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Q1 Explain the foliorning in brief:- (3x5=15|
(a) Types of Sales Quotas
(b) Steps involved in Selecting Sales Personai.
(c) Skills of Sales Managers.
id) New renCs in Sales Management
(e) Selling v/s Saiesmanship.

Q2 What are different types of selling situation? What is recr:mmended
for saiesman in respect of each such situation? trxplain the seiling
strategies involved in each such situation. {15}

Q3 Explain the SPIN model of Selling. What steps are involved in
Personal Selling Process and gir,,e a brief explanation of each step?(15f

Q4 What are Qualitative and Quantitaiive moclels used in sales
forecasting? Give a brief explanation of each method. {151

Qs (a) How to detertnine the size of Sales force? Give methods involvecl.
{b)How to organize Saies Training programirie for Sales F'orce?

What steps are involved. {15}

What are Sales Quotas? How are they differe:rt from Sales
Territories? What are the ohrjecti',,es of ttie Trn o? Explain the pi ocess

Q6

involved in rnanaging of Saies Territories. (151

Q7 Write notes on:- {2x7.5=15}
(n) Role of Information Technolory in Sales Managernent
{b) Saies Audj.ts-Metrics Invoivecl.

Q8 (a) What are SaLes Budgets? Give a t-ormat of the san:re. {7.5}
{b} Explain the etirical issues involveC Sales Management. {7.51
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