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WI"{»’- 1: faf yay= wr o= (Introduction to Sales Management)

o Tl waEuw U4 PG ITHA  (Sales Management and the Business
Enterprise)

o fasft 7 gafag oo Aifaat &1 My (Determining Sales-Related Marketing

Policies)

o fasfr WW, =fRTa faeht @Y S99 FT F (Sales Management, Personal

Selling and Salesmanship)
[ aﬁ%ﬂﬁﬂ%ﬁﬁ#ﬁ?Wﬁﬁ%ﬁﬂW(ﬁﬂﬁT(Formulating Personal-Selling Strategy)
3_‘5@— S SERCEIR RIGETE PISG] (Organizing the Sales Effort)
o IHTAT Ty FH=TT (The Effective Sales Executive)
o fafr &2 (The Sales Organization)
o fasht 9T F G99 (Sales Department Relations)
o faqwur ST+ g9y (Distributive-Network Relations)
3‘=F|§— 111: O oo wegA (Sales Force Management) :
o oY &3 ® FTHF Y&9H (Personnel Management in the Selling Field)
o fashr wfE 7 9T e =9+ (Recruiting and Selecting Sales Personnel)
o fafraw @™ (Sales Force Development)
o fTashT et erferor (Sales Force Motivation)
° ﬁ'ﬁwaﬁrgm (Compensating the Sales Force)
o Tkt it &7 fAg=ror (Controlling Sales Personnel)
3'=FI§— 1v: fht & v i R Ba s (Controlling the Sales Effort):
o fafrase (The Sales Budget)
o fafr wraT (Sales Quotas)
° ﬁﬁﬁw (Sales Territories)
. %W@Wﬁw (Sales Control and Cost Analysis)
THE - V: W@?ﬁﬁw (International Sales Management)
° W%WW (International Sales Management)
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