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1. (a) ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ¶Ûà ÈÛé˜ÛÛ¨Û …×•Ûé¶Ûà ÉÛíéÅÛà…Ûé ©Ûé¾Û›÷ •ÛóÛÐüïõÛé¶Ûà ”ÛÁõàþùà …×•Ûé¶Ûà ÉÛíéÅÛà…Ûé ˜Û˜ÛÛë.  6 

  Discuss the seller’s selling style and buyer’s buying style.   

                …¬ÛÈÛÛ/OR 

  “ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ ¸ÛÛÍÛé ÈÛÛ¤øÛ–ÛÛ¤øÛé …¶Ûé ¾ÛÛÜÐü©ÛàÍÛ×˜ÛÛÁõ ïõÁõÈÛÛ¶Ûà ïäõÉÛÇ©ÛÛ …Ü¶ÛÈÛÛýÛÙ¸Û¨Ûé ÐüÛéÈÛà 
›Ûéˆ…é.” ˜Û˜ÛÛÙ ïõÁõÛé.  

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

 (b) ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ, ÈÛé˜ÛÛ¨Û …×•Ûé¶Ûà ïõˆ ïõˆ ¸ÛÜÁõÜÍ¬ÛÜ©Û…Ûé¶ÛÛé ÍÛÛ¾Û¶ÛÛé ïõÁõà ÉÛïéõ ™öé ? 4 

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

    …¬ÛÈÛÛ/OR 

  ÍÛ×–ÛÌÛÙ ÍÛ×˜ÛÛÅÛ¶Û …¶Ûé ¸Û©ÛÛÈÛ¤ø …×•Ûé¶Ûà …ÛÈÛ¦ø©Û/ïäõÉÛÇ©ÛÛ ÈÛé˜Ûïõ ¸ÛÛÍÛé ÐüÛéÈÛà ïéõ¾Û ›÷ÄõÁõà ™öé ? 
  Why should the sales person possess the conflict management and its resolution. 

 (c) Ü¼Û¶Û-ÉÛÛÜ¼þùïõ ¾ÛÛÜÐü©Ûà ÍÛ×˜ÛÛÁõ¶ÛÛ× ÜÈÛÜÈÛµÛ ÍÈÛÄõ¸ÛÛé ˜Û˜ÛÛë. 4 

  Discuss the various forms of non-verbal communication.  

          …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ¶Ûà ÜÈÛÜÈÛµÛ ÈÛé˜ÛÛ¨Û ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé ›÷¨ÛÛÈÛÛé. 
  State the various types of sales strategies of a salesperson.  
 

2. (a) ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛ ïõÛýÛÛë ˜Û˜ÛÛë. 6 

  Discuss the functions of sales organizations. 

     …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛ× ¸ÛóïõÛÁõÛé ˜Û˜ÛÛë.  
  Discuss the types of sales organizations. 

 (b) ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛ× …¬ÛÙ, ÍÈÛÄõ¸Û …¶Ûé ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé.  4 

  Explain the meaning, nature and importance of sales organisation.  

       …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶ÛÛ ¸ÛóÊ¶ÛÛé ˜Û˜ÛÛë.  
  Discuss the issues of sales organisation. 



DO-103 2  

 (c) ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¾ÛÛ× ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ¶Ûà ÍÛ×”ýÛÛ ¶Û‘õà ïõÁõ©Ûà ¸Û±ùÜ©Û…Ûé ˜Û˜ÛÛë. 4 

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

                …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ¶Ûà Áõ˜Û¶ÛÛ …¶Ûé ïõþù¶Ûé …ÍÛÁõïõ©ÛÛÙ ¸ÛÜÁõ¼ÛÇÛé ˜Û˜ÛÛë.  
  Discuss the factors affecting the design & size of a sales organisation. 

 

3. (a) ÈÛé˜ÛÛ¨Û þùÇ¶Ûà ½ÛÁ©Ûà¶ÛÛé ”ýÛÛÅÛ ÍÛ¾Û›ÛÈÛà, ©Ûé¶Ûä× ¾ÛÐü«ÈÛ ›÷¨ÛÛÈÛÛé.  6 

  Explain the concept of sales force recruitment and state its importance.  

      …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙ¶Ûà ¸ÛÍÛ×þù•Ûà …×•Ûé¶Ûà ¸ÛóÜ’õýÛÛ ÍÛ¾Û›ÛÈÛÛé. 
  Explain the selection process of a salesperson. 

 (b) ÈÛé˜ÛÛ¨Û ïõ¾ÛÙ˜ÛÛÁõà…Ûé¶Ûà ½ÛÁõ©Ûà …×•Ûé¶Ûä× …ÛýÛÛé›÷¶Û ÉÛÛ ¾ÛÛ¤éø …¶Ûé ïõˆ Áõà©Ûé ¬ÛÛýÛ ™öé ? 4 

  Why and how is the recruitment planning done for sales employees ? 

