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Unit 1: Introduction: Meaning, nature and importance of advertising, types and objectives, 
setting of advertising budget, social and economic aspects of advertising, 5 M’s of advertising  

Unit 2: Advertising planning: Media Decisions:  Major media types - their merits and 
demerits; Factors influencing media choice; media selection, media scheduling, Message Design 
and Development: Copy development, types of appeal, copy testing, Measuring Advertising 
Effectiveness:; Advertising testing process; Evaluating communication and sales effects; Pre- 
and Post-testing techniques. 

Unit 3: Introduction to sales management: Meaning, definition, basic objectives, scope 
process, nature, key principles, Importance, Personal Selling, Emerging Trends in Sales 
Management,. Process of selling, types of selling, Selling skills & Selling strategies: Selling 
and business Styles, selling skills, situations, selling process, sales presentation, Handling 
customer objections, Follow-u action and  Management of Sales Territory & Sales Quota. 

Unit 4: Sales force motivation and compensation: Nature of motivation, Importance, Process 
and factors in the motivation, Compensation-Meaning, Types of compensation plans and 
evaluation of sales force by performance and appraisal process. Sales Manager and Sales 
Person: Role of sales manager and sales people;  qualities and responsibilities of sales manager, 
functions of sales manager, functions of sales person, types and characteristics of sales manager 
and sales people-Time management for sales manager and sales person. 
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