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Introduction 

Sales management is defined as the management of activities related to the sales operations of an 

organisation. There are some principles, strategy, techniques, ethical issues, and such other 

issues which sales management has to implement and consider during planning for managing 

sales(Tanner et al., 2013). Sales management need proper planning and decision making to 

ensure that the organisation is getting required raw materials or products within lower cost. Sales 

management is highly related to the organisations' profitability and for this reason; proper 

planning to manage sales is required. Besides those, there are some models, principles, the 

strategy developed to manage sales effectively and the manager has to ensure proper applications 

of those for ensuring effective sales management.   
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Task-01 

LO1 Demonstrate an understanding of the principles of sales management  

P1. Explain the key principles of sales management in relation to the 

importance of sales planning, methods of selling and sale reporting. 

Introduction and scope of sales management  

Sales management of an organisation is the management which collects the revenuer in return of 

the product or services. This is the only management which directly contributes to the 

organisations' profits. So, sales management is the most important part of total management 

where an organisation sales it is product or services and in return collects revenue (Matsuo, 

2009). Like other management, sales management also needs planning, organising, leading, and 

controlling. Besides those, recruitment is another part of sales management. The key objectives 

of sales management are- 

o To increase sales volume, 

o To ensure profit, and 

o To ensure growth. 

To achieve those objectives, sales management has to prepare a plan, recruit, organize resources, 

lead, and control (Tanner et al., 2013). For example- Tesco manages its sales through ensuring 

proper management of the following activities- 

o Planning, 

o Recruiting and selecting, 

o Training, 

o Motivating, 

o Supervising, and  

o Controlling. 
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So, sales management is a wider concept with large scope to provide the organisation with the 

support of achieving the organisations’ objective (Matsuo, 2009). It is the responsibility of sales 

management to manage the sales volume high and thus to provide high profit with more growth 

opportunities. sales management works for the achievement of the objectives and provides the 

organisation with the goal of achieving organisations' objective  

Definition of sales management and key aspects of sales management  

Sales management means the management of the sales force and their effort to ensure the 

achievement of objectives. Sales management required formulating planning, recruitment, 

motivating, and so on to ensure the achievement of sales management as well as the achievement 

of the organisations' key goal (Tanner et al., 2013). For example- Tesco manage sales related 

activities with proper planning, recruitment, training, monitoring, leading, and thus it ensures the 

goal attainment. Key aspects of sales management include- 

1. Sales planning 

2. Recruitment, and 

3. Selling and Reporting  

Sales planning indicate the process of determining the sales goals and related strategy achieve 

the sales target. Along with setting goals, sales management includes forecasting target sales 

unit, determining demand and supply, and managing quotas. Here, the key activities include the 

goal setting in terms of amount and units and thus determining the actions or strategy to achieve 

those goals.  

Recruitment indicates the activities to appointing sales force with the required skills to help 

sales management to ensure effective management of sales activities (Matsuo, 2009). Here, 

recruitment indicates both determining the source of candidates and thus attracting them to apply 

for the job. Selection indicates the process of selecting the candidates with the best quality to 

perform sales related job.   
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Selling and reporting indicate selling products to the customers and thus preparing a report to 

measure progress and success. Here, KPI is used in the formulation of sales report so that 

investors and other stakeholders can understand the potential of the business profit and growth. 

Sales report acts as the agent to investors and shareholders and thus increase attractiveness and 

transparency of the business.  

Other aspects of sales management include- providing training to the newly recruited and 

existing employees, measurement of sales performance, and so on. Tesco as one of the 

successful retail chain in the world used to formulate planning, recruiting skilled employees, and 

formulate a report on selling to ensure that it is on the way of profit and growth to attract 

shareholders and potential investors (Tanner et al., 2013). Besides those, it formulates strategy 

and link strategy with sales management activities to help the organisation to achieve the sales 

objectives as well as the corporate objectives of the organisation. 

