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Programme Educational Objectives

 Our program will create graduates who:

 1. Will be recognized as a creative and an enterprising team 

leader.

 2. Will be a flexible, adaptable and an ethical individual.

 3. Will have a holistic approach to problem solving in the 

dynamic business environment.
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Sales and Distribution Management 

Course Outcomes

• CO1- Given a situation of Festival, student manager will be 

able to identify appropriate Sales Forecasting method to be 

adopted by a company.

• CO2- Given a situation of opening a new outlet, student 

manager will be able to draft a sales plan.

• CO3- Given a situation of Selling products / services, 

student manager should be able to explain Personal Selling 

Process.
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• CO4-Given a criteria of newly launched company, student 

manager should be able to design an effective Sales 

Compensation Plan for Sales Executive.

• CO5-Given a criteria of distribution channel of a company, 

student manager should be able to outline different levels 

of Marketing channel used by the company.

• CO6-Given a situation, student manager should be able to 

explain the process of Reverse Logistics.
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Personal Selling 

 Which is your favorite brand in cosmetic?

 Have you ever purchased Amway products? If yes, how?



Personal Selling 

 It is where businesses use people (the "sales force")

to sell the product after meeting face-to-face with the

customer.

The sellers promote the product through their

attitude, appearance and specialist product knowledge.

They aim to inform and encourage the customer to

buy, or at least trial the product.

 Face-to-face selling in which a seller attempts to

persuade a buyer to make a purchase.



Personal Selling 

 Personal selling is a face-to-face selling
technique by which a salesperson uses his or
her interpersonal skills to persuade a
customer in buying a particular product.

The salesperson tries to highlight various
features of the product to convince the
customer that it will only add value.

 However, getting a customer to buy a product
is not the motive behind personal selling every
time. Often companies try to follow this
approach with customers to make them aware
of a new product.



Personal Selling 



Need of Personal Selling

 Requirements of Product Demonstration:

 Illiterate Prospects: 

Traditional Necessity of Personal Selling:  (Medicine, 

Industrial Products) 

 Emergence of an Entirely New Type of Product: 

(Innovative Products) 

 Emergence of an Entirely New Type of Product: 

 Source of Marketing Research Data: 

To Remove Misconceptions Caused by Competitive 

Advertising:



Types of Personal Selling





Sales Process

 Selling is a process with distinct steps that 

should be followed in order to achieve 

success. The steps include prospecting, 

preparation, approach, presentation, handling 

objections, closing and follow-up.



Personal Selling Process



Step 1: Prospecting and Qualifying

Finding leads (or people who might be

prospects) is the most vital part of the selling

process—you can't make a sale without

identifying the people to whom you'll be selling.



Step 2: Preapproach:-

It is “doing your homework” part of the

process. A good salesperson researches his

prospect, familiarizing himself with the

customer’s needs and learning all the relevant

background info he can about the individual or

business.



Step 3: Approach : 

First impressions (e.g., the first few minutes of a 

sales call) are crucial to building the client’s 

trust.

Similarly, as a professional salesperson, you 

would almost never make a pitch right away; 

instead, you’d work to establish a rapport with 

the customer first. This usually involves 

introductions, making some small talk, asking a 

few warm-up questions, and generally explaining 

who you are and whom you represent.



Step 4: Presentation:- .

There’s a good deal of preparation involved 

before a salesperson ever makes her pitch 

or presentation, but the presentation is where 

the research pays off and her idea for the 

prospect comes alive. 



Step 5: Handling Objections 

After you’ve made your sales presentation, it’s

natural for your customer to have some

hesitations or concerns called objections.

Good salespeople look at objections

as opportunities to further understand and

respond to customers’ needs.



Step 6: Closing the Sale 

Eventually, if your customer is convinced your

product will meet her needs, you close by

agreeing on the terms of the sale and finishing

up the transaction.

Sometimes a salesperson has to make

several trial closes during a sales call,

addressing further objections before the

customer is ready to buy.



Step 7: Following Up

The follow-up is an important part of assuring
customer satisfaction, retaining customers, and
prospecting for new customers. This might mean
sending a thank-you note, calling the customer
to make sure a product was received in
satisfactory condition, or checking in to make
sure a service is meeting the customer’s
expectations.

It’s Amazon’s invitation to “rate your
transaction” after you receive your Amazon
order.



 Case Study: 

Case Study on Personal Selling 

Articles/Case Study_Personal Selling.pdf


 Qu. Demonstrate Personal Selling 

Process for the following situation:  Selling 

Car to Senior Citizen. (CO3)


