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ABSTRACT

Leadership plays a vital role in sales force
management by  guiding, motivating, and
empowering sales teams to achieve organizational
goals. Effective leadership helps create a culture of
excellence where employees are encouraged to
perform at their highest potential, embrace
innovation, and maintain strong customer
relationships. Sales leaders influence team
performance through strategic planning, clear
communication, coaching, and performance
evaluation. They foster a positive work environment
that enhances employee engagement, teamwork, and
accountability.

In today's competitive business environment,
organizations must adapt quickly to changing
customer needs and market conditions. Strong
leadership enables sales teams to remain focused,
resilient, and customer-oriented while achieving
sales targets and business growth. Leaders also play
a crucial role in developing employee skills through
training, mentoring, and continuous feedback. By
recognizing achievements and promoting ethical
business practices, they build trust and commitment
within the sales force.

Furthermore, leadership contributes to improving
productivity, satisfaction, and
organizational performance by aligning individual
goals with the company's vision and mission. A
culture of excellence driven by effective leadership
encourages continuous improvement, innovation,
and long-term success. This study highlights the
significance of leadership in sales force management
and examines how leadership practices contribute to

customer
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creating high-performing sales teams capable of
sustaining competitive advantage in the marketplace.
I. INTRODUCTION

Sales force management is a critical function in
modern organizations, focusing on planning,
directing, coordinating, and controlling sales
activities to achieve business objectives. The
effectiveness of a sales force largely depends on the
quality of leadership provided by sales managers and
organizational leaders. Leadership serves as the
driving force that influences employee motivation,
productivity, commitment, and overall performance.
In today's highly competitive and dynamic business
environment, organizations require strong leaders
who can inspire sales teams to meet customer
expectations, adapt to market changes, and achieve
sustainable growth.

Leadership in sales force management goes beyond
supervising sales representatives and monitoring
targets. It involves creating a vision, establishing
clear goals, fostering teamwork, and developing a
culture that promotes excellence and continuous
improvement. Effective sales leaders motivate
employees through coaching, mentoring,
communication, and recognition of achievements.
They help sales personnel develop the skills and
confidence needed to build strong customer
relationships and deliver superior service.

A culture of excellence within the sales force is
characterized by high performance, customer
orientation, accountability, innovation, and ethical
behavior. Leaders play a crucial role in cultivating
such a culture by setting performance standards,
encouraging collaboration, and creating an
environment where employees feel valued and
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empowered. Through effective leadership practices,
organizations can enhance employee satisfaction,
reduce tumover, and improve customer loyalty.

In the era of digital transformation and increasing
customer expectations, leadership has become even
more significant in managing sales teams. Sales
leaders must embrace technological advancements,
support continuous learning, and guide their teams
through changing business conditions. Their ability
to inspire, influence, and align employees with
organizational objectives directly impacts sales
effectiveness and organizational success.

Therefore, understanding the role of leadership in
sales force management is essential for organizations
seeking to develop high-performing sales teams and
maintain a competitive advantage. This study
examines how effective leadership contributes to
cultivating a culture of excellence and improving
sales force performance, customer satisfaction, and
overall business growth.

NEED FOR THE STUDY

Sales force management is a crucial aspect of
organizational success as it directly influences sales
performance, customer satisfaction, and business
growth. In today's highly competitive market
environment, organizations require efficient sales
teams that can effectively understand customer
needs, promote products and services, and build
long-term relationships with customers. Effective
leadership and sales force management help in
motivating employees, improving productivity,
enhancing communication, and achieving sales
targets. The study is needed to understand how
leadership practices contribute to the development of
a high-performing sales force and a culture of
excellence within organizations. It also helps
identify the challenges faced by sales personnel and
the strategies required to improve their performance,
satisfaction, and commitment. Furthermore, the
study provides valuable insights into training,
motivation, performance evaluation, and team
management, enabling organizations to strengthen
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their sales operations and maintain a sustainable
competitive advantage in the marketplace.

SCOPE OF THE STUDY:

The scope of this study focuses on examining the
role of leadership in sales force management and its
contribution to cultivating a culture of excellence
within organizations. It analyzes various leadership
styles, motivational techniques, communication
practices, and performance management strategies
that influence the effectiveness of sales teams. The
study covers key aspects such as sales force
recruitment, training and development, employee
motivation, performance evaluation, customer
relationship management, and team coordination. It
also explores how leadership impacts employee
productivity, job satisfaction, customer satisfaction,
and the achievement of organizational sales
objectives. Furthermore, the study evaluates the
challenges faced by sales managers in leading
diverse sales teams and adapting to changing market
conditions. The findings of the study provide
insights and recommendations that can help
organizations improve sales force performance,
strengthen leadership effectiveness, and achieve
sustainable business growth in a competitive
environment.

