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Instructions to the candidates :

1) All questions are compulsory.

2) Figuersto theright indicate full marks.

Q1) A) Fillintheblanks. [9]
a Marketing and are closely related.
1)  Product knowledge i) SalesManagement
i)  MBA Degree Iv)  Communication

b) Effective saesplanning isthe prime responsibility of
) CEO i)  Cost Manager
i) Sales Manager Iv)  Marketing Manager

Cc) Most organisations used their sales force to reach.
i)  Customers i)  Traders
i)  Competitors lv) Sales

d)  Followingisthe not part of sales management.
1)  TaskAllocation i)  Motivation
i)  Performanceappraisa iv) CPM

€) Itisbasic objectivesof sales management.

I)  To Capture Market i)  Advertise
i)  Communicate Iv) Finance
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B) Matchthepairs. [9]

a) Process of organisation of 1) Source of recruitment
sales Efforts
b) Advertisement in newspaper i)  Setting objectives
c) SaesPlanning i)  Motivation
d) Writtentest Iv) Salesmanagement
e) Fair pay packet v) Selection process
Q2) Write short note on (any 2) [10]
a Importance of sales planning.
b) External sources of recruitment.
Cc) Methods of motivation to sales persons.
d) Challengesbefore salesmanager.
Q3) Answer thefollowing (any 4) [20]
a Interna sourcesof recruitment.
b) Scope of sales management.
c) Saescontrol.
d) Process of sales planning.
e) Selection of salespersons.
f)  Methodsof salestraining.
Q4) Answerthefollowing (any 1) [10]
a What do you mean by sales management? Explain need and importance
of sales management in current scenario.
b) Writedetail note on training and motivation to salespersons.
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