Course:17- B. SALES PROMOTION AND PRACTICE
(Skill Enhancement Course (Elective), 4 Credits)

I: Learning Outcomes:

By the end of the course students are able to:
1. Analyse various sales promotion activities

Get exposed to new trends in sales Promotion

Understand the concepts of creativity in sales promotion
Enhance skills to motivate the salesperson to reach their targets
Develop the skills of designing of sales promotion events
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UNIT-I: Introduction to Sales Promotion: Nature and Scope of Sales Promotion- Influencing
Factors - Sales Promotion and Control - Strengths and Limitations of Sales Promotion — Sales
Organization - Setting-up of Sales Organization - Types of Sales Organization.

UNIT-I1I: Sales Promotion and Product Life Cycle: Types of Sales Promotion - Consumer
Oriented - Trade Oriented - Sales Oriented - Various Aspects -Sales Promotion methods in
different Product Life Cycle — Cross Promotion - Sales Executive Functions- Theories of
Personal Selling - Surrogate Selling.

UNIT-III: Strategies and Promotion Campaign: Tools of Sales Promotion - Displays,
Demonstration, Fashion Shows, Conventions - Conferences, Competitions —Steps in designing
of Sales Promotion Campaign — Involvement of Salesmen and Dealers — Promotional Strategies -
Ethical and Legal issues in Sales Promotion.

Unit-1V: Salesmanship and Sales Operations: Types of Salesman - Prospecting - Pre-approach
and Approach - Selling Sequence - Sales budget, Sales territories, Sales Quota's - Point of Sale —
Sales Contests - Coupons and Discounts - Free Offers - Showrooms and Exhibitions - Sales
Manager Qualities and functions.

Unit-V: Sales force Management and Designing: Recruitment and Selection - Training -

Induction - Motivation of sales personnel - Compensation and Evaluation of Sales Personnel -
Designing of Events for Enhancing Sales Promotion

I11: References:

Don.E. Schultz - Sales Promotion Essentials- Mc Graw hill India

S.H.H Kazmi & Satish K Batra, Advertising and Sales Promotion- Excel Books

Jeth Waney Jaishri& Jain Shruti - Advertising Management - Oxford university Press
Dr.ShailaBootwala Dr.M.D. Lawrence and Sanjay R.Mali -Advertising and Sales
Promotion- NiraliPrakashan

Successful Sales Promotion — Pran Choudhury

Advertising and Sales Promotion Paperback — S. H. H. Kazmi & Satish Batra
Publications of ASCI

Kazmi & Batra, ADVERTISING & SALES PROMOTION, Excel Books, 2008

. Web resources suggested by the Teacher concerned and the College Librarian including
reading material
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IV. Co-Curricular Activities: (Lecturer Participation: Total 10 Hours)
A. Mandatory: (student training by teacher in the related field skills: total 10 hours):
1 For Teacher:

Training of students by the teacher (using actual field material)for 10 hours in the
classroom and field for not less than 10 hours on techniques in areas such as;
¢ Design special tools and techniques for sales promotion



¢ Planning of sales promotion and strategic planning for given product
e Report Writing on Success Stories of Sales promotion agencies
e Preparation of report on legal issues in sales promotion techniques.
2. For Student:
Students have to get individually training in the field the functional aspects of sales
promotion, advertisement, strategic planning, sales promotion agencies and related legal
issues, Students have to involve the sales promotion activities as practical training. Take
up survey on sales promotional activities of existing products. Each student has to record
his/her observations and prepare a handwritten Fieldwork/Project work Report, not
exceeding 10 pages, and submit to teacher in the given format.
3) Max marks for Fieldwork/Project work Report: 10
4) Suggested Format for Fieldwork/Project work Report (not more than 10 pages): Title
page, student details, contents, objective, step-wise work done, findings, conclusions and
acknowledgements.
5. Unit tests (IE).

V: Suggested Co-Curricular Activities
Assignments, Class seminars, Case studies, Compilation of paper cuttings, Group
discussions, Debates, Quiz, Class exhibitions, Preparation of related videos, Invited
lectures etc.