OBJECTIVES OF THE STUDY

1. To examine the role of leadership in
effective sales force management.

2. To analyze the impact of leadership styles
on sales team performance and productivity.

3. To study the influence of leadership on
employee motivation, commitment, and job
satisfaction.

4. To evaluate the effectiveness of leadership
practices in achieving sales targets and
organizational goals.

5. To assess the importance of training,
coaching, and mentoring in developing a
high-performing sales force.
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6. To identify the factors that contribute to
creating a culture of excellence within sales
teams.

7. To examine the relationship between
leadership and customer satisfaction through
improved sales performance.

8. To study the challenges faced by sales
leaders in managing and motivating sales

personnel.
9. To explore strategies for enhancing
teamwork, communication, and

collaboration within the sales force.

10. To provide recommendations for improving
leadership effectiveness and sales force
performance for sustainable organizational
growth.

II. REVIEW OF LITERATURE
Marketing Management is a business

discipline which is focused on the practical
application of marketing techniques and the
management of a firm's marketing resources and
activities. Rapidly emerging forces of globalization
have compelled firms to market beyond the borders
of their home country making International
marketing highly significant and an integral part of a
firm's marketing strategy. Marketing managers are
often responsible for influencing the level, timing,
and composition of customer demand accepted
definition of the term. In part, this is because the role
of a marketing manager can vary significantly based
on a business' size, corporate culture, and industry
context. For example, in a large consumer products
company, the marketing manager may act as the
overall general manager of his or her assigned
product To create an effective, cost-efficient
Marketing management strategy, firms must possess
a detailed, objective understanding of their own
business and the market in which they operate. In
analyzing these issues, the discipline of marketing
management often overlaps with the related
discipline of strategic planning.

Received: 06-05-2026 | Accepted: 13-06-2026 | Published: 20-06-2026

Sales force management systems are
information systems used in crm marketing and
management that help automate some sales and sales
force management functions. They are frequently
combined with a Marketing Information System, in
which case they are often called Customer
Relationship Management (CRM) systems.

Sales force management systems are
essentially the same thing as Sales Force
Automation System (SFA). SFA systems are a type
of program that automates business tasks such as
inventory control, sales processing, and tracking of
customer interactions, as well as analyzing sales
forecasts and performance. Businesses may have a
custom version developed specifically for their
needs, or choose from among the increasing number
of sales automation software products, such as
Interact Commerce's ACT! and GoldMine
Software's GoldMine. Sales automation software is
sometimes called sales automation software, and
sometimes called customer relations management (
CRM ) software.

A SFA, typically a part of a company’s
customer relationship management system, is a
system that automatically records all the stages in a
sales process. SFA includes a contact management
system which tracks all contact that has been made
with a given customer, the purpose of the contact,
and any follow up that might be required. This
ensures that sales efforts are not duplicated, reducing
the risk of irritating customers. SFA also includes a
sales lead tracking system, which lists potential
customers through paid phone lists, or customers of
related products. Other elements of an SFA system
can include sales forecasting, order management and
product knowledge. More developed SFA systems
have features where customers can actually model
the product to meet their required needs through
online product building systems. This is becoming
more and more popular in the automobile industry,
where patrons can customize various features such
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as color and interior features such as leather vs.
upholstered seats.

An integral part of any SFA system is
company wide integration among different
departments. If SFA systems aren’t adopted and
properly integrated to all departments, there might
be a lack of communication which could result in
different departments contacting the same customer
for the same purpose. In order to mitigate this risk,
SFA must be fully integrated in all departments that
deal with customer service management.

Making a dynamic sales force links strategy
and operational actions that can take place within a
department. the SFA relies upon objectives, plans,
budget, and control indicators under specific
conditions. In order to perform the objectives
correctly specific procedures must be implemented:
Identifiable sales force management processes

1. Sales Planning — Setting sales goals and
targets.

2. Recruitment — Hiring qualified salespeople.

3. Training — Teaching product knowledge
and selling skills.

4. Organizing — Assigning territories and
responsibilities.
5. Motivation — Encouraging salespeople

through rewards and incentives.

