
 

  

 
 

DISCIPLINE SPECIFIC ELECTIVE - MARKETING (DSE-6) 

 
DSE 6: SALES AND DISTRIBUTION MANAGEMENT 

 
Credit distribution, Eligibility and Pre-requisites of the Course 

 
Course title & Code Credits Credit distribution of the course Eligibility 

criteria 
Pre-
requisite 
of the 
course 
(if any) 

Lecture Tutorial Practical/ 
Practice 

 Sales and Distribution 
Management (DSE 6) 

4 3 1 0 Class XII Basics 
of 
marketin
g 

 
Learning Objective 

● To understand the evolution of sales management and its importance in modern day 
business. 

● To understand the overall sales management process and various theories of selling. 
● To understand actual means of distribution and it’s management  
● To understand and analyze the Logistics management  

 
Learning Outcomes 
On successful completion of the course the learner will be able to: 

● Differentiate and implement different types of personal selling and selling skills. 
● Explain the sales management process and its various stages. 
● Design a customer-oriented distribution channel.  
● Manage channel member behavior and resolve channel conflict 

 
SYLLABUS OF DSE 6 
Unit 1          (9 Hours) 
Introduction to Sales Management: Evolution of sales management. Nature, role and importance. 
Types of personal selling. Types of selling, Selling skills and situations. Modern day sales 
activity. Emerging trends in sales management. Theories of Selling: AIDAS theory of selling, 
Right set of circumstances theory of selling, buying formula theory of selling, Behavioral 
equation theory of selling. 
 
Unit 2          (12 Hours) 

Sales management process (Selling process), Buyer seller dyads, Management of Sales Territory 
& Sales Quotas: Introduction, Sales territory, size of sales territory, allocation of sales territory, 
designing of sales territory. Introduction to sales quotas, procedures of setting quotas, types of 
sales quotas, methods and problems in setting sales quotas, sales control and analysis. 
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Unit 3          (12 Hours) 
Distribution Management: Introduction, Distribution channels: why are they required, activities 
that a typical distribution channel performs, valuation enhancement through the distribution 
function, distribution channel strategy, distribution channel management. Designing customer-
oriented channel, capturing customer requirement, conducting cost analysis, Case study. 
 
Unit 4          (9 Hours) 
Customer-Oriented Logistics Management – Managing channel member behaviour: Introduction, 
objectives of logistics, logistics planning, transportation decisions. Channel relationships, channel 
control, channel power, channel positioning, channel influence strategies, channel conflict, Case 
study. 
 
Essential/recommended Readings (latest edition of readings to be used) 

1. Panda, T. K., & Sahadev, S. (2019). Sales and distribution management. Oxford 
University Press. 

2. Still, R. R., Cundiff, E. W., Govoni, N. A. P. (2015). Sales management. Prentice Hall 
of India. 

 
Suggestive Readings (latest edition of readings to be used) 

1. Gupta, S. L. (2018). Sales and distribution management. Excel Books. 
2. Anderson, W. T. (2011). Professional sales management. Tata McGraw-Hill 

Education. 
3. Berman, B. (2012). Retail management. Prentice Hall. 
4. Dutta, B. (2015). Sales and distribution management. I K International Publishing 

House Pvt. Ltd.  
 
Note: Examination scheme and mode shall be as prescribed by the Examination Branch, 
University of Delhi, from time to time. 

                     
DISCIPLINE SPECIFIC ELECTIVE - MARKETING (DSE-10) 

 
DSE 10: INTERNATIONAL MARKETING 

 
Credit distribution, Eligibility and Pre-requisites of the Course 

 
Course title & Code Credi

ts 
Credit distribution of the 

course 
Eligibility criteria Pre-requisite 
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(if any) Lecture Tutoria

l 
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Practice 

International 
Marketing (DSE 10) 

4 3 1 0 Class XII Basics of 
Marketing 
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