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Seat No.:

[\Y/
NAG— 0
B.Com., Sem.:1
SE-101 (E): Advance Business Management (Sales Management)

Time: 2:30 Hours] [Total Marks: 70
1. Discuss the following skills of a sales person. 14
1. Listening skills

2 Presentation skills
3. Problem solving skiils
4, Communication skills

OR
Discuss the buying and selling styles. 14
2. Discuss the following types of sales organization. 14

Geographic sales organissiion

1
2. Product based sales organisation
3. Customer based sales organisation
4. Activity/function based organisation
S. Hybrid sales organisation
OR
Discuss the planning and implementation oriented functions of sales 14
organization.
3. Discuss the various types of tests & interviews. 14
OR
Discuss the sources of recruitment. 14
4. Discuss the objectives of sales promotion. 14
OR
Discuss the tools of salesman oriented sales Promotion technique. 14
5. Explain the following concepts in short. (Any 7) 14

(1)  Warehousing

(2) Target setting

(3) Training

(4) Incentives

(5) Sales forecasting

(6) Deceniralized organisation
(7)  Performance evaluation
(8) Competition

(9) Motivation

(10) Sales promotion

(11) Free sample

(12) Conference of sales person
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