6. Supervision — Guiding and monitoring sales
activities.

7. Performance Evaluation — Measuring sales
results and achievements.

8. Compensation — Providing salaries,
commissions, and bonuses.

9. Sales Forecasting — Predicting future sales.

10. Customer Relationship Management
(CRM) - Maintaining good customer
relationships.

11. Sales Reporting — Recording and analyzing
sales performance.

12. Leadership — Leading and supporting the
sales team.

Components of Sales Force Automation System
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Sales Force Automation (SFA) is a technology-
based system designed to automate and streamline
various sales activities. It helps sales representatives
manage customer information, track sales
opportunities, schedule appointments, process
orders, and monitor sales performance. One of the
most important components of SFA is Contact
Management, which stores customer details such as
names, addresses, phone numbers, email IDs, and
communication history. This enables salespeople to
maintain accurate records and provide better
customer service. Lead Management helps identify,
track, and nurture potential customers, ensuring that
sales opportunities are not missed. Opportunity
Management allows sales teams to monitor the
progress of sales deals through different stages of the
sales cycle, from initial contact to final purchase.
Another key component is Sales Forecasting, which
uses historical sales data and market trends to predict
future sales performance. This helps managers make
informed decisions regarding production, inventory,
and resource allocation. Activity Management
enables sales personnel to schedule meetings, calls,
follow-ups, and other tasks efficiently. Order
Management automates the process of creating,
tracking, and processing customer orders, reducing
errors and improving customer satisfaction.
Customer Relationship Management (CRM) is
integrated with SFA systems to maintain long-term
relationships with customers by tracking interactions
and understanding customer needs.

Modern SFA systems also include Reporting and
Analytics, which generate detailed reports on sales
performance, customer behavior, and market trends.
These reports help management evaluate sales
effectiveness and identify areas for improvement.
Mobile Access allows sales representatives to access
customer information, update records, and manage
activities from smartphones and tablets while
working in the field. Document Management
provides a centralized platform for storing sales
proposals, contracts, quotations, and presentations.
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Additionally, Email and Communication Tools
facilitate seamless communication with customers
and team members. Performance Tracking helps
managers monitor sales targets, productivity levels,
and employee achievements, ensuring that
organizational goals are met effectively.
Overall, a Sales Force Automation System improves
sales efficiency, enhances customer relationship
management, reduces administrative workload,
increases productivity, and supports better decision-
making. By automating routine tasks and providing
real-time information, SFA enables sales teams to
focus more on selling activities and customer
satisfaction, leading to improved business
performance and competitive advantage.
Open Source Sales Force Automation

There are so many SFA solutions out in the
market. Small to medium size business and
individual users have the choice of using the Open
Source SFA solutions, online or cloud SFA
solutions, and licensed SFA software solution. Open
Source solutions regardless of application have
become extremely popular over years. Below is a list
of Open Source solutions available for sales force
automation systems.

SugarCRM Inc. Was founded in 2004 by
John Roberts, Clint Oram and Jacob Taylor, the
Sugar open-source code has been downloaded more
than 3 million times. The company has received $26
million in venture financing and employs more than
100 people. Some major companies like Honeywell,
Starbucks etc use SugarCrm applications.
CentricCRM(Concursive) has been around for a long
period and over the years has increased its stability
in the market. The company received investment
funding from Intel Capital, the venture capital arm
of Intel Corp. CentricCRM like most Open Source
softwares are aimed at small to medium size
companies. This list of Open Source solution also
includes : SplendidCRM Software Inc’s, Hipergate,
Compiere Inc, Vtiger CRM, CentraView Inc, XRMS
CRM, Cream CRM, Tustena CRM, etc.
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In August 2000, Oracle released a free CRM
software package, OracleSalesOnline.com which
makes information - such as contacts, schedules, and
performance tracking - available online through the
included database program. The package is designed
for medium-to-large enterprises with mobile work
forces. All data and storage are based at an Oracle
facility, similar to the application service provider (
ASP ) model, which means that data can be accessed
from any Intemet connection and that the client
doesn't need special hardware or software. The
Oracle package also includes online staff training.
What makes a good sales force automation
software

The term sales force automation refers to a
system designed to track and manage sales activities
for individuals and even large sales forces.

