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Instructions: 1) All questions are compulsory
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Q 1) Answer the following questions in 10 to 12 lines (any 4) (4x4=16)
. a) Explain the concept of salesmanship
b) State the types of objections
c¢) ldentify the essentials of demonstration
d) Examine the concept of sales research
e) List the sales management objectives
f) Explain the AIDA Formula
Q 2) Write short notes on (any 4) (4x4=16)
a) Identify then need for sales organisation
b) Examine the meaning of committee organisation
c) State the features of Line Organisation
d) Discuss the types of interviews
e) Indicate the meaning of Sales Contests
f) Explain the concept of sales meeting

Q 3 A) Analyze the varjous types of salesmen.
OR (12)

Q3 X) Enumerate the various methods of prospecting.

Q 4A) Define sales forecasting. Explain the various methods of sales forecasting.
OR (12)

Q 4X) Describe the steps in sales planning process.

Q 5 A) Assess the various functions of sales manager.

Q 5 X )Evaluate the process of preparing sales budget.

O 6 A) Summarize the various sources of recruiting the Salesforce.
OR (12)

O 6 X) Assess the various methods of training the Salesforce.
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