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aeLsdl-l daer il Al dye s sidl WILEL vl el wl. 6

Discuss the seller’s selling style and buyer’s buying style.
AHYA/OR

“Quprsdl wd daleiEel @A wlsdliar sradl sandl sRaruel eldl

AS¥.” 22l sl

“The salesperson must possess negotiation skill and the communication skill.”

Discuss.

desal, darel 2191l 59 59 uRRalail-AL AL 530 a5 © 2

Which are the selling situations, that a seller may face ?
AYAU/OR

A AL 2 udlae il 2iasd/sandl dus W eldl 31 #3319 ?
Why should the sales person possess the conflict management and its resolution.

[tt-ulees Hledl A0l [lay @3yl 22l

Discuss the various forms of non-verbal communication.
AYW/OR

duietsal-l [alas damer geu-il wRudl.

State the various types of sales strategies of a salesperson.

A8l Rl 51l AL

Discuss the functions of sales organizations.
AYQW/OR

A8l aReldsAL UsIl AL

Discuss the types of sales organizations.

el HaReldsAL e, W3 YU A HeTd AHAL.

Explain the meaning, nature and importance of sales organisation.

§1YU/OR
ARl ARl Ustl AUl
Discuss the issues of sales organisation.
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d2A1RL aaldAHL dARLsdlL Aval 58] 52l uglaztl 2l

Discuss the methods deciding the number of salespersons in a sales organisation.
A1YQ/OR

A1l Ha2AldaAAl UL A s8 vA5Al R 2AL

Discuss the factors affecting the design & size of a sales organisation.

d1eL g0l ¢l vl Axdl, df He el
Explain the concept of sales force recruitment and state its importance.
AYQW/OR
deLsdl-l uieoll idldl ulFul uneal.
Explain the selection process of a salesperson.
d218L sHAIFN DAL Ml 200, 2uAl W HE 2 59 Jd AL 9 ?
Why and how is the recruitment planning done for sales employees ?
AYWOR
d1el so-dl uieoll sal 2idiAL ugsIRl AL
Discuss the challenges in selecting the sales force.
d218L el s U s2aL Ml AidRs wllaal-l Al
Discuss the internal sources of recruitment for procuring sales force employees.
AYQW/OR
&l 2idil eudl uLllaall 24l
Discuss the external sources of recruitment.

A8l w1[Mgfgd et AHAdl.,

Explain the importance of sales promotion.
AYW/OR

dauieisdlasll, daeiglai Are-l Al

Discuss sales person oriented sales promotion tools.

du1el 24[Mgfg -l vl oeudl.

State the defects of sales promotion.
AYQW/OR

A8l Hglg el selvtl 22l

Discuss the advantages of sales promotion.

d2u18L HMglg el Sgatl Al

Explain the objectives of sales promotion.

AYWOR
[A5cuasll, daust seglal aa-l 22l
Discuss the Dealer-oriented sales promotion tools.
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5. 2 wuldl vaidi/el ol UlbdHi q3odl. (O d Ald)
Explain the following terms / concepts in 2 lines : (any seven)
(1)  daugl A=Al

Sales Management
(2) 3dld vilel
Centralised Buying
(3) sidMR ugld
Work-load Method
(4)  olilas 2idR
Physical Distance
(5) AsAL Slasd
Facial Expressions
(6) aLlenel
Negotiations
(7)  uelal UAUZd ARl
Product Based Organisation
(8) ALS U AUl
Consumer-based Organisation
(9) gudells dawel MaReldat
Hybrid sales organisation
(10) sMR1Hl eeumel
Recommending an employee
(11) suldl
Test
(12) vilel uR aald
Discount on purchases
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