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Note ;!

Attempt all questions. All questioﬁs carry equal marks.
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1. (a)

(b)

' ]
“Explain the definition and nature of salesmanship.
‘ 10

“Selling offers unmatched career opportunities to
capable men and women.” Explain. ,
10
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2. (a)

(b)
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(b)
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What is meant by Buying motives of consumers ?
Explain the various types of buying motives briefly
with examples.

12

Define the concept of motivation and its importance -

to marketer.

Or

“Duties and diffichlties of the different types of
salesman vary considerably.” Do you agree ? Explain
how 7’ ‘

' 10
Why is “pre-approach” important ? What important
information is required at thisl level ?

10
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(a) Why prospects object 7
10

(b) How the goods be demonstrated effectively ?
10

Or

(a) “Closing in a sales interview is the most crucial
stage.” Comment.
10
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(b) “Sound recruitment policy and procedures are
essential for a greater selling efficiency.” Comment

on this statement.
10
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4. (a) How sales pe_rsoﬁ are remunerated ?
10

(b) Explain briefly the techniques of evaluating
‘performance of sales person.
10
. Or .
(a) Explain the various stages involved in the selection
process of the sales people.
10
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{b) Discuss the process of sales Vbudget.'
10
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Write short notes on any three :
20
(1) Sales quota target
(it) Sales territory
(1ii) Components of sales management
(1iv) Methods of determining the size of salesforce

{v) Cosl analysis
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