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NOTE: 
Q.1 is compulsory, attempt any four questions from the remaining. All Questions carry equal marks. Phones and other Electronic Gadgets are not allowed.
   
Q1: Objective Questions (Provide answers on your answer sheets)

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

· True

· False

b) The Type A personality generally lives at a higher stress level
· True

· False 

c) The ____________ reports to the sales manager 

· Area sales manager

· Country sales manager

d) In ______________sales people should learn as much as possible about organizations and its buyers 

· Pre- Approach

· Approach

e) __________________ is the step in personal selling process in which the salesperson asks the customer for an order

· Closing

· Follow up

Q2. Discuss industrial organization model?

Q3. Discuss the types of sales force structure available for companies? 

Q4. Briefly explain steps involved in developing sales promotion? 

Q5. Elaborate types of techniques which companies can use to motivate their sales staff?

Q6. What are the different compensation plans available for companies in order to compensate its sales   

 
 personnel? Elaborate

Q7. Explain the Concept of Sales Management. Elaborate purpose of sales?

Q8. Discuss in your own words qualities of effective sales executive?
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