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This course provides the fundamentals of selling
skills, qualifications for effective selling as well
as techniques for organizing, staffing,
motivating and evaluating the sales force.
Topics covered in this course will include
principles in selling, sales presentations, the
salesperson as a merchandiser, customer service,
sales organizations and functions, forecasting,
sales force selection and training. (The
prerequisites: Principles of Marketing, 2109101
& Sales Management 2109212).
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