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DIPLOMA IN ADVANCED SALES MASTERY

PROGRAMME OBJECTIVES
1. To provide basic knowledge in sales and communication. 
2. To develop skills in customer handling and sales techniques. 
3. To train students in digital sales and CRM tools. 
4. To create awareness about AI and modern sales methods. 
5. To improve communication and business development skills. 
6. To prepare students for jobs and self-employment in sales and marketing. 

PROGRAMME OUTCOMES
1. Students will understand the basics of sales and communication. 
2. Students will perform sales and customer service activities effectively. 
3. Students will use CRM and digital sales tools efficiently. 
4. Students will apply AI tools for sales and business growth. 
5. Students will develop professional and communication skills. 
6. Students will be ready for careers in sales and marketing. 

SCOPE OF THE PROGRAMME
1. Good job opportunities are available in sales and marketing sectors. 
2. Students can work in retail, corporate and e-commerce companies. 
3. The programme supports careers in CRM and digital marketing. 
4. The course provides opportunities for higher studies. 
5. Students can work in customer service and business development. 
6. The programme supports self-employment and entrepreneurship. 

EMPLOYABILITY OPPORTUNITIES
1. Sales Executive 
2. Marketing Executive 
3. CRM Executive 
4. Business Development Executive 
5. Customer Support Executive 
6. Digital Marketing Executive 
7. Sales Entrepreneur

BU-COMMUNITY COLLEGE CONSULTANCY CENTRE
DIPLOMA IN ADVANCED SALES MASTERY
 (Community College)
(for the candidates admitted from the academic year 2026-27 onwards)
Minimum qualification for admission to Diploma in Advanced Sales Mastery 
is a pass in Standard X (SSLC).

SCHEME OF EXAMINATIONS
	S.No
	Title of the Course
	Credits
	Maximum Marks

	1
	Fundamentals of Sales and Communication
	4
	100

	2
	Digital Sales and CRM Management
	4
	100

	3
	Advanced Closing and Negotiation Techniques
	4
	100

	4
	AI Powered Sales and Business Growth
	4
	100

	5
	Practical I : Sales Communication
	4
	100

	6
	Practical II : CRM and Lead Management
	4
	100

	7
	Practical III :  Sales Strategy and Automation
	4
	100

	8
	Internship / Project 
	4
	100

	
	Total
	32
	800






Question Paper Pattern: Theory
Section A : (10 × 2 = 20 Marks)
Answer ALL the questions

Section B : (5 × 6 = 30 Marks)
Answer ALL the questions either (a) or (b)

Section C : (5 × 10 = 50 Marks)
Answer ALL the questions either (a) or (b)

Duration of examinations for all papers is three hours.
*Minimum Pass Mark : 40 Marks
Medium : English















PAPER – I
FUNDAMENTALS OF SALES AND COMMUNICATION
	Unit 1:
	Introduction to Sales

	Introduction to Sales – Importance of Sales – Sales Process – Types of Sales – B2B Sales – B2C Sales – Consultative Selling – Relationship Selling – Modern Sales Industry – Sales Roles and Responsibilities – Sales Funnel – Customer Journey – Sales Opportunities – Sales Ethics and Professionalism.

	

	Unit 2:
	Communication and Customer Psychology

	Business Communication – Verbal and Non-Verbal Communication – Active Listening – Customer Behaviour – Customer Psychology – Understanding Customer Needs – Rapport Building – Confidence Building – Presentation Skills – Objection Identification – Persuasive Communication – Emotional Intelligence in Sales.

	

	Unit 3:
	Lead Generation and Prospecting

	Introduction to Lead Generation – Cold Calling – Warm Calling – Prospecting Techniques – LinkedIn Prospecting – Social Media Prospecting – Lead Qualification – Sales Pitch Development – Appointment Setting – Follow-up Techniques – Customer Engagement Strategies.

	

	Unit 4:
	Sales Process and Client Handling

	Sales Planning – Product Demonstration – Handling Customer Queries – Negotiation Basics – Closing Techniques – Upselling and Cross Selling – Client Relationship Management – Customer Retention Strategies – Customer Satisfaction Techniques.

	

	Unit 5:
	Sales Reporting and Business Development

	Sales Targets – Revenue Management – KPI Tracking – Sales Reporting – Sales Forecasting – Team Coordination – Business Growth Strategies – Market Analysis – Competitor Analysis – Business Development Concepts.

	

	Reference Books

	1. 
	Brian Tracy, The Psychology of Selling, Thomas Nelson, 2006.

	2. 
	Sabri Suby, Sell Like Crazy, Sabri Suby Pty Ltd., 2019.

	3. 
	S. L. Gupta, Sales and Distribution Management, Excel Books, 2017.

	4. 
	P. K. Panda and Sunil Sahadev, Sales Management, Oxford University India, 2019.

	5. 
	Meenakshi Raman and Prakash Singh, Business Communication, Oxford University Press India, 2018.

	







PAPER – II
DIGITAL SALES AND CRM MANAGEMENT
	Unit 1:
	Digital Sales Fundamentals

	Introduction to Digital Sales – Online Selling Platforms – Sales Funnel Concepts – Digital Customer Journey – Social Selling – Personal Branding – Email Marketing Basics – WhatsApp Sales Communication – Online Client Engagement.

