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The questions are of equal value.

Answer any ten questions.

1. What do you mean by personal selling ?
What is the importance of personal selling ?

2. What is sales management ? What are
various functions of sales management ?

3. Personal selling is a two-way communication
best suited to a company marketing
consumer products with a poor brand
loyalty. Discuss.

4. What are the product and market situations
conductive to the use of personal selling ?
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14.

What are some sales closing techniques ?
Describe two of them.

What information does a hiring organisation
seek when evaluating recruited candidates ?

What are the primary sources of recruits ?

Discuss in brief the various training methods
for sales representatives.

What are the basic components of a
compensation package ?

What are the links among motivation,
evaluation and compensation ?

What are the advantages and disadvantages
of a straight salary compensation plan ?

Explain different types of traditional method
of performance appraisal.

Discuss the importance of ‘marketing
channels’.

Explain the terms extensive, selective and
exclusive distribution. What consideration
would you keep in mind in deciding whether
to have extensive or selective distribution ?
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,,; What are the basic functions being
- performed by channel members at various
_ levels ? |

;wfhat_-are the criteria that can be used to
evaluate channel members ?
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- Answer any ten questions.
1 ;)//{at is Direct Selling ? (Write the vario
techniques how a seller ¢ o direct selling.
418 \/2@1; one theory of SellWﬂs

3.

4. Wrtife the various functions f Sales
anagement. / 8

-
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S. hat is Sales Planning ? How is it different -

from sales force planning ? Explain hovy a
marketer does sales planning in marketing

ustrial product. ﬁL | E

more justifiable while recruiti%,i.n masses ?
/' A 8

{ous functions of channel
members 1h a distribution chayel. g 8

4in the activities a salesman need to do

pre-approach stage in personal selling..
8

9. What functions Ido quotas perform and why
important to a firm ? / 8

training -is important in Sales

cover in sales training and why ? - ? 8

the advantages and disadvantages of

salesperson be evaluated. Explain the
techniques sales manager use to evaluate
the performance of salesperson.
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y ynder what circumstances a private

warehouse is a better choice for the
marketer ? D 8

14. Write short notes on: (any two) 4x2=8
(@) Quota . 3 '
(by” Sales Forecasting = %

(c) Territory Management. - % w_
il R TR
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1. Answer any five from the following :
8x5=40

(@) What is the difference between a
prospect, suspect and sales lead ? How
the probable prospects are qualified ?

(b) Explain why sales management is
considered as an important function.

(c) What are different sales presentation
methods and how are they matched to
different sales situations ?
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(d) What is a sales budget ? What are the
purposes of the sales budget ?

(e) Discuss the role of distribution

management in the marketing mix.

() Explain all the functions of

intermediaries.

(g9 How does distribution add value-to the
marketing effort ?

(h) What are the methods used for
assessing training needs of salespeople?

2. Answer any five : 12x5=60

(a) Explain the various channel levels with

examples.

(b) What are the major retail formats in
India ? What are the characteristics of

each of them ?

(c) What are the three main areas that give
rise to channel conflicts ? Explain them

in brief.
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(h)
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e-choupal is a concept which can be
extended by many companies to
improve distribution in rural areas.
Discuss this topic.

What is a sales territory ? Why is it
necessary for companies to establish
sales territories ?

Describe briefly the common types of

quotas set by companies for sales
people.

Mention the various internal and
external sources used by companies for
locating or identifying the prospective
candidates. Why employee referral
programmes or schemes are becoming

one of the most popular methods of
locating sales recruits ?

Describe briefly the steps involved in

designing and executing a sales training
programme.
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Answer any ten questions.

i.)xﬁai(zvhy Sales Management is
considered as an important funetion. 8

hat is the difference between a suspect, a
rospect and a qualified prospect? . 8

3. How does the approach step differ from the
pre-approach step ? What are the different
approach techniques used by sales people ?

8
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4., What are the links among motivation,
evaluation and compensation ? gl 8

E/Dcéribe the methods used for handling and
; overcoming sales objec\t.iy 8
6. What are the sources for sales recruits ? 8

. 7YWhat is a sales territory ? Explain the steps
to be taken in designing or/re-designing a
sales territory. ~ Nt 8

RIS

We briefly the common types-of quota
set by companies for saM _ 8
?\./eritically analyse the various methods of

(_sales forecasting used&wmstﬁal as well

as consumer products. 8

0.) Discuss the selection process of Sales
: Personnel. 8

11. Discuss the importance of Distribution
channels. - 8

12. Explain all the functions of intermediaries.
8

13. H.ow. does a marketing manager select a
dlst.rlbutlon channel ? What are the various
choices available to him ? 8
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1)

