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Instructions : (1)  Write answers of all questions for both sections in main

answer sheet only.

(2) Right side figures indicate full marks of questions.

SECTION - 1

1 Choose the correct option and write it.

(1) is required to achieve sales targets.
(A) Sales Management
(B) Direction
(C) Budgeting
(D)  Staffing

(2) The Principles of Sales Management are
(A) Definite and Universal
(B) Unnecessary
(C) Ever-changing
(D) For customer

(3) How is the success of the sales management measured ?
(A) Increase in sales
(B) Profits
(C) Thrift
(D) Transparency

(4) Is Sales Management an art of a science ?
(A) Only science
(B) Only art
(C) 1t is a combination of both
(D) Neither art nor science
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The price of the product for similar group of customers should be
(A) Prices would be differ according to individual customer.
(B) Left on the salesman to decide the price differential
(C) Prices should be different in different areas

(D) Uniform

Who decides the credit policy ?

(A) Salesman of the firm

(B) Customers of the firm

(C) Sales Manager

(D) 1t is decided by its own

The extreme objective of the sales force is

(A) To remove inefficient salesmen

(B) To achieve sales targets

(C) To recruit salesmen

(D) To give commission to the salesmen

The best way to increase sales is

(A) Through control on the salesmen

(B) To increase the salaries of the salesmen

(C) To increase the commission to the salesmen

(D) Through positive attitude and sympathy of sales managers
towards salesmen

The most important quality required to become a successful salesmen
is a

(A) Salesman’s interest in sales job

(B) Salesman’s personality

(C) Salesman’s qualification

(D) Salesman’s experience

(10) Which source is considered best for the procurement of salesmen ?

(A) through campus interview at colleges
(B) through recommendations

(C) from company’s own departments
(D) from competitor institutions

(11) Which is the last stage in the salesman’s selection process ?

(A) Inviting the candidate for a personal interview
(B) Giving appointment letter

(C) Inviting applications through advertisements
(D) Taking written test
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(12) The work of a salesman is considered

(A) mechanical

(B) wvery easy

(C) wvery difficult

(D) Interesting, if the salesman has interest in the sales profession
(13) Born salesmen are good, but the trained salesmen are even better.

(A) It 1s true

(B) It is wrong

(C) Statement is in appropriate

(D) Cannot say

(14) “The salesmen have to be properly moulded, shaped and nurtured.
Then only they will become more effective”. Can we say for
salesmen ?

(A) Comparison is wrong

(B) Salesmen are only born

(C) Yes, we can say this for salesmen
(D) No. cannot say

(15) Only commission method used to remunerating salesmen
(A) s responsible for decrease in sales
(B) exploits the salesmen
(C) 1is beneficial to both the parties
(D) is not beneficial to both the parties

(16) Which technique of remunerating the salesmen is considered the
best ?

(A) Multiplicative salary method
(B) Only commission method
(C) Salary plus commission method
(D) Only salary method
(17) “Salesman’s report is the reflection of work done by him”. Is this
statement true ?
(A) Yes it is true
(B) No it is not true
(C) The above statement is misleading
(D) Cannot say
(18) Deciding sales quota results in
(A) increase in expenses of the company
(B) the increase in salesman’s burden
(C) the increase in salesman’s concern
(D) achieving company’s sales targets only.
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(19) Sales Quota is decided for
(A) the sales manager
(B) the salesman
(C) the head clerk
(D) none of the above

(20) The allocation of a specific sales area from the total sales area of
the company is called
(A) Salesman’s sales territory
(B) Customer’s sales territory
(C) Director’s sales territory
(D) None of the above

SECTION - II
2 Explain the meaning of sales management and state its functions. 10
OR
2 Explain the universality of management. 10
3 State the various points to be kept in mind while fixing the 10
selling price.
OR
3 State the functions and duties of salesman in salesforce. 10
4 State in brief the proper selection process of the salesman 10
for salesforce.
OR
4 Write a note on the various sources of recruitment of salesman 10

in salesforce.

5 Discuss the various methods of providing compensation to the salesman. 10
OR
5 Define the techniques of providing training to salesman. 10

6 Write short notes : (any two) 10
(1) Sales Quota
(2) Sales territory
(3) Sales Seminars and Sales Conferences
(4) Methods of motivating the salesman
(5) Salesman’s report.
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