	

	Unit 2:
	CRM Fundamentals

	Introduction to CRM – Customer Relationship Management Process – CRM Software Overview – Lead Tracking – Customer Database Management – Pipeline Management – Sales Workflow Automation – Customer Follow-up Systems.

	

	Unit 3:
	CRM Tools and Automation

	Introduction to HubSpot CRM – Zoho CRM Basics – Salesforce Overview – Lead Assignment – Activity Tracking – Sales Automation – Email Automation – Task Management – Workflow Management – CRM Reporting.

	

	Unit 4:
	Sales Analytics and Reporting

	Sales Dashboard Concepts – KPI Monitoring – Conversion Tracking – Lead Performance Analysis – Revenue Tracking – Sales Reports – Funnel Analysis – Forecasting Techniques – Business Insights using CRM Reports.

	

	Unit 5:
	Digital Marketing for Sales

	Introduction to Digital Marketing – Facebook Marketing – Instagram Marketing – LinkedIn Marketing – Google Ads Basics – Landing Pages – Lead Capture Forms – Retargeting Concepts – Marketing and Sales Alignment.

	

	Reference Books

	1. 
	Scott Kostojohn, CRM Fundamentals, CRM Academy, 2018.

	2. 
	Simon Kingsnorth, Digital Marketing Strategy: An Integrated Approach to Online Marketing (Digital Marketing for Business), Kogan Page, 2022.

	3. 
	Philip Kotler, Hermawan Kartajaya and Iwan Setiawan, Marketing 5.0: Technology for Humanity, Wiley, 2021.

	4. 
	Brian Tracy, The Psychology of Selling, Thomas Nelson, 2006.

	5. 
	V. Kumar and Werner Reinartz, Customer Relationship Management: Concept, Strategy and Tools, Springer, 2018. 

	







PAPER – III
ADVANCED CLOSING AND NEGOTIATION TECHNIQUES
	Unit 1:
	Advanced Sales Strategies

	Advanced Selling Concepts – High Ticket Sales – Consultative Selling – Value Based Selling – Strategic Sales Planning – Enterprise Sales Concepts – Business Proposal Techniques.

	

	Unit 2:
	Negotiation Techniques

	Introduction to Negotiation – Negotiation Psychology – Price Negotiation – Handling Difficult Customers – Conflict Resolution – Persuasion Techniques – Win-Win Negotiation Strategies.

	

	Unit 3:
	Closing Techniques

	Introduction to Sales Closing – Assumptive Close – Urgency Close – Alternative Choice Close – Objection Handling Close – Emotional Closing Techniques – Follow-up Closing Strategies.

	

	Unit 4:
	Customer Retention and Relationship Management

	Customer Experience – Customer Loyalty – Relationship Management – Retention Strategies – Referral Marketing – Repeat Business Strategies – Customer Success Management.

	

	Unit 5:
	Real-time Sales Applications

	Corporate Sales Scenarios – Retail Sales Applications – SaaS Sales Concepts – Real Estate Sales – Banking and Financial Sales – EdTech Sales – Sales Case Studies and Real-time Applications.

	

	Reference Books

	1. 
	[bookmark: _GoBack]Zig Ziglar, Secrets of Closing the Sale, Simon & Schuster, 1984.

	2. 
	Neil Rackham, SPIN Selling, McGraw-Hill Education, 1988.

	3. 
	Brian Tracy, The Psychology of Selling, Thomas Nelson, 2006.

	4. 
	Tom Hopkins, How to Master the Art of Selling, Warner Books, 2005.

	5. 
	Roger Fisher, William Ury and Bruce Patton, Getting to Yes: Negotiating Agreement Without Giving In, Penguin Books, 2011.

	










PAPER – IV
AI POWERED SALES AND BUSINESS GROWTH
	Unit 1:
	Introduction to AI in Sales

	Introduction to Artificial Intelligence – AI in Sales Industry – Automation Concepts – AI Powered Customer Engagement – AI Tools for Sales Productivity – AI based Decision Making.

	

	Unit 2:
	Sales Automation Tools

	Introduction to Automation Tools – Chatbots – AI Email Assistants – Sales Scheduling Tools – Lead Automation – CRM Automation – Workflow Automation Concepts.

	

	Unit 3:
	Generative AI for Sales

	Introduction to Generative AI – Prompt Engineering Basics – AI Content Generation – AI Sales Scripts – AI Proposal Writing – AI Email Writing – AI Presentation Creation.

	

	Unit 4:
	Sales Analytics and Forecasting

	Sales Data Analysis – Customer Insights – Predictive Analytics – Revenue Forecasting – KPI Monitoring – AI Based Sales Reports – Performance Optimization.

	

	Unit 5:
	Business Growth and Scaling

	Startup Sales Growth – Team Scaling Strategies – Sales Leadership – Revenue Optimization – Brand Positioning – Online Business Growth – AI Applications in Business Development.

