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[Time: 2.30 Hours] [Total Marks: 70]
Q1. (a) Define and explain the objectives of sales management. (07)
Q1. (b) Explain the job of sales executive as sales co-coordinator. (07)

OR
Q1. (a) Explain different types of sales organization. (14)
Q2. (a) Explain different objectives of personal selling. (07)
Q2. (b) Explain different methods of sales forecasting. (07)
OR
Q2. Explain different theories of Personal selling. (14)
Q3. (a) Explain sales budget. (07)
Q3. (b) Explain sales territory. (07)
OR
Q3. Define and explain types of sales quota. (14)
Q4. (a) Explain different functions to be performed by sales man. (07)
Q4. (b) Explain different types of qualities required by a sales man. (07)
OR
Q4. Explain prospecting and pre-approach with reference to the personal selling process. (14)
Q5. (a) Explain methods of training sales personnel. (07)
Q5. (b) Explain compensation plan for sales force. (07)
OR
Q5. Explain recruitment and selection process of sales force. (14)
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