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ENGLISH VERSION

1 Explain the meaning of sales management. Explain
the classification of Luther Gullik’s management functions.

OR

1 (a) Explain the meaning of sales management. State
the various objectives of its.

(b) What is sales management ? Define the universality
principles of management.

2  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.

OR
2 (a) Discuss in brief the main types of sales policies.

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

3 Define the various sources for recruitment of Salesman.
OR

3 Define the main points to be considered while selecting
the salesman.

4  Write short notes : (any three)
(1) Sales conferences and sales seminars
(2) Essential literature for sales
(3) Sales quota
(4) Sales territory
(5) Sales contests

(6) Methods of controlling the salesman.
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