 Sales Management

This course is designed to give students an understanding of the dynamics of the sales process and to make them aware of the different environments that impact on sales. There is also a practical dimension as it’s intended to give students an opportunity to develop their selling skills

Course Content:

1. Introduction to Sales Management

2. The structure of the Sales Department 

3. The Marketing and Sales Relationship

4. Strategic Sales Planning

5. Sales Appointment Letters

6. Secondary, pre-primary and primary Salesperson Responsibilities

7. Non Verbal Signals for Buyers and Sellers

8. The Negotiating process

Teaching and Learning Methods:

Three hours of class per week

Reading List:

Jobber, D., & Lancaster, G., Selling & Sales Management, 5th Edition, London, Pitman/Financial Times, 2000

Donaldson, B., Sales Management: Theory & Practice, 2nd Edition, London, Macmillan, 1998

Underhill, P., Why We Buy, The Science of Shopping, 1st Edition, Texere, 2000

