Name of Associate Professor: Dr. Sandeep Bansal
Class and Section : B.Com IV Semster
Subject: Corporate Accounting and Management of Sales Force
Lesson Plan
	Week 1, January 1 to January 7


	Corporate Accounting
IV semster
	Management of Sales Force
IV semster

	Week 1, Day 1, January 1


	Syllabus discussion
	Syllabus discussion


	Week 1, Day 2 , January 2


	Syllabus discussion

	Syllabus discussion


	Week 1, Day 3 , January 3


	Meaning and features of Goodwill


	Sales force management: Meaning



	Week 1, Day 4, January 4


	Origin and need of Goodwill


	Nature of sales force management



	Week 1, Day 5 , January 5 

	Methods of goodwill (average profit method)


	Functions of sales force management



	Week 1, Day 6 ,January 6


	Methods of goodwill(super profit method)


	Difficulties in sales force management



	Week 2, January 8 to January 14


	Week 2, Day 1, January 8

	Methods of goodwill(Capitalization method)
	Challenges before sales force management

 


	Week 2, Day 2, January 9

	Methods of goodwill (Purchase Consideration method)
	Sales Manager


	Week 2, Day 3, January 10

	Methods of goodwill( annuity method)
	Test: sales force management



	Week 2, Day 4, January 11

	Problems session

	Personal selling :meaning challenges



	Week 2, Day 5, January 12
	Test of  valuation of Goodwill
	Importance of Personal selling



	Week 2, Day 6, January 13

	Meaning, need and factors affecting the valuation of Shares
	Classification of sales Jobs


	Week 3, January 15 to January 21


	Week 3, Day 1,January 15

	Method of valuation of shares( net asset method-1)
	Sales men: Duties and qualities


	Week 3, Day 2, January 16

	Method of valuation of shares( net asset method-2)
	Selling process

	Week 3, Day 3, January 17

	Method  (dividend yield method-1)
	AIDAS Theory


	Week 3, Day 4, January 18
	Method (dividend yield method -2)
	Group discussion



	Week 3, Day 5, January 19


	Method ( earning capacity method-1)
	Sales forecasting: Meaning



	Week 3, Day 6, January 20
	Method (earning capacity method-2)
	Factors affecting Sales forecasting


	Week 4, January 22 to January 28

	Week 4, Day 1, January 22 Holiday

	Vasant Panchami Holiday

	Vasant Panchami Holiday


	Week 4, Day 2, January 23

	Method( average method)
	Procedure of Sales forecasting


	Week 4, Day 3, January 24 Holiday

	Sir chhotu Ram Jyanti


	Sir chhotu Ram Jyanti



	Week 4, Day 4, January 25

	Problems session

	Methods of Sales forecasting


	Week 4, Day 5, January 26 Holiday
	Republic Day 


	Republic Day 



	Week 4, Day 6, January 27

	Test of  valuation of Shares

	Responsibility of  Sales forecasting


	Week 5, January 29 to February 4 



	Week 5, Day 1, January 29

	Meaning of liquidation of Company

	Queries and discussion of Sales forecasting 


	Week 5, Day 2, January 30

	Method of Liquidations 
	Sales Budgets: Meaning and factors

	Week 5, Day 3, January 31 Holiday

	Guru Ravi Das Birthday

	Guru Ravi Das Birthday



	Week 5, Day 4, February 1
	Liquidator final statement of Accounts
	Types of Sales Budgets

	Week 5, Day 5, February 2
	Order of payment

	Sales Budget Procedure

	Week 5, Day 6, February 3

	Liquidator remuneration on amounts distributed to equity


	Methods of determining sales expenses

	Week 6, February 5 to February 11


	Week 6, Day 1, February 5

	Practical Problems

	Sales organization: Meaning and need

	Week 6, Day 2, February 6 

	Distribution of Surplus
	Departments and functions of sales organization

	Week 6, Day 3, February 7
	Removing of disparity among different types of equity shareholders
	Factors affecting the size of sales organization

