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Attempt all questions.
All questions carry equal marks.
¥t 5v7 FFT
gt year & oF A 8
1. Explain any four of the following statements briefly:
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“Salesmen are born and not made.” Comment on
this statement.
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“Is aggressiveness an asset or a liability”, explain
it with regard to personal selling.
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“The majority of sales representatives require
encouragement and financial incentives to work at
their best level. This is especially true of field
selling.” Do you agree? Give reasons.

“Hyded fagg wfaffudl & 3793 Faimm =) W
FH A & fau e #k fadn e R
sTavawa @t 31 98 e 87 faw & fau I
21" 91 A7 WY Wedd €7 ST

Explain the iceberg or “80-20"" sales principle.
“sTgge Agen 80-20” fawa fagis @ WE |IVT

“Sales representatives need skill in screening out
poor leads.” Comment.

“fagg wfafafugl & oy @ua daae 9 398 &
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What 1s sales force management? List the activi-
ties involved in sales force management.
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What are the various sources of recruitment of

sales force?
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List down the advantages and disadvantages of
selling as a career.
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What are buying motives and their uses in
personal selling? Also explain Maslow’s Theory of
need hierarchy.
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Writc the quantitative and qualitative perfor-
mance standards for evaluating and supervising
sales force performance.
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Explain the various methods that can be adopled

by a salesperson in the “Approach” stage of
personal selling process.
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Why do prospects raise objections? Discuss briefly
the various types of objections raised by them.
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Discuss the procedure commonly adopted for
selection of sales personnel.

fod FHe + 999 & (AU GErad; IEE 99 aret
w1 guiq fiE) 12

What is a sales budget? What is the purposc of
preparing a sales budget? Also mention the
methods of sales budgeting.
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Explain the meaning and objectives of forming
sales territories. What are the common shapes
used for designing territories?
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{a) Mention the types of compensation plans
available for salesman.
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(b) What is a ‘sales presentation’? Explain the
different types of ‘presentation’ formats available
to a salesperson.
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5. Write short notes on any two of the following:
frfafgs & @ il @ W Hfgw foooft fafag
(a) Types of sales organization structure

o sgaw =i’ 5 ¥R
() ACMEE model of training
afaigor 71 ACMEE #igd
(¢) Missionary Selling
ECISCET
(d) Sales Quotas.
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