Format for Syllabus of Theory Paper

VProgram: Diploma

Part A Introduction

Class™:B.Com.

Year: 2™ year‘ Session: 2022-2023

Subject: Advertising Sales Promotion and Management

1 | Course Code M2-ASPM2T
2 | Course Title Personal Selling and Salesmanship (Paper II)
3 | Course Type (Major Minor
/Minor/Optional/Open
Elective/Vocational/.....)
4 | Pre-requisite (if any) To pursue this course, The student has studied B.Com.
Certificate.
Open for all
S | Course Learning outcomes :
(CLO) e The Purpose of this course isto familiarize the
student with the fundamentals of personal selling and
the selling process. .
e Student will be able to understand selling as a career
and what it takes to be a successful salesman.
6 | Credit Value 6
7 | Total Marks Max. Marks: 30+70 | Min. Passing Marks:33

Part B- Content of the Course

Total No. of Lectures-Tutorials-Practical (in hours per week):
L-T-P:

Unit

Topics

No. of Lectures

1

of Personal selling.

Nature and importance of personal selling, types of
selling. Effectiveness of'personal selling Vs. Advertising.
Economies of advertising Vs. personal selling. Theories

15

Types of sales persons, Buying motives, types of markets.
Selling as a career: — Advantages and difficulties,
Measures of making selling an attractive career.

20

Process of effective selling. Prospecting, pre approach,
presentation and Demonstration, handling Objections,
closing of sale, post-sale activities. Types of sales calls,
Management of call Time.

20

operations.

Qualities of successfully sales person with particular

/| reference to consumer services. Sales operation reports
and documents, sales manual order book, cash memo,
tour diary and periodical reports, problems in selling

20

Distribution network, Traditional network and modem
network, e-business and e-commerce, other problems in
selling and relationship marketing, After Sales service,
Marketing correspondence.

15

Keywords/Tags:

Salesmanship
Personal Selling

Effectiveness of Personal Selling

Relationship marketing
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Part C-Learning Resources

Text Books, Reference Books, Other resources

Suggested Readings:
Books: :
1. Davar Rustom S., salesmanship and publicity, McGraw hill international, India.
2. Sudha G.S., Sales Promotion and Sales Management, RBD Publication.
3. Durrel, Fundamental of selling, McGraw Hill Publication |
4. Saxena Rajan, Marketing Management, McGraw Hill Publication.
5. Kapoor Neeru, Advertising and personal Selling, Pinnacle, New Delhi
6. TEIT Free, [ helT U TEEA & Ao AATH,ATHT TH1LT
7. gTresh aeie, e el Td (o Seg, et T
8. Books published by M.P. Hindi Granth Academy, Bhopal

Online Material:
1. https://commercestudyguide.com/
2. https://studynamaeducation.tumblr.com/
3. https://blog.hubspot.com/sales/personal-selling
4. http://www.mphindigranthacademy.org/

Suggested equivalent online courses:
o https://www.coursera.org/
e https:/alison.com/ :
e https://www.udemy.com/
o https://virtualspeech.com/

Part D-Assessment and Evaluation

Suggested Continuous Evaluation Methods:
Maximum Marks : 100

Continuous Comprehensive Evaluation (CCE) : 30 marks University Exam (UE) 70 marks
Internal Assessment : Continuous,Comprehensive Evaluation

(CCE):30 U Total 30
External Assessment : <. . !
University Exam Section: 70" e Total 70

Any remarks/ suggestions:
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Davar Rustom S., salesmanship and publicity, McGraw hill international, India.
Sudha G.S., Sales Promotion and Sales Management, RBD Publication.

Durrel, Fundamental of selling, McGraw Hill Publication

Saxena Rajan, Marketing Management, McGraw Hill Publication.

Kapoor Neeru, Advertising and personal Selling, Pinnacle, New Delhi
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