Strategies for monitoring and measuring sales management  

Sales funnel:  

Sales funnel is considered as the visual presentation of the customers’ journey started from 

awareness and finished at the action (Baldauf and Lee, 2011). It assumes that sales begin with 

large numbers of potential buyers and ends with a comparatively smaller set of buyers. Sales 

funnel can be divided into the following four sections which are presented-  
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Figure 1: Sales Funnel. 

Source :(Matsuo, 2009) 

Awareness: Here, customers identify a problem and thus they search for product or services to 

solve the problems. In this situation, marketing activities of an organisation like email marketing, 

face to face marketing, and so on plays the crucial roles to influence customers (Baldauf and Lee, 

2011). Tesco used to undertake marketing activities like the advertisement, personal selling, 

promotional campaign, and such other activities to increase the awareness of the potential 

buyers. 

Interaction: Here, the customer started to interact with the number of sellers and thus they 

started the selection of the product to satisfy their needs or to solve their problems (Tanner et al., 

2013). Here, Tesco used to communicate with customers through different way like email, 

advertisement, discount selling, and so on. 

Interest: Here, customers become interested in a particular product but the number of potential 

buyers decreases. Here, the organisation should provide more decision as customers’ needs more 
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information to take the decision to buy a product (Baldauf and Lee, 2011). Tesco here provides 

authentic and relevant information to the customers to influence them for buying. 

Decision: Here, customers analyse the collected information and thus takes the decision of 

products. Here, the number of potential buyer decreases as many of them didn't find the interest 

through analysing the information (Tanner et al., 2013). Tesco here make good behaviour with 

customers and thus it ensures that customers are taking the decision on its favour. 

Action: This is the stage where customers actually buy the products and here, the sales force 

should ensure better service providing to the customers. Here, the organisation wants to ensure 

better product as well as services to make sure that customers’ stay loyal to the organisation 

(Baldauf and Lee, 2011). For example- Tesco trains its employees to interact with customers 

with a smiling face and to provide customers extra information or services if they want to.   

Hit rate metric:  

Hit rate metrics are used in the calculation of success percentage of sales compared to sales 

attempts (Tanner et al., 2013). Through, this the effectiveness of sales management is measured 

and thus an organisation ensures that organisation is getting requires sales volume to achieve 

sales management objective. Het rate metric used to calculate the success percentage by the 

following formula- 

𝑆𝑎𝑙𝑒𝑠 𝑠𝑢𝑐𝑐𝑒𝑠𝑠 𝑝𝑒𝑟𝑐𝑒𝑛𝑡𝑎𝑔𝑒 = 𝑛𝑢𝑚𝑏𝑒𝑟 𝑜𝑓 𝑐𝑜𝑚𝑝𝑙𝑒𝑡𝑒𝑑 𝑠𝑎𝑙𝑒𝑠 ÷ 𝑛𝑢𝑚𝑏𝑒𝑟 𝑜𝑓 𝑠𝑎𝑙𝑒 𝑎𝑡𝑡𝑒𝑚𝑝𝑡𝑠 

Every organisation uses sales performance metrics to ensure proper evaluation of sales 

management practices. In the following, the metrics used in the Tesco to measure the hit rate 

metrics by using the following metrics- 
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Tesco considers those factors and thus it uses hit rate metrics methods of evaluating sales 

management effectiveness in the way of achieving sales management objectives. 

Different types of selling and their impact upon buyer and seller roles and dynamics  

Consumer buying behaviour process: 

 

Figure 2: Consumer buying behaviour process. 

Source: (Tanner et al., 2013). 

