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ENGLISH VERSION

1 Explain the meaning of sales management. Explain
Luther Gullick's classification.
OR
1 (a) Explain the meaning of sales management state the

various objectives of it.

(b) Discuss in brief the main type of sales policies.

2 (a) State the various points to be kept in mind while

fixing the selling price.

(b) State the functions and duties of salesman in
sales force.
OR

2 (a) State the various sources for recruitment of salesman.

(b) Describe the techniques of providing training to the

salesman.

3 Distinguish : Salary method v/s Commission Method.
OR
3 State the main method of the salesman giving

motivation.

4 Short notes : (any three)
(1) Sales Quota
(2) Sales man's right's
(3) Sales man's report
(4) Sales seminars and sales conferences
(5) Sales contests
(6) Sales territory.
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