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NOTE: Q.1 is compulsory, attempt any four questions from the remaining. All questions carry equal marks. Draw labeled diagram where necessary. Phone and other electronic gadgets are not allowed.
   
Q1. Objective Questions (provide answer on your answer sheets)

a) The job of the sales executive is more action oriented and less planning oriented

· True/False

b) The main concern of sales management is the “present” – the “here and now

· True/False

c) The Type A personality generally lives at a higher stress level
· True/False 

d) The purpose of sales is to turn an interest in a product into a commitment to purchase it

· True/False 

e) Sales often depend on relationships and interaction, whereas marketing is more disconnected 

· True /False

Q2.  
Briefly explain steps involved in consumer buying process? 

Q3. 
Discuss personal selling strategy formulation? 

Q4. 
List and explain various steps involved in personal selling process? 

Q5. 
With the help of diagram explain industrial organizational model? 

Q6. 
Why training sales people are necessary before sending them in to field? 

Q7. 
Write a note on the following

a) Geographical sales force structure

b) Complex sales force structure
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