Here, consumers first recognise the needs and based on the needs they search for the information 

related to the products which will help them to satisfy their need (Matsuo, 2009). Next, they 

evaluate different available alternatives and based on the evaluation they take the decision to 

purchase. Finally, they purchase and conduct a post-purchase evaluation. In that case, an 

organisation should ensure that the information related to the product is reliable and valid to help 



10 

 

www.infoharvardresearchuk.com 

 

customers to make the purchase decision. Here, irrelevant information should not be provided to 

the customers so that customers can take rational decision to buy their required product (Tanner 

et al., 2013). In contrary, customers here should evaluate the information through using their 

experiences. They should consider the quality and the price of the products to make a purchase 

decision. In consumer buying behaviour process, Tesco should provide reliable and valid 

information related to the product to help customers in making their purchase decisions. Tesco 

used to provide information to the customers through using social media marketing, 

advertisement in electronic and print media, and so on.   

Business buying behaviour:  

Business buying behaviour process indicates the selling process where both the seller and buyer 

both are separate business organisations. Tesco engaged in business buying behaviour to ensure 

that it is getting the required revenue and products. In the following, the process used by Tesco 

during business buying behaviour is presented- 

 

Figure 3:Business buying behaviour process. 

Source :(Baldauf and Lee, 2011). 

Tesco first recognised the problems and based on need, it prepares product specifications by 

considering general need description (Baldauf and Lee, 2011). Based on the product 

specification, it searches for the supplier and then collects proposals from the suppliers. After 

that, it selects suppliers and order products based on the specifications. Finally, it reviews the 

performance and evaluates the buying process. The key roles of the buyer here are collecting 

proper information and proper analysing of the information to take the decision regarding the 
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purchase. Supplier here has to provide authentic and reliable information to help the buyer to 

make purchase decisions effectively. 

The impact of new technology on the sales management environment: 

Technology is improving faster than we can imagine and technological improvement has a great 

impact on the sales management environment. For example- Skype and video conferencing 

added new to the sales management environment and this technology provided business with the 

ability to share more information within the lowest time (Matsuo, 2009). Besides this, the use of 

those technologies in the business, help employees to work from the home. On the other hand, 

this technology is providing manager more effectiveness to monitor the working environment 

and thus to help in the achievement of sales management environment. Tesco also uses Skype 

and video conferencing and thus it ensures efficient information sharing and monitoring of 

employees performance(Kuruzovich, 2013).Through video conferencing, it is now possible to 

know the actual situation of the employees including the needs of the employees which help 

management to motivate employees to improve the sales volume of the organisation. Beside 

those, the use of those technologies is helping organisations to arrange online training to improve 

employees’ ability to achieve the objectives of the organisation. Cloud computing helps an 

organisation to reduce the cost of storage and technology and thus organisation can improve the 

communications within lower cost. Tesco uses Skype, video conferencing, and such other 

technologies to help the organisation to achieve the gaols.  
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Task-02 

LO2 Evaluate the relative merits of how sales structures are organised, and 

recognise the importance of ’selling through others’ 

P2. Evaluate the benefits of sales structures and how they are organised using 

specific organisational examples. 

Sales leadership and the sales executive: 

Sales are the only function to produce revenuer for the organisation and for that reason proper 

leadership is required to ensure proper sales management. Sales leadership and the sales 

executives require to considers the ethics and related law for proper sales management 

(Kuruzovich, 2013). Tesco used to follow an ethical standard and it has a certain policy as per 

the law to ensure that the sales management practices are ethical as well as legal. In the 

following, ethical and legal perspectives of sales management are explained- 

Ethics of behaviour is an important aspect of sales leadership where proper management of 

sales management should include the considerations of following unethical issues- 

 

Nonrole and role failure damage organisations’ performance and they are against the 

organisations. As a result, the first two unethical issues should be in the key concern of sales 

leadership. Besides this, role distortion is related to bias performance appraisal and this reduces 

employees’ motivations (Baldauf and Lee, 2011). So, three unethical leadership behaviours 

should be considered by leaders to ensure proper sales leadership. In Tesco, there is certain 

policy and monitoring arrangement to ensure that leaders are staying away from those two 

unethical behaviours. 
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Law and sales leadership is another issue related to sales leadership and executives. Sales 

executives should operate the sales operations as per the way that is legal. They should provide 

equal pay to the employees and equal opportunities for every employee should be ensured 

through proper practices and policies (Kuruzovich, 2013). There are some ways that help sales 

leaders and executives to manage sales management activities within the legal way. Sales 

leadership should formulate the strategy to ensure that sales executives are managing sales 

related activities as per the law. Besides this, the seminar should be arranged to make sales 

executives aware of different legal issues related to leadership. 

