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1. (a) ”ÛÁõàþùà …¶Ûé ÈÛé̃ ÛÛ¨Û¶Ûà ÉÛíéÅÛà…Ûé ˜Û˜ÛÛë.  6  
     …¬ÛÈÛÛ 

   ÈÛé̃ ÛÛ¨Û ÍÛ×̃ ÛÛÅÛ¶Û …é¤øÅÛé ÉÛä× ? ©Ûé¶Ûä× ¾ÛÐü«ÈÛ ˜Û˜ÛÛë.  

 (b) ÉÛä× ÍÛ×–ÛÌÛÙ ÍÛ×̃ ÛÛÅÛ¶Û ïõÛíéÉÛÅýÛÛé ›÷ÄõÁõà ™öé ? 4 
     …¬ÛÈÛÛ 

   ÈÛé̃ ÛÛ¨Û ÍÛ×̃ ÛÛÅÛ¶Û¾ÛÛ× Ü¼Û¶Û-ÉÛÛÜ¼þùïõ ¾ÛÛÜÐü©Ûà ÍÛ×̃ ÛÛÁõ¶Ûä× ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé.  

 (c) ÈÛé̃ ÛÛ¨Û¶Ûà ÜÈÛÜÈÛµÛ ¸ÛÜÁõÜÍ¬ÛÜ©Û…Ûé ˜Û˜ÛÛë.  4 
     …¬ÛÈÛÛ 

   ÈÛé̃ ÛÛ¨Û¶Ûà ÜÈÛÜÈÛµÛ ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé ˜Û˜ÛÛë.  
 
2. (a) ÈÛé̃ ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛ …ÛýÛÛé›÷¶Û ©Ûé¾Û›÷ …¾ÛÅÛàïõÁõ¨ÛÅÛ“Ûà ïõÛýÛÛë ›÷¨ÛÛÈÛÛé.  6  
     …¬ÛÈÛÛ 

   ÈÛé̃ ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶Ûä× ¾ÛÐü«ÈÛ ˜Û˜Ûâ, ©Ûé¶ÛÛ ¸ÛóÊ¶ÛÛé ›÷¨ÛÛÈÛÛé.  

 (b) ÈÛé̃ ÛÛ¨Û ïõ¾ÛÙ̃ ÛÛÁõà¶ÛÛé ïõÛýÛÙ½ÛÛÁõ ¶Û‘õà ïõÁõÈÛÛ¶Ûà ¸Û±ùÜ©Û…Ûé ˜Û˜ÛÛë.  4 
     …¬ÛÈÛÛ 

   ¸ÛéþùÛÉÛ …ÛµÛÛÜÁõ©Û ÈÛé̃ ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé.  

 (c) ïõÛýÛÙ …ÛµÛÛÜÁõ©Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ ˜Û˜ÛÛë.  4 
     …¬ÛÈÛÛ 

   ¶ÛÛêµÛ ÅÛ”ÛÛé ƒ •ÛóÛÐüïõ …ÛµÛÛÜÁõ©Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ  
 
3. (a) ÈÛé̃ ÛÛ¨Ûïõ©ÛÛÙ…Ûé¶Ûé ¸ÛóÛ¸©Û ïõÁõÈÛÛ ¾ÛÛ¤éø¶ÛÛ× …Û×©ÛÜÁõïõ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶ÛÛé ›÷̈ ÛÛÈÛÛé.  6  
     …¬ÛÈÛÛ 

   ÈÛé̃ ÛÛ¨ÛþùÇ ¾ÛÛ¤éø¶ÛÛé ½ÛÁõ©Ûà¶ÛÛé ”ýÛÛÅÛ ÍÛ¾Û›ÛÈÛà, ©Ûé¶Ûä× ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé.  

