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ENGLISH VERSION

What is sales organization ? Explain the importance of
its in modern sales management. State the various types of
sales organization.

OR

Discuss in detail the various Qualities and Qualifications
of sales manager.

Explain the meaning of sales management. State the
various functions of sales management.

OR

What do you mean by the size of the sales force ? State
the factors affecting the size of the sales force. Discuss the
various methods (approaches) used to determine the size of
the sales force.

State the sound recruitment and selection procedure of
salesman for sales territories.

OR

State the various methods of providing training to the
salesman.

Discuss the various methods of paying remuneration to
the salesman.

OR

Discuss the various methods of controlling on salesman.

Instruction : Figures to the right side indicate full marks of question.

20

20

20

20

15

15

15

15

NBK-16080001020601] 2 [ 16,900/526-112 ]