	Week 6, Day 4, February 8

	Call in arrears advance

 
	Sales organization Structure: Types

	Week 6, Day 5, February 9
	When the different categories of equity shares have different nominal Values
	Types of sales organization



	Week 6, Day 6, February 10 Holiday

	Maharishi Dayanand Saraswati Jayanti
	Maharishi Dayanand Saraswati Jayanti


	Week 7, February 12 to February 18


	Week 7, Day 1, February 12

	Receiver for debenture holders

	Organizing for global sales



	Week 7, Day 2, February 13 Holiday

	Maha Shivratri


	Maha Shivratri



	Week 7, Day 3, February 14

	List of contributors
	Sales force: Meaning and Recruitment


	Week 7, Day 4, February 15

	Deficiency of

surplus account 

	Determining size of sales

force


	Week 7, Day 5, February 16
	list of statement of

Affairs
	Selection of sales force

	Week 7, Day 6, February 17
	Practical Problems

	Selection process of sales force



	Week 8, February 19 to February 25


	Week 8, Day 1, February 19

	Test of chapter liquidation of Company


	Training of sales force

	Week 8, Day 2, February 20

	Submission of Assignment

	Types and programme of sales force training


	Week 8, Day 3, February 21
	Accounts of holding companies
	Methods of sales force training

	Week 8, Day 4, February 22

	Consolidated financial statement
	Submission of Assignment


	Week 8, Day 5, February 23
	Preparation of Consolidated balance sheet in case of wholly owned subsidiary
	Motivating and leading of sales force: meaning


	Week 8, Day 6, February 24

	Preparation of Consolidated balance sheet in case of partly owned subsidiary
	Principles of sales force motivation


	Week 9, February 26 to March 4


	Week 9, Day 1, February 26

	Pre acquisition and post acquisition 
	Methods of  sales force motivation


	Week 9, Day 2, February 27

	Practical Problems


	 Class Test


	Week 9, Day 3, February 28 Holiday

	Holiday
	Holiday

	Week 9, Day 4, March 1 Holiday

	Holiday
	Holiday

	Week 9, Day 5, March 2 Holiday
	Holiday
	Holiday

	Week 9, Day 6, March 3 Holiday
	Holiday
	Holiday

	Week 10, March 5 to March 11


	Week 10, Day 1, March 5

	Shares of subsidiary acquired during the course of the year

	Sales force Compensation: Meaning


	Week 10, Day 2, March 6

	Adjustment of unrealized profit included in stock
	Factors in Sales force Compensation



	Week 10, Day 3,March 7

	Elimination of mutual owing
	Types of Sales force Compensation



	Week 10, Day 4, March 8

	Preference share in subsidiary company
	Queries :Sales force Compensation and group discussion 

	Week 10, Day 5, March 9
	Proposed dividend in the balance sheet 
	Meaning of Sales Quotas



	Week 10, Day 6, March 10

	Revaluation of the asset

	Types of  Sales Quotas

	Week 11, March 12 to March 18


	Week 11, Day 1, March 12

	Issue of bonus shares by the subsidiary company
	Methods for setting  Sales Quotas



	Week 11, Day 2, March 13

	Issue of bonus share from post-acquisition profit
	Meaning & Need of Sales Territories



	Week 11, Day 3, March 14

	Practical Problems

	Factors determining the size of Sales Territories



	Week 11, Day 4, March 15

	Practical Problems

	Procedure for setting up

sales territories



	Week 11, Day 5, March 16
	Sessional Test: Accounts of holding companies

	Routing and time management of sales territory


	Week 11, Day 6, March 17

	Accounts of banking company


	Group discussion 


	Week 12, March 19 to March 25


	Week 12, Day 1, March 19

	Final Account: New revised format of profit and loss Account
	Sessional Test


	Week 12, Day 2, March 20

	Explanation of schedules given in profit and loss
	Evaluating a sales person’s performance: Meaning