Tesco used to do the followings to ensures sales leadership legal and ethical- 

o It has an ethical code of conduct and structures to monitor ethical issues and thus Tesco 

manages ethical sales leadership.  

o Tesco arranges seminar and training program to make employees capable of leading sales 

force ethically and legally. 

o Tesco uses a 360-degree feedback system and the third party to asses employees 

performance and thus it reduces biases in performance management. 

o Tesco has the arrangement to provide employees legal knowledge through the seminar, 

training, and such other program. 

The benefits of different sales structures: 

Geographic Organisational Structure: Here, the sales structure is formed based on a 

geography basis. Sales of the organisation are classified based on geography and thus 

organisation appoints sales force or executives to achieve regional sales target (Cron and 

DeCarlo, 2010). The structures followed to form regional sales structures is presented is the 

following-  



14 

 

www.infoharvardresearchuk.com 

 

 

Figure 4: Geographical sales structure. 

Source: (Cron and DeCarlo, 2010) 

This structure allows the organisation to act as per the demand of the region and thus helps the 

organisation to manage the sales operations. Tesco has operations throughout the world and for 

managing those sales Tesco appoints regional sales manager. It allocates the region among the 

sales executive and thus ensures the achievement of sales objectives.  

Product Sales Force Structure: 

Product sales force structure allocates sales force considering different products of the 

organisations. It is costly as employees to manage the operations related to sales require more 

and the training cost is also high (Tanner et al., 2013). Although the cost is high, it ensures 

special initiatives to increase sales for the different product. For example- Samsung Inc. has such 

an arrangement to recruit specialized sales force to ensure selling of its different products.   
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Figure 5: Products based sales structure. 

Source :(Tanner et al., 2013). 

Customers Based Structure: 

Here, customers are focused on the group sales force and different sales force is assigned to deal 

with different groups of customers. Here, customers are prioritized to determine the sales 

structures of the organisation (Forsyth, 2002). Employees are trained to deal with the different 

group of customers and thus it ensures maximum sales force. The hit rate metric scores are high 

as per this approach although the cost may be high to manage sales operations. For example- 

Tesco has a different sales force to deal with women, men, children, old and such other 

customers group in middle-east.  
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Figure 6: Customers based structure. 

Source :(Forsyth, 2002). 

Sales structure are organised in the following ways- 

Goal setting: First, organisations determine the goals which will act as the basis of formulating 

sales structure (Paesbrugghe et al., 2017). Tesco as a global retail chain hasa objective to 

formulate customers based structure to ensure proper service for the different group of 

customers.   

Recruitment and selection of sales force: Recruitment is crucial for the organisation as it 

supports the selection process to ensure that skilled candidates are selected to manage the selling 

process (Tanner et al., 2013). Selection is the process through different test and approach are 

used to find the appropriate set of the sales force of the organisation. Tesco is concern about the 

following issues related to selection-  

o Careful selection: Careful selection is essential as it provides skilled employees to 

manage the activities related to sales (Matsuo, 2009). Besides those, careful selection 

ensures the right numbers of employees within the right time at the right place. So, Tesco 

ensures careful selection and thus it is successful in achieving its objectives. 
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o Poor selection: Poor selection is costly for any organisation as unskilled employees are a 

burden for an organisation (Kuruzovich, 2013). Selection of poorly skilled employees 

requires more training and more recruitment which is costly to the organisation. Tesco is 

aware of the poor selection and thus it is able to ensure proper selection of candidates to 

ensure the right numbers supply of employees.   