         …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û þùÇ¶Ûà ¸ÛÍÛ×þù•Ûà ïõÁõÈÛÛ …×•Ûé¶ÛÛ ¸Û¦øïõÛÁõÛé ˜Û˜ÛÛë.  
  Discuss the challenges in selecting the sales force. 

 (c) ÈÛé˜ÛÛ¨Û þùÇ¶ÛÛ× ïõ¾ÛÙ˜ÛÛÁõà…Ûé¶Ûé ¸ÛóÛ¸©Û ïõÁõÈÛÛ ¾ÛÛ¤éø¶ÛÛ× …Û×©ÛÜÁõïõ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶ÛÛé ˜Û˜ÛÛë.  4 

  Discuss the internal sources of recruitment for procuring sales force employees. 

    …¬ÛÈÛÛ/OR 

  ½ÛÁõ©Ûà …×•Ûé¶ÛÛ× ¼ÛÛÔ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶ÛÛé ˜Û˜ÛÛë.  
  Discuss the external sources of recruitment. 

 

4. (a) ÈÛé˜ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶Ûä× ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé. 6 

  Explain the importance  of sales promotion. 

    …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Ûïõ©ÛÛÙÅÛ“Ûà, ÈÛé˜ÛÛ¨ÛÈÛèÜ±ù¶ÛÛ× ÍÛÛµÛ¶ÛÛé ˜Û˜ÛÛë.  
  Discuss sales person oriented sales promotion tools. 

 (b) ÈÛé˜ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶Ûà ”ÛÛ¾Ûà…Ûé ›÷¨ÛÛÈÛÛé.  4 

  State the defects of sales promotion. 

    …¬ÛÈÛÛ/OR 

  ÈÛé˜ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶ÛÛ ºõÛýÛþùÛ…Ûé ˜Û˜ÛÛë.  
  Discuss the advantages of sales promotion. 

 (c) ÈÛé˜ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶ÛÛ× Ðéü©Ûä…Ûé ÍÛ¾Û›ÛÈÛÛé.  4 

  Explain the objectives of sales promotion. 

       …¬ÛÈÛÛ/OR 

  ÜÈÛ’éõ©ÛÛÅÛ“Ûà, ÈÛé˜ÛÛ¨Û …Ü½ÛÈÛèÜ±ù¶ÛÛ× ÍÛÛµÛ¶ÛÛé ˜Û˜ÛÛë.  
  Discuss the Dealer-oriented sales promotion tools. 
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5. ¶Ûà˜Ûé …Û¸ÛéÅÛÛ ”ýÛÛÅÛÛé/¸ÛþùÛé ¼Ûé ¸Û×Üî©Û¾ÛÛ× ÍÛ¾Û›ÛÈÛÛé. (•Û¾Ûé ©Ûé ÍÛÛ©Û) 14 

 Explain the following terms / concepts in 2 lines : (any seven)  

 (1) ÈÛé˜ÛÛ¨Û ÍÛ×˜ÛÛÅÛ¶Û 
  Sales Management 

 (2) ïéõ¶®ùà©Û ”ÛÁõàþùà 
  Centralised Buying 

 (3) ïõÛýÛÙ½ÛÛÁõ ¸Û±Ü©Û 
  Work-load Method 

 (4) ½ÛÛíéÜ©Ûïõ …×©ÛÁõ  
  Physical Distance 

 (5) ˜ÛéÐüÁõÛ¶ÛÛ× ÐüÛÈÛ½ÛÛÈÛ 
  Facial Expressions 

 (6) ÈÛÛ¤øÛ–ÛÛ¤øÛé 
  Negotiations 

 (7) ¸ÛéþùÛÉÛ …ÛµÛÛÁõà©Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ  
  Product Based Organisation 

 (8) •ÛóÛÐüïõ …ÛµÛÛÁõà©Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ  
  Consumer-based Organisation 

 (9) ÐüÛˆ¼Ûóà¦ø ÈÛé˜ÛÛ¨Û ÈýÛÈÛÍ¬ÛÛ©Û×ªÛ  
  Hybrid sales organisation 

 (10) ïõ¾ÛÙ˜ÛÛÁõà¶Ûà ½ÛÅÛÛ¾Û¨Û 
  Recommending an employee 

 (11) ïõÍÛÛé¤øà 
  Test 

 (12) ”ÛÁõàþùà ¸ÛÁõ ÈÛ¤øÛÈÛ 
  Discount on purchases 

________ 
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