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Q1.  Discuss the various forms of nonverbal Communications 14
OR

Q1.  Discuss the various selling and buying styles. 14

Q2. Discuss the various functions of sales organisation. 14
OR

Q2. Discuss the factors affecting the design and size of sales organisation 14

Q 3.  Discuss the sources of recruitment 14
OR

Q3. Discuss the types of interviews and tests. 14

Q4. Discuss the following methods of sales promotion. 14

1. Through salesmen
2. Through Consumers/customers

OR

Q4. Discuss the objectives of sales promotion 14
Q5. Explain any seven from the following: 14

1. Laggards

2. Decentralized organisation

3. Conference of sales person

4. Incentives

S. Telemarketing

6. Vertical sales organization

7. Free sample

8. Competition

9. Warchousing

10. Work load method

11. Sales quota
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