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	1. Title of subject


	Sales Management

	2. Subject code


	BMK3114

	3. Status of subject


	Major 

	4. Stage


	Degree

	5. Version


	Date of Previous Version : Jan 2005

Date of Current Version : Oct 2005



	6. Credit hour

LAN Credit Hour Equivalent


	3



	
	42 hours lectures (3 hours per week ( 14 weeks)

	7. Pre-Requisite


	BMK1014 Principles of Marketing

	8. Teaching Staff 
	Dr Hishamuddin b Ismail, BBA (UIAM), MPhil, PhD (MMU)



	9. Semester


	Third (Delta) Year, Trimester 3

	10. Objective of Subject


	To provide to the students with a comprehensive, in-depth view of sales management in a broad sense. Students are also exposed to the role of personal selling as an important element in the sales management. The objective of the course is to provide students with a comprehensive, in-depth view of sales management in a broad sense.  Sales management has traditionally focused upon the management of the sales force.  While this is an important function, it occupies only one-half of the subjects. The other half is devoted to defining the role of personal selling as an element of the marketing mix.

	11. Learning Outcome of Subject


	At the completion of the subject, students should be able to:

· Comprehend the basic skills of an effective sales personnel and how to becoming a good sales person.

· Formulate the strategic sales programs that could be used to increase the effectiveness of sales personal.

· Implement the best approach to execute the strategic sales programs 

· Design a complete and comprehensive training session for all types of sales-forces i.e. new, intermediate and veteran sales people.

· Assess and develop an effective method to evaluate the performance of the sales personnel. 

· Conduct a small-scale research project related to the field of sales management.

	
	Programme Outcomes
	% of Contribution

	
	· Ability to communicate effectively
	20

	
	· Acquisition of technical competence in the specialized areas of marketing management
	40

	
	· Understanding and commitment to professional and ethical responsibilities
	10

	
	· Ability to work independently as well as with others in a team
	10

	
	· Ability to be a multi-skilled marketing executives with good business knowledge, decision making, interpersonal, leadership and entrepreneurship skills
	20

	12. Assessment Scheme


	Role Play
	Group assignment (4 to 5)

Presentation using the role play method for the assigned short-cases

To enhance the student presentation and interpersonal skill 
	10%

	
	Project 
	Group assignment (4 to 5)

Small-scale research project 

To enhance understanding on the field of sales management and to expose student to the real-world of sales management
	20%



	
	Mid term
	Written exam
	20%



	
	Final Exam
	Written exam
	50%



	13. Details of subject


	Topics Covered
	Hours


	
	3
	

	
	Role of Personal Selling in Sales Management

Basic type of selling approaches; skill involved in all the phases of the selling process; steps in the professional (business) purchasing process; critical factors to gain commitment to a relationship; step in generating new accounts; methods for setting up account priorities; developing time management programs; sales ethics


	12

	
	Formulation of A Strategic Sales Program

Assessing the environmental influences; marketing planning, sales program and account management policies; organizing the selling effort i.e. independent agents versus own sales force; national account program; territory design; demand estimation; sales territories; and sales quota.


	12

	
	Implementation of The Sales Program

Planning for recruiting and selection process; identify relevant hiring criteria for sales jobs; understanding why sales training is needed; discuss the four training decision in developing the training program; method for evaluating training result; determine the appropriate leadership styles for particular situation; understand the appropriate compensation methods.


	12

	
	Evaluation of the Sales Program and Sales Force

Understand how to conduct a sales performance review; describe the criteria used to evaluate sales people; distinguish between input and output measures of sales performance


	3

	14. Teaching and Learning Activity
	This subject will be delivered using the following means:
· Lecture Hours = 42 

              Total Contact Hours = 42



	15. Laboratory


	Not Applicable

	16. Reading Material


	Text 


	· Darymple, Cron and DeCarlo, Sales Management – International Edition, Latest Edition, John Wiley and Sons 

	
	References


	· Churchill, G.A; Ford, N.M.; and Walker, O.C.,  Sales Force Management, Latest Edition, Irwin.

· Stanton, W.J.; Buskirk, R.H.; and Spiro, R.L., Management of A Sales Force, Latest edition, 

· Irwin.&Jackson, R.W. and Hisrich, R.D., Sales and Sales Management, Latest Edition, Prentice-Hall.
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