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1. "Good sales managers are born, not
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Note : Attempt all the Sections as p 2. Explain the meaning of 'E'-Commerce.

instructions.
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Section - A/ @UZ - 3 3. Define saleg management and explain

Note : Attempt all five questions. Each
any four functjons of a sales manager.

question carries 4 marks. Very short
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4.

What are the contents of a good training

programme for sales managers.
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Define salesmanship and mention the

qualities of a good salesman.
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Note : Attempt any two questions out of the

following 3 questions. Each gquestion
carries 10 marks. Short answer is

required not exceeding 200 words.
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.,6/ What is personal selling’ Discuss the

advantages and limitations of personal

selling.
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J/. Distinguish between sales management

and marketing management.
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8. Explain in brief the principles which

should be kept in mind while selecting
sales managers.
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Note : Attempt any three questions out
of the following 5 questions. Each
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question carries 20 marks. Answer is

required in detail. 20x3=60
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‘% "Is salesmanship an art or science

or both". Comment and discuss the

importance of salesmanship in the

modern economy.
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.-/ID. Define sales organisation. Explain the
need and importance of sales arganisation

for a modern enterprise.
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11. Distinguish petween recruitment angd
selection. What are the main sources of
recruitment of salesmen? Explain each of
them.
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*5 What is meant by distribution channels?

Discuss the wvarious factors to be
considered in selecting channels of
distribution. https://www.ccsustudy.com
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1;. What are the objectives of a remuneration

plan for sales personnel. Explain the
different methods of compensation for

sales personnel.
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