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1. REMFfE SN S TR AIAEREFIE, | To be able to understand the knowledge of sales
management , 3 {THHERSE SRR
2. HESHETAH Ak EH & R A SR ERT7E |, To be able to identify the problem
when encountering sales problems , 6 &l i A RE
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management issues, proposed solutions , 12 FZ#EEHE
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The Basic Concept of Modern Sales Management

(1) the meaning and nature of sales management

(2) sales management, the historical evolution and prospects
(3) In this century, the focus of sales management

(4) sales management model

The Characteristics of Modern Sales

(1) the nature of sales

(2) sales and operating characteristics of modern

(3) sales and product features of modern

(4) modern consumer sales and multi-polarization

3. Sales organization structure design

(1) organization and the basic concepts of organizational structure
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(2) sales organization structure of the factors

(3) the main types of sales organizations

(4) is satisfied that the sales units in the "Business sector type organization" within
the

(5) the organizational structure of the performance appraisal
4. Market Analysis and Sales Forecast

(1) the meaning and methods of sales forecasting

(2) new product sales forecasting

(3) the evaluation of sales forecasting

5. How to create sales territories

(1) the definition and importance of sales area

(2) to establish or adjust the sales in an area that

6. Marketing Planning and Management

(1) product planning problem

(2) product research and development

(3) determine the product

(4) the decision marks

(5) the decision package

(6) to determine the price
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