Supervisory Skills in Marketing & Sales Course

Target Group(s): Middle managers in marketing and sales (head of various divisions)  

Training Objectives: 

· The training combines both marketing and sales supervision skills to meet the demand for a highly effective supervisor. 

· To strength the skills in planning, organizing, staffing, control, leaderships and coordination for those in marketing and sales function. 

· Improving the business performance.

Course Outline

· What is a supervisor , how to be a successful supervisor, and overview of the management different processes  

· Planning: benefits, the planning process and developing short, intermediate and long term plans; Guidelines for effective supervision

· Decision Marketing process: Types of approaching a decision, Steps in the decision- making process, and group decision making.

· Organizing Marketing and Sales Department: the different approaches. 

· Staffing: Personal Planning and Recruiting in marketing and sales , selection strategies, and orientation and training. 

· Communication skills for supervisors: Cases in communications failures, Effective communications for the Supervisor, The Goals of building  Communications skills, Types of communication, The communication process, The application of communication in marketing and sales ( skills needed to be developed ) 

· Being a motivator / being a leader: Motivation and Motivational strategies and their application in marketing and sales; The different leading roles played by a supervisor 

· Being a motivator / being a leader: Motivation and Motivational strategies and their application in marketing and sales; The different leading roles played by a supervisor 

· Building groups and teams :types of teams, Stages in team building, Symptoms of unproductive Team, model of team effectiveness 

· Marketing and Sales Control and Evaluation: The Role of Control, The Control Process, Traditional Control in Marketing and sales, components of marketing and sales control, Measures to Assess marketing and sales Performance, Measurement of variances and performance index, Profit and Loss statement as a control tool and marketing and sales auditing. 

Outcomes Sought

· Improving the skills and capability of middle managers in basic marketing and sales’ supervision skills that would improve the business performance.

· Closing the gap in personal development and creating opportunity for promoting distinguished marketers  and sales people to play a managerial role.

· Contributing to the business development.  