 (b) ÈÛé̃ ÛÛ¨Ûïõ©ÛÛÙ¶Ûà ¸ÛÍÛ×þù•Ûà ¸ÛóÜ’õýÛÛ ˜Û˜ÛÛë.  4 
     …¬ÛÈÛÛ 

   ÈÛé̃ ÛÛ¨ÛþùÇ¶Ûà ¸ÛÍÛ×þù•Ûà¾ÛÛ× ›ÛéÈÛÛ ¾ÛÇ©ÛÛ× ¸Û¦øïõÛÁõÛé ›÷̈ ÛÛÈÛÛé.  
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 (c) ½ÛÁõ©Ûà ïõÁõÈÛÛ ¾ÛÛ¤éø¶ÛÛ× ¼ÛÛÔ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶ÛÛé ˜Û˜ÛÛë.  4 
     …¬ÛÈÛÛ 

   ½ÛÁõ©Ûà ¾ÛÛ¤éø¶Ûä× …ÛýÛÛé›÷¶Û ïõÁõÈÛä× ÉÛÛ ¾ÛÛ¤éø ›÷ÄõÁõà ™öé ? 
 
4. (a) ÈÛé̃ ÛÛ¨Û …Ü½ÛÈÛèÜ±ù …é¤øÅÛé ÉÛä× ? ©Ûé¶ÛÛ Ðéü©Ûä…Ûé ›÷̈ ÛÛÈÛÛé.  6  
     …¬ÛÈÛÛ 

   ÈÛé̃ ÛÛ¨Û …Ü½ÛÈÛèÜ±ù ÍÛ×þù½Ûë ÜÈÛ©ÛÁïõÛé õÅÛ“Ûà ÍÛÛµÛ¶ÛÛé ˜Û˜ÛÛë.  

 (b) •ÛóÛÐüïõÅÛ“Ûà ÈÛé̃ ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶ÛÛ× ÍÛÛµÛ¶ÛÛé¶ÛÛ× ˜ÛÛÁõ ¸ÛóïõÛÁõÛé ˜Û˜ÛÛë.  4 
     …¬ÛÈÛÛ 

   ÈÛé̃ ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶Ûä× ¾ÛÐü«ÈÛ …¶Ûé ”ÛÛ¾Ûà…Ûé ›÷̈ ÛÛÈÛÛé.  

 (c) ÈÛé̃ ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶ÛÛ× ºõÛýÛþùÛ…Ûé ˜Û˜ÛÛë.  4 
     …¬ÛÈÛÛ 

   ÍÛéÅÍÛ¾Ûé¶ÛÅÛ“Ûà ÈÛé̃ ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶ÛÛ× ÍÛÛµÛ¶ÛÛé ˜Û˜ÛÛë.  
 
5. ¶Ûà˜Ûé¶ÛÛ ÜÈÛµÛÛ¶ÛÛé ÍÛÛ˜ÛÛ× ™öé ïéõ ”ÛÛé¤øÛ ©Ûé ›÷¨ÛÛÈÛÛé :  14  

  (1) ïéõ¶®ùà©Û ÈÛé̃ ÛÛ¨Û ÈýÛæÐüÁõ˜Û¶ÛÛ¶Ûä× ÍÛ×̧ Ûæ̈ ÛÙ µýÛÛ¶Û •ÛóÛÐüïõ¶Ûà ÍÛ¾ÛÍýÛÛ…Ûé …¶Ûé ›÷ÄõÜÁõýÛÛ©ÛÛé ¸ÛÁõ ÐüÛéýÛ ™öé.  

 (2) ÈÛé̃ ÛÛ¨Û“ÛéªÛ¾ÛÛ× ÈÛé̃ Ûïõ¶Ûé ÍÛºõÇ ¼Û¶ÛÈÛÛ ¾ÛÛ¤éø ©Ûé¶ÛÛ¾ÛÛ× ›÷¶¾Û›Û©Û •Ûä̈ ÛÛé ÐüÛéÈÛÛ ›Ûé̂ …é.  

