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1. (…) ÈÛé̃ ÛÛ¨Ûïõ©ÛÛÙ ³ùÛÁõÛ ÈÛé̃ ÛÛ¨Û …×•Ûé¶Ûà ïõˆ-ïõˆ ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé¶ÛÛé Š¸ÛýÛÛé•Û ÈÛé̃ ÛÛ¨Û ïõÛýÛÙ ¾ÛÛ¤éø ¬ÛÛýÛ ™öé ? 6 

  Which are the sales strategies employed by a sales person for his sales work ? 

    …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û …¶Ûé ”ÛÁõàþùà ÉÛíéÅÛà…Ûé¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé. 

  Discuss the buying and selling styles. 

 

 (¼Û) ÈÛé˜ÛÛ¨Û …×•Ûé¶Ûà ÜÈÛÜÈÛµÛ ÈÛé˜ÛÛ¨Û ¸ÛÜÁõÜÍ¬ÛÜ©Û…Ûé ˜Û˜ÛÛë. 4 

  Discuss the various selling situations. 

    …¬ÛÈÛÛ/OR 

  Ü¼Û¶Û-ÉÛÛÜ¼þùïõ ¾ÛÛÜÐü©Ûà ÍÛ×˜ÛÛÁõ¶ÛÛ× ÍÈÛÄõ¸ÛÛé ˜Û˜ÛÛë. 

  Discuss the various forms of Non-verbal communication. 

 

 (ïõ) ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ¶Ûà ÍÛ×–ÛÌÛÙ ÍÛ×˜ÛÛÅÛ¶Û ïäõÉÛÇ©ÛÛ¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé. 4 

  Discuss the conflict management skills of a seller. 

    …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ ¸ÛÛÍÛé ÍÛÛÁõà ËÛÈÛ¨Û ïäõÉÛÇ©ÛÛ ÉÛÛ ¾ÛÛ¤éø ÐüÛéÈÛà ›Ûéˆ…é ? (Listening Skills) 

  Why should a salesperson possess good listening skills ? 

 

2. (…) ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛ× ïõÛýÛÛë ˜Û˜ÛÛë. 6 

  Discuss the functions of sales organization. 

    …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ…Ûé¶ÛÛ× ïõÛýÛÙ½ÛÛÁõ/ÍÛ×”ýÛÛ ¶Û‘õà ïõÁõÈÛÛ ¾ÛÛ¤éø ïõÛéˆ¸Û¨Û ¼Ûé ¸Û±ùÜ©Û…Ûé ˜Û˜ÛÛë. 

  Discuss any 2 methods to decide the work load or the number of  salespersons.  
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 (¼Û) ÐüÛˆ¼Ûóà¦ø, ¸ÛéþùÛÉÛ …¶Ûé •ÛóÛÐüïõ …ÛµÛÛÜÁõ©Û ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé. 4 

  Discuss the Hybrid, Product and Customer based sales organization.  

…¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶Ûà Áõ˜Û¶ÛÛ …¶Ûé ïõþù¶Ûé …ÍÛÁõïõ©ÛÛÙ ¸ÛÜÁõ¼ÛÇÛé ˜Û˜ÛÛë. 

  Discuss the factors affecting design and size of a sales organization.  

 

 (ïõ) ïõÛýÛÙ …ÛµÛÛÜÁõ©Û ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ …¶Ûé …ÈÛíéÜµÛïõ ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛé ”ýÛÛÅÛ Í¸ÛÌ¤ø ïõÁõÛé. 4 

  Mention clearly the concept of work related sales organization and informal 
organization. 

    …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛ× ÍÈÛÄõ¸Û …¶Ûé ¾ÛÐü«ÈÛ ˜Û˜ÛÛë. 

  Discuss the nature and importance of sales organization. 

 

3. (…) ÈÛé˜ÛÛ¨ÛþùÇ¶ÛÛ× ïõ¾ÛÙ˜ÛÛÁõà…Ûé¶Ûé ¸ÛóÛ¸©Û ïõÁõÈÛÛ ¾ÛÛ¤éø¶ÛÛ× …Û×©ÛÜÁõïõ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶ÛÛé ˜Û˜ÛÛë. 6 

  Discuss the Internal source of recruitment to procure the employees of sales 
force. 

…¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ…Ûé¶Ûà ½ÛÁõ©Ûà …×•Ûé¶ÛÛé ”ýÛÛÅÛ ÍÛ¾Û›ÛÈÛà ©Ûé¶Ûä× ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé. 

  Explain the meaning and importance of recruitment of salespersons. 
  

 (¼Û) ÈÛé˜ÛÛ¨ÛþùÇ¶Ûà ¸ÛÍÛ×þù•Ûà¾ÛÛ×, ÉÛä× ÈÛé˜ÛÛ¨Û ÜÈÛ½ÛÛ•Û¶Ûé ¸Û¦øïõÛÁõÛé¶ÛÛé ÍÛÛ¾Û¶ÛÛé ïõÁõÈÛÛé ¸Û¦éø ™öéé ? ˜Û˜ÛÛÙ ïõÁõÛé. 4 

  Does the sales department face any challenges in selecting the sales force ? 
Discuss. 

