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Marketing
The role of personal selling
Personal selling is an essential method of promoting products, especially if the product is sold directly to other businesses or if the product is technical and sold directly to customers (Chai, 2017). In this case, selling to other companies requires convincing and strategic contacting of the potential customers. In this regard, the sales representatives have the advantage of determining the most appropriate time and place to establish contact and promote the product unlike other promotion tools (Chai, 2017). Consequently, personal selling has the advantage of demonstrating to customers the technicality of a product, which enhances the knowledge of the customer on how to use the product, hence improved satisfaction. Similarly, personal selling has the advantage of interaction with customers, which helps in enhancing the image of the company in the customer’s mind especially if the salespersons offer high-quality customer handling.
Sales Management Functions
The main functions of sales management include sales research and planning, managing the sales process, monitoring the salespeople’s performance, as well as getting detailed reports (Noonan, 2010). These functions can, therefore, be categorized as planning, administration and management, and they have the role of ensuring that the sales force is successful and high performing. The market research will help in obtaining critical information needed for the sales team to determine the best strategy to enter and deliver sales in the market (Noonan, 2010). Monitoring the salesperson’s performance will ensure that the sales management determines any deviation from plan and budget and deliver impeccable corrective measures. Detailed reports will further improve on the efficiency and the high performance of the sales team.
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