TOTAL CREDITS : 3

~ THEORY : 1 CREDIT - 15 Lectures ( 15 Hours )
PRACTICAL ; 2 CREDITS ( 60 Hours )

This Objective of this course is to devé  of ¢
salesmanship and selling. The course would dévelop e _ployablhty and vocational skills
of students. It shall focus on sygtems used in'the selling process

THEORY : 1 CREDIT
UNIT CONTENT _ | T, | NoofLECTURES
1. | SALESMANSHIP: Meaning & definition, Objectives. '

Qualities of an effective Salesperson
PERSONAL SELLING : Features, process and types of Personal
Selling Situations

12, SALES ORGANISATION: Introduc
- | Sales force Manpower Plannin

3, MOTIVATING AND coMﬁEN’éﬁ :

: nense”iﬁn'g"' 03-

4, INSIDE SELLING / STORE BASED SELHNG An=StOre : T

' environment, Types of Stores, -ﬁ
5 FIELD SELLING : Sales territories and Sales Quotas 03 :
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