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Sales management
Sales management is the business discipline aiming its practices by applying sales techniques and manage sales operations in the management (Chunawalla, 2021). Each company has its strategies on how they best market their product to get high numbers of sales. The high number of sales, the higher the profit the company gets hence helping them to have a smooth run of its operations.
1) What is going on? 
There are sales management trends that help to achieve the set target in any sales company. These trends include;
a. Investing in future growth-Sales managers are trusted people in any company and they are the future of the company. When investing, they need to put into consideration a long-term investment that will make the company get profit and help the company grow in the future. They need to set a goal of what the company has to achieve within a certain period.
b. Finding micro-market growth- the retail sector needs to be opened in many areas to help consumers grab the product they need to consume which will improve the sales of many companies.
c. Sales function outsourcing-This simply means that a certain company will lose control of the sales activities and to avoid this all sales managers needs to plan for good marketing strategies and better schemes of compensating the company.
d. A social selling understanding- all companies have to utilize social media platforms to market their products to the people. In the modern world, we are in, a big number of people can access the internet, and it's good for sales managers to encourage the use of social media to market what they sell. It will improve their sales and reduce the resources used to make the sales to people. 
e. Closely collaborating with marketing-Sales management needs to be boosted by putting some efforts into marketing its product. Organizing road trips and visit various markets and towns to market the product will increase the sales since people will be able to know the product well.

2) Why is it important?
Sales management play a big role in any company and it has below advantage to the company;
1.It improves company financial decisions-this helps the company to have a positive move in terms of finances which help it to achieve their target. It helps the company operations to be smooth hence creating a good working environment for the workers.
2. It improves the quality of staffs-any company that has good sales management, it motivates their employees hence improving the way they do their job. Training and gifting company staff encourages the employees to give their best for the success of the company.
3. It improves product development since programs in sales management help to keep a good relationship with the customers. When the product is doing well in the market, it makes the company add and improve the quality of the product to reach the customer's expectations (Pandey, 2017).
4.It optimizes the distribution of the product since the company sales managers aim to ensure the product reaches people in the market.
3) What should happen next (what needs to be done, addressed, next steps, etc.
First, all companies need to have good pieces of training for their staff to educate them on the importance of marketing their product. It's also important for companies to motivate their employees by honoring the best employee as a way of making them work hard. Secondly, sales managers need to recruit the best candidates into the company who know who to market the product. Lastly, any company needs to have good communication solutions within its members and encourage teamwork.
In conclusion, those companies that have good progress in terms of product sales, have put across the best strategies to market their products. It's equally important for the company to invest and advertise their product to the market for the people to familiarize themselves and know the product better. Each company aims to get profit after selling their product.
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