(i) Right Set of Circumstances Theory

W«e short notes on: (any two) 4x2=8
\ ﬂ model

(i) Behavioural Equation Theory.
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3. What is sales management ? What are the

various functions of sales management ?
2+8=10
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full marks for the questions. |
|
Answer any four questions: 10x4=40
1. What are the various techniques of ‘
motivating the sales force ? 10
2. Write different steps in designing and
managing a sales force. 10
J
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4. Write in details either Buying Formula theory,
or Behavioural Equation theory. 10

5. Explain AIDA theory with the help of suitabje
example. 10

6. Personal selling is a two-way communication
best suited to a company marketing
consumer products with a poor brand
loyalty. Discuss. 10

7. How can a sales person confront an
objection in a sales presentation ? 10

8. Briefly describe the personal selling process.
How would the sales presentations differ in
the following cases — : 5+5=10

(a) Selling a life insurance policy

(b) Presenting a new drug to physicians.

9. What is a sales territory ? Why do firm
establish sales territories ? 3+7=10
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10. Briefly explain the various techniques of
sales forecasting, 10

11. Exp}aiq role and responsibilities of the need
of distribution channel in any organization.

10

12. What are the basic functions being

preformed by channel members at various
levels ? 10
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/ 3. /&What are the various . tCChnlqueg of

\, moUvatmg thc salcs force '.7/ g

hat are the adva‘mages and dlsadvamtageS
ofa stralght salary compensawhn 7 g

B "stcuss the unportahcc of momtonng and
o pcrformancc appralsal of sales fo)

.' hat is - sales temtory X Why do ﬁrms ‘
' “estabhsh sales tcmtory

el Quotas can act asa motxvator as’ well as ;
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methods used for handling and

\\%vcrcomingﬂsalcs objections., 3

‘entiate between market forecast and
sales forecast. 9 e

6. / Descript one of the qualitative methods of
& forecasting and indicate its advantages

~disadvantages. / % 3
¥ ha 4s a sales ferritory ? Why is it
neeéssary for companies to establish sales
érritories ? | flj : : 3

8. Describe briefly the common types of quota
- set by companies for sales Ife/opkeéb 8
9. ention-the various internal and external
soure€s used by companies for locayirig or

you pay a salespeople enough, you will
have a well motivated salesp ople™.

O o '
I/De fibe briefly the steps involved in

(Signing and executing a sales training
programme. \//\ | | )
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% Zhould a Sa}esperson handle ar el
- _ebjection raxsed b}’ a buy Rk 8

G y analyse the vanous methods of
/salés forecastmg used for mdustnal as wel]
as consumer products D 3 .

6. What functxons do quoj:as perform and why
; aretheysounpo ‘jttoaf', 8

, pomts are essentxal for ﬁnahsmg the
,otment of terntones to salesper ons ?
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ve from the following :
8x5=40

at is the difference between a
prospect; suspect and sales lead ? How 4

the probable prospects are qualified ?

Ly)“lain why sales management is |

considered as an important function.

are different sales presentation
ethods and how are they matched to
different sales situations ? J
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(d) What is a sales budget ? w
\/;;)urposes of the sales budget -

() Discuss the role of dist,

5 Mmanagement in the marketin
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(/) Explain all  the function
/m:errnediaries. '

() What are the three main aregg that give
/ rise to channe] con

flicts, ? Explain them
in brief, /
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(d choupal is a concept which can be
extended by many companies to
improve distribution in rural areas.
Discuss this topic. P! @a
(e) /hat is es territory ? Why is it

Ssary for companies to establish

sales territories ? /@

() Describe briefly the common types of
y companies for sales

% ©)

Mention the various internal and
" éxternal sources used by companies for

D{y locating or identifying the prospective
candidates. Why employee referral

programmes or schemes are becoming
one of the most popular methods of

locating salés recruits ? @

cribe bneﬂy the steps involved in
designing and executing a sales training

programr? @
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Answer any ten questions.

‘1. Explain why Sales Management is
considered as an important function. 8

What is the difference between a suspect, a
prospect and a qualified prospect ? 8

How does the approach step differ from the
pre-approach step ? What are the different
approach techniques used by sales people ?

‘ 8
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What are the links among motivation,
evaluation and compensation ? 8

Describe the methods used for handling and

overcoming sales objections. 8
6. What are the sources for sales recruits ? §
7. What is a sales territory ? Explain the steps
to be taken in designing or re-designing a
sales territory. - 8
8.  Describe briefly the common types of quota
set by companies for sales people. 8
9. Critically analyse the various methods of
sales forecasting used for industrial as well
as consumer products. 8
10. Discuss the selection process of Sales
Personnel. 8
11. Discuss the importance of Distribution
channels. 8
12. Explain all the functions of intermediaries.
8
13. How does a marketing manager select a
distribution channel ? What are the various
choices available to him ? . 8
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14.« Write short notes on: (any two) 4x2=8

(i) AIDA model
(i) Right Set of Circumstances Theory
(iii) Behavioural Equation Theory.
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