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ABSTRACT

| can conclude that the company uses INFARSEL analyzed further control
global results due to the lack of direct control require the seller. And develops
research has found that the product line NIPRO had a very low participation
in the sale process in the period 2011, with these results, unfavorable to
profitability INFARSEL, this occurred because of problems in the force
Information from planning to sales force performance evaluation by seller,
and geographic lines. It was found that the process of the sales force in the
procedures of planning, development, leadership and performance of the
sales force in the pharmaceutical distribution company has not investigated a
defined strategy on retailers with product knowledge, political and sales
process.

It was determined that the incidence of the sales force on profitability by
product NIPRO. Product assessment procedures and activities based on the
four (04) and components (33) activities, 15 are not being met belonging to
45% according to the theory that 11 direct activities and force sales have an
impact on profitability belonging to 33%.

Therefore the aim of this research work is the "Evaluation Force NIPRO
selling and its impact on profitability INFARSEL SAC. Tarapoto City, 2011
"will help the company on a monthly basis to make decisions not only overall
performance but to relate the specific activities carried out by the seller, for
each line, product and geographical area to profitability.