 (3) ¸ÛéþùÛÉÛ¾ÛÛ× þùÁõ ¬ÛÛé¦øÛ ÍÛ¾ÛýÛé ºéõÁõºõÛÁõ (Innovation) ›ÛéÈÛÛ ¾ÛÇé ©ÛéÈÛà ¸ÛéþùÛÉÛ ”ÛÁõàþùà ïõÁõ¶ÛÛÁõÛ 
ˆ¶ÛÛéÈÛé¤øÍÛÙ ïõÛýÛ¾Û ¸ÛéþùÛÉÛ¶Ûà ”ÛÁõàþùà ™öéÅÅÛé ïõÁõ©ÛÛ× ÐüÛéýÛ ™öé.  

 (4) ÈÛé̃ ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛ× ¸ÛóïõÛÁõÛé ›ÛéÈÛÛ ¾ÛÇ©ÛÛ× ¶Û¬Ûà.  

 (5) ½ÛÛÁõ©Û¾ÛÛ× ¾ÛÛªÛ ïéõ¤øÅÛàïõ ›÷ ï×õ¸Û¶Ûà…Ûé ¸Ûó©ýÛ“Û ÈÛé̃ ÛÛ¨Û¬Ûà ¸ÛÛé©ÛÛ¶Ûà ¸ÛéþùÛÉÛ¶Ûä× ÈÛé̃ ÛÛ¨Û ïõÁéõ ™öé.  

 (6) ½ÛÛíé•ÛÛéÜÅÛïõ ÈÛé̃ ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ ›÷éÈÛä× ïõÛé̂  ÈÛé̃ ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ ›ÛéÈÛÛ ¾ÛÇ©Ûä× ¶Û¬Ûà.  

 (7) ¸ÛéþùÛÉÛ …ÛµÛÛÜÁõ©Û ÈÛé̃ ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ Ü¶ÛÌºõÇ ÍÛÛÜ¼Û©Û ¬ÛýÛéÅÛ ™öé.  

 (8) ÈÛé̃ ÛÛ¨Û ïõ¾ÛÙ̃ ÛÛÁõà…Ûé¶Ûé ¸ÛóÛ¸©Û ïõÁõÈÛÛ ¾ÛÛ¤éø …éïõ ¾ÛÛªÛ …Û×©ÛÜÁõïõ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶Û ³ùÛÁõÛ ›÷ ½ÛÁõ©Ûà ïõÁõà 
ÉÛïõÛýÛ ™öé.  

 (9) ïõ¾ÛÙ̃ ÛÛÁõà ¸ÛÍÛ×þù•Ûà ¸ÛóÜ’õýÛÛ¾ÛÛ× ïõÍÛÛé¤øà¶Ûä× ¾ÛÐü«ÈÛ ¶Û¬Ûà.  

 (10) ïõ¾ÛÙ̃ ÛÛÁõà¶Ûà ½ÛÁõ©Ûà ¸ÛóÜ’õýÛÛ ¸Û¦øïõÛÁõÄõ¸Ûà ™öé.  

 (11) ÈÛé̃ ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¬Ûà ¸ÛéþùÛÉÛ¶ÛÛ× ÈÛé̃ ÛÛ¨Û¾ÛÛ× ÈÛµÛÛÁõÛé ›ÛéÈÛÛ ¾ÛÇ©ÛÛé ¶Û¬Ûà.  

 (12) ÈÛé̃ ÛÛ¨Ûïõ©ÛÛÙÅÛ“Ûà …Ü½ÛÈÛèÜ±ù¶ÛÛ ÍÛÛµÛ¶ÛÛé ³ùÛÁõÛ ÈÛé̃ ÛÛ¨Ûïõ©ÛÛÙ¶Ûé ¸ÛéþùÛÉÛ¶Ûä× ÈÛµÛä ÈÛé̃ ÛÛ¨Û ïõÁõÈÛÛ ¸ÛóÅÛÛé½Û¶Û 
¾ÛÇé ™öé.  

