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1. (A) 'A salesp€rson must possess Bargaining & communication skill,, Discuss.

OR

Discuss the various sales siruations

(B) " A salesperson m ust possess problem solving skill, for any problems/ issues faced by

customers / prospects,, Discuss.

OR

Discuss the selling & Buying styles.

(C) Mention clearly the concept ofsales Management.

OR

Discuss the various components ofNon_ verbal communication.

(A) Discuss the planning oriented function of sales organisation.

OR

Discuss the importance ofsales organisation in the Morden ma*eting age. Discuss its

administrative functions.

(B) Discuss the product & customer based sales organisation.

OR

Discuss the role ofsalcsperson in context ofsal€s organisation.

(C) Discuss the methods to decide the strength ofsales employees in a sales Department.

OR

Discuss the factors affecting the design & size ofsales organisation.

(A) Discuss the first four stages ofsalesperson's selection process.

OR

Discuss the internal source ofRecruitment to rec it employees.

(B) Discuss the external source ofrecruirment to recruit sales emplo1e...

OR

Explain the concept oflnterview, discuss its types.

6

4

,1

:

1

4

3

Seat No. : _-



(C) Explain the concept of recruitment, explain itspresent importance.

OR

Discuss the advantages to recruit employees liom intemal source ofrecruitment ?

(A) What is sales promotion ? Discuss its objectives.

OR

Discuss the salesmar oriented, sales promotion tools.

(B) Which are the sales promotion tools utilized, to promote / attract buyers to buy more ?

OR

Discuss tlre sales promotion strategies.

(C) Disouss the dealeroriented, sales promotionTools.

OR

Discuss the importance ofsales promotion in the marketing world.

State whether the following statements are True or False. 14

1. We see various selling style ofbuyers.

2. Innovative buyers are the first to buy the new products.

3. Buyers also are in the form ofa Institution / company.

4. To be successful in the sales field, a salesperson must have inbom skills.

5. We do not see various types / forms ofsales oBanisation.

6. Customer based sales organisation havc proved to be a failure.

7. MliC companies marufacturing household products.

8. India's 100% percent compades sell through direct marketing style.

9. To recruit the emp loyees of sales organ isation on Iy intemal source of rec ru itrnent is availab le.

10. The recruiting process ofsales employees is challenging-

Il. We do not see differcnt types oftests.

12. The candidate passing the interview step in $e process ofselection need not pass / go throug:h

other steps ofselection process-

ll. The sales p.omotion tools does not lead to increase in sales.

14. Sales promotion tools are formed only for customers.
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