	Week 12, Day 3, March 21

	Rebates on bill discounted 
	Steps in Evaluating sales person  performance


	Week 12, Day 4, March 22

	Practical Problems
	Techniques for Evaluating sales person  performance



	Week 12, Day 5, March 23 Holiday
	Shaheedi Diwas

	Shaheedi Diwas



	Week 12, Day 6, March 24

	Non –performing assets

	Managing expenses of sales personnel

	Week 13, March 26 to April 1


	Week 13, Day 1, March 26

	Practical Problems
	Sales reports and records



	Week 13, Day 2, March 27

	New revised format of balance sheet
	Paper presentation


	Week 13, Day 3, March 28

	Explanation of balance sheet 


	Ethical issues in sales: Meaning

	Week 13, Day 4, March 29 Holiday

	Mahavir Jayanti

	Mahavir Jayanti


	Week 13, Day 5, March 30
	Explanation of balance sheet 


	Social responsibilities for sales men

	Week 13, Day 6, March 31

	Practical Problems
	Social responsibilities for business unit

	Week 14, April 2 to April 8


	Week 14, Day 1, April 2

	Practical Problems

	Queries’ or

Class Test

	Week 14, Day 2, April 3

	Practical Problems

	Role of IT in sales force management: Meaning


	Week 14, Day 3, April 4

	Practical Problems

	IT tools in sales force management

	Week 14, Day 4, April 5

	Test :Accounts of banking company
	Benefits of using IT tools in sales force management

	Week 14, Day 5, April6
	Submission of Assignment

	Limitations of IT tools in sales force management

	Week 14, Day 6, April 7

	Accounts of Insurance companies
	Submission of Assignment



	Week 15, April 9 to April 15


	Week 15, Day 1, April 9

	Types of insurance
	Revision: Sales force management

	Week 15, Day 2, April 10

	Regulation of insurance Business
	Revision: Personal selling

	Week 15, Day 3, April 11

	Life Insurance Business:Revenue Accounts A-RA
	Revision: Sales forecasting

	Week 15, Day 4, April 12

	Profit and Loss Account A-PL


	Revision: Sales Budgets

	Week 15, Day 5, April13
	Balance Sheet


	Revision: Sales organization

	Week 15, Day 6, April 14 Holiday

	Dr. Ambedkar Jyanti
	Dr. Ambedkar Jyanti


	Week 16, April 16 to April 22


	Week 16, Day 1, April 16

	Practical Problems
	Paper presentation


	Week 14, Day 2, April 17

	Practical Problems

	Group discussion 



	Week 16, Day 3, April 18 Holiday

	Bhagwan Parshuram Jyanti
	Bhagwan Parshuram Jyanti


	Week 16, Day 4, April 19

	General Insurance: Revenue Account

	Paper presentation



	Week 16, Day 5, April 20
	Profit and Loss Account 
	Class test


	Week 16, Day 6, April 21

	Balance Sheet


	Revision: Selection of sales force

	Week 17, April 23 to April 29


	Week 17, Day 1, April 23

	Practical Problems


	Revision: Methods of sales force training

	Week 17, Day 2, April 24

	Practical Problems


	Revision: Sales force Compensation

	Week 17, Day 3, April 25

	Revision of Goodwill

	Revision: Methods for setting  Sales Quotas



	Week 17, Day 4, April 26

	Revision of Shares
	Revision: Evaluating a sales person’s performance


	Week 17, Day 5, April 27
	Revision of Liquidation of companies
	Revision: Ethical issues in sales

	Week 17, Day 6, April 28

	Revision of Banking
	Paper presentation

	Week 18, April 30 to May 6

	Revision of Insurance
	Group discussion 


	Week 18, Day 1, April 30 Examinations