               …¬ÛÈÛÛ/OR 

  ½ÛÁõ©Ûà …×•Ûé¶ÛÛ× ¼ÛÛÔ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶ÛÛé ˜Û˜ÛÛë. 

  Discuss the external source of recruitment. 
 

 (ïõ) ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛ× ïõ¾ÛÙ˜ÛÛÁõà…Ûé¶Ûà ¸ÛÍÛ×þù•Ûà ¸ÛóÜ’õýÛÛ¶ÛÛ× ¸Ûó¬Û¾Û ªÛ¨Û ©Û¼Û‘õÛ…Ûé ˜Û˜ÛÛë. 4 

  Discuss the first three steps in selecting the employees of sales organization. 

    …¬ÛÈÛÛ/OR 

  ÉÛä× ½ÛÁõ©Ûà ¾ÛÛ¤éø¶Ûä× …ÛýÛÛé›÷¶Û ïõÁõÈÛä× ›÷ÄõÁõà ™öé ? 

  Is it necessary to do planning for recruitment. 
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4. (…) ÈÛé˜ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶ÛÛé ”ýÛÛÅÛ, ¾ÛÐü«ÈÛ …¶Ûé Ðéü©Ûä…Ûé ˜Û˜ÛÛë. 6 

  Discuss the concept, importance and objectives of sales promotion. 

…¬ÛÈÛÛ/OR 

  •ÛóÛÐüïõÅÛ“Ûà ÈÛé˜ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶ÛÛé …¬ÛÙ ÍÛ¾Û›ÛÈÛà ©Ûé¶ÛÛ ÍÛÛµÛ¶ÛÛé ˜Û˜ÛÛë. 

  Explain the meaning of consumer-oriented sales promotion. Discuss its tools. 

 

 (¼Û) ÈÛé˜ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶ÛÛ× ÅÛÛ½ÛÛÅÛÛ½Û ˜Û˜ÛÛë. 4 

  Discuss the advantages and disadvantages of sales promotion. 

    …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶Ûà ÜÈÛÜÈÛµÛ ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé ˜Û˜ÛÛë. 

  Discuss the various sales promotion strategies. 

 

 (ïõ) ÍÛéÅÍÛ¾Ûé¶ÛÅÛ“Ûà, ÈÛé˜ÛÛ¨ÛÈÛèÜ±ù¶ÛÛ× ÍÛÛµÛ¶ÛÛé ˜Û˜ÛÛë. 4 

  Discuss the salesmen-oriented sales promotion tools. 

    …¬ÛÈÛÛ/OR 

  ÜÈÛ©ÛÁõïõÛéÅÛ“Ûà, ÈÛé˜ÛÛ¨Û ÈÛèÜ±ù¶ÛÛ× ÍÛÛµÛ¶ÛÛé ˜Û˜ÛÛë. 

  Discuss the distributor oriented sales promotion tools. 

 

5. ¶Ûà˜Ûé¶ÛÛ× ”ýÛÛÅÛÛé ¼Ûé ¸Û×Üî©Û¾ÛÛ× ›÷¨ÛÛÈÛÛé. (•Û¾Ûé ©Ûé ¸ÛÛ×˜Û) 14 

 Answer in two sentences, any five, of the following given concepts. 

 (1) ¤éøÅÛà ¾ÛÛïëõÝ¤ø•Û 

  Tele Marketing 

 (2) •ÛóÛÐüïõ ïéõ¶®ùà©Û ÈýÛæÐüÁõ˜Û¶ÛÛ 

  Consumercentric Strategy 

 (3) ÈÛé̃ Ûïõ¶ÛÛ× •Ûä̈ ÛÛé 

  Qualities of a Seller 

 (4) ÍÛäÍ©ÛÉÛíéÅÛà¬Ûà ”ÛÁõàþùà 

  Laggard style Purchasing 

 (5) ½ÛÛíé•ÛÛéÅÛàïõ ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ 

  Geographical Organization 

 (6) ÁíéõÜ”Ûïõ ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ 

  Line Organization 
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 (7) ˆ›ÛºõÛÅÛ“Ûà ¸Û±ùÜ©Û 

  Incremental Method 

 (8) ïõÛýÛÙÅÛÛýÛïõÛ©Û 

  Work Qualification 

 (9) ºéõÁõ¼ÛþùÅÛà þùÁõ 

  Labour Turnover Rate 

 (10) ½ÛÛÈÛ –Û¤øÛ¦øÛé 

  Price Reduction 

 (11) ¾Ûºõ©Û ½Ûé¤ø …Û¸ÛÈÛà 

  Giving free Gifts 

 (12) ¾Ûºõ©Û ¶Û¾Ûæ¶ÛÛ …Û¸ÛÈÛÛ 

  Giving free Samples 

________ 


