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I nstructions to the candidates:

1) All questionsare compulsory.

Ql) a)
1)

2)

3)

4)

5)

Fill in the Blanks:: [9]
Marketingand _ Areclosely related.

a  product knowledge b) SalesManagement

c) MBA Degree d) Communication
Effective sdlesplanning isthe primeresponsibility of

a CEO b) Cost Manager

c) SdesManager d) Marketingmanager
Most organisations used their salesforcetoreach

a  Customers b) Traders

C) competitors d) sdes

Following isthe not part of sales management.

a  TaskAllocation b) Motivation
c)  Performanceappraisal d CPM

It is basic objectives of sales management.

a  To Capture market b) Advertise
C) communicate d) Finance

P.T.O.



b)

Match the pairs:

a) Process of organisation of sales efforts
b) Advertisement in newspaper

c) Sales Planning

d) Written test

e) Fair pay packet

Q2) Write short note on (any 2)

a)
b)
c)
d)

Importance of sales planning
External sourcesof recruitment
Methods of motivation to sales persons

Challenges before sales manager

Q3) Answer the following ( any 4)

a)
b)
c)
d)
€)

f)

Internal Sources of recruitment
Scope of Sales Management
Sales Control

Process of Sales planning
Selection of salespersons

Methods of salestraining

Q4) Answer the following ((any 1)

[5]
1) Source of recruitment
2) setting objectives
3) motivation
4) sales management
5) Selection process

[10]

[20]

[10]

d  What doyou mean by Sales M anagement? Explain Need and importance

b)

of sales management in current scenario.

Write detail note on training and motivation to salespersons.

THIRY
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