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COURSE OBJECTIVES:

g Understand the modern concepts of market, customer oriented integrated
marketing and effective marketing

management.

g Participants will be able to manage the sales management functions efficiently.

g Participants will be able to use the tools and techniques of modern salesmanship
more skillfully in order to achieve the

organizational goals and render customer satisfaction.

COURSE OUTLINE :

* Understanding the basic issues of marketing

e The Marketing System & Task

* Developing Marketing Strategies and Plans

* Scanning Environment & conducting Mktg. Research
» Market Demand Forecasting

» Marketing Mix

e Setting Product Strategy

e Product Life Cycle and marketing Strategy

* Creating Long-Term Loyalty Relationships

e Segmentation, Targeting & Positioning Strategy

* Developing Pricing Strategy and Programs

* Wholesale and Retail Management

e Brand Building & Brand Equity Management

e Understanding the sales Management & Salesmanship
e Characteristics require to be successful in sales

« Selling process, Handling Customer Objections

* Motivating sales people

* Sales force size determination

* Managing bad customer
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