- An integral part of any SFA system is
company-wide  integration among  different
departments. If SFA systems aren’t adopted and
properly integrated to all departments, there might
be a lack of communication that could result in
different departments contacting the same customer
for the same purpose. In order to mitigate this risk,
SFA must be fully integrated in all departments that
deal with customer service management.

- A good sales force automation system
allows information about sales opportunities to be
easily accessible so it can be reviewed. This
information stored in a sales force automation
system may relate to individuals, companies, and
even specific transactions.

-Good sales force automation should
provide the means for a busy sales manager to
quickly find out what is happening with each sales
opportunity and sales representative.

-A good sales force automation system
should provide a company with the means to
identify the sales trends that affect the business.

-Sales force automation software should
provide comprehensive information on how each
team member is performing.

2026, Vol 2 Issue 2(2) | 206


http://www.sugarcrm.com/
http://www.insidecrm.com/features/top-open-source-solutions-121307/
http://www.insidecrm.com/features/top-open-source-solutions-121307/
http://www.insidecrm.com/features/top-open-source-solutions-121307/
http://www.insidecrm.com/features/top-open-source-solutions-121307/
http://en.wikipedia.org/wiki/Honeywell
http://en.wikipedia.org/wiki/Starbucks
http://en.wikipedia.org/w/index.php?title=SugarCrm&action=edit&redlink=1
http://www.concursive.com/
http://en.wikipedia.org/wiki/Concursive
http://en.wikipedia.org/wiki/Intel
http://en.wikipedia.org/wiki/Intel
http://www.splendidcrm.com/
http://www.hipergate.org/
http://www.compiere.com/
http://www.vtiger.com/
http://www.sourceforge.net/
http://www.sourceforge.net/
http://www.sourceforge.net/
http://www.sourceforge.net/
http://www.tustena.com/

o &

N —
Zestera

PUBLICATIONS [\ 3070-0515

International Journal of
Al Electronics and Nexus Energy

Peer Reviewed, Referred & Indexed Journal
www.zesterapublications.com

Original Research Paper

-Should allow the company to accurately
forecast future trends and company profits. If these
forecasts are not up to expectations the sales force
automation software can help make improvements.
-The sales force automation software should be able
to automatically send out personalized e-mails to
individuals or companies to make sure contact is
maintained.

-Good sales force automation software should assist
the sales team in closing sales.
Mobile Sales Force Automation Application

A huge number of sales managers are
always on the go. The expansion of Smartphones has
reignited the creation of Mobile Sales Force
Automation  Systems. Most companies 1T
department are aware that adopting new capabilities
require extensive testing. Despite the required time
to test such a new product, it will payoft in the future
for the sales department. Smartphone appeals to
salespeople, a part of a company's department that is
extremely  resistant to  new  technology
implementation. Smartphones are easy to carry and
easy to use, great interface design, touchscreens and
fast wireless network capabilities like 4G and 3G
phones.more than 55% of global 2000 organization
will deploy mobile SFA project by 2011 and newer
Smartphone platforms, such as Apple's OSX and
Google's Android, point to a future of increasing
diversity in device selecting and support for sales
force. When implementing the Mobile Sales Force
Automation Application or during the first stage of
systems development life cycle, project teams will
need to evaluate how prospective solutions
comprising smartphones devices, software and
support infrastructure and carrier services are
packaged to deliver optimal system usability,
manageability and integrative capabilities, as well as
high scalability, reliability and performance. It’s
always good to put in mind that just like any new
technology, success comes with usability.

Strategic advantages
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Sales Force Automation (SFA) provides several
strategic advantages that help organizations improve
sales performance and achieve competitive success.
One of the major advantages is increased
productivity, as sales representatives can automate
routine tasks such as data entry, scheduling,
reporting, and follow-up activities. This allows them
to spend more time interacting with customers and
generating sales. SFA also improves customer
relationship management by maintaining accurate
customer records and interaction histories, enabling
personalized service and stronger customer loyalty.
Another important advantage is better sales
forecasting and decision-making. SFA systems
provide real-time sales data, performance reportts,
and market insights that help managers make
informed strategic decisions. The system also
enhances communication and coordination among
sales teams, managers, and other departments,
ensuring smooth information flow throughout the
organization. By tracking sales opportunities and
customer interactions, SFA helps reduce missed
opportunities and improves conversion rates.