Training sales force: Training sales force gives the organisation the benefit of managing 

employees skills level and thus organisation can improve the capability of its sales force to 

perform different activities related to sales (Matsuo, 2009). Training sales force develops 

employees for achieving the goal it determines to achieve through selling. For example- Tesco 

arrange training immediately after recruitment to ensure that the newly recruited HRs are capable 

of performing as per the demands.  

Supervising, leading, and managing sales force: Supervising and leading is another task 

through sales of an organisation is structured. The supervising technique, leadership styles, and 

employee management strategy should be included in the sales structure to ensure an integrated 

sales structure to support the corporate goal attainment (Forsyth, 2002). Tesco used to include 

supervising techniques, leading styles, and employees management strategy to ensure effective 

sales structure for the organisation.  

Managing performance: Performance management is a system of managing employees effort 

toward the goals of an organisation. It is a continuous approach through which employees 

performance is measured on a continuous basis. Tesco used to follow performance management 

technique like MBO, 360-degree feedback, and such other tools to ensure effective performance 

management (Paesbrugghe et al., 2017). Tesco used to ensure employees development of career 

by providing them with the progression opportunities. 

Compensation and Reward management: The management of salary and other benefits 

provided to employees in return for their services is called compensation management. 

Compensation of an employee includes the following- 
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Tesco has the arrangement to provide a handsome base salary and other benefits to the 

employees so that it can retain its talented employees. Besides this, Tesco has the arrangement to 

provide employees the opportunity to select their benefits package. Tesco used to provide 

employees with reward based on different interval considering employees performances. Reward 

management depends on the critical incidents of employees performance within a particular 

period.  

P3. Explain the importance and the advantages of the concept of ‘selling 

through’ others. 

“Selling through others” refers to the approach of selling by different marketing channel 

including retailer, wholesalers, and so on (Kuruzovich, 2013). So, it is a concept of using 

different marketing channel to gain a predetermined goal of selling.   

Ensured proper distribution of the product: Using different distribution channel and medium 

provides business with the opportunity to ensure proper allocations of the products. Selling 

through others provides the opportunity to the distribution of the products in the remote area and 

thus to ensure proper distribution (Paesbrugghe et al., 2017). For example- Tesco has the 

arrangement to use a different distribution channel and thus to improve the distribution of the 

products.  

Ensure the availability of the product: Using different approaches is effective in ensuring the 

availability of the products in remote areas by the help of retailers, wholesalers, and such other 

channel (Kuruzovich, 2013). Apple, Samsung, and such other technology giant uses different 

marketing channel to sell their products and thus to ensure availability of the product. 



19 

 

www.infoharvardresearchuk.com 

 

Increase sales volume: Selling through others is an effective tool to increase product availability 

and distribution and thus it facilitates selling. Using different distribution channel provides the 

organisation with the efficiency and thus it increases sales volume (Matsuo, 2009). For example- 

Apple and Samsung use Wholesaler, retailer, and such other medium to increase sales volume.   

Increase the profitability: Selling through others increase the availability of product, ensure 

proper distribution, increase sales volume and thus it increases the profitability of the 

organisation (Kuruzovich, 2013). Increased sales volume leads to increase profitability and thus 

selling through others is beneficial to increase the profitability of the organisation.  
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Task-03 

LO3 Analyse and apply principles of successful selling  

P4. Analyse the key principles and techniques for successful selling and how 

they contribute to building and managing customer relationships in 

application to specific organisational examples. 

There are some principles and techniques to ensure successful selling and they have a high 

impact on the contribution of the effective achievement of the organisations objective through 

better customers’ relationships (Mahajan, 2008). In the following, the principles and techniques 

for successful selling and their contribution to building effective customers relationship are 

analysed. 

