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Answer all questions.
All questions carry equal marks.
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1. (a) Discuss the role of a sales manager in a sales
organization.
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“The art of salesmanship is the absence of i
salesmanship.” Do you agrec? Explain.
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“A salesman’s best asset is knowledge of human
nature.” Examine the importance of psychology in
view of this remark.
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Explain briefly how you would appeal to the
following :

Buying motives; Gain; Pleasure and Curiosity.
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Or (39gan)
Distinguish between an order taker salesman .md
a missionary salesman.
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Explain briefly how a sales personnel can' be
motivated at different stages of his career.
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3. Mention a few ways to handle objections during the

selling process. What replies would you make to any

three of the following objections to the sale of goods?

(i) Iwould like to look around before I decide.

(#1) T'would like something a little cheaper.

(¢if) I would like my husband to see it first.

(iv) I am too busy to talk to you today.
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Or (3194
What are the objectives of sales approach? Evaluate
the diffcrent types of approaches as used in a sales
situation.
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4. (a) What is a sales budget? Explain the steps involved
during the process of sales budget.
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() Explain briefly the uses and limitations of sales-
quotas.
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Or (194)
(a) What do you mean by sales analysis? Explain the
objectives of sales analysis with an example.
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(b) How does a sales manager allocate territories to
his sales force on a scientific basis? |
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. Write short notes on any two:

(i) Merits of recruiting from within the sales
organization itsclf ’

(ii) On the job training methods

(i) Salary compensation method of paying to the
salesman

(iv) Buyers Seller dyads.
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