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ENGLISH VERSION

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

in main answer sheet only.

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

SECTION -1

1 Choose the correct option and write it : 20

ey

)

3)

Sales mean to transfer the ownership of goods and to make
all the needy arrangements for its effective distribution. This

definition is given by :

(A) Maynard and Backman

(B) Colin Clerk

(C) George Terry

(D) Livingstone

Which elements is related with sales management ?
(A) related to human element

(B) related to physical element

(C) social element

(D) scientific element

What is the measurement for success of sales management ?
(A) Increase in sales (B) Profit

(C) Thrift (D) Transparency
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(4) The function which checks whether the salesman is conducting

sales activities and functions as per plan or not is called
(A) Communication (B) Organizational Management
(C) Controlling (D) Employee Management

(5) Which of the following factors affects the psychology of the

customers and improves sales ?
(A) Price of the product

(B) Services

(C) Product itself

(D) Discounts

(6) Providing customers with utility products at the right time
and place, providing satisfaction to users by fulfilling their
needs providing reasonable profits to intermediaries, producers

and preventing wastage of labour and time is called an

(A) Discount Policy (B) Dastribution Policy
(C) Credit Policy (D) Sales policy
(7) Sales returns and after sales service are a part of..........
(A) Production (B) Selling expenses
(C) Price Policy (D) Salesman
(8) The best way to increase sales 1s
(A) To increase of salary of salesman

(B) Through positive attitude and compassionate behaviour

of sales manager towards salesman.
(C) To increase the commission of the salesman.

(D) Through control on the salesman.
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(9) The main objective of the sales force is :
(A) To achieve sales targets
(B) To remove inefficient salesman
(C) To recruit salesman
(D) To give promotion to the salesman

(10) What is the effect of selection of salesman through

advertisement ?
(A) There is a wider scope of selection.
(B) It is easy to get the right kind of salesman
(C) The candidate is successful as a Salesman
(D) Decrease in salary and remuneration expenses.
(11) When does a reputed company needs to recruit salesman ?
(A) When there is recession in the market.

(B) When the organization progresses and expands its

business.
(C) When one of the company's subsidiary is shut down.
(D) When the product life cycle is about to end.

(12) To appoint the right candidate at the right time, at the right

place, in appropriate numbers.............

(A) Is the basis of routine selection.

(B) Increase sales expenses

(C) 1Is at the heart of scientific selection

(D) Is responsible for decrease in sales.
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(13) "A successful salesman is the backbone of the sales department”

Is it true ?
(A) No, it 1s not true (B) Can not say
(C) It is a joke (D) Yes, it i1s true

(14) The most important things required to become a successful

salesmanis .............

(A) a salesman's personality

(B) a salesman's qualification

(C) a salesman's experience

(D) a salesman's interest in sales job

(15) It 1s not necessary to provide training to the salesman

because
(A) Salesmanship are the only bornwise.
(B) Training makes the salesman proud

(C) If the salesman leaves after training, then the training

cost incurred on the salesman is wasted.

(D) Train is only expensive, but it does not yield any

benefits.
(16) Salesmen
(A) are born only

(B) are neither born or made but it is a result of bornwise

qualities and training to salesman jointly.
(C) Can be made

(D) are a result of situations only.
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(17) Which technique of remunerating the salesman is considered

appropriate for both, the company and the salesman ?
(A) Salary + Commission method
(B) Only salary method
(C) Multiplicative salary technique
(D) Only commission method
(18) What happens when a salesman is given promotion ?
(A) Increased zeal to achieve higher sales
(B) The salesman becomes lazy.
(C) Salesman will leave the company
(D) Salesman's ego will increase.
(19) Who decides a salesman's sales quota ?
(A) Directors of the company
(B) Sales Manager
(C) Salesman himself
(D) Decided through draw of lots.
(20) What is the objective of controlling the salesman ?
(A) to pressurise the salesman
(B) deduction in salary
(C) effectively sell the product at minimum cost

(D) to reduce travelling cost of salesman
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SECTION - II

2  Explain the classification of Luther-Gullick
management functions.
OR
2  What is management ? Define the universality

principles of management.

3 State the points to be kept in mind while fixing the
selling price of the product.
OR

3 Discuss the functions and duties of salesman in salesforce.

4  Being as a sales manager of public company, which
points to be considered while selecting the salesman.

OR
4  Write a detailed note on the sources of recruitment

of salesman.

5  Distinguish :
Salary method v/s Commission method
OR
5  Define the various methods of providing training to the

salesman.

6  Write short notes : (any two)
(1) Salesman's report
(2) Methods of motivating the salesman
(3) Sales contests
(4) Sales quota

(5) Essential literature for sales
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