Turning customers’ information into knowledge:  

Customers' information is now used to understand employees and thus to improve the 

relationship with customers to facilitate selling. To manage information, there is an approach 

named as knowledge management used in several organisation in the world (Matsuo, 2009). 

Turning information into knowledge is now the challenge for a different organisation as this 

helps to design sales strategies and thus to increase selling through building a strong relationship 

with customers. Customers information should be analysed properly and thus the result should be 

shared with other department of the organisation to turning customers’ information into 

knowledge. Tesco used to turn customers’ information into knowledge through- 

o Proper analysis, 

o Sharing, and 

o Transferring lessons.  

Through proper analysis, Tesco gets the output to be used in different sales-related decisions and 

through sharing it ensures proper knowledge management (Mahajan, 2008). For proper 
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knowledge sharing, it used to arrange transferring lessons program where it provides employees 

with the way to get knowledge from the organisations. 

Classifications of sales leads: 

Sales leads indicate the individual or business organisation that an organisation wants to win as 

its future client. The identifications of the sales leads are identified as the first step to the sales 

process (Paesbrugghe et al., 2017).So, sales leads are the potential buyers and the identifications 

of sales are the first steps of the sales process. There are three kinds of sales leads including- 

1. Hot leads, 

2. Warm leads, and 

3. Cold leads.  

Hot leads indicate the potential buyer who shows interest to buy where warm leads indicate the 

individual who already showed the desired to buy the product. On the other hand, cold leads 

indicate the individual with no interest to buy. Tesco used to focus on both hot and warm leads to 

ensure that the sales effort is fruitful. Tesco analyses customers related information and thus 

identify hot and warm leads to formulate sales strategies. 

The hot VS cold lead  

In the following, the warm VS cold sales leads are analysed and presented- 
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Figure 7: Warm VS Cold lead. 

Source: (Mahajan, 2008). 

In the warm lead, customers have the intention to buy and as a result, they show their interest but 

in the cold lead, customers don't have any intention to buy (Forsyth, 2002). So, the organisation 

should have focused on the warm leads and thus they should focus necessary information to turn 

warm leads into actual buyers. Tesco used to focus mainly on the warm leads and thus it 

provides necessary and reliable information to influence the buying decisions. 

Successful pitching and positioning 

Successful Pitching influences customers to buy the product and thus helps to create a good 

position in the market.  Successful pitching in sales management indicates effective persuasion 

of the customers and thus to turn them, actual customers. Pitching is highly dependent on 

information of customers and it is the responsibility of the sales force to collect information from 

the customers (Kuruzovich, 2013). The success of the pitching largely depends on the 

information analysis and successful pitching help to create a good market positioning (Mahajan, 

2008). Successful pitching and positioning thus increase sales volume and create a good 

relationship with customers. Tesco has the arrangement to collect and analyse information to 
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persuade customers to buy products and thus it increase sales and build a relationship with 

customers’.  

Negotiation techniques and tactics 

For successful selling, the use of proper negotiation techniques and tactics is essential as it helps 

the organisation to influence the buyer to buy the product. Besides, it reduces the cost or error 

and thus provides the organisation with the ability to provide customers with the support to 

achieve the organisations' goal (Kuruzovich, 2013). Besides those, the use of proper negotiation 

techniques and tactics helps an organisation to build a strong relationship and to create a win-win 

situation. In the following, some of the techniques and tactics of negotiation are explained-  

Ethics of behaviour: During the negotiation, it is essential to act as per the ethics and any 

unethical conversation or act during negotiation may damage the whole deal (Susskind, 2015). 

So, the negotiator should show ethical behaviour during negotiation.   

Overpromising: Overpromising is not good for effective negotiation and this increase the 

expectation of the other party. So, it is the responsibility of the negotiator to stay out of over 

promising. The negotiator of Tesco has guidelines to stay out of overpromising and thus it 

ensures successful negotiation.  