SFA  further supports efficient territory
management, enabling organizations to allocate
resources effectively and balance workloads among
sales representatives. It improves performance
monitoring by providing measurable sales metrics
and key performance indicators, helping managers
identify strengths and areas for improvement.
Additionally, automation reduces manual errors,
improves data accuracy, and speeds up sales
processes, leading to higher customer satisfaction.
From a strategic perspective, SFA helps
organizations gain a competitive advantage by
responding quickly to market changes, improving
customer service, reducing operational costs, and
increasing revenue growth. The integration of sales
data, customer information, and analytical tools
enables businesses to develop effective sales
strategies and maintain long-term  customer
relationships. As a result, Sales Force Automation
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contributes significantly to organizational efficiency,
profitability, and sustainable business growth.
Disadvantages
Detractors claim that sales force management
systems are:
o difficult to work with
¢ require additional work inputting data
e dehumanize a process that should be
personal
e require continuous maintenance, information
updating, and system upgrading
e costly
o difficult to integrate with other management
information systems
Encouraging use

For all the reasons stated above many
organisations have found it difficult to persuade
sales people to enter data into the system. For this
reason many have questioned the value of the
investment. Recent developments have embedded
sales process systems that give something back to
the seller within the CRM screens. Because these
systems help the sales person plan and structure their
selling in the most effective way they give a reason
to use the CRM.

A Marketing Information System can be
defined as 'a system in which marketing information
is formally gathered, stored, analysed and distributed
to managers in accordance with their informational
needs on a regular basis' (Jobber, 2007)

Marketing Information System is a
computer based system intended for use by
particular marketing personnel at any functional
level for the purpose of solving Marketing Problems.
It helps firm's to solve problems relating to
Marketing of Firm's product (Goods & Services).

The system is created through an
understanding of the information needs of marketing
management. It is available to supply information
when, where and how the manager requires it. Data
is taken from the marketing environment and
transferred into the information that marketing
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managers can use in their decision-making
processes.

Data: Basic form of knowledge. Example.
one isolated statistic. Information: A combination of
Data that provide relevant knowledge.

A Marketing Information System can be
defined as 'People, equipment and procedures to
gather, sort, analyze, evaluate and distribute needed,
timely and accurate information to marketing
decision makers' (Gray Armstrong, 2008)

A marketing information  system
(MIS)consists of people, equipment and procedures
to gather, sort, analyze, evaluate and distribute
needed, timely and accurate information to
marketing decision makers. The MIS begins and
ends with marketing managers. First, it interacts
with these managers to assess their information
needs. Next, it develops the needed information
from internal company records, marketing
intelligence activities and the marketing research
process. Information analysis processes the
information to make it more useful. Finally, the MIS
distributes information to managers in the right form
at the right time to help them in marketing planning,
implementation and control.

Marketing Intelligence

Everyday information about developments
in changing marketing environment that helps
managers prepares marketing plans. The marketing
intelligence system determines the intelligence
needed, collects it by searching the environment and
delivers it to marketing managers who need it.
Marketing intelligence comes from many sources.
Much intelligence is from the company's personnel -
executives, engineers and scientists, purchasing
agents and the sales force. But company people are
often busy and fail to pass on important information.
The company must 'sell' its people on their
importance as intelligence gatherers, train them to
spot new developments and urge them to report
intelligence hack to the company. The company
must also persuade suppliers, resellers and
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customers to pass along important intelligence.
Some information on competitor’s conies from what
they say about themselves in annual reports,
speeches, press releases and advertisements. The
company can also learn about competitors from what
others say about them in business publications and at
trade shows. Or the company can watch what
competitors do - buying and analyzing competitors'
products, monitoring their sales and checking for
new patents. Companies also buy intelligence
information from outside suppliers.
Some companies set up an office to collect

and circulate marketing intelligence. The staff scans

II1. DATA ANALYSIS & INTERPRETION

1. SOURCES OF AWARENESS:

relevant publications, summarize important news
and send news bulletins to marketing managers.
They develop a file of intelligence information and
help managers evaluate new information. These
services greatly improve the quality of information
available to marketing managers. The methods used
to gather competitive information range from the
ridiculous to the illegal. Managers routinely shred
documents because wastepaper baskets can be an
information source.

The customer was enquired about the sources of awareness with regard the TATA. This will help to
know us to which sources is playing a major role in creating awareness among the customers.

