                                      Evolution of sales management
Salesmanship was for the first time emerged during the era of Bronze(2000 BC) time period of timeline. It was the period between the Stone and Iron era. At that time the Greek were the successful nation of the world. In Greek language salesman means “the cheater” these cheater were the worshiper of the Mercury Goddess. Who was considered the Goodness of canny men.

In Greek society salesman were perceived as the lower most class of the society like the sweeper of today’s time.  

At very beginning a single person carried and transported their purchasing material and products from one place to another. And singly manage the selling process. After this stage person hired multiple human resources for the purpose of carrying and transporting the merchandises place to place which is replaced by the discovery of the carts in transportation of the merchandises. In this way the use the horse carts, donkey and bull carts for the making products convenient to the customers.
Salesmanship also practiced by the caravans (group of people going towards the specific location). After this experience people launched outlets to the different territories through which the performed the process of sales.

When industrialization era started after the 2nd War World the infrastructure, means of transportation improved and people started hiring salesmen for the performing of salesmanship by quitting the approach of outlets.

Now salesmen were the force for the sales of the products. Some salesmen were very smart so they easily convinced their customers and achieved their quotes, while other were unable to get their targets.
John Henry Patterson, founder of NCR( National Cash Registration) studied about his sales forces. He came to know that the sales forces performance varies from one salesman to another, so he called a meeting of all his salesmen. He asked to give the subjective presentation of the product and in this way he was able to know about the good successful salesperson and fail salesperson. By conducting this analysis he formulated a structural sales script to memorize. This approach was known as Canned Sales Presentation.
Thomas J. Watson, who was a salesperson trained by John Henry Patterson and later he became the founder of IMB. He replaced Canned Sales Presentation and introduced another process of selling which is a step by step process.(prospecting, presentation, objection handling, closing and follow-up)

Team selling. In this approach of selling there is a group of technical and expert’s person are specified for the selling process. Each and every person is expert for every component of the product. Like Boeing is supplied by 9700 companies of different 9000 spare parts. 

                                             Duties of sales Managers  

Following duties are performed by Sales Managers:

· To determine sales forces for objective and goals.

· To finalized sales force organization size, territory and quotes.

· Sales forecasting and budgeting.

· Selecting, recruiting and training sales force. 

· Motivating and leading sales force.

· Designing compensation and control system.

                                Different types of salespersons 

Basically sales forces performed three function or tasks which are order taking, order creating, order getting. 

1. Order taking:  stage of specifying the product which customer need.

· Inside order taker: those sales forces who remain in the premises of the organization of inside the organization is known as inside order takers.
· Outside order taker:  those who visit different places and take order is known outside order taker. like Insurance salesperson.
· Delivery sales force: those sales persons who are hired only for the delivery of the products to the customers. Like the Pizza Hut delivery sales forces.
2. Order creating:  those whose job is to create demand for the product and stimulate purchasing behavior. Like the insurance, these are also known as missionary sales forces.
3. Order Getter: those sales forces whose job are involvement in pre and post selling activities. Like the dealing with Guarantee and Warrantee aspects of sales promotion techniques. 
· Technical sales force: those sales forces who are technical and have expertise regarding the products like the Engineers and medicine experts. 
· Merchandiser: those sales forces whose primary function are facilitate or help the customer and earn profit for the organization. 
· Customer sales persons:  those who are hired for the door to door selling of the products.
· Organization sales forces: those who deal with different organization for long term relationship.
· New Business Sales persons:  those who are acting as sales force for the new formed business are known as new business sales persons.
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