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PC-1097

Q1) A) Fill in the Blanks : [5]

i) _______ is most important quality of effective sales manager

a) Product knowledge b) Positive attitude

c) Product development d) Good personality

ii) Looking after training is the prime responsibility of  ______

a) CEO b) Cost Manager

c) Sales Manager d) Marketing manager

iii) In SWOT analysis ‘S’ stands for

a) Sensitive b) Strength

c) Spare d) Speed

iv) It is process of interacting with customers.

a) Branding b) Packaging

c) CRM d) CPM

v) ____ is the performance expectation that salesman must achieve during
given time.

a) Sales Budget b) Sales Quota

c) Sales report d) Sales manual
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B) Match the pairs : [5]

a)  CRM 1) Analysis of sales

b)  Motivation 2) Set of strategies

c)  Sales Planning 3) Geographical area

d)  Sales Territory 4) Quality of sales manager

e)  Sales audit 5) seller – customer relationship

Q2) Write short note on ( any 2) [10]

a) Sales Audit

b) Sales promotion

c) Sales Manager

d) Ethical selling

Q3) Answer the following ( any 4) [20]

a) Importance of CRM

b) Corporate Social responsibility

c) Sales Quota and Sales territory

d) Sales Audit

e) Importance of Physical distribution of Goods

f) Need of Warehousing

Q4) Answer the following ( any 1) [10]

a) Explain in detail functions and responsibilities of sales manager.

b) State and explain required qualities of sales manager
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