

Decenber 14, 1981 40%

CASE STUDY - Due Cctober 9, 1981 20%
ALL MARKS W LL BE AVERAGED — 100%

Re-wite: There will be one re-wite only for each test.
Re-wite will be at the discretion of the instructor based
on attitude and effort,

MAKE- UP PERI OD:

An additional period is provided at the end of the senester
to allow conscientious students who learn at a slighly slower
pace to salvage their year. It is ny intention to assign a
make-up project to deserving students to be conpleted during
the Christmas break. The adequate and tinely subm ssion of
the project will be necessary to qualify for a make-up

exam nati on.

FI NAL GRADE

A - 85 - 100%
B - 70 - 84%
C - 55 - 69%

I - Less than 55% but good attitude and participation.