When to say ‘no’: The negotiator should know the situation where it should say no to another 

party as this will leads to loss. Inability to say ‘no' may cause a huge loss in the negotiation 

process (Susskind, 2015). Tesco provides guidelines to its negotiator and makes clear about the 

situation when they should say ‘no’.  

Handling objection: There may have an objection from another party or from any third party 

and an effective negotiator should have the ability to manage such objections effectively 

(Paesbrugghe et al., 2017). Negotiation leads to problem-solving and handling objections is 

essential here to provide a solution in that case. 

Closing sales: Closing sales means concluding negotiation through agreement and actual selling. 

The negotiation process should be directed toward actual selling and after selling the evaluation 
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should be made to identify success or failure (Susskind, 2015). Tesco used to direct the 

negotiation toward closing sales or actual sales and thus it has the arrangement to evaluate 

success or failure of the negotiation process. 

Building and managing relationship  

Building and managing relationship within the organisation is another key approach of ensuring 

successful selling and thus to retain customers for the repurchase. The organisation should 

provide a quality product along with post-purchase services which will encourage customers to 

buy the product more in the future (Paesbrugghe et al., 2017). There are different approaches to 

build and manage customers relationships. For example- Tesco used to communicate regularly 

with customers through email and promotional initiatives, asks for feedback, allocate 

information related to new products, and thus it builds and manages the relationship with 

customers. Tesco has the process to collect feedback from the customers and thus it manages a 

relationship with the customers to retain them. Building and managing relationship is effective to 

make customers loyal to the organisation and thus to increase selling of the organisation. 

Exit and terminating relationship 

In the previous section, we have learned about cold leads that have no needs as well as interest to 

buy the product. So, the sales effort to influence them will cost extra and it is wise to understand 

them and thus to exit or terminate the relationship with them (Ingram, LaForge and Schwepker, 

2007). The business organisation should have techniques and strategy to exit or terminate the 

relationship if there is no future. Tesco used to exit and terminate the relationship with the 

customers who have no intention or needs to buy products. 
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Task-04 

 

LO4 Demonstrate an understanding of the finance of selling  

P5. Explain the importance of developing sales strategies that yield the highest 

profitability and incorporating account management within sales structures 

Sales strategies enable an organisation to achieve the highest effectiveness and efficiency of the 

performance of the sales force and other resources. Sales strategies provide the organisation with 

high profitability and this is the only strategy to collect revenue from the customers' return of the 

product or services (Kuruzovich, 2013). So, developing a sales strategy is important to ensure the 

highest profitability for the organisation. Tesco has a high focus on the profitability during 

planning for the sales and it considers several factors like the sales force, regional factors, and 

cultural factors, and so on to make sure that it is developing effective strategies to achieve the 

organisational objective. In the following, the strategy focused on Tesco to formulate sales 

management strategies includes the following. 

Portfolio management 

Portfolio management is the strategy that ensures proper management of organisations' portfolio 

and thus it ensures the highest return from the portfolio (Forsyth, 2002). In sales management, 

the portfolio is used to divide the sales opportunities into the following categories including-  

1. Repurchase,  

2. Replacement,  

3. Expansion, and  

4. Innovation 

Here, Repurchase means the group of customers who buy the products again from the sale and 

thus they should be given with high priority. This is common in case of loyal customers and for 

B2B buying approach (Ingram, LaForge and Schwepker, 2007). Tesco used to maintain good 
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customers’ relationship to ensure repurchase from the customers. Besides those, Tesco has 

initiatives to motivate customers to come again and buy again. Replacement occurs when 

customers think to buy from the new seller or alternative seller where repurchase opportunity 

exists (Roy, 2011). Here, the seller is replaced by the buyer and for that reason, it is the 

responsibility of the customers to ensure that customers are coming again and repurchasing from 

their product. Tesco provides high-quality service during and after the purchase to ensure that 

customers are coming and repurchasing. Finally, expansion strategy focused on providing extra 

services to the customers with the view of expansion (Susskind, 2015). This is a strategy to be 

used by the business organisation during planning for expansion and thus it provides the product 

or services that are not currently included in the service list(Roy, 2011).Innovation includes 

identifications of customers' new needs and thus providing customers with the solution through 

innovation(Gilbert and Davies, 2011). Tesco used to conduct a market survey and thus it designs 

a new product to satisfy the new needs of the customers.  

