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SECTION - A

1. Aitempt ali questions iri brief'

a. Define Sales Management'

b. What is Personbl Selling?

c. Differentiate betrveen Recruitment and seleclion of sales tbrce?

d. Differentiate between Training & Development of a saies tbrce'

e. Explain the concept of Sales contcst'

f. Explain the concept of fonlarcl ancl revi"rse logistics'

g. What is franchising'?

SEC'TION - B

2. Attempt an1' three of the follon'ing:

,r\. .Write 
a note on the role playetl bv lt sltlt.s lnllnllgcl.ilt anr,orglrltiz-ltiiolr.',

Ui' e*pfiin various recniiting sonrces-of seie: r'epresentativcs'l

;i ;;;i"* various methods of sales force lraining?

,l) Erplain ftlnctions aucl llorvs in distributiorr channels'l

e,t What is.t,o.*ti to''tlict? E'xplain dilii:re!t tvpes of chalrtrel conllict'l

SEC'I'ION - C

3. Attempt an-Y ot,e part ot. the l.ollo\\,ing:

a), Explain the process of personal selling?

b) Explain sales management process?

4.Atter*ptaI}},ofiepartofthefolloli,il}g:
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5. Attempt any one part of the follo\\'ing:

a. Explain the process of designing a sales territory'

b. Elaborate tlie steps involved i* prepari,s a sales budget.

6. Attempt a\y o,,epart nf the follorving: 7 x r' :'1

a)r..Distributiontsverycrucialtul,,iigdgci.lingnrarketingstrategy''696111e:nt.
b) Explain different ;hannel strtrcrures in <ietail'

a) Briefly explain iile proeess of leading anii nlotivating the sales torce'

b) Discuss various types of Sales organiziil ' oil '

7 . Attempt an}, (},, e part of tlre follorr,ing: ,

a). Briefly explain the steps involved in tnuning the distribtrtors s?Iles

b) Explai, important factors rvhich inll,e*L'e chrlrmel choice?
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