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NOTE:  Q.1 is compulsory, attempt any four questions from the remaining. All questions carry equal marks
           
Q1: 
Objective Questions (Provide answers on your answer sheets)
a) Type A personality find it difficult to stop, even when they have achieved goals (True/False)
b) Type B personality work steadily, enjoying achievements but not becoming stressed when they are not achieved (True/False)
c) Prospecting Consist of identifying possible customers and then qualifying them (True/False) 
d) In pre-approach sales people should learn as much as possible about organizations and its buyers (True/False)

e) The step in the selling process in which the salesperson asks the customer for an order (True/False)

Q2.
Explain steps in personal selling process? 
Q3. 
Differentiate between in-house sales force and Independent sales representatives? 
Q4.
Explain different compensation plans available for companies? 
Q5.
Discuss different ways which company can use to motivate their sales personal? 
Q6.
In order to compensate sales personal what options are available for companies? 
Q7.
Write a short note on the following:
a) Product sales force structure 

b) Complex sales force structure 
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