Managing Sales Teams and
Distribution Channels

Balance customer needs with improved
sales and distribution capabilities

Overview
Customer Sales and distribution channel
management in any organisation require a dual
approach. Sales leaders must focus on serving
existing relationships as well as navigating new and
emerging avenues of distribution to keep up with the
market demands.
Whether to sell directly to a customer, retailer, or
through a distribution network or enabling the
salesforce with the right combination of sales
strategies, sales leaders need to identify growth
opportunities and align resources against them.
The Managing Sales Teams and Distribution
Channels programme will help sales leaders decode
the sales process, provide actionable insights on
managing the salesforce and roll out an effective
distribution strategy to suit the needs of your
business.

Dates and
Programme Fees
Start date:
Jan 20 - Jan 22, 2023
Programme Fees:
INR 1,15,000 + taxes
Duration:
3 Days (18 hours engagement)
On Campus:
Hyderabad

Programme Impact
Set focus on selling strategically
Improve your ability to optimise sales by
developing a customer-centric strategy and
building relevant capabilities for your salesforce
to execute it. Effectively integrate your sales and
marketing processes and jointly focus on value
creation.

Key Takeaways
•

Understand the diverse needs of your
customers

•

Identify the key driver of your business sales

•

Deep dive into the benefits of relationship
selling

•

Aim to construct a creative salesforce and
enable them to achieve the best outcomes

•

Understand the difference between value
creation and value appropriation

•

Integrate your sales and marketing strategies
to ensure a concerted sales effort

Who Should Attend
The programme has been specially curated for mid to senior-level managers with more than ten years of
experience who are responsible for their organisation’s salesforce and go-to-market strategy. Regional
sales and channel managers, key account managers, human resources managers, company owners,
start-up founders, and entrepreneurs will benefit from the programme.

The ISB Advantage
Leaders and organisations today must continually reinvent themselves
to navigate complex disruptive environments and create and renew
their competitive advantage over time.
ISB Executive Education empowers executives with the skills, mindsets
and vibrant networks required to manage and lead in this new world
and achieve their distinctive personal and professional goals.

Globally Renowned Faculty
ISB faculty includes leading academics with
strong domain expertise that is drawn from
extensive research, real-world engagements,
and rich teaching experience in top global
business schools. The faculty also includes
accomplished industry practitioners, who have

organisations and leaders in these markets.
Further, embeddedness in a rich ecosystem of
business, government and think tanks allows
ISB to deliver practical knowledge and craft
holistic learning experiences to both local and
global companies looking to compete and
succeed in emerging markets.

been at the helm of global businesses. These
experts will challenge your existing way of

Future-ready Perspectives

thinking, broaden your horizons to include new
perspectives on complex problems and their

ISB Executive Education programmes

solutions, and empower you to effect innovative

speak to the new and continually evolving

ideas and change in your organisations

realities of modern work and businesses,
including heightened connectivity, lower
barriers to entry and scale, unprecedented

Research-backed Thought Leadership
ISB is ranked #1 amongst all business schools
in India for research. At our research centres and
institutes, faculty collaborate with top minds in
the industry and government to develop groundbreaking thought leadership. Participants and

automation, and shifting demographics. Our
learning interventions will help you discover
organisational “unlocks” and create futureready companies that are aware, nimble, and
continually learning and innovating to thrive in
the next normal.

their learning journeys will benefit from this rich
expertise and its applications in the classroom

Transformational Learning Experience

through novel instructional content and
assessments, extensive coaching, and a diverse

ISB Executive Education programmes are

selection of case studies.

replete with distinctive teaching methodologies
and an intensive and challenging learning
environment that pushes participants’ learning

Deep Expertise in Emerging Markets
Emerging economies in the East and South
are slated to grow twice as fast as the more
established, advanced economies in North
America, Western Europe and Japan. Asia is
at the centre of this growth story, with India
and China poised to contribute 50% of the
global economic output by 2050. Immense
opportunities await companies that can
navigate the unique and formidable challenges
of these markets. Unlike most leading global
business schools, ISB has developed rigorous
intellectual capital and a vast number of case
studies that explore critical challenges facing

horizons beyond their pre-existing beliefs.
Through lectures from distinguished faculty,
local and global case studies, business
simulations, and group discussions with
extraordinary peers from a broad range of
industries, regions, and functions, you will be
equipped with the strategies, tools and insights
required to transform your thinking and achieve
ambitious business objectives. You will return
to your organisation, fully ready to apply what
you have learned. You will also take with you a
rich network of relationships that will enrich your
personal and professional lives long after you
complete the programme.

