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Time: 3 Hours
Note: Attempt ung fioe questions lneluding Q.No7 wlnlch is compukory.
Select one an from es.ch unit, Atl marks.

Do qnyJflqe-q frorn the fallowing:-
(a) Define sales management and give its importance.
(b) What are essentials of good sales training programme?

{c) Why is sales forecast irnportant for a company?
(d) Explain the'ro1e of ethics in sales management.
{e) What are the various types of compensation plans?

UNTT.I
What are the functions and responsibilities of a Sales Manager?

What are Lhe steps in formulating sales stratery?

UNI?.II
What is personal selling? What are the vari.ous approaches and styles of
selling?

Distinguish between qualitative and quantitative forecasting techniques.
Give their advantages and disadvantages.

UNIT.III
Q6 How does Ma.slo-w's Theory of motivation helps in motivating the sales

force?

trxplain the selection procedure of sales personnel

ur{IT-w
Explain the role of information technolory in sales management.

Discuss the importance of the sales budget in the corporate budgetary
process
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