 (13) ÜÈÛ©ÛÁõïõÛé¶Ûé ¾ÛÛÅÛ ÈÛé̃ ÛÈÛÛ ÈÛµÛä ¸ÛóéÜÁõ©Û ïõÁõÈÛÛ¶ÛÛ× ÍÛÛµÛ¶Û¶ÛÛ ½ÛÛ•ÛÄõ¸Ûé ©Ûé…Ûé¶Ûé ¼Û§ø©Ûà …Û¸ÛÈÛÛ¾ÛÛ× …ÛÈÛé 
™öé.  

 (14) ÈÛé̃ ÛÛ¨Û îÈÛÛé¤øÛ ¶Û‘õà ïõÁõÈÛÛ ÍÛéÅÍÛ¾Ûé¶Û¶Ûé ÈÛé̃ ÛÛ¨Û ÍÛÛÜÐü©ýÛ …Û¸ÛÈÛä×, ÈÛé̃ ÛÛ¨Û Í¸ÛµÛÛÙ¶Ûä× …ÛýÛÛé›÷¶Û 
ÈÛ•ÛéÁéõ ¸Û±ùÜ©Û…Ûé ÍÛéÅÍÛ¾Ûé¶ÛÅÛ“Ûà …Ü½ÛÈÛèÜ±ù¶Ûà ¸Û±ùÜ©Û…Ûé (ÍÛÛµÛ¶ÛÛé) ™öé.  

__________ 
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1. (a) Discuss the Buying and Selling styles. 6 

         OR 

   What is Sales Management ? Discuss its importance. 

 (b) Are conflict Management skill necessary ? 4 

            OR 

   Explain the importance of Non-verbal communication in Sales Management. 

 (c) Discuss the different Sales Situations. 4 

           OR 

   Discuss the various Sales Strategies. 

 

2. (a) State the planning and administrative oriented functions of sales organization. 6 

                           OR 

   Discuss the importance of Sales Organisation and state its problems. 

 (b) Discuss the methods deciding the work load of a sales employee. 4 

            OR 

   Discuss product based sales organisation. 

 (c) Discuss Activity based organisation. 4 

         OR 

   Write note on Customer Based Organisation. 

 

3. (a) State the internal sources to obtain procuring salesperson. 6 

                         OR 

   Explaining concept of recruitment of a sales force, explain its importance. 

 (b) Discuss the selection process of a Salesperson. 4 

               OR 

   State the challenges observed in the selection of a Sales force. 
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 (c) Discuss the external sources for Recruitment. 4 

                 OR 

   Why is it necessary to do planning for Recruitment ? 

 

4. (a) What is Sales Promotion ? State its objectives. 6 

              OR 

   Discuss the distribution oriented tools of Sales Promotion. 

 (b) Discuss four types of customer based Sales Promotion tools. 4 

                  OR 

   State the importance of defects of Sales Promotion. 

 (c) Discuss the advantages of Sales Promotion. 4 

             OR 

   Discuss the salesman oriented tools of Sales Promotion. 

 

5. State whether the following statements are true or false : 14 

 (1) The complete focus of centralized selling strategy is on customers problems and 

needs. 

 (2) To be successful in the field of sales, the seller must possess in-born qualities. 

 (3) The innovators who often seek new changes in the product are the last to purchase 

the product. 

 (4) We do not see different types of Sales Organisation. 

 (5) Only few companies in India, sell their product through Direct Marketing. 

 (6) There is no such sales organization seen as Geographical sales organisation. 

 (7) Product based sales organizations have failed. 

 (8) To procure sales employees, only way left is to recruit them through internal 

source of recruitment. 

 (9) In the selection process, testing does not hold any importance. 

 (10) The recruitment process of employees is challenging. 

 (11) Sales promotion does not lead to increase in sales. 

 (12) The sales promotion tools, motivate the salesperson, to sell more products. 

 (13) The Distributors to sell more are given promotions. 

 (14) The Salesman oriented sales promotion tools include deciding sales quota, giving 

sales literature to salesman organising sales competition etc. 

___________ 


