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Section A

Note : Attempt any Seven questions. 7×5=35

1. Objectives of sales management.

2. Sales manager as an administrator.

3. Area market potential.

4. Routing and scheduling of sales force.

5. Objectives of sales organisation.
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6. Concept of sales management.

7. Induction of sales force.

8. Controlling of sales force

9. Sales activities and tasks.

10. Motivating sales force.

Section B

Note : Attempt all the questions.

11. What are the major functions of sales

management ? 12

Or

What do you understand by sales territories ?

On what basis these territories are deviced ?

12. What do you understand by sales forecasting ?

Explain the different methods of demand

forcasting. 12

Or

Differentiate between the recruitment and

selecting process. Explain the different steps

in the selection process.

13. Critically explain the co-ordination of sales

deptt. with other elements of marketing

programme.

Or

Critically analyse the evaluation process of

sales force performance. 11
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