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1. (@) daueisdl glrl Qe 1] 595-56 G AL GUdlaL ARl s1 e wd 9?6
Which are the sales strategies employed by a sales person for his sales work ?
AAal/OR
quel i Wl Adlai-l 2l 52U

Discuss the buying and selling styles.

(1) 0L ioll [alay dauel wRRalapil 22l 4
Discuss the various selling situations.
2941/OR
[eirt-ulee s Hledl A0l @3l AUl

Discuss the various forms of Non-verbal communication.

(5)  duesal-l A Q1 gaadi-l 2l 5. 4
Discuss the conflict management skills of a seller.
A1YA/OR
duIRLsdl uid AL gael sa0dl L Mie 8ldl s>l ? (Listening Skills)
Why should a salesperson possess good listening skills ?

2. () AL AdRAldAAL Sl AUl 6
Discuss the functions of sales organization.
AYal/OR
dAIRLsAlDAL S1ARIR/RAvUL 455l s24L ML SISUBL ol Ug il Al
Discuss any 2 methods to decide the work load or the number of salespersons.
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sldells, Uslal 2 Ales wHURA dARl AaedHl 22l 5.

Discuss the Hybrid, Product and Customer based sales organization.
294d1/OR

Aqel YLl UL 2 s8 21U 5dl WRAAL 2L

Discuss the factors affecting design and size of a sales organization.

1 20ARA ARl AaULdA i AA[BS AdRAAAAL VL e S2U.

Mention clearly the concept of work related sales organization and informal
organization.

224l/OR
ARl AR AW i M AL

Discuss the nature and importance of sales organization.

AARLENAL SHAZIDUA W s HizAl RS WlldaiAl Al

Discuss the Internal source of recruitment to procure the employees of sales
force.

24941/OR
detsalidl el 2011 vaig axodl dg Hetd axandl.

Explain the meaning and importance of recruitment of salespersons.

dieieot-{l uAedllui, g datel (Aot ugsiRiAl AH-AL sl ud 9 ? 2l s2U.

Does the sales department face any challenges in selecting the sales force ?
Discuss.

294/OR
ML 2oL cel WlldalAl A2l

Discuss the external source of recruitment.

QgL qaeldAl AL wieoll UBUiAl uas Bl dotssiil 224l

Discuss the first three steps in selecting the employees of sales organization.
A4al/OR

9, Ml M2 Al 529 w3TL 9 ?

Is it necessary to do planning for recruitment.



4. () dael AlMglgel vard, Mot 2 il Al 6
Discuss the concept, importance and objectives of sales promotion.
AYA/OR
Al saall du1el 2[Malgtl il A3l del A1E-l 224l
Explain the meaning of consumer-oriented sales promotion. Discuss its tools.
() duel v[Mgfgnl dliais 224l 4
Discuss the advantages and disadvantages of sales promotion.
AYal/OR
duiel xA[Mlg -l [alas gl 2l
Discuss the various sales promotion strategies.
(5) AwuAaal, daRiglal wa-l Al 4
Discuss the salesmen-oriented sales promotion tools.
AAal/OR
[z siaall, dael glgl ata-tl 23l
Discuss the distributor oriented sales promotion tools.
5. DAl vaidl o Qlsdmi geudl. (1A d uia) 14
Answer in two sentences, any five, of the following given concepts.
(1) edl wuslea
Tele Marketing
(2) WSS 5dld YA
Consumercentric Strategy
(3)  das-i dgll
Qualities of a Seller
(4)  Yddldlell wlel
Laggard style Purchasing
(5) cloudls aralda
Geographical Organization
(6) M5 AR
Line Organization
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(7)  dmsiasl ugla

Incremental Method
(8) sidasid

Work Qualification
(9) 3Roiedl e

Labour Turnover Rate
(10) &d =213l

Price Reduction
(11) 45d ™2 2udl

Giving free Gifts
(12) HSd Al Uval

Giving free Samples
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