Sales & Distribution Management (PGP 2005)

Faculty: Jaydeep Mukherjee

Objective of the Course: To develop understanding and appreciation of the Sales & Distribution processes in organizations. The course includes the familiarization of concepts, approaches and the practical aspects of the key decision making variables in sales force and distribution channel management.

Since the subject has very high degree of practical applications, hence the emphasis will be on assimilating the learning through application of the theoretical inputs on real life cases and situations. The course is expected to be participative in nature and it will be useful to share your own understanding and learn from the others experiences, though the faculty will facilitate the process.

A major component of the course will be the retail audit, which aims at providing an opportunity to the participants to gather hands on experience of organizational realities, working in groups, to manage to work in the market with all its uncertainties and meet deadlines.

The retail audit part of the course is time consuming and physically demanding. Though adequate weight has been given to it, there can be situations where the course becomes very heavy (as happens in some sales jobs, specially if you have a tough territory). Hence, THIS COURSE IS OFFERED AS A CREDIT COURSE ONLY. 

It may not be out of context to inform that you are expected to read extensively on your own and come prepared in the class to tackle the surprise quizzes effectively. This will help you to get you ready for the work at hand and your job life (in case you chose to join sales and marketing career).

Course Content:

Introduction & Overview – 1 class

Distribution Channel Management – 10 classes

Sales Force Management – 6 classes

Sharing of Learning from the project – 4 classes. 

Evaluation Pattern: 

Surprise Quiz – 20  (5 nos. of 5 marks each with best 4 considered, with no concept of make up quiz, under any circumstances).

Group Project – 45 marks.

End Term – 35 marks.

The grading will follow relative grading method and expected to be in line with the institute’s guidelines on grading (subject to discretion of the faculty).

Text Books:
1. Marketing Channels by Louis W. Stern, Adel I. El-Ansary & Anne T. Coughlan.

2. Marketing Channel Management by Pingali Venugopal.

3. Sales Management by Richard R. Still, Edward W. Cundiff  & Norman A.P. Govoni.

Adequate copies have been placed in the overnight issue section of the library. However past experience shows that there can be shortages during peak demand like the end term exams. Students are advised to stagger their interaction with the books.

