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Instructions: 

1. All questions are compulsory. 

2. Numbers to the right indicate marks. 

3. Q.NO.1 and Q.NO.2 to be answered in not more than 100 words 

4. Q.NO.3 to Q.NO.6 to be answered in not more than 400 words 

 

Q.1 Answer any FOUR out of the following SIX questions.                            (16 Marks)                                      

          a) Scope of Salesmanship 

          b) Physical Qualities of a good salesman (ANY FOUR) 

          c) Concept of Sales Management 

      d) Sales organization 

      e) Need for Sales Budget 

      f) Planning for major customers 

 

Q.2 Answer any FOUR out of the following SIX questions.                            (16 Marks)                                                      

      a) Relationship Marketing 

      b) Sales planning and control 

      c) Sales Research 

      d) Functions of Sales Manager (ANY FOUR) 

      e) Personal Selling 

      f)  Importance of sales forecasting (FOUR POINTS) 
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Q.3 a) Explain the importance of salesmanship to the producers, 

           consumers, society and the government.                                                 (12 Marks) 

 

OR 

Q.3 b) Explain in detail the Selling Process.                                                      (12 Marks) 

 

 

Q.4 a) Define Sales Management and explain the need for  

           effective Sales Management.                                                                   (12 Marks) 

OR 

Q.4 b) Discuss the methods of Sales Forecasting.                                              (12 Marks) 

 

 

Q.5 a) Explain any two Sales Organization Structures.                                     (12 Marks) 

OR 

Q.5 b) Explain the several responsibilities shouldered by  

           Sales Manager.                                                                                         (12 Marks) 

 

 

Q.6 a) Write Notes on:                                                                                        (12 Marks) 

         i) Recruitment                                                                               

         ii) Case study of a successful Salesman                                        

OR 

Q.6 b) Write Notes on:                                                                                       (12 Marks) 

         i) Mental Qualities required for effective salesmanship 

         ii) Value added selling 
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