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FOREWORD

. THIS report is preliminary only. The committee

desires that it be clearly understood that it does
not feel that it has discovered new principles or new
method, or made new conclusions, relative to the per-
formance of sales operations.

The committee feels that its work has been only
a beginning; that much further study and thought is
essential ;-particularly that the aid of many sales man-
agers is now required: for the furtherance of its in-

vestigations. It is as a challenge to sales managers to

offer such aid, and to provide a common starting poifit
for such aid, that this preliminary report is rendered.
The committee believes that its first problem was
not to discover new methods, but to attempt to dis-
cover the functions as represented by existing meth-
ods, in sales, operating.| The report attempts to pre-
sent in' summarized form thé functions which seem to
be inherently present in successful sales operating.
Except for the assumption of certain major de-
partments this report makes no assumption that the

. performance of the functions summarized must be by

distinct departments, sections or branches of an or-
ganization. The report attempts to discuss the prob-
lem in terms of major and subsidiary functions,

For the benefit of those who were not present -at
the meeting of June 25, it should be stated that the
approach to the problem was definitely set by the fol-
lowing question: “May there be scientific manage-
ment in the conduct of sales operations corresponding
to the scientific management which has been developed
in the production department”? Therefore through-
out the report selling functions are compared with
production functions.

e TENTATIVE CONCLUSIONS &

1. Selling seems to break down into two tnajor -

functions, distinct in their nature and in the types of
personnel required for their performance:

(a) The making of larger plans for the marketing
of a product, involving analysis of the maryket and the
product, the preparation of master schedules, and
the coordination of production, financial and selling
resources; called Sales Engineering, Sales” Planning,
Merchandising, Merchandise Control, etc., and in
many instances cared for by advertising or selling
agencies: . .

(b) The actual conduct of the selling operations,
involving the detail planning of selling operations, the
selection, training and direction of the sales force, the
detail planning and conduct of selling operations wlhen
salesmen are not used, and all contacts with the cus-
tomer; called in this report Sales Operating.

2. Sales Operating seems to break down into two
principal functions: ’ ’

(a) The detail planning for, the preparation of
materials for, and the supervision dnd control of, all
elementary selling processes. (This function® breaks
down into elementary functions or processes. )

(b) The actual conduct of sales operations in ac-
cordance with the planning and control established in
2a above. (This function also breaks down into ele-
mentary functions and processes. ) : ’

This report is concerned with 2a only; investigation
of 2b is to come later.

3. Conclusions 1 and 2 are the result of a study of
a variety of selling departments, and present functions
which seem to be inherent in-selling; they are not,

however, recognized by every selling organization and

-their execution provided for by functionalized parts

of the organization. In one organization one or more
functions, in another organization other functions, are
recognized and defined. ’

4. Taylor has sl}o'wn by his work in production
that proper results ¢an be brought about only by sys-
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SALES OPERATING,

1 Analysis of generalsales plan and of data furmshed by

Sales Engineering, o determine details necessary fo

carry out task sef by master schedules. .

2. Freparing of detailed schedules of sales operations N
coordinared as fo 1ime, and of necessary orders, instructions
and materials.

3. Beginning of actval operations; the (ssuing of orders,

tructions and mate, A VIS/O] sales

operations in process.

4. Receipt, tabulation and summation of reports of

performarce by 7; checking up of performarces.

5 Receipt, tabulation and summation of cost reports,
comparison with budget and past costs.

6. Continual investigation of methods of
selling to secure improvements in

fechnique; secure data for defer-
mining compensation,efe.
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