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RESEARCH OBJECTIVES 

To analyze — 

 

- the sales ŵaŶageŵeŶt ĐoŶtƌol sǇsteŵ ;MoŶitoƌ, 
DiƌeĐioŶ, EǀaluaioŶ, aŶd ReǁaƌdsͿ of fƌoŶt aŶd 
seĐoŶd liŶe ŵaŶageƌs. 
 

- the sales foƌĐe ďehaǀioƌal peƌfoƌŵaŶĐe ;OutĐoŵe 
PeƌfoƌŵaŶĐe, KŶoǁledge, Adapiǀe SelliŶg, Teaŵ 
Woƌk, Sales PƌeseŶtaioŶ, Sales PlaŶŶiŶg aŶd Sales 
SuppoƌtͿ of the fƌoŶt aŶd seĐoŶd liŶe ŵaŶageƌs. 
 

- the sales teƌƌitoƌǇ desigŶ ;Nuŵďeƌ of aĐĐouŶts, 
Calls, Maƌket PoteŶial, Woƌk LoadͿ of the fƌoŶt aŶd 
seĐoŶd liŶe ŵaŶageƌs. 
 

- the sales oƌgaŶizaioŶ efeĐiǀeŶess ;Sales Voluŵe, 
Maƌket Shaƌe, PƌoitaďilitǇ aŶd Custoŵeƌ SaisfaĐ-
ioŶͿ of the fƌoŶt aŶd seĐoŶd liŶe ŵaŶageƌs. 

RESEARCH METHODOLOGY 

A stƌuĐtuƌed ƋuesioŶŶaiƌe ĐoŶsisiŶg of Đlosed-eŶded ƋuesioŶs ǁith the iǀe-poiŶt Lik-
eƌt sĐale ǁas desigŶed ǁithiŶ the sĐope of the giǀeŶ oďjeĐiǀes. 

S. No. PARAMETER DESCRIPTION 

ϭ. ReseaƌĐh tǇpe DesĐƌipiǀe ReseaƌĐh iŶĐludiŶg EǆploƌatoƌǇ Suƌ-
ǀeǇ 

Ϯ. Data ĐolleĐioŶ PƌiŵaƌǇ 

ϯ. MeasuƌeŵeŶt teĐhŶiƋue EǆtƌeŵelǇ StƌuĐtuƌed QuesioŶŶaiƌe 

ϰ. Saŵple seleĐioŶ MiĐƌo VisioŶ of MiĐƌo Laďs Liŵited ;IŶdiaͿ 

ϱ. Saŵple size ϰϮ 

ϲ. Saŵple uŶit )oŶal MaŶageƌs 

RegioŶal MaŶageƌs 

SeŶioƌ Aƌea MaŶageƌs 

Aƌea MaŶageƌs 

ϳ. SaŵpliŶg TeĐhŶiƋue Puƌposiǀe SaŵpliŶg ;Total PopulaioŶͿ 

ϴ. AŶalǇsis of Data SPSS ;StaisiĐal PaĐkage foƌ the SoĐial SĐieŶĐesͿ 
aŶd MiĐƌosot EǆĐel 

FINDINGS 

AŶalyze the Sales MaŶageŵeŶt CoŶtrol Systeŵ AŶalyze the Sales Force Behavioral PerforŵaŶce 

AŶalyze the Sales Territory DesigŶ AŶalyze the Sales OrgaŶizaioŶ EfeciveŶess 

RECOMMENDATION 

 

 Sales ŵaŶageƌs should kŶoǁ 
aďout the ŵodel of Sales FoƌĐe 
EfeĐiǀeŶess aŶd its appliĐaďilitǇ 
iŶ the gƌoǁth of the oƌgaŶizaioŶ. 

 

 IŶ sales ŵaŶageŵeŶt ĐoŶtƌol sǇs-
teŵ, ŵaŶageƌs should ŵoŶitoƌ 
theiƌ salespeƌsoŶ’s aĐiǀiies daǇ-

ďǇ-daǇ ďeĐause it is aŶ iŵpoƌtaŶt 
tool iŶ the ĐuƌƌeŶt ďusiŶess ĐoŶ-
teǆt foƌ iŵelǇ deĐisioŶ ŵakiŶg 
aŶd helps to uŶdeƌstaŶd hoǁ ǁell 
Ǉouƌ ďusiŶess is pƌogƌessiŶg . 

 

 IŶ sales foƌĐe ďehaǀioƌal peƌfoƌ-
ŵaŶĐe, ŵaŶageƌs should ǁoƌk iŶ 
a teaŵ ďeĐause it helps to uŶdeƌ-
staŶd the stƌeŶgths aŶd ǁeak-
Ŷesses of eaĐh teaŵ ŵeŵďeƌ. 

 

 IŶ sales teƌƌitoƌǇ desigŶ, ŵaŶageƌs 
should giǀe pƌioƌitǇ to ŵaƌket po-
teŶial ďeĐause is a uŶiƋue ǁaǇ to 
pƌeseŶt Ǉouƌ ǀalue pƌoposiioŶ iŶ 
the ŵaƌket. 

 

 IŶ sales oƌgaŶizaioŶ efeĐiǀeŶess, 
ŵaŶageƌs should pƌioƌiize ŵaƌket 
shaƌe ďeĐause it is aŶ oŶlǇ ŵetƌiĐ 
that ŵaƌketeƌs ĐaŶ use iŶ oƌdeƌ to 
judge the efeĐiǀeŶess 
of ŵaƌkeiŶg ĐaŵpaigŶs. 
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