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ENGLISH VERSION

Instructions : (1) All questions in section I carry equal marks.

(a)

(b)

(a)
(b)

(a)
(b)

(a)
(b)

(2) Attempt any two questins in section I, question V in Section II is compulsory.

SECTION - 1

Discuss the meaning and characteristics of personal sales.
State the functions of sales management.

Discuss the types of sales organization.
Discuss the methods deciding the number of sales persons in a sales organization.

Explain various steps in selection process.
Explain the methods of training.

Discuss the meaning and objectives of sales promotion.
Explain various types of consumer promation tools.

SECTION - II

MCQS : (any five)

(1)
(2)
(3)
(4)
(3)

(6)

(7)

(8)
(9)
(10)

What is the backbone of marketing?

(a) Sales management (b) Organization (c) Sale (d) Advertising

What doses sales managements do to personal sales activities?

(a) Planning (b) Management (c) Supervision (d) Control

Who developed the formula for determining sales force strength?

(a) Candeef and steel (b) Meslo (c) Herzburg (d) Julius

What are the stages of the sales process?

(@) 6 (b)3 (c)5(d)7

What is the practice of appointing separate salesmen for each class of customer?
(a) Customer oriented configuration (b) Product oriented configuration

(¢) Composite configuration (d) Area oriented configuration

What is the process of choosing the right people, in the right place in the right number and
at the right time.

(a) Scientific recruitment selection (b) Unscientific recruitment selection

(¢) Recruitment selection (d) Selection process

“Motivation is the act of motivating someone or yourself to do the desired work”
--Who gave this definition of motivation?

(a) Julius (b) A.H. Lignat (c) Aldrich (d) Herzbutg

What is it called to plan an adventure in the context of a competitor’s plan?

(a) Arrangement (b) Strategy (¢) Management (d) Control

What are the stages of process of setting-up sales organisation?

(@ 5((b)7 ()63

Who introduced the theory of gradual need for motivation?

(a) Julius (b) A.H. Meslo (¢) Dr. GR. Tery (d) Herzburg.
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