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Explain the concept of sales management. Discuss the selling styles.
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(1) All questions in Section — I carry equal marks.
(2) Attempt any TWO questions in Section — I.
(3) Question — 5 in Section — II is compulsory.

Section — I

Discuss about the buying and selling styles.

Discuss the various functions of sales organisation.
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Discuss the planning and implementation oriented functions of sales organisation. 10

Discuss the various types of test.

Discuss the types of interview.

Discuss the objectives of sales promotion.

Discuss the tools of salesman oriented sales promotion technique.

Section — II

5. Choose the correct alternative for the following :

(1) Any steps taken for the purpose of increasing sale is known as

2)
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(A) sales promotion (B) sales quota

(C) selling strategy (D) None of the above
Which of the following occurs first ?

(A) Selection

(B) Recruitment

(C) Both selection and recruitment occurs simultaneously
(D) Orientation
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(3) Which of the following is not a direct method of recruitment ?
(A) Waiting list
(B) Employment exchange
(C) Labour unions

(D) Both Employment exchange and Labour Union

(4) Which of the following is not an indirect method of recruitment ?
(A) Jobbers
(B) Contractors
(C) Friends and relatives of present employees

(D) Campus interview

(5) Test which measures the mental ability including memory is termed as

(A) intelligence test (B) trade test
(C) aptitude test (D) Psychological test
(6) type of interview is designed to let the interviewee speak his mind
freely.
(A) Planned interview (B) Non-directive interview
(C) Depth interview (D) Stress interview

(7) Which of the following is an objective of sales promotion ?
(A) Attract new customers (B) Increase in seasonal sale
(C) Introduce new product (D) All of the above

(8) Which of the following method is a method of sales promotion through dealer ?
(A) Window display
(B) Interior display
(C) Both window and interior display
(D) None of the above

(9) Which of the following is a method of sales promotion for customers ?
(A) Gifts, coupon etc. (B) Distributing samples
(C) Temporary price reduction (D) All of the above

(10) Amway, Medicare, Eureka Forbes are examples of direct selling.

(A) This statement is true. (B) This statement is false.
(C) This statement is partially true. (D) None of the above
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