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Shri Narendra Modi 
Prime Minister of India 

Skilling is building a better India. 

If we have to move India towards 

development then Skill Development 

should be our mission. 
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About this Book 

This Participant Handbook is designed to enable training for the Sales Coordinator Qualification Pack 

(QP) with Ref. ID MES/ Q 0204. There are 4 National Occupational Standards (NOS) under this 

qualification pack. Each National Occupational (NOS) is covered across 7 Units in this book.  

Key Learning Objectives for every NOS mark the beginning of the Unit for that NOS. In Table of 

Contents, you will find the module names with their corresponding NOS code.  The symbols used in 

this book are described below. 
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Key Learning 

Outcomes 
Steps Time Tips Notes Unit 

Objectives 

Exercise 
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Unit 1.1 - Introduction to the Media and Entertainment 

Unit 1.2 ςDuties and Responsibilities of a Sales 
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