Programme Curriculum
The programme spans 3 days of highly interactive sessions to explore the dynamics of sales
and distribution channel management in a rapidly evolving consumer-driven world.
Learn from hands-on exercises, and case studies that will help you put theory into action.

Module 1: Revisiting the Go-To-Market strategies in a post-pandemic world
January 20, 2023 | 10.00 AM to 5.00 PM (6 hours session)
•

Understand the role of sales and distribution in a firm’s go-to-market strategy

•

Get an overview of new value stacks for customers to deliver new benefits
expected by customers

•

Learn the mechanism of an outcome-driven sales process

Module 2: Developing and managing the high-performing sales force
January 21, 2023 | 10.00 AM to 5.00 PM (6 hours session)
•

Learn why relationship selling will make you future ready

•

Understand the ways to compensate and motivate salespeople

•

Explore the various methods and best practices for sales enablement

Module 3: Constructing a customer-centric distribution strategy
January 22, 2023 | 10.00 AM to 5.00 PM (6 hours session)
•

Debate value creation vs. value appropriation

•

Learn how to make ambidextrous frontlines

•

Develop sales and distribution functional characteristics

Note: Each module will involve team activities, and hands-on learning experiences as students will work on the case studies.

Programme Faculty
ISB Executive Education programmes are conceptualised and taught by globally renowned
faculty who are leading academicians, researchers, and accomplished industry practitioners.
Through their advanced research and industry consulting experience, you will learn real-world
skills that will help you solve complex business challenges in your organisation.

Raj Agnihotri
Visiting Faculty, ISB
Mary Warner Fellow and Founding
Director of the Ivy Sales Forum,
Iowa State University

Dr. Raj Agnihotri serves as the Mary Warner Fellow and the founding director of the Ivy
Sales Forum at Iowa State University. Previously, Raj held the John Merrill Professorship in
Consultative Sales at University of Texas-Arlington where he built the sales program. He had
served as Freeman Professor of Sales Leadership and Chair of the Marketing Department and
founded the Consumer Research Center at Ohio University.
Having published over 60 articles in leading scholarly journals, Raj serves as the Editor-in-Chief
for Journal of Marketing Theory and Practice. He is considered a global authority in the area of
digital mediation in the sales processes. Multiple peer-reviewed scientific studies examining
the research impact of authors in the digital and social media marketing in the B2B sales
domain rank him among the Top-4 most impactful researchers internationally.
Before entering academia, Raj held a number of sales and marketing positions with startup
ventures to major corporations and currently serves on the advisory boards of firms based
in US, Europe, and India. Raj served on the faculty of prestigious Samson Global Leadership
Program at Cleveland Clinic from 2014 to 2017. He has given sales seminars to industry
professionals from North America, Brazil, Europe, and India.
Raj is a co-author of ABCs of Relationship Selling (McGraw Hill, 13 ed.), a market leader in sales
classes globally, and its contents can be found in four international versions. Numerous sales
trainers around the world use its selling process to prepare their salespeople.

Admission Details

Executive Benefits

This programme does not have any
formal education requirements. However,
we admit candidates based on their
professional experience and organisational
responsibilities. We encourage you to apply
as early as possible to secure your seat in the
programme.

Receive an official certificate from ISB
Executive Education, formal recognition
of your professional development. Upon
successful completion of the programme,
participants become a part of the ISB
Executive Network, a vast learning
community of over 50,000 senior executives
and entrepreneurs.

Apply Now

The On-campus sessions are subject to evolving global situation. Programme content, dates, schedule, fees,
delivery platforms, and faculty are subject to change. The programme fee includes food and accommodation
at the ISB campus or an equivalent facility based on availability.

Indian School of Business
Hyderabad | Mohali

Marketing Services, ISB Executive Education
Hyderabad Campus: Gachibowli, Hyderabad - 500 111.
Mohali Campus: Knowledge City, Sector 81, SAS Nagar,
Mohali - 140 306.

Corporate Identity Number: U80100TG1997NPL036631
ISB Executive Education reserves the right to make
changes in the programme without prior notice.
Please check with marketing services for the final
schedule.
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