TEACHING PLAN
Subject: Sales and Distribution Management (MM – 3203)
Class: 3rd  Semester MBA (Regular),  June 2020- December 2020
Instructor/Teacher: Dr Pallabi Mishra
Course Objective:

To provide students knowledge on sales and distribution strategies and their implications in managerial decision making. 

	Session No.
	Topic/Case study

	1
	Objectives and Functions, Role of sales person, Selling skills

	2
	Setting up a sales organization (case study)

	3
	selling process, Key accounts Management

	4
	Theories of selling

	5
	Co   Concept of sales analytics.

	6
	Est Estimation of sales force 

	7
	Recruitment & Selection

	8
	Training 

	9
	 Motivation (case study).

	10
	Compensation

	11
	Performance appraisal and Evaluation

	12
	Planning 

	13
	Forecasting 

	14
	Budgeting 

	15
	Designing sales territories, Managing territories 

	16
	Setting the sales quota (case study) 

	17
	Profitability Management

	18
	De  Design of Distribution Channel

	19
	Ch  Channel Conflict, Co-operation & Com Petition (case study) 

	20
	Ve  Vertical marketing system, Horizontal Marketing system 

	21
	De  Designing Customer Oriented Marketing Channels

	22
	Order Processing

	23
	Transportation

	24
	 Warehousing

	25
	Inventory Management

	26
	Market Logistics Decision

	27
	Supply Chain Management

	28
	Emerging Trends in distribution channels

	29
	Global channel arrangements

	30
	Case analysis


Scheme of Evaluation 

a) Internal Written test (mid-term exam) : 20 marks

b) Quiz




  : 05 marks

c) Student presentation


  : 05 marks
d) End-Term Examinations

  : 70 marks

Total = 100

Books
1. Sales and Distribution Management; Panda & Sahadev; Oxford.

2. Sales and Distribution Management; Havaldar and Cavale; Tata McGraw Hill

3. Sales and Management; Cundiff, Still and Govoni; Pearson Education.

4. Marketing Channels; Coughlan, Anderson, Stern & Ansary; Pearson Education.

5. Sales and Distribution Management; Chunnawala; Himalaya Publishing House.