	

	Reference Books

	1
	Chad Burmeister, AI for Sales, 2021.

	2
	Aaron Ross and Marylou Tyler, Predictable Revenue, PebbleStorm, 2011.

	3
	Paul Roetzer and Mike Kaput, Marketing Artificial Intelligence, Matt Holt Books, 2022.

	4
	Bernard Marr, Artificial Intelligence in Practice, Wiley, 2019.

	5
	Thomas H. Davenport and Nitin Mittal, All In on AI: How Smart Companies Win Big with Artificial Intelligence, Harvard Business Review Press, 2023.

	










PAPER - V
PRACTICAL – I
SALES COMMUNICATION
	S.No
	Experiments

	1
	Perform business communication activities for customer interaction.

	2
	Practice verbal and non-verbal communication techniques.

	3
	Conduct customer requirement analysis sessions.

	4
	Perform cold calling and appointment setting activities.

	5
	Create and deliver sales pitch presentations.

	6
	Handle customer objections using communication techniques.

	7
	Practice negotiation and persuasion activities.

	8
	Conduct product demo and presentation sessions.

	9
	Perform customer follow-up communication activities.

	10
	Build customer relationship management scenarios.

	11
	Practice upselling and cross selling techniques.

	12
	Conduct mock sales meetings and role plays.

	13
	Develop professional email communication for sales.

	14
	Perform WhatsApp and social media sales communication.

	15
	Create customer engagement strategies for business growth.

	16
	Build confidence and public speaking activities for sales professionals.

	17
	Prepare sales reports and communication summaries.

	18
	Conduct client handling and retention activities.

	19
	Develop sales presentation documentation.

	20
	Perform end-to-end sales communication projects.













PAPER – VI
PRACTICAL – II
CRM AND LEAD MANAGEMENT
	S.No
	Experiments

	1
	Create customer databases using CRM software.

	2
	Perform lead entry and lead tracking operations.

	3
	Manage sales pipelines using CRM tools.

	4
	Create customer follow-up schedules in CRM systems.

	5
	Generate sales activity reports using CRM dashboards.

	6
	Perform workflow automation using CRM tools.

	7
	Create email automation campaigns for lead nurturing.

	8
	Track sales conversion rates using CRM reports.

	9
	Perform lead segmentation and customer categorization.

	10
	Create dashboards for sales performance analysis.

	11
	Manage customer communication history in CRM tools.

	12
	Generate sales forecasting reports using CRM analytics.

	13
	Integrate digital forms and lead capture systems.

	14
	Perform customer retention analysis using CRM data.

	15
	Build automated sales workflow systems.

	16
	Create sales reminders and notification workflows.

	17
	Generate customer engagement reports.

	18
	Build sales performance dashboards.

	19
	Create real-time lead management systems.

	20
	Develop mini CRM projects for business sales operations.















PAPER – VII
PRACTICAL – III
SALES STRATEGY AND AUTOMATION
	1
	Create AI assisted sales communication workflows.

	2
	Perform automated lead generation activities.

	3
	Develop chatbot based customer interaction systems.

	4
	Generate AI based sales email templates.

	5
	Create AI powered sales scripts and presentations.

	6
	Build CRM automation workflows.

	7
	Perform sales forecasting using analytical tools.

	8
	Create customer segmentation reports.

	9
	Develop sales dashboards and KPI reports.

	10
	Perform automation for customer follow-up activities.

	11
	Create digital marketing campaigns for lead generation.

	12
	Build landing pages for sales campaigns.

	13
	Perform AI based proposal generation activities.

	14
	Generate business reports using AI tools.

	15
	Develop customer engagement automation systems.

	16
	Create AI based customer support workflows.

	17
	Build sales funnel automation systems.

	18
	Perform social media sales campaigns.

	19
	Develop real-time sales analytics projects.

	20
	Build AI powered business growth projects.









PAPER – VIII
INTERNSHIP / PROJECT
Project Guidelines
As part of the curriculum, every student shall undertake an Internship / Project Work related to Sales, Digital Marketing, Customer Relationship Management (CRM), Artificial Intelligence (AI) in Sales and Business Development. Students are encouraged to visit retail stores, corporate sales offices, digital marketing agencies, CRM service providers, e-commerce companies, banking and financial institutions, insurance companies, real estate firms, startups, BPOs, IT companies, educational institutions, or other organizations related to sales and business operations.
The students shall identify a suitable real-time project/topic in consultation with the college and faculty members and carry out the work accordingly. The project may involve sales communication, lead generation, customer relationship management, digital marketing campaigns, CRM implementation, sales automation, AI-assisted sales activities, customer engagement, sales analytics, business development strategies, or sales performance improvement.
At the completion of the project, the students shall prepare and submit a Project Report containing the following details:
1. Title of the Project 
2. Objectives 
3. College / Organization Details 
4. Methodology / Work Carried Out 
5. Findings 
6. Conclusion 
7. Photographs / Supporting Documents 
The students shall present their Project Work during the Viva-Voce Examination conducted by the College.
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