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CE-101 (C): Advance Business Management (Sales Management)

Discuss the various skills of a sales person.
OR
Explain the various forms of non-verbal communication.

Discuss the various functions of sales organization.
OR
Discuss the types of sales organization.

Explain the process of selection of a sales person.

OR
Discuss the benefits of recruiting the sales force employee from internal
sources.

Discuss the advantages and disadvaniages of sales promotion
OR
Discuss the tools of customer oriented sales promotion

Explain the following concepts in two sentences. (Any 7)
Tele marketing

Laggards

Centralized buying

Hybrid sales organization

Line organization

Geographical sales organization
Stress interview

Depth interview

Aptitude test

Sales pi’(‘)mot%cm

Free sample

Free gifts
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