Portfolio to sales management needs the implications of the following approaches- 

1. Calculating margins: Calculating sales margin is effective to design a sales strategy and 

to design a sales portfolio (Ingram, LaForge and Schwepker, 2007). Through calculating 

sales margin it is possible to identify the products that have high or lower profit potential. 

Tesco used to calculate sales margin of the product to identify the most or lowest 

profitable products and thus it identify the product with a high and low profit.  

2. Payment mechanism and terms: The design of a sales portfolio should be supported with 

payment mechanisms and terms to ensure that customers are getting a flexible payment 

system (Gilbert and Davies, 2011). Tesco used to provide customers the opportunity to 

pay through the card or by cash and thus it ensures a flexible system of paying for the 

purchase to the customers. 

3. The sales cycle: During planning for portfolio sales management, it is essential to 

consider the sales cycle (Mahajan, 2008). Sales cycle provides business the opportunity 

to understand customers and thus the buying behaviour the customers and thus it direct 

buying behaviour of the customers. It is essential to conduct research to know the 
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demand of the customers to prospect, customers, demand and the initial contact should be 

made to propose and finally the process is closed by selling the product. Sales structure is 

used by Tesco to ensure that customers are getting information and thus they are buying 

the product from Tesco. In the following, the sales cycle used by Tesco is presented- 

 

Figure 8: Sales management cycle. 

Source: (Mahajan, 2008). 

  

4. Industry-specific sales cycle management: Industry-specific sales management cycle 

provides the organisation with the knowledge to understand and design selling strategy. it 

analyses the customers' behaviour and thus provides business with the capability to 

attract and retain customers(Matsuo, 2009). Tesco has initiatives to conduct market 

research and thus it manages industry-specific sales cycle management to help business 

with goal achievement. 

5. Performance management: Performance management is essential in that case to design 

effective portfolio sales management strategy. It is essential to ensure proper performance 

management to improve employees performance and goal-directed effort which will be 

effective to achieve sales management objectives (Hackleman, 2010). Tesco uses MBO 
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and 360-degree feedback approach to managing performance and thus it ensures proper 

employee motivation.   

Importance of sales management strategies 

1. Sales management strategies help to ensure skilled sales force and thus it leads to the 

better management of sales operations of an organisation. Under sales management 

strategies, the training and development program of the sales force is included (Ingram, 

LaForge and Schwepker, 2007). Tesco used to include sales force training in sales 

management strategies and thus ensure proper sales management. 

2. Sales management strategies help to manage the portfolio of sales and thus help business 

to ensure high profit for the organisation. 

3. Sales management strategies enable more sale and thus it provides competitive 

advantages to the organisation (Hackleman, 2010).  

4. Sales management strategy ensures proper recruitment and thus it reduces the cost to 

increase the profit for the organisation. 

5. Sales management strategy improves the efficiency of the sales management process and 

thus it leads to high profitability of the organisation.  
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Conclusion 

Sales management should be supported with enough information to design the sales structure and 

strategies to increase the profitability of the organisation. It is essential to ensure that the 

organisation has a better portfolio of sales to achieve the organisations' objective. The design of 

the sales structure should be based on proper considerations of different models. The 

organisation should have a focus on portfolio management during planning for disarming sales 

strategies. Finally, sales management should be based on proper planning, organising, leading, 

staffing, and controlling to ensure proper achievement of the sales objectives as well as 

organisations objective.  
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