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ENGLISH VERSION

Instruction : Answers to all questions.

1 Explain the meaning of sales management. Discuss in 20
detail the various types of it.
OR

1 Discuss qualities of sales manager. 20

2  What is Sales policies ? Discuss in detail the main types 20
of sales policies.
OR
2 Discuss the various methods (approaches) used to 20

determine the size of the sales force.

3  Explain in detail the selection and recruitment procedure 15

of salesman.

OR
3  State the various methods of training to the salesman. 15
4  State the methods of controlling the salesman. 15
OR

4  Differentiate : Salary Method and Commission Method. 15
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