S ADVERTISEMENT | RESPONDENTS %
.NO

1 T.V 35 35
2 NEWSPAPERS 25 25
3

FRIENDS 12 12
4

DEALERS 28 28

S.NO

] m2
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Interpretation:

Out of the responses obtained from 100 customers 28% said that they became aware of the Friends. And
through the friends 35% of the customers are aware from the T.V. And another 25% are aware of by the NEWS
PAPERS. And only 12% are aware by the DEALERS.

3. LEVEL OF SATISFACTION:
The customer was enquired about the level of satisfaction with regard to the TATA.

S SATISFACTIO | RESPONDENTS | %
NO N

6
1 EXCELLENT 30 5

2
2 GOOD 10 0

1
3 AVERAGE 50 0
4 POOR 10 5

. = 1 EXCELLENT = 2 GOOD

= 3 AVERAGE = 4POOR

Interpretation:

Out of the responses obtained from 100 customers 65% said that they are EXCELLENT satisfied and
20% were GOOD and 10% were AVERAGE and 5% were vehicle is poor. This data is obtained by most of
members were satisfied by TATA services.
4. What are the voluble attributes you normally look while purchasing an account?

S NO ATTRIBUTES RESPONDENTS | %
1 SERVICES 50 50
2 PRICE 10 10
3 SAFETY 30 30
4 OTHERS 10 10
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m SERVICES m PRICE SAFETY m OTHERS

30%

Interpretation:

From the above it can be stated that general normally any one while purchasing a four wheeler most of
the members are seeing 50% of members are seeing SERVICES and 30% of members are seeing SAFETY And
10% of members are seeing PRICE and 10% of members are others.

IV. FINDINGS

Most of the respondents were aware by the
friends and relatives (48%).Advertisements
(28%) also helped in providing information to
the respondents.

82% of the respondents were aware of TATA
Motors.

In advertisement media newspapers (56%) were

V.

1.

SUGGESTIONS

The most important media for consumer
durables is TATA Motors. So, they should
go for television advertisements rather going
for newspaper, the television advertisements
influences more on the people. They should
spend some expenditure for T.V.
advertisements.

much affective and motor (38%) was also a 2. Being the price of the TATA Motors is high
major advertising media. they should try to reduce prices because
Many factors like family members advertising there are many other TV’s which can be
were responsible for influencing the customers purchased at lower cost, and then these
to buy TATA Motors. people are selling. If not, the sales may
6% of the customers were very much satisfied decrease.

with TATA Motors. Whereas 58% was satisfied 3. More features should be added to the
with TATA Motors. television according to the needs of the
39% of the respondents were satisfied with the customer, because their competitors are
service of the TATA Motors. coming with new models. According to the
After sales service at door step 38% was one of competitors changing models also these
the factors which help the purchaser to buy a people should change the models also these
TATA Motors. Prompt service 52% also help to people should change the models or change
attract the purchaser. the technology.

54% of the respondents considered the price of 4. Company should give some incentives to the

the TATA Motors. As higher where as only 8%
considered as economical and 38% of the
respondent said it as reasonable.
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dealers for promoting the products of TATA
Motors. They should not neglect dealers.

2026, Vol 2 Issue 2(2) | 211



>

>

>

o &

N —
Zestera

PUBLICATIONS [\ 3070-0515

International Journal of
Al Electronics and Nexus Energy

Peer Reviewed, Referred & Indexed Journal
www.zesterapublications.com

Original Research Paper

They should select good dealers, b which
they can give customer satisfaction.

5. Company should setup service centres at
dealer level itself. They should train some
personnel for exclusive maintenance of
these Televisions. They should provide
home service to the customers. The
personnel should be appointed by company
to the dealers. The service should be
accurate.

6. Enough spare parts for the latest models
should be stocked, so as to meet sudden
break down calls. To enable the customers
to get in touch with the service personal
more easily, the number of direct phones
should be increase or provide the toll free
number.

7. Periodically, review meetings with the
customers in different areas should be
convinced, to have a general consensus
regarding problems being faced by them.

V1. CONCLUSION

A study was useful in understanding the Sales

force management among a various customers

launching new formulations can make
Automobiles to the pioneer in many market
segments.

Automobiles were inferred that most customers of
high-income group preferred the supply about 70%
of customers is aware of Automobiles.
Most of the customers agree that TATA is best
quality with reasonable price the attitude 50% of
towards price of ACCOUNT is
reasonable. But 10% of the customers of asking